CO ee ek ek ee eee 


“over August and 4 
‘September, 1953. 


- ing to the National As 


we 


_ 150,000 long tons, compe 


TECHNOL SY DEPT: 


of the Nation’s Econo 
Ovutiays — Teo 
on ii September, unche 
t 8 percent alfove a 
Contracts for future 
awarded in Sepfember 
mbed to $18 billion, or 15 percent 
percenf above 


aled 


po 


ccord- 
Bn. of 
Credit Men, 822 percent of the 
retail accounts last Aug@st were 
in the “discounting or Prompt” 
category against 80.8 p@rcent in 
August, 1953. 

Sree. Ourrput—The ste@l industry 
last week operated at 72fpercent of 
capacity, compared with percent 
the previous week. 

Russer OutpuT—Worlg output of 
natural rubber in Augmst totaled 
ed with 


Reramers’ PayMENTS — 


al vol- 

d to 98.2 

2 1935-39 
week, ac- 


Rose @ 230 from 
xg week,jaccording 


Down 


InvenTories—Continuedgo decline 
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$9.5 billion in August, or $55 mil- 
lion under July, but $74 million 
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to Commerce Depart- 
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tail stores in September were $14 
billion, according to Department of 
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Tme SuHipments—Declined from 
July to 5,147,691 in 
. Production dropped from 

4,182,433 to 3,773,162. 
‘WrouneaLa Prices — Dipped 0.1 
cent to 109.6 of the 1947-49 base 
x, according to Bureau of La- 
r Statistics. 


Tep Cars 


New-car registrations for eight 


- months, plus two states for Sep- 


ri 


Make 
Chev. 
Ford 


1953 Pos. 
915,690— 1 
681,930— 2 
319,127— 4d 
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bepeseeese 


Buick 
Plymouth 
Olds 
Pontiac 
Dodge 
Cadillac 
Chrysler 
Nash 
DeSoto 
Packard 
Lincoln 
Hudson 
Willys 


iT 


a 


Kaiser 
Henry J. 
Misc. 


3,782,790 3,917,353 
_ For further details, see Pages 
54, 66. 


To Keep Out 
Low This We 


Only Two Makers 
Nash and Hudson; 
Still Building "546 


By Tom Hewitt 
Staff Writer 
- production this week 
is expected to remain near last 
week’s two-year-low level of 47,120 
cars and 13,250 trucks. 


Chevrolet and all Chrysler Corp. 
divisions are expected to boost op- 
erations this week after resuming 
output slowly, but any gains by 
them will be nullified by the change- 
over closings of Buick, Oldsmobile 
and Lincoln-Mercury. 

Last week’s production amount- 
ed to a 26.2 percent decline from 
the 63,859 cars built in the previ- 
ous week, while the truck level 
was a 12.6 percent dip from the 
15,167 units of the week earlier. 

With Buick, Oldsmobile and L-M 
down as of today (Oct. 18), and 
with Ford division and Cadillac 
shut since last Monday, Nash and 
Hudson are left as the only makers 
still turning out 1954 models. But 
Hudson will halt assemblies the 
end of this month, while Nash will 
follow later in the year. 

- * + 


pe last week’s poor show- 
ing, some U. S. plant managed 
to produce the year’s five-millionth 
car or truck, some seven weeks be- 
(Continued on Page 78, Col. 3) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


30314 cor 
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106054 car 
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589,069 Cars 


SOLSESEIUNOLIIIT II 00 on 


PREVIOUS 


HIGH 
607,275 Cars—May 1, 1954 


RECORDS 
Low 
174,086 Cars—Aug. 1, 1952 


—Automotive News compilation 


New Chief Denies AMC Is Discussing Merger a 


Mason Succeeded by Romney 


Aen the death of George 
W. Mason, president and chair- 
man, directors last week indicated 
forcefully that American Motors 
would go its own way. 

Directors met Tuesday, the day 
after the funeral of Mr. Mason, 


sler to Boost 
Output; °55s to 
Cost $250 Million 


By Pete Wemhoff 

Editor, Automotive News 
LOOMFIELD HILLS, Mich.— 
With $250,000,000 invested in its 
five 1955 models, Chrysler Corp. 
hopes to build 
250,000 cars before 
Jan. 1 and plans 
to expand assem- 
blies next year, 
President L. L. 
“Colbert told a na- 
tional press pre- 


and elected George Romney as 
president, chairman of the board 
and general manager. 

Minutes after his election, Rom- 
ney issued a statement declaring 
that American Motors was not en- 
gaged in any merger discussions, 
of a direct or indirect nature, with 
Studebaker-Packard. 

* = * 
HE death of Mr. Mason had 
touched off a new rash of 
merger speculation, with one source 
in beng my circles asserting: 
is the match that’s going 
to ‘lcht the fire.” 

However, with respect to such 
speculation in the past, American 
Motors spokesmen had made it 
plain that the energies of its ex- 
ecutives were engaged in making a 
success of the consolidation of 

* * x 


view here last 


week. 

He predicted 
that the indus- 
try’s 1955 output 

L. L, Colbert would eclipse 
1954 at over 5,300,000 cars. 

“Our new low, long, more power- 
ful models represent the biggest 
change in the industry in any one 
year,” Colbert told 500 newsmen 
from all over the nation. 

* * 


H® INTIMATED that, on the 
basis of dealer orders to date, 
Chrysler's goal of 20 percent of 
next year’s sales may be too low. 
“When we hit that target, we'll 


go higher,” he said. 
Colbert declared that ‘his cor- 
poration’s “dealer organization is 


(Continued on Page 78, Col. 1) 


| ager, 


Mason and Successor— 


George Romney (left), newly elected 
president and chairman of American Mo- 
tors Corp., is shown with the 
Mason shortly offer rae 
Nash and Hudson, | Pages 
72 and 73.) 


Nash and Hudson, rather than in 
reaching out for other mergers. 
* ” ” 
Ame that remained the position 
of American Motors following 
the death of Mr. Mason. 

The passing of Mr. Mason brought 
expressions of regret from far and 
wide in the auto industry. Nearly 

(Continued on Page 73, Col. 1) 
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Dealer Average 


Now 7.3 Units 


Decrease Attributed 
To Model Shutdowns, 


Cleanup Campaigns 


By Bob 
Associate Editor 

A FURTHER phenomenal de- 

crease in franchised dealers’ 
stocks has brought the total sup- 
ply of new cars in the field to 305,- 
314, the lowest point in more than 
two years. 

The Oct. 1 census conducted by 
Automotive News found the av- 
erage new-car dealer with a po- 
tential inventory of 7.3 units, 
including cars on display in deal- 

warehoused 


ership 
by dealers and factories, used as 
demonstrators and still in transit. 
The new total represents a slide 
of some 100,000 cars from Septem- 
ber’s revised count of 406,054, the 
equivalent of 9.6 cars a dealer. 
Most of the decline is due to plant 
shutdowns for model changeover. 


TS nation’s overall inventory of 
new cars has not been under 
the current 305,314 since the out- 
put-starved days of the 1952 steel 
strike. In September of that year. 
the stockpile stood at 226,091 units 
following a buildup from August’s 
record low of 174,086. 


Although the 1954 cleanup sea- 


Chevrolet Sees New Cars 
Insuring Leadership 


By Bob Finlay 
Managing Editor 
GuOusss challenged this year 
for new-car sales leadership for 
the first time in two decades, Chev- 
rolet showed the press last week 
the 1955 car which it hopes will re- 
establish it as the undisputed front 
runner. 

The new model will be introduced 
to the public Oct. 27. 

Thomas H. Keating, general man- 
asserted that the car “in- 
volves the greatest changes ever 
attempted by any maker in a sin- 
gle year.” 

* a * 


qeances were so great, Keat- 
ing said, that they made neces- 
sary the establishment of three 
new manufacturing plants and in- 
volved a 25 percent expansion in 
the productive capacity of the 


He nt ae 


next year will be no less than that 
of ’54 and could be better. 
” * + 


VELOPMENT of the new car 

was guided by Edward N. Cole, 
chief engineer of Chevrolet, who 
formerly was chief engineer of 
Cadillac. 

Cole said his goal was to give 
car buyers a little more than they 
think they want and, in addition, 

(Continued on Page 77, Col. 1) 
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Survey Also Finds Price Cut Expectancy . - . 
More Horses? Owners Say ‘Nay’ 


NEW YORK. — More than half 
of next year’s estimated 5,593,000 
new-car prospects are looking for 
lower prices, and nearly two-thirds 
want to keep their horsepower 
where it is. 

These.are some of the findings 
of the 18th annual auto market 
survey of Crowell-Collier Publish- 
ing Co., made public today. 

“Increased competition dictated 
many new lines of inquiry found 
in the current survey,” said Ray 
Robinson, who directs research 
for the publishers of The Ameri- 
can Magazine, Collier's and 
Women’s Home Companion. 

Coupled with the survey's esti- 
mate of 5,593,000 prospects in 1955 
is evidence of more _ shopping 
among dealers by new-car buyers. 


Counterfeit Parts 
Bring Injunction 


For Brakes, Inc. 


NEW YORK.— A decree perma- 
nently enjoining Brakes, Inc., Long 
Island City, N. Y., and its presi- 
dent, Lawrence H. Johnson, has 
been entered by Federal Court as 
the result of a complaint charging 
counterfeiting of parts and ivade- 
mark infringement filed by Bendix- 
Westinghouse Automotive Air 
Brake Co., Elyria, O. 

The decree ordered Brakes, Inc., 
and Johnson to deliver to the U. S. 
marshal for destruction all counter- 
feit products; instructed them to 
notify. all persons to whom they 
have sold spurious products that it 
is illegal to resell such products, 
and appointed a commissioner to 
report the money judgment which 
Bendix-Westinghouse is entitled to 
recover. 

On March 22, Bendix-Westing- 

(See INJUNCTION, Page 8, Col. 5) 


Interviewees said they visited an 
average of 3.1 dealers this past 
year. 

* * * 
IFTY-THREE percent of new- 
car prospects expected price 

decreases; 37 percent, no apprecia- 
ble changes; 9 percent, increases, 
and 1 percent, “didn’t know.” 

Rebelling at proposed horse- 
power hikes were 64 percent of 
those polled by Crowell-Collier and 
its research group, W. R. Simmons 
& Associates Research, Inc. 

Field interviews, made in May 
and June, were based on a proba- 
bility sampling of the entire U. S., 
drawn from 189 counties. 


Questions on special features 
that interest new-car prospects 
most brought out that 57 percent 
want automatic transmissions 
(compared with 29 percent now 
owning); 42 percent want power 
brakes; 37 percent, power steer- 
ing; 25 percent, air conditioning, 
and 18 percent, power windows. 
Only 6 percent of the cars now 
have power brakes and only 5 
percent, power steering. 

The average car, combining all 
makes and year models, delivers an 
average of 17.1 miles per gallon on 
the road (not in city tra‘fic, how- 
ever), it was shown. Recent models 
are shown to be more efficient than 
earlier models—the average miles 
per gallon having increased from 
16.4 miles for models of 1941 or 
earlier to 17.0 for 1948 and 1949 
models and 17.7 for 1954 models. 

This year’s Crowell-Collier report 
indicates importance of women in 
purchase of cars. Wives or female 
heads of households were influen- 
tial in 65 percent of the homes 
when new cars were chosen; other 
women had a significant voice in 
11 percent of the homes. Husbands 
or male heads of households still 
have an important voice in choos- 


ing a car in 84 percent of the 





South Bend Extends Welcome to Nance— 


More than 900 civic leaders gathered in Notre Dame dining hall in South Bend 
for a welcome dinner in honor of James J. Nance, new president of Studebaker- 
Packard Corp. and former president of Packard. 





NADA Sees 


°*55 Menace 





‘Profitless Prosperity’ Could Spell Doom, 
Industry Relations Chief Warns 


WASHINGTON. — Warningsivious that a battle of the giants 
against the serious menace of!/can become a serious menace to 


“profitless prosperity” were 
sounded here last week by the 
NADA industry relations commit- 
tee. 

The NADA group, represent- 
ing every make of car, reiterated 
its appeal to auto factories to 
gear production to realistic goals. 
“We have no desire to curb the 
- highly competitive aspects of au- 
tomobile production and _ sales,” 
said Frederick M. Sutter, chair- 
man, a Dodge-Plymouth dealer of 
Columbus, Ind. 

“However,” he added, “it is ob- 


Tuned Up by Fick 
KANSAS CITY.—The Rudy Fick 
Royalaires, barbershop songsters 
sponsored by Rudy Fick, Inc. 
(Ford), won second place in a Cen- 
— States competition at Kearney, 


the small businessman. In the long 
run, ‘profitless prosperity’ will be 
detrimental to the public interest 
as well.” 

Noting that every manufacturer 
is particularly optimistic about his 
line for 1955, Sutter said that pre- 
dicted production schedules “are 
appreciably above the number of 
cars that can be sold at such 
profits to permit dealers to remain 
in business.” 

Sutter added that this could 
lead to what he termed “totali- 
tarian” methods of distribution 
which would affect dealers and, 
eventually, the public. 

“Profitless prosperity,” he said, 
“is of no lasting value to anyone. 
To gain supremacy at the expense 
of the retailer is economic suicide 
for dealer and factory.” 

The committee also reviewed 

(See WARNING, Page 76, Col. 2) 


homes; sons or other males were 
influential in 17 percent of the 
homes. 


* * 


Avon BODY type pref- 

erences of car owners are ap- 
parently undergoing a change. In 
the 1953 survey, 7 percent expressed 
a preference for a “hardtop.” This 
percentage has gone up to 9.1 per- 
cent in 1954. On the other hand, 53 
percent preferred four-door sedans 
in 1953, compared with 49.2 percent 
in 1954. 


Thirty-two percent of the owners 
have owned the same make of car 
for six years or more. 


The percentage of multi-car 
homes continues to increase grad- 
ually. It has risen from 4.8 per- 
cent of total car-owning homes 

(Continued on Page 75, Col. 3) 
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Sellers’ Sales Stroke— 


With pickets of Local 376 of the AFL Teamsters Union parading before his estab- 
lishment, Dean Sellers, Ford dealer at Grand River and Abington, Detroit, worked a 
good tiein. Sellers posted signs reading “Come In—Strike a Bargain.” The parading 


men, seeking to organize salesmen, serve 
the dealership reported. 


as eye-catchers and the gag is paying off, 


Ike’s Road Program Cheered and Jeered = 


WASHINGTON.—President LEis- 
enhower’s proposal that an addi- 
tional $50 billion be spent in the 
next 10 years for road construction 
has met with varied reactions at 
hearings held here by the Presi- 
dent’s advisory committee on a na- 
tional highway program. 


Gen. Lucius D. Clay, committee 
chairman, said estimates showed 
that $101 billion would be re- 
quired to make the country’s 
roads adequate to the needs of 
10 years hence. 

Clay pointed out that if the pres- 
ent program is continued, revenue 
funds available during that period 
amount to only $47 billion, making 
a deficit of about $54 billion. 

The President’s plan, designed to 
“overtake the accumulating obso- 
lescence of our present system and 
to meet the needs of our population 
growth,” was first revealed at the 
conference of governors last July 
by Vice-President Richard Nixon. 


William J. Cronin, managing 
director of the Automobile manu- 
facturers Assn., urged “special 
emphasis on the 40,500-mile in- 
terstate highway system which 
when modernized will carry ap- 
proximately 30 percent of the na- 
tion’s total traffic.” 

National Grange Economist Lloyd 
C. Halverson said if the nation is 
to finance a $50 billion road pro- 
gram, “we probably shall have to 
raise a considerable amount of 
money from general revenues for 
highway construction, or we shall 
have to greatly increase bonded 
indebtedness for highway construc- 
tion.” 

The U. S. Chamber of Commerce 
“has continually supported the the- 
ory of Federal aid for highway im- 
provement,” the chamber’s spokes- 
man, Harry J. Krusz, manager of 
internal affairs, informed the com- 
mittee. 

The Independent Advisory Com- 
mittee to the Trucking Industry 
stated through its spokesman, Gen- 
eral Counsel A. D. Condon, that “an 
adequate road program is essential 
from the standpoint of possible 
bombing attacks,” and would give 
“immediate impetus to employment 
and business generally.” 

Robert M. Reindollar, president 
of the American Road Builders 


Decision Delayed 
On Suit’s Validity 


HARTFORD, Conn. — A decision 
on whether the $1,250,000 antitrust 
suit by two independent Waterbury 
auto dealers against the Big Three 
should be thrown out of court was 
postponed by Federal Judge J. Jo- 
seph Smith last week. 

The dealers, Erwin Hathaway 
and James Walsh, had contended 
they have been refused the right 
to buy from General Motors, Ford 
and Chrysler factories. They 
charged the Big Three with viola- 
tion of the antitrust laws and con- 
spiracy to violate those laws. 

As a result, they asserted, they 
were forced to buy new cars at 
slightly more than wholesale cost 
from franchised dealers who were 
glad to sell them because they were 
overstocked. 


Assn., spoke for continuation of 
grants-in-aid to state and politi- 
cal subdivisions through the Fed- 
eral-aid highway program and 
for supplementing Federal grants 
with Federal credit. 

C. T. McGavin, executive director 
of the National Parking Assn., 
called for continuance of private- 
enterprise parking and denounced 
proposals to include parking facili- 
ties in a highway program as a 
“slick, socialistic scheme” that 
would be ruinous to the industry. 

Levin H. Campbell jr., chairman 
of the Automotive Safety Founda- 
tion, reported that the foundation 
is convinced of the economic justi- 
fication of the President’s 10-year 
proposal. He endorsed continuation 
of the “cooperative alliance” of 
Federal and state authority. 

Clay stated that the estimate of 





By Joe Callahan 
Staff Writer 
HARLES E. WILSON, secretary 
of defense, stirred up a politi- 
cal tempest ‘last week when his 
“bird -dog” remarks, concerning 
some unemployed would-be draftees 
who were not called, were inter- 
preted as his thinking on the gen- 
eral unemployment situation. 
Many saw the bat- 
tle as a continuation 
of the feud between 
Wilson and Senator 
Harry M. Jackson, 
Democrat of Wash- 
ington, over the volume of defense 
contracts going to General Motors. 
Speaking at a press conference 
prior to a dinner planned to kick- 
off the Republican campaign in 
Michigan, Wilson said: 
- = ” 


‘Tv? always liked bird dogs bet- 
ter than kennel-fed dogs my- 
self. You know, one who'll get out 





Hood Ornament— 


Maria Talichief, ballerina, poses on the 
hood of a Kaiser Darrin 161. She will 
drive the sports car during a six-month 
nationwide tour with the Ballet Russe de 
Monte Carlo. 


Dems ‘Dog’ Wilson 


Reference to Unemployment Used 
As Political Football 


$101 billion to modernize the na- 
tion’s highway systems came from 
“the first comprehensive survey 
ever undertaken of all highway 
needs.” He said it included street 
and road improvements, not previ- 
ously covered in Federal highway 
programs, as well as_ increased 
costs. 

An increase of $5 billion annually 
in Federal highway expenditures, 
proposed by witnesses to finance 
the project, would be the “absolute 
maximum,” Clay said. 

Speaking for the American Au- 
tomobile Assn., Russell E. Singer, 
executive vice-president, said in- 
adequate funds have been allo- 
cated to interstate highways. 

The American Petroleum Insti- 
tute was “more than mildly shock- 
ed” when it received from the com- 

(See HIGHWAYS, Page 76, Col. 3) 


and hunt for food rather than sit 
on his fanny and yell.” 

He also said that the allocation 
of defense contracts was too im- 
portant to be used as a make-work 
plan. 

Subsequently, 
Wilson declared 
that his remarks 
were deliberately 
distorted and that 
the meaning of 
his original state- 
ment was that he 
admired spirit 
and initiative. 

The remarks 
produced these 
results within 24 
hours: 


C. E. Wilson 
1. A demand by CIO -President 
Walter Reuther that Wilson retract 
his statement or resign. 
6 7 ee 


Support from Ike 


9 A PUBLIC defense of Wilson 

© by President Eisenhower, who 
said that he had never found Wil- 
son indifferent to human misfor- 
tune. 

3. A request from Republican 
Gov. William Stratton of Illinois 
that Wilson cancel his speech at a 
campaign rally in Chicago. 

Stratton later changed his mind 
and personally introduced the de- 
fense secretary to a capacity crowd 
in Chicago. Said Wilson: 

“IT admit that I made a mistake 

(Continued on Page 8, Col. 1) 


Grand Jury Sifts Bombings 
Of Simpkins Property 

ST. LOUIS. — The five bombings 
of property owned by Joe Simpkins, 
Wellston (Mo.) Ford dealer, which 
have never been solved, are under 
investigation by a U. S. grand jury, 
according to Max H. Goldstein, spe- 
cial assistant district attorney. 

The bombings have been previ- 
ously investigated by almost all law 
enforcement agencies, including the 
FBI. Simpkins has a standing re- 
ward of $5,000 for a solution to the 
mystery. 
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Monroney at Okla. Parley ies 






HIS is new model season. I am 

sure you are going to be en- 
thusiastic about your 1955 line. 
More changes are being made than 
in any average year. We have 
always had wonderful products to 
sell, products that offer more value 
for the consumer dollar than any 
other merchandise. 

So, accept these new cars with 
a real genuine acclaim. Generate 
all possible enthusiasm yourself, in- 
dividually and with your staff. 

But don’t forget—to sell prod- 
ucts, you must first sell yourself. 
This is an age-old truism, the 
validity of which has become so 
apparent again with the current 
year’s orgy of price cutting. 

As we have mentioned so many 
times in this column, develop a 
new model program for your or- 
ganization, determine again what 
is the basic foundation of your 


Dealers Preparing 
‘Greatest’? Show 


In Indianapolis 


INDIANAPOLIS.—Plans for the 
“most outstanding” automobile 
show ever staged here have been 
disclosed by Louis A. Walther, 
president of the Indianapolis Auto- 
mobile Trade Assn. 

Walther, vice-president of Com- 
munity-Buick, Inc., said tentative 
dates for the show have been set 
for Jan. 21-29, and like past shows 
it will be held in the Manufactur- 
ers Building at the Indiana State 
Fair Grounds. 

Again this year, several new cars 
will be awarded to show visitors. 

The 1954 show was the first in 
Indianapolis in the postwar era. 

Besides Walther, officers of the 
association working on the show 
are LeRoy C. Gale, president of 
Gale. Motors, Inc. (Studebaker), 
vice-president; Charlie Stuart, pres- 
ident of Charlie Stuart, Inc., Secre- 
tary; Joe B. Wiles, president of 
Wiles-Johnson Motors, Inc. (Chrys- 
ler-Plymouth), treasurer, and di- 
rectors Abe Wides, president of 
Washington Chevrolet Co., Inc.; 
Ray McKay, president of Ray Mc- 
Kay, Inc. (Ford); Tom O’Brien, 
president of Tom O’Brien, Inc. (De- 
Soto-Plymouth), and Fred Williams 
jr., president of Fred Williams jr., 
Inc. (Mercury-Lincoln). 

The show committees will work 
under the supervision of Thomas 
E..Hanika, association manager. 
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Dealers tell me 


By John 0. Munn 





business. Why is it necessary for 
you to have such a big investment 
—not to sell cars, of course, but to 
meet the needs of automobile own- 
ers in your territory. 

* * * 


Valuable Sales Tool 


ie forget for a moment that 
the dealer is important to the 
owner. Don’t let the public forget. 
For the dealer is the only factor in 
the industry who can assure satis- 
factory use of the product. 


Of course, one of your bogies will 
be new-car sales. But you can’t sell 
new cars profitably on a permanent 
basis, unless you sell yourself. 
Therefore, you must be sure you 
have something real to sell in the 
shape of a responsible institution. 


The 50 million car owners are 
the foundation for any dealer’s 
opportunity. To serve your share 
of the owners satisfactorily is 
your most valuable sales tool for 
the future. Dealers who are serv- 
ing the owners satisfactorily are 
the dealers who can get the new 
business at a profit. 


In developing a clientele of own- 
ers, you are automatically develop- 
ing prospects who prefer to do bus- 
iness with you; prospects who real- 
ize that some dealers add a plus 
value to the new cars they deliver; 
owners who realize that the value 
of the used car depends more upon 
the responsibility and reputation of 
a dealer than the trade name of 
the car offered. 

Besides, automobile dealers who 
serve owners satisfactorily have all 
or a large share of their overhead 
paid by the maintenance depart- 
ments. This puts them in a pre- 
ferred position as new-car sellers. 
They just don’t have to convert a 
used car into cash at a loss to get 
money to pay their rent. They don’t 
have to turn a new-car inventory 
at a sacrifice to get cash to meet 
a@ payroll. 


- 

Watch Payroll 
S°. WITH your enthusiasm for 

new cars, be just as enthusi- 
astic about developing a new-model 
program for your dealership. This 
involves, first, a thorough going 
over of your setup to see that you 
have provided for customers’ needs 
and that you can deliver what they 
need efficiently, promptly and eco- 
nomically. 

As mentioned here in July, sur- 
veys show that owners spend on 
the average of $302.40 annually on 
maintenance. This does not include 
gas or oil. Your potential for main- 
tenance, therefore, is an amount 
equal to $302.40 times the nmber 
of owners in your line of cars in 
your territory. Few dealers, of 
course, reach this potential. There 
is competition with other dealers, 
service stations and independent 
garages, but it is a figure to strive 
for. 

How do you do it? The first 
requirement, of course, is to have 
a desire to excel in this part of 
your operation. This degree of 
desire can be improved upon by 
many, many dealers, particularly 
those ..dealers who keep them- 
selves so sales-minded on new- 
car operations that they neglect 
this basic part of their business. 
To be successful, of course, the 
department needs close watching 
and careful management. It needs 


* * 


planning. 

The big expense is payroll. That 
means management qualifications 
that include inspiration and lead- 
ership. You need facilities and 
equipment. 

A dealer tells me, occasionally, 
there are already too many facili- 
ties and too much equipment in 
the hands of dealers. In fact, they 
say in some towns there is enough 
equipment, such as motor analyz- 
ers, front-end machines, frame 
straighteners and spray booths, 
that if dealers got all the business 
available, the equipment would be 
idle much of the time. Perhaps 





Dealers Setile Rivalry 


At New Hampshire Polls 


LACONIA, N. H. — (UTPS) — 
Two leading auto dealers here 
carried their sales rivalry into 
politics, and their friendly battle 
has been settled at the ballot 
box. 

The primary election returns 
showed that William Stafford, of 
Stafford Buick Co., had defeated 
Walter Woodward, of Woodward 
Sales and Service (Chrysler- 
Plymouth), for the Republican 
nomination to the post of Bel- 
knap county commissioner, a post 
now held by Woodward. The vote 
was 1,445 to 1,395. 





Senator Says Makers 
Cause Bootlegging 


OKLAHOMA CITY.—U. S. Sena- 
tor Mike Monroney placed the 
blame for auto bootlegging 
squarely on the shoulders of the 
manufacturers in addressing the 
21st convention of the Oklahoma 
Automobile Dealers Assn. 

Declaring that bootlegging is 
seriously threatening the future 
of the industry, Monroney, an 
Oklahoma Democrat, told 400 





Oklahoma Dealers Elect Officers— 


In front row (from left): Chick Norton, president; Buster Doyle, outgoing president, 
and Jimmy Knox, vice-president. Back row: Chick Coker, secretary-treasurer, and Roy 


Tant, secretary-manager. 


dealers that the makers were re- 
sponsible because of their “delib- 
erate policy of overloading deal- 
ers. 

A member of the Senate Inter- 
state Commerce Committee, Mon- 
roney supported the NADA-spon- 
sored “anti-bootlegging” bill which 
passed the House, but not the 
Senate, at the last session of Con- 
gress. 

He urged the dealers to push 
the bill next year so as to get 
early action in the 84th Congress. 

The nation’s economy, Monroney 
said, is geared to the auto industry 
and the dealers, by selling cars, 
are important cogs in averting a 
depression. 

Asserting that the small busi- 
nessman is the best barometer of 
the nation’s industry, he con- 
tined, “We should watch what’s 
going on in Tahlequah and Tecum- 
seh, instead of what’s going on in 
Detroit and Flint. 

New officers elected were: 
Chick Norton, Tulsa, president; 
Jimmy Knox, Lawton, vice-presi- 
dent; Cliarles B. Coker, Okla- 
homa City, secretary-treasurer, 
and Roy Tant, secretary-mana- 
ger. 

The new Zone vice-presidents are 
Jack Clark, Oklahoma City, cen- 
tral; John Byers, Tulsa, northeast; 
Ed Kitchens, Enid, northwest; Paul 
Reed, Sulphur, southeast, and Gor- 
don Stephens, Duncan, southwest. 

Calling for unity of purpose 
among the nation’s auto dealers, 
Frederick J. Bell, NADA executive 
vice-president, said, “Our members, 
thinking and working together 
have a bright future.” 

Also addressing the dealers were 
R. T. Scott, an Oklahoma City 
dealer, and Buster Doyle, retiring 
president. 





Ask Closer Factory Cooperation .. . 





Pa. Dealers Urge ‘Fair Profit’ 


ATLANTIC CITY, N. J.—Sound 
relationships between dealers and 
factories will come only when 
there is “cooperation . .. to the 
end that fair profits will be ob- 
tained for both,” according to a 
resolution adopted last week at the 
34th annual convention of the 
Pennsylvania Automotive Assn. 


The. resolution added that auto 
retailers have been disposing of a 
large volume of vehicles with “in- 
sufficient profit, a trend danger- 
ous to the financial welfare of 
the industry.” 

It noted further that the auto in- 
dustry plays an important part in 
the national economy. 

Adoption of the resolution fol- 
lowed this admonition in an ad- 
dress by W. M. McCune, retiring 
association president: 

“There is no other business in 
this country today where the com- 
mon interest of manufacturers and 
dealers is so basic for the success 
of both.” 

McCune told the delegates that 
if they hope to operate success- 
fully, they must meet changing 
conditions and cope with “com- 
petitive conditions that we never 
saw before.” He also called for 


Toledo Officers 
To Be Installed 
At Dinner Affair 


TOLEDO, O.—New officers of the 
Toledo Automobile Dealers Assn. 
will be installed Wednesday (Oct. 
20) at a dinner at the Toledo 
Country Club. 

They are: President, Arch W. 
O’Rourke (Buick); first vice-presi- 
dent, David D. Smith (Cadillac); 
second vice-president, John O. 
Davis (Buick), and secretary-treas- 
urer, Edward P. Trepinski. 

Trustees included D. Nelson Ban- 
ham (Oldsmobile), James E. Ward 
(Chevrolet), Donald B. Wearley 


such a condition does exist in a/ (Chrysler- Plymouth) and Donald 


(Continued on Page 71, Col. 2) 


B. Whitfield (Pontiac). 


closer cooperation between fac- 
tories and dealers. 

The following new officers were 
elected: President, Roy Marberger, 
Norristown; vice-presidents, E. P. 
Blough, Johnstown; J. P. Mooney, 
McKeesport; E. A. Sahli, Beaver 
Falls; Ellis Sutliff, Harrisburg, and 
John B. White, Philadelphia; sec- 
retary, C. E. Snyder, York, and 
treasurer, A. W. Golden, Reading. 

Named as directors were R. W. 
Frantz, Wilkes-Barre; Golden; Wil- 
liam K. Gottshall, Allentown; R. G. 
Gunn, Pittsburgh; Oscar M. Mohn, 
of Lancaster; A. M. Shields, of Al- 
toona; Snyder, and Jenks Watson, 
Doylestown, all for three-year 
terms. 

Re-elected as directors-at-large 
were Aldo Franconi, Kingston, and 
S. N. Parker, Bellevue. Frank 
Pultz, Greensburg, was elected as a 
director for two years to fill the 























policy. 





Wemhoft 


ability is unquestioned . . 
What will happen now 


On the House... 


Don’t sell American Motors short, as a result of 
George Mason’s death. The quick action of AMC’s 
directors in electing George Romney to succeed 
Mason—and issuance of a statement denying that 
AMC is seeking or negotiating a merger with 
Studebaker-Packard and/or others—indicated that 
there'll be no big change in American Motors’ 


Mason, whose gruff exterior covered a heart of 
gold, was a hard bargainer; make no mistake 
about that. But Romney, Mason’s protege who 
had been groomed for the job and carried out 
many of Mason’s projects in the past few years, 
is also a real fighter. His jousts with UAW Presi- 
dent Walter Reuther in the 1940s, while he was managing director 
of the AMA, were not kids’ play. While, at the age of only 47, 
Romney may lack the age experience of a man who was 68, his 


on possible mergers among independent 
auto makers? That’s anybody’s guess. But you, as dealers, can be 
sure that both American Motors and Studebaker-Packard (with Jim 
Nance in charge) are in the hands of capable men. That, when and 
if, any merger does come about, your interests will be safely guarded. 
There will be no shotgun wedding; it will be one in which both sides 
give and take a little so that a stronger “Big Fourth” is forthcoming. 


unexpired term of J. R. Linhart, 
Jeanette. 

One of the convention high- 
lights was the world premier of 
a 30-minute sound film in color 
on Pennsylvania’s motor vehicle 
inspection system. The film was 
produced for Thompson Prod- 
ucts, Inc., with the help of the 
PAA staff, Pennsylvania State 
Police and State officials. 


In the keynote address, contin- 
ued increases in auto production 
and marked road-building activity 
were forecast by A. T. Colwell, 
Thompson Products vice-president 
in charge of engineering, research 
and development. 

“Americans came out of the war 
rich in savings, desires and de- 
signs,” Colwell said, with auto mak- 
ers finding a “starved market 
which since the war has absorbed 

‘Continued on Page 75, Col. 4) 





—Petre Wemuorr, Editor, 
Automotive News 
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So You Will Become Known 
For What You Are 


met people have the idea that you get good public rela- 
-Y4 tions by hiring a publicity man and launching a big 
advertising campaign. 


Is this what auto dealers need to win public 


No. 2 trust . . . to encourage the public to look on 
IN A them as reputable automotive merchants 
SERIES instead of discount houses? 


Public relations goes deeper than that. 
The dealer has an established place of business. He 
wants people to come to him. A big advertising and pub- 
licity campaign will attract people to him. 


But, in the end, the relationship will be a personal one. 
The prospects who are attracted will come to know the men 
at the dealership — the dealer, his salesmen, the service 
representatives, the men at the parts counter, the cashier, 
the telephone operator, the porter. 


The dealer’s public—his community—will come to know 
him for what he is. 


. So public relations must start with the dealer himself. 
Public trust is something that must be earned. It can’t be 
purchased. It simply isn’t for sale. 


If dealers launch a big promotional drive to raise the 
stature of dealers with the public, and people are attracted 
to your dealership as a result, you will gain immeasurably— 
oa the prospects find what they are led to believe they 
wi ; 


If you operate as a friendly, reputable merchant, and 
provide the advantages that advertising says you do, you 
will reap a rich harvest. 


But if you are operating a discount house, it won’t take 
the customers long to find that out. 


If your employes who meet the public are greedy and 
unfriendly, you are simply exposing more people to your 
greed and unfriendliness. 

No amount of publicity will make you any better than 


you are. You start with yourself. You must be what you 
want people to believe you are. 
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Events 


Dealer Conventions 


Oct. 17-18@—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associ- 
ation Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct, 24-26 — Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. nnecticut Automotive Trades 
Association Convention, New Hotel 
Statler, Hartford, Conn. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 

inia, John Marshall Hotel, Richmond, 


a. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 1819— Idaho Automobile Dealers 
Association Convention, Boise Hotel, 


Boise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
—_ Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 
jan. 29-Feb. 2—NADA annual convention, 

Hotel Conrad Hilton, Chicago. 


Dealer Auto Shows 


Oct. 9-24—Southwestern Automobile Show, 
Texas State Fair, Dallas. 

Nov. 23-28—Sioux Falls Automobile Show, 
Coliseum, Sioux Falls, S. D. 

Jan. 8-13— Houston Automobile Show, 
Sam Houston Coliseum, Houston. 

Jan. 8-16—Washington, D. C. Auto Show, 
District of Columbia National Guard 


FINGE 


Armory, Washington, D. C. 

Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 15-22—Rochester Auto Show, Roch- 
ester Armory, Rochester, N. Y. 

Jan, 21-29—Indianapolis Automobile Show, 
Manufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30-—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Maryland. 

Jan. 22-30 — St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31 — Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, Indiana. 

Jan. 29-Feb. 6—Detroit Auto Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6—Quad-City Autorama 
(Dovecpert, lowa, Rock Island, Moline, 
‘ast Moline, Ill.), Rock Island Armory, 
Rock Island, III. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 8-13 — Omaha Automobile Show, 
Omaha New Civic Auditorium, Omaha, 


Neb. 

Feb. 12-19—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bidg., 
Syracuse, New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March 4-46—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia, 


Letterbox 





readers, 
letters but you may sign 


Hold That Line! 

Enjoyed reading the letter by 
Raymond R. Rochelle, Detroit, in 
your issue of Oct. 4. 

I have been one of the Big Three 
dealers since June, 1935, in a town 
of around 8,000 population, which 
is no different from many other 
towns in America. 


As I see it, unless automobile 


OGGIE LOOKS 


DOOR, BELL: 
A LITTLE DINGUS 
THAT RINGS AS 
A BUTTON IS 
aden BY A 





ee dealers begin selling their cars 

General at factory ap ag ae prices 

Oct. 18-22—National Safety Council, Chi- | (the factory gets theirs) and stop 
cago ines. on ee. accepting more cars than they 
Oct. 25-27—National Association of Inde- can sell that way in their own 


pendent Tire Dealers, Sherman Hotel, 


Chicago. 

Oct. 25-39 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Oct. 28-30 — Western Parts and Service 
Managers Association Convention, New 
Washington Hotel, Seattle. 

Oct. 31-Nov. | — 16th Annual Convention 


home territory, we are going to 
be closing our business doors, as 
is already evident from many re- 
ports we read. 


Why should we cut each other’s 
throats? We are selling a commod- 


ity everybody in America wants 


Texas Independent Automobile Dealers 
and is going to buy regardless. of 


(See CALENDAR, Page 70, Col. 3) 


20 Years Ago... 


The Big Stories 


For the first time since Chevrolet added the Standard six in 1933, 
a four-door sedan is now included in its lower price line. List price 
is $540 . . . Charles B. Bohn, president of Bohn Aluminum & Brass 
Corp., predicted that cars of the future would be made of light 
materials, preferably aluminum. He said: “The engines will be able 
to turn over at speeds of 5,000 r.p.m., thus developing tremendous 
torque at all speeds. Hundreds of pounds of dead weight will be 


eliminated while at the same time bodies will be roomier.” . 


eee: 


Ford exposition at the Chicago World’s Fair welcomed its 10 mil- 
lionth visitor ...H. H. Franklin Mfg. Co. will soon be reopened and 
the production of a new Franklin air-cooled car started not later 
than next February . . . Packard has appointed three executives to 
handle production, sales and sales promotion of the new low-priced 
line to be introduced around the first of the year. They are W. M. 
Packer, sales manager; George T. Christopher, manufacturing vice- 
president, and L. W. Slack, sales promotion manager. 


—From the files of Automotive News. 
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THE Boys ARE 
WoT GOING TO GET 
CAUGHT WITH THE 
BACKLOG THEY 
HAD LAST YEAR, 
THEY HOPE 








‘Why Cut Throats? ... .’ 


This is an open forum for the discussion of any subject of interest to our 

and your letters are welcomed. No attention is given to unsigned 
your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





price. There is absolutely no reason 
why we should be giving our profit 
away just to get the customer to 
own one of our cars. 

Let’s sell ‘em; they'll buy ’em. 
Instead of allowing the public to 
take us for chumps, let’s show 
them we are businessmen. 

This individual dealer feels that 
if we would all get back on the 
profit line and get off the red-ink 
line, we would not only be helping 
our line of merchandise but would 
have a direct bearing on many 
other types of business that are 
operating on our present method 
and that’s not good. — Texas 


DEALER. 
* ” 


* 
Road Jam Solution 
Until a solution is found for our 
traffic problems, it can be helped 
by keeping more cars off the high- 
ways and by being more particular 
about who gets a driver’s license.— 


Wim R. Suuuivan, Los Angeles. 
*” * 


* 
‘Over-Indulged’ 
In answer to Raymond Rochelle’s 
“open letter” to auto manufactur- 
ers in your Oct. 4 issue, may I ob- 
serve that competition and the law 
of supply and demand have tradi- 
tionally always reigned supreme in 
the auto business? 

Pampered by postwar years of 
easy-come, easy-go, too many deal- 
ers have forgotten that making an 
honest buck or two the hard way 
was the rule in car selling prewar. 

For the sake of survival, there 
will have to be readjustments al! 
along the line. Mergers at the fac 
tor level already have taken plac 
to meet the new requirement:. 
Dealers, too, must recall the hari 
lessons of prewar operating an 
turn away from their “over -ii- 
dulged” period of recent years.-- 
Tusa DEALER. 
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“Exeellent results—with 
Commercial Credit Plan” 


COMMERCT 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore ... 
Capital and Surplus over $150,000,000 
... Offices in principal cities of the United 
States and Canada. 


says MR. L. T. VERNER, of Boedecker-Verner 
Motors in Dallas, Texas, one of the largest 
Dodge-Plymouth dealers in the southwest. 


“BACK IN 1948 we made a careful study of various credit plans. Primarily 
we were interested in finding a plan that offered the most complete retail 
financing package. The results of this survey led us to select COMMERCIAL 
Crepit PLAN and we are still very happy with our choice. The plan has given us 


excellent results.” 


COMMERCIAL CREDIT DEALERS ARE Successful beaters 


Let us show you how CoMMERCIAL 
Crepit’s broad experience, large re- 
sources and complete financing facili- 
ties can contribute to your success. 


Write, wire or phone your nearest 
ComMERCIAL CrepiT office. You will 
get prompt action, cooperative service 
and excellent results. 
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Cleanup Aided by $50-$500 Premiums . . . 
More Makers Giving Bonuses 


and figure that it has greatly help-| the black ink for the first time this 
ed their fall cleanup, although sev- | year. 


NTRIBUTING to the generally 
optimistic 1954 cleanup picture 
are factory bonuses of $50 to $500 
now being paid to either dealers or 
salesmen by the Ford division, Pon- 
tiac, Buick and Kaiser-Willys. 
Ford is giving its dealers either 
$50 or $100, depending on the 
portion of quota reached, for 
each car sold by Nov. 11. 

The dealer gets $50 per car after 
he reaches 67% percent of quota 
and $100 per car after he reaches 
90 percent of quota. 

Originally, Ford was offering $50 
after 75 percent and $100 after 100 
percent, but these “figures were 
changed a few weeks after the cur- 
rent “contest” began July 21. 

+ 


ee generally are quite 
happy about the arrangement 





Bird Is Appointed 
Plymouth Sales 


Vice-President 


DETROIT. — Election of William 
J. Bird as sales vice-president of 
Plymouth was announced last 
week by John P. 
Mansfield, Plym- 
outh president. 

Bird, who had 
been general 
sales manager of 
Plymouth since 
April, 1953, will 
continue as ex- 
ecutive in charge 
of all aspects of 
Plymouth’s sales 
activities. 

Wm. J. Bird Bird, 45, has 
been continuously associated with 
Chrysler Corp. for 20 years, hold- 
ing executive positions in the 
Dodge, Fargo and Plymouth divi- 
sions. He graduated from the Uni- 
versity of Michigan in 1933 with 
4 degree of bachelor of science in 
civil engineering and transporta- 

(See BIRD, Page 77, Col. 3) 








eral have expressed this thought: 

“The bonus puts us in a beau- 
tiful competitive position with 
Chevrolet, but it isn’t a great 
deal of help against our real 
competition — the Ford dealer 
down the street.” 

Dealers report that quotas are 
based roughly on their 1953 sales— 
and therefore are reasonable—al- 
though some large-volume dealers 
say that smaller dealers received 
much more favorable quotas and 
that these dealers are taking away 
a great many of the large dealers’ 
anticipated sales. 

In a radical move for a General 
Motors maker, Pontiac is now of- 
fering its dealers $50 and its sales- 
men $25 for every car sold between 
Aug. 1 and the model buildout. 

+ * + 
ONTIAC dealers, who are said 
to consider themselves the 
“least fortunate GM child in 1954,” 
expressed surprise and satisfaction 
at the factory offer. 

A number of dealers said the 
bonus and Pontiac’s foresight in 
holding down year-end production 
have enabled them to break into 





Top Job of Selling 
Wins $500 Award 


MINNEAPOLIS. — Del Thorn- 
ton, salesman at J. S. Sneve & 
Co. Duluth, Minn. has been 
awarded a $500 U. S. savings bond 
for giving “the most courteous 
attention and the most complete 
sales story” on Packard in the 
Minneapolis zone when contacted 
by a “mystery shopper.” 

District winners of $100 bonds 
included Joe Jociwicz, Bay View 
Service, Ashland, Wis., and Dan 
Shea, Joy Brothers Motor Co., St. 
Paul. All Packard salesmen in the 
zone were contacted by the shop- 


per. 





Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 13 
(Seld 94 cars out of 150 offerings.) 

BUICK—’53 Super Riviera coupe, $1,- 
650°, $1,555*; 4-dr., $1,435*; Special 
Riviera coupe, $1,470*. "52 RM 4-dr., 
$1,060* (ps), $1,000*; Special Riviera 
coupe, $1,050*; 2-dr., $1,000*. '51 RM 
4-dr., $820*, $790*; Super conv., 
$795*. '50 Super 4-dr., $605*, $530*, 
$500*; Riviera coupe, $570*. '46 Su- 
per conv., $125. 

CADILLAC — '53 (62) conv., $2,550* 
(ps). "52 (62) conv., $2,525*; (60) 4- 
dr., $2,005*. "51 (61) coupe, $1,585*. 

CHEVROLET—’54 (210) 4-dr., $1,340. 
‘53 Bel Air coupe, $1,315*; 4-dr., $1,- 
315* (ps); 2-dr., $995. 52 SL Deluxe 
Bel Air, $900; club coupe, $790; 2- 
dr., $760. ‘51 SL Deluxe Bel Air, 
$750; 4-dr., $650, $625*, $600, $575; 
2-dr., $630, $615*, $570*. 

CHRYSLER—’51 Windsor 4-dr., $645°*. 
"48 Royal 4-dr., $155. 

DeSOTO—’'52 Fire Dome (8) 4-dr., $1,- 
050° (ps). 

DODGE—’53 Coronet club coupe, $925. 
*52 Coronet Diplomat, $650*. '51 Cor- 
onet Diplomat, $665*; club coupe, 
$530*; conv., $350. '50 Coronet 4-dr., 
$400*. 49 Wayfarer 2-dr., $300. 

FORD—'53 Custom (8) 4-dr., $1,000*. 
’52 Custom (8) 2-dr., $865. '51 De- 
luxe (8) Country Squire, $650; Cus- 

* tom (8) station wagon, $595; Custom 
(6) 2-dr., $465, $400. '50 Deluxe (6) 
2-dr., $230. 

HUDSON—’49 Commodore (6) conv., 


$360. 

KAISER—’51 Special 4-dr., $300, $260. 
*49 Special 4-dr., $125. 

MERCURY—’54 conv., $2,010*. ‘53 2- 
dr., $1,285. '52 conv., $825*. ‘51 4- 
dr., $660, $630*, $575; club coupe, 
$660*. °50 club coupe, $545; 2-dr., 
$465". 

NASH—’53 Statesman 2-dr., $965. ‘52 
Statesman 4-dr., $750. '51 Statesman 
club coupe, $460. ‘49 (600) 2-dr., 
1 


$180. 

OLDSMOBILE—'54 (88) 2-dr., $2,210*, 
$2,200*, $2,135*. °53 (98) Holiday, 
$1,875*; (88) 4-dr., $1,730*, $1,300*. 
"52 (98) 4-dr., $1,110*. ‘51 (98) 4- 
dr., $810*. '49 (88) 4-dr., $300*; (98) 


conv., 
-, $585°. 

PLYMOUTH — '53 Cranbrook 4 - dr., 
$240. °52 Cambridge 4-dr., $525. °51 
Cambridge club coupe, $465. '48 De- 
luxe 2-dr., $185. 

PONTIAC — '52 Chieftain (8) 2- dr., 
$960°. ‘51 Silver Streak (8) 2-dr., 
$700*, $605*, $470. '50 Silver Streak 


a 
(8) 4-dr., $450*. 49 Silver Streak (8) 
4-dr., $250*. 

STUDEBAKER—’'53 Champion coupe, 
$1,100, $1,000. ‘52 Champion 4-dr., 


$510. 
WILLYS—’52 (6) 2-dr., $480 
* * Ls 


Oct. 6 
(Sold 66 cars out of 127 entered.) 
BUICK—’53 RM Rtviera coupe, $1,775* 
(ps); Super Riviera coupe, $1,700*, 
$1,625*. ‘51 Super Riviera coupe, 
$855*; Special Riviera coupe, $725; 
RM 4-dr., $690*. ‘50 Super 4-dr., 
$500*; conv., $420*. '49 Super 4-dr., 
$340*, $265*, $240. 
CADILLAC — '54 (62) coupe, $4,000° 
(ps). *53 (62) coupe, $2,8C0*. 
CHEVROLET—’'54 (150) Business 
coupe, $1,625. ‘53 (150) Business 
coupe, $1,390. "52 SL Deluxe 4-dr., 
$770*; 2-dr., $720*; SL Special 2- 
dr., $600. "51 SL Deluxe 4-dr., $690*; 
2-dr., $505; SL Special Business coupe, 
$465. '50 SL Deluxe conv., $425*; 2- 
dr., $405; SL Special 4-dr., $410. '49 
SL Deluxe 2-dr., $285. 


eee. ‘O—’52 Fire Dome (8) club coupe, 

DODGE — '51 Coronet 4-dr., $600°, 
$560*, $525*. '50 Coronet 2-dr., $315. 

FORD—'54 Main (6) Ranch Wagon, 
$1,710. '53 Crest (8) conv., $1,000; 
4-dr., $975; Custom (6) 2-dr., $1,000; 
Main (6) 2-dr., $850. "52 Main (6) 
4-dr., $730. ‘51 Custom (8) 2-dr., 
$630; Deluxe (6) 2-dr., $420. '50 
Custom (8) 2-dr., $575; Deluxe (6) 
2-dr., $250. ‘49 Custom (8) conv., 
$250; 2-dr., $140. 

HUDSON—’52 Pacemaker 2-dr., $450. 
‘51 Pacemaker 4-dr., $340. '50 Pace- 
maker 2-dr., $290. 

KAISER—’51 4-dr., $260. 

MERCURY—'54 Custom 2-dr., $1,720. 
"52 2-dr., $985. '51 4-dr., $700*; club 
coupe, $585. '50 club coupe, $405. '49 
conv., $405; 4-dr., $330. 

NASH—’49 4-dr., $165. 

OLDSMOBILE—’52 (88) conv., $1,365*. 
"49 (98) 4-dr., $450°*. 

PACKARD—’52 (200) 4-dr., $620*. 

PLYMOUTH — '53 Cranbrook 4 - dr., 
$875; 2-dr., $875. '51 Cranbrook 4- 
dr., $550; Concord suburban, $540; 
club coupe, $440. 

PONTIAC—'54 Chieftain (8) Catalina, 
$2,300*; conv., $2,040*. '53 Chieftain 
(8) 4-dr., $1,380*, $1,265. °47 Tor- 
pedo (8) 2-dr., $155. 

— ‘51 Champion 2-dr., 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 58, 59, 60, 61 





Buick’s cleanup offer consists 
of a contest in which some deal- 
ers win a free trip to Nassau and 
salesmen win merchandise prizes 
for each new and used-car sale. 

Points, each worth about half a 
cent, are awarded to the salesmen 
on this basis: For a Roadmaster 
sale, 5,000 points; Super, 2,000 
points; Century, 1,500 points; Spe- 
cial, 1,200 points, and used car, 800 
points. 

* * * 

Aha acknowledging that 

it had helped somewhat in the 
cleanup, some Buick dealers ex- 
pressed dissatisfaction with the 
contest, whereby the factory pays 
40 percent of the cost of the prizes 
and dealers pay 60 percent. For a 
Roadmaster sale, the factory pays 
for 64 percent of the prize. 

But, these dealers say, the fac- 
tory’s 40 percent includes the re- 
tail markup of 25 to 30 percent, 
and therefore the factory is ac- 
tually paying only 10 to 15 per- 
cent of the merchandise cost. 
Said one philosophical dealer: 

“They’re not giving away a great 
deal, considering that the factory 
has had full profit on its cars all 
year while we’ve only been getting 
a fraction of the regular profit in 
each car. 

“This contest costs Me about $10 
or $12 a car, but it has been a good 
incentive for the sales force and, 
on the whole, we're very happy 
with it.” 

ad ~ * 
Ame Wats is offering its 
dealers bonuses of $200 to $500 
for cars sold during the cleanup 
period, and one model even brings 
$700. 

One dealer says the plan has 
been so effective that there are 
only 30 Kaisers and 50 Willys 
available in all of Michigan. 

Kaiser-Willys has been paying 
dealers for each car delivered to 
the dealer as follows: Kaiser Man- 
hattan, $500; Kaiser Special, $300; 
Willys Eagle, $300; Willys Ace, 
$250, and Willys Lark, $200. A 
whopping bonus of $700 is given 
for the Kaiser Darrin sports car. 

Earlier in the year, either dealer 
bonuses or salesmen’s_ contests 
were offered by Plymouth, Dodge, 
DeSoto, Oldsmobile, Studebaker, 
Nash, Lincoln-Mercury, Packard 
and Hudson. 


Jury Turns Down 


$32,076 Claim on 
Knetzer’s Estate 


SPRINGFIELD, Ill.—A_ $32,076 
suit by a Casper (Wyo.) man 
against the estate of Robert L. 
Knetzer, who died while awaiting 
an appeal from his sentence on a 
charge of concealing assets in his 
bankruptcy, was rejected by a Fed- 
eral Court jury last week. 

Ralph W. Riley contended that 
he had advanced the money to 
Knetzer to invest in oil, gold, tim- 
ber and other propositions Knetzer 
claimed would make them money. 
Instead, Riley charged, Knetzer 
used the money to pay off his debts. 

Knetzer was the ill-famed finan- 
cier who made and lost a fortune 
in “new-used” cars after World 
War II by taking deposits on, and 
making delivery promises for, hard- 
to-get automobiles. 

The jury decided that Knetzer 
had not committed fraud to get the 
money from Riley, and that Riley 
knew of Knetzer’s intention to use 
the money to repay pressing cred- 
itors. 


Inventor Opens Shop 


To Make ‘Rust Kleen’ 


MANCHESTER, N. H.—(UTPS) 
—A new plant has been opened 
here to manufacture “Rust Kleen,” 
an invention of Henry Pinard, pro- 
prietor of North End Welding & 
Radiator Repair Co. 

According to Pinard, Rust Kleen 
gets rid of rust flakes in auto radi- 
ators, enables filling station oper- 
ators to check the water level 
through a transparent section with- 
out removing the radiator cap, and 
pinpoints faulty water circulation 
troubles. 





Syracuse Dealer Utilizes TV— 


Rusterholtz & Rossell, Inc. (Chrysler-Plymouth), Syracuse, made use of public interes! 
in color television and invited public to 
“Shower of Stars" telecast. Prior to show, 
Chrysler proving ground. 





showroom when Chrysler Corp. announced 
J. B. Rusterholtz showed colored movies of 





New-Car Sales Lull 


Quiet Days Hit Many Showrooms 
In Between-Models Period 


By Bob Lienert 
Associate Editor 
W-CAR dealers are finding 
themselves in the type of sales 
lull they haven’t known since be- 
fore World War II. 


With the old models fading out 
and most of the new ones still 
veiled from the public, these are 
quiet days indeed in many show- 
rooms. 

Some dealers feel that perhaps 
there have been too many hints 
and reports that the ’55s will be 
“dream cars.” They are inclined to 
believe that a good many new-car 
prospects already have been sold 
on ’55s, without ever having seen 
them. 

* * x 

HIS, of course, doesn’t bother 

the dealers who are all cleaned 

up or who expect no trouble in 
getting rid of current models. 

At any rate, reports to Auto- 
motive News indicate, about the 
only showroom traffic now evi- 
dent consists of bargain hunters 
looking for “fire sale” deals on 
the last of the ’54s. 

Many dealers have taken advan- 
tage of the lull to bring up to date 
their prospect lists and prepare 
hard-hitting campaigns for the out- 
set of the new-model season. 

* a * 


thar ewe situation is vastly changed 
from last year. While true de- 
mand also tapered off last year, 
dealers were faced with the spectre 
of overloaded inventories and had 
to hypo sales in order to keep 
afloat. 

Instead of a lull at the tail end 
of the model run, the most frantic 
activity of the year developed. 

Dealers were forced to dig deep 
on their prospect lists and beat 
the bushes for buyers in order to 
clean out ’53s. Operators caught 
with heavy stocks realized they 
were borrowing from the 1954 mar- 
ket in order to get cleaned up but, 


Bowie Anniversary— 


At a Ford division luncheon, Chester E. 
Bowie (right), assistant general sales man- 
ager of field operations, was awarded a 
25-year pin by L. W. Smead, general sales 
manager. Bowie joined Ford in 1929 as 
a clerk in the Des Moines sales office. 





to many, drastic steps were neces- 
sary to meet a drastic situation. 

That dealers last year had bor- 
rowed from the future was consid- 
ered evident by some analysts 
when new-car sales in the opening 
months of 1954 stumbled and 
dragged. 

. Bd + 

NN THAT basis, market observ- 

ers believe that the present lull 
indicates an auspicious start for 
55 sales. 

Their reasoning is this: Not 
only is it unnecessary to force 
the market with the few ’54s left, 
but the very nature of a lull 

(Continued on Page 75, Col. 1) 


Body Engineers 
Announce Detroit 


Parley Program 


DETROIT. — New developments 
and concepts in auto exteriors and 
interiors will occupy the limelight 
when the American Society of 
Body Engineers assembles here 
Oct. 27-29 for its 1954 technical con- 
vention. 


Representatives from all vehicle 
assemblers and many suppliers will 
participate in discussions of such 
topics as “Dream Cars,” “Color— 
Inside and Out,” “Plastic Models 
and Fixtures” and wraparound 
windshields. 


Thirty-one exhibitors will take 
over the basement of the Rackham 
Memorial for displays of their lat- 
est products. Technical sessions will 
be held in the Rackham’s upstairs 
auditoriums. 


A special event on the night of 
Oct. 27 will be a stage presentation 
of “DuPont’s Fiber Family.” This 
will be followed by an awards pres- 
entation to 19 high school seniors 
in ASBE’s drafting contest. Gordon 
J. Lawton, of Packard, ASBE pres- 
ident, will present the prizes. 

Papers will be presented by the 
following engineers: 

“Dream Cars,” W. L. Mitchell, of 
General Motors, and Gordon M. 
Buehrig, Ford; “Testing the New 
Body,” L. H. Frailing, Packard. and 
Karl S. Horvath, Fisher Body: 
“Commercial Bodies and Passenger 
Car Safety,” R. H. Robinson, Inter- 
national Harvester, and Dale Pet- 
try, Ford; “New Trends,” H. M. 
Alexander, Libbey-Owens-Ford, and 
John W. Anderson, Anderson Co. 

Also, “Color —Inside and Out,” 
Lucille Pieti, Chrysler Corp., and 
Gene Bordinat, Lincoln-Mercury: 
“Body Materials,” John G. Coffin. 
Chevrolet, and Dr. S. L. Bass and 
R. A. Ford, Dow-Corning; “Plastic 
Models and Fixtures,” Ronald D. 
Beck, Fisher Body, and George C. 
Adams, Rezolin, Inc., and “Develop- 
ment of Body Engineers,” Kenneth 
Coppock, Fisher Body, and Duncan 
McRae, Kaiser-Willys. 

The public is invited to all ses- 
sions, which start each day at 10 
a.m., 2 p.m. and 8 p.m. Admission 
is free. 
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THE INQUIRER takes your advertising to in THE INQUIRER ... so many old ones 
the most potent pocketbooks in Delaware with expanded schedules. Greater results for DELAWARE VALLEY, U. S.A. | 


; Valley, U.S.A. In addition to intensive cover- advertisers have made THE INQUIRER ° 

: age of the city, THE INQUIRER reaches Philadelphia’s FIRST newspaper . . . FIRST has peak buying power 
out to give advertisers thorough penetration in National advertising, Retail advertising, 

: of the rich suburbs and nearby towns that Classified advertising and Total advertising. 
account for HALF THE SALES in the Greater To skim the cream off the great Delaware 





Sales Manage- 
ment estimates the 
effective buying 





Philadelphia area. Valley, schedule THE INQUIRER... : ‘ 
That’s why you find so many new advertisers FIRST! income of Dele- 
ware Valley at 

over $8,000,- 

000,000 ... 18% 


The Philadelphia Inquirer ao tee oe 


The Voice of Delaware Valley, U.S.A. average. 





Exclusive Advertising Representatives: West Coast Representatives: 


NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 








8 


AUTOMOTIVE NEWS, OCTOBER 18, 1954 


Jobless Reference Made Political Issue . . . 


Democrats ‘Dog’ Wilson 


(Continued from Page 2) 


—an unfortunate mistake — bring- 
ing up those bird dogs at the same 
time I was talking about people. 
There are times when my remarks 
get me into trouble—especially in 
political matters.” 

4. An attack on Wilson by 
AFL President George Meany, 
who said that Wilson’s attitude 
was typical of the businessmen 
in government. 

5. Numerous other statements 
from Republicans, who tried to dis- 
associate themselves from any cal- 
lousness toward unemployment, 
and from Democrats, who tried to 
make the most of the remarks. 

In his telegram to the President, 
Reuther blamed part of the U. S. 
unemployment on some auto mak- 
ers with these words: 

* + * 
“MQHE totally irresponsible pro- 
duction race of the major cor- 
porations for larger shares of a 
shrinking market soon spread un- 


employment to cities like South! 


Bend and Kenosha where their in- 
dependent competitors operate. 

“The major corporations were 
content to drive the smaller and 
weaker auto producers to the 
wall rather than take steps co- 
operatively with them to develop 
and support national economic 
policies designed to enlarge the 
total market for automobiles by 
enlarging mass purchasing 
power.” 

He also blamed the unemploy- 
ment on springtime production 
schedules which led makers like 
Buick to advertise in 64 southern 
cities for workers. 

; * * + 
“5 _— the production spurt 
was ended, these recruits were 
dumped on the streets to become 
burdens on the taxpayers of the 
automotive centers,” Reuther 
added. 

At a press conference later 
Reuther said that he was “a little 
disappointed with Mr. Wilson. I 


thought we had educated him after 
some of his earlier statements.” 
+ * * 


Picketing Ends 
THE dealership labor scene, 
6%-months of picketing at 
Rosedale Motors (Oldsmobile), De- 
troit, ended last week when the 
firm agreed to reinstate Joe Booth, 
a salesman allegedly fired for union 
activity. 

Wilfred J. Love, owner of Rose- 
dale Motors, died a week before 
the settlement. 

The National Labor Relations 
Board last week dismissed a union 
petition for an election at Down 
River Chevrolet, Detroit. The board 
ruled: 

“As we no longer use the ‘fran- 
chise yardstick’ to assert juris- 
diction over automobile dealers, 
and as the employer’s commerce 
data does not meet any of the 





Wayne County Sales 
Gain in September 


DETROIT. — New-car regis- 
trations in Wayne County during 
September totaled 11,498, com- 
pared with 11,078 in August. 

The Big Three’s share, at 96.11 
percent, was slightly less than 
the previous month, when it was 
96.35 percent. 

Registrations by make were: 
Ford, 3,936; Chevrolet, 2,328; 
Buick, 1,269; Oldsmobile, 1,063; 
Mercury, 597; Pontiac, 533; Plym- 
outh, 440; Cadillac, 266; Dodge, 
244; Nash, 192; Chrysler, 155; De- 
Soto, 125; Packard, 96; Lincoln, 
94; Studebaker, 56; Hudson, 53; 
Willys, 18; Kaiser, 8; Henry J, 3, 
and miscellaneous, 22. 





other board - established criteria 
for the assertion of jurisdiction, 
We grant the employer’s motion 
and dismiss the motion.” 

Down River Chevrolet reported 
interstate sales of about $60,000 an- 
nually, well below the $100,000 fig- 
ure needed to give the NLRB juris- 
diction. 

Evidence of union activity came 
last week from Houston where the 








Eugene Bogard 


“Sold 20% of our county’s trucks over the past 5 years” 


—reports the owner of Bogard-GMC, Tucson, Arizona, in telling how one of 
America’s most successful all-truck dealerships got that way in just three years. 


N 1947, Gene Bogard took over a GMC franchise that 

had sold just 8 trucks the previous year. Two years 
later, he’d upped that to 60. The next season he hit 262— 
more than a quarter of all the trucks sold in Pima County. 
And he’s kept his penetration at a better-than-20% level 
ever since. 


‘Last year’s 23.5% came from 213 new-truck sales,’ says 
Bogard. ‘‘That gave us our best gross to date—just a shade 
under $2,000,000. It’s especially good when you remember we 
netted 3.3%.’ : 


What’s Bogard’s secret of success? A lot of good, sound 
merchandising—plus what he calls the “low cost of using 
GMC trucks.” 


“Several of my fleet customers keep very accurate records,’’ he 
explains. ‘‘One petroleum hauler reports a cost of less than 15¢ 
a mile including equipment, drivers, maintenance, fuel and 
insurance. Figures like that carry a lot of weight when you’re 
up against competition with a little lower price-tags.’’ 


Bogard not only thinks he’s selling a great truck — but 
working for a great company. 


“T’ll never forget how GMC’s sone manager helped me get my 


outfit rolling,’’ he says. ‘‘In fact, I’ve always found all the 
GMC people great to deal with.”’ 


‘‘And with all those great developments they have in the works, 
the future couldn’t look brighter from my angle. I’m shooting 
for 350 new-truck sales by ’56—and I expect to make it!” 


* * * 
What about your future? 


Are you shooting as high—and feeling as confident—as 
Gene Bogard and the other equally successful GMC 
dealers all over America? 


If you’re in an open GMC territory, here’s real opportunity. 
Drop us a line and find out what it can promise you—right 
now and in the years ahead. 


The better you know GMC... 
the better the truck business looks 


Sella modem truck! 


GMC Truck & Coach—A General Motors Division 


NLRB has ordered a representa- 
tion election among sales and serv- 
ice personnel at Raymond Pearson 
Motor Co. (Lincoln-Mercury). The 
joint petitioners are Local 744 of 
the AFL Machinists and Local 968 
of the AFL ‘Teamaeters. 


Canada Ford Strike 


awa, a strike by 5,700 
workers of Ford Motor Co. of 
Canada in Windsor began last 
Monday after talks with Ontario 
mediators ended in a deadlock. 


The union, whose contract ex- 
pired last February, has asked for 
a 15%-cent hourly boost, including 
fringe benefits. Picketing began 
immediately. 

Reports were circulating last 
week that Ford of Canada, as a 
result of the strike, may shift its 
Canadian headquarters from 
Windsor to Ottawa, Ont. 

The company, according to the 
report, feels that the Windsor un- 
ionists are influenced too much by 
the better pay and fringe benefits 
across the river in Detroit. 


Late last week it was announced 
that Ford of Canada was shifting 
the headquarters of its top officials 
to Toronto, at least temporarily, to 
get away from the tensions of the 
picketed plant. 

In Washington, Secretary of La- 
bor James Mitchell has announced 
that the Labor Department has be- 
gun a nationwide survey of the $2% 
billion-a-year research and devel- 
opment program of American in- 
dustry. 

Mitchell said President Eisen- 
hower had ordered the survey to 
develop and recommend to him 
policies for strengthening the na- 
tion’s scientific research. 

* . + 


Union Urges Merchants 


To Buy Chryslers 


DETROIT. — UAW-CIO Local 7, 
of the Chrysler division, was using 
its unemployed members last week 
as advance salesmen for the cor- 
poration’s 1955 models to stimulate 
sales and production. 

The workers were distributing 

letters to merchants near the 
Chrysler plants which were signed 
by the local’s president and which 
said: 
“Full employment throughout the 
year can best be accomplished if 
enough people buy Chrysler cars. 
Chrysler products are the best in 
the field—we know—because our 
people build them with fine work- 
manship. 

“Buying a Chrysler will help you 
in two ways—you will help your 
community—and you will have the 
best looking .nd most dependable 
car to drive.” 

E. C. Quinn, president of Chrys- 
ler Division, praised the local’s ac- 
tion. He said it was evidence of the 
way Chrysler people are pulling 
together to make 1955 one of Chrys- 
ler’s best years. 


+. * 
Injunction 
(Continued from Page 2) 

house filed complaints in the Fed- 
eral courts of Newark, N. J.; New 
York; Chicago, and Los Angeles 
against five automotive parts dis- 
tributors. The suits sought to re- 
strain and enjoin the manufacture, 
sale or distribution of counterfeit 
brake chamber diaphragms. 

At that time, the company said, 
a growing number of complaints 
of diaphragm failure from certain 
users caused Bendix-Westinghouse 
to conduct an extensive investiga- 
tion. 

Examination of the faulty parts 
revealed they were counterfeits 
bearing the Bendix-Westinghouse 
name and trademark, it was 
charged. 

The legal actions resulted in 
Bendix-Westinghouse receiving 
permanent injunctions against 
Harval Truck Equipment Co. of 
Los Angeles and its officers, Ben 
Berg, Eva Berg and Irving Hoff- 
man, and Brakes, Inc., and John- 
son. 

Temporary injunctions have been 
issued against Ring Bros., Newark, 
N. J.; Mutual Truck Parts Co., Inc., 
and Berg Mfg. & Sales Co., Inc., 
Chicago. 

Investigation also revealed the 
existence on the market of a mul- 
titude of other counterfeit repair 
units and parts for Bendix-West- 
inghouse automotive air brake sys- 
tems, it was said. 
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Mobile Classes 


Willys Unit to Help Educate | 
Backward Areas 


WASHINGTON.—Mobile outdoor 
classrooms designed for adult vis- 
ual education work will soon be in 
service in the Philippine Islands, 
Asia and South America. 


The first of a group of 24 such 
units to be shipped to the Philip- 
pines was unveiled here last week 
at a preview for foreign aid and| 
governmental education agencies. 
They were designed and ‘built by| 
Willys, in cooperation with the For- 
eign Operations Administration. 

Equipped with four-wheel-drive 
for off-the-road travel under ad- 
verse conditions, the vehicle car- 
ries its own electrical-current gen- 
erator and nearly half a ton of 
electronics equipment for presenta- 
tion of movies and slide films in 
areas which lack facilities for mass 
communication for training pur- 
poses. 

Additional units are scheduled 
for delivery to Pakistan, Thailand, 
Indo-China, Iran and Chile. 

William Ullman, tops among Washington 
automotive newsmen, reports each week 
on news affecting the auto industry in 
Automotive News. 





HOSPITALITY 


CANNOT 
“MASS 


PRODUCED” 


Devotion to service and 


pride in manag 


characterize these 
independently owned 


hotels, creating 
each traveler a 
distinctive and 
enjoyable visit. 





Nationally Represented by 


ROBERT F. WARNER, INC. 


NEW YORK 
588 Fifth Avenue, 
JUdson 6-5500 


CHICAGO 


77 W. Washington Street, 


RAndolph 6-0625 


BOSTON 
73 Tremont Street, 
LAfayette 3-4497 


WASHINGTON 
Investment Building, 


REpublic 7-2642 


.- Offices in Los Angeles, 
San Francisco and Seattle— 


Glen W. Fawcett 


NOT A CHAIN. 


Individually Owned 


Call the hotel nearest you for 
free teletype reservation service. 





| 
Packard Plans Latin Promotion— | 


Romulo O’Farrill (left), Packard distributor in Mexico, and B. C. Budd (center), | 
Packard export manager, meet with Clare E. Briggs, sales vice-president, to set up | 
odvertising and promotion plans for Central American countries. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


NEW YORK er 








BE 


Hotel Commodore 


ement 
BALTIMORE 


for 
truly 


Associates 


... also—BOSTON—the Parker House, LOS ANGELES—The Biltmore, 
SAN FRANCISCO — The Mark Hopkins, SEATTLE — The Olympic. 


Netherland Plaza & 
Terrace Plaza 


The Adolphus 
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| Letter to Salesmen | 


By John O. Munn 


Dear Son: 


EVER HEAR of the 
People’s Car? No, I don’t 
mean the German Volks- 
wagen. The People’s Car in 

America is the 


- - car everyone 
SERIES drives. It’s the 


used car. A new 
car becomes a used car the 
moment it is driven around 
the block. 

But, I am referring to 
cars bought as used cars. 
Irrespective of the brand 
name they may carry, they 
are the people’s car. They 






er ace 


ATLANTIC CiTY 












become the responsibility 
of the dealer — someone 
close at hand — for there 
are so many owners to 
serve. In fact, three times 
as many people buy used 
cars than buy new ones. 

Can you spot a used car 
when you see, hear or ride in 
one? Neither can I. Did you 
ever ask yourself what a new 
car could do for you that a 
good used car could not? I 

have, and there isn’t any 
answer. 

Why do I say these 
things? Perhaps I am like 
a loyal California resident. 
Whenever he is offered the 
floor, he extols the virtues 
of his state. 


The used car is the key- 
stone of this trade. It wid- 
ens a dealer’s market. It 
serves so many people. 
But, we hear too little 
about its investment, util- 
ity, economic and real val- 
ues. That’s why I cannot 
refrain from shouting 
about its virtues from the 
house tops at every oppor- 
tunity. 

& * * 

WHAT ARE these vir- 
tues, from the owner’s 
standpoint? There are so 
many you just can’t cata- 
log them. Some of them 
are that used-car, like new- 
car, ownership allows the 
purchaser to choose the lo- 
cation of his residence re- 
gardless of what other 
forms of transportation 
may exist. 


Many owners could not 
possibly make a living 
without a car. Automo- 
biles, used cars as well as 
new Cars, have done more 
to increase the standard of 
living than any other in- 
vention. Owners get the 
opportunity to really live 
—to do and see things. The 
use of the automobile con- 
serves the most valuable 
asset people have — their 
time. 

The used car gives the 
owner more value received 
than any other purchase he 
makes. In addition to all so- 
cial, economic and _ business 
advantages it brings him, 
when he sells it or uses it as 
part payment on a later model 
or new car, he gets a greater 
return of the original price 


than for any other article of 
merchandise he ever buys. 


There is just no other 
article of merchandise on 
earth that will bring as 
much money, in compari- 
son with its original cost, 
as a used automobile. 


Well, son, thanks for al- 
lowing me to get this trib- 
ute to the used car off my 
chest. Whether you sell 
used cars directly or not 
they can’t help but effect 
your progress. So it’s an 
excellent idea to review 
their advantages occasion- 
ally. 

Cordially yours 


Dad 
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Beginning this week... 


Studebaker dealers are showing and selling 


this sensationally low priced V-8 











BIG NEW ‘55 STUDEBAKER 
COMMANDER VS ss 


A better and more powerful new Commander! 
Selling as much as *287. lower! 


In direct competition with the very lowest priced V-8s! 


A dynamic new value from 
gigantic new Studebaker-Packard ...world’s 4th largest 


full-line producer of cars and trucks 


The Studebaker franchise 
is available in a limited 


number of points. For 


C. K. WHITTAKER — 
VICE PRESIDENT 
STUDEBAKER-PACKARD CORPORATION 
SOUTH BEND 27, INDIANA 


information, address: 








FOB FACTORY 
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Eased Steel Situation 
To Smooth 55 Output — 


ee plenty of flat rolled and bar steel now available in 
all sizes and grades, production of 1955 cars should be 
off to the fastest start in years. 

Until this year, steel supply had presented a problem for 
“manufacturing managers of the auto plants. There was often 


a question as to whether new? 


models should be designed as 


streamlined as stylists might 
want them to be. 

As late as last spring, concern 
was expressed by some executives 
about their ability to obtain suffi- 
cient high-quality deep - drawing 
sheet. 

A recent survey indicates that 
there are now ample supplies of 
top-quality, deep-drawing steel. 
Some steel suppliers say there 
has even been a trend toward 
purchasing regular grades of 
steel where deep-drawing quality 
was previously specified. 

The question as to whether a 
deep-drawn shape like a body panel 
can be produced as the stylist 
wants it depends to a considerable 
degree on the characteristics of the 
steel] sheet from which the panel is 
to be formed. 

The sheet must not wrifikle or 
tear during forming. During the 
entire postwar period up to now, 
die designers have felt they must 
limit the shape of drawn parts to 
avoid wrinkles and tears. 

* * ok 


Allocation Easier 

ILE it is still desirable to 

avoid extreme draws in order 
to avoid unnecessary scrap, both 
the die designers and manufactur- 
ers now feel they have much 
greater freedom in allocating their 
steel to the various press lines. 

Improved steel quality and its | 

greater availability eases the au- 
tomobile manufacturing problem 
in several ways. Scrap losses 
have been reduced. Manufactur- 
ers. order their steel in the exact 
size required.’ 

During the long period during 
which steel was tight, it was often 
necessary to take the size and 
grade available and make it work. 

This may have required slitting 
or roller leveling or annealing. In| 
the case of bars, it may have even 
been necessary to reduce oversize | 





Excise-Tax Levy 
On Rebuilt Parts 
Clarified by U.S. 


INDIANAPOLIS.—In cases where 
only part of an automotive unit is 
rebuilt, the excise tax is to be 
based upon that part, and no longer 
upon the price of the entire unit, 
according to supplementary inter- 
pretation of a ruling by the excise 
tax branch of the U. S. Treasury. 

The interpretation was given in 
a letter to Halfpenny & Hahn, 
counsel for the Automotive Engine 
Rebuilders Assn. and was signed 
by R. J. Bopp, chief of the excise 
tax branch. The letter answered 
several questions posed to the 
Treasury last summer by the as- 
sociation. 


Impact of the ruling is made 


clear in the case of the following 


example: 

If a company sells generators 
which have a rebuilt (rewound) 
armature but on which all other 
components are only disassembled, 
cleaned and reassembled, the ex- 
cise tax is based only upon the 
wholesale price of the rewound 





armature. 

Bopp also said that the excise 
tax branch considers the reaming 
of engine, shock absorber, brake 
or wiper cylinders to be a major 
operation comparable to reboring 
or machining and so taxable when 
performed upon parts being proc- 
essed for sale. 

It considers as nontaxable such 
operations as the honing of such 
cylinders, the filing of commutators 
or the insertion of tax-paid pre- 
formed armature coils. 


bars to the dimension that was 
needed. 


Another favorable aspect of the 
present steel picture is that a steel 
buyer can order a larger percent- 
age of commercial drawing-quality 
steel. Using its latest equipment, 
steel mills are producing steel of 
improved quality. 


* * * 


Alternative for Makers 


c= producers can now afford to 
try commercial quality steel for 
parts where they formerly insisted 
on deep-drawing quality. If the 

















steel draws satisfactorily, the lot 
can be assigned to the part former- 
ly requiring top drawing quality. 

If it doesn’t work satisfactorily, 
the steel can be diverted to some 
other use. With ample stocks to 
choose from, the manufacturer 
simply tries another lot of steel, 
changing over to deep-drawing 
quality only as a last resort. 

Auto plants still have plenty of 
manufacturing problems. With their 
new automation setups, better 
quality material may be necessary 
for some parts to avoid high scrap. 
For example, parts made in pro- 
gressive or transfer dies usually 
require steel that is held to close 
dimensions. Nowadays, however, 
steel suppliers are in a better posi- 
tion to meet these requirements 
than they were a few years ago. 

With a greatly improved steel 
supply picture, with the elimina- 
tion of premium cost, and expen- 
sive followup expense for steel and 
other materials, the auto plants will 
move into their 1955 programs with 
the best outlook for quality pro- 
duction and efficient operations 
they have enjoyed since car pro- 
duction was resumed following 
World War II. 


Here’s how New High HP Purelube 


BUILDS CUSTOMER 






































Six factory executives, on the road for Oldsmobile, were guests of Bob Womble, 
Lubbock (Tex.) dealer, during a stopover in the city. The officials were making dealer- 
contact visits while enroute to Los Angeles. From left (front row) are L. E. Straud, 
Cldsmobile's assistant general sales manager; J. F. Wolfram, general manager; G. 
R. Jones, general sales manager, and A. C. Rice, zone manager. Back row: Julio 
Andrade, staff assistant to the styling section of General Motors, and L. F. Carlson, 
general merchandising manager. 
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at the 
double-barreled 
features of this 
great new oil... 


ecehelps bag steadse 


@ Increases gas mileage TI 


@ Lowers oil consumption 





@ Banishes valve train wear 7 
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@ Fights pre-ignition 
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| Affecting Factories and Dealers... 


_ Auto Advertising 


By Marty Whitmyer 


Staff Writer 


It will be seen every Tuesday 
thereafter. ; 

Beginning at 8:30 p.m. (EST), 
the show will star Ronald Col- 
man, who also will be making his 
television debut. He has had the 
lead in the radio version of the 
show since its beginning. 

Leio Burnett Co., Inc., is pro- 
ducing the show. 


* * * 


Aid for Radio Advertisers 


For the first time in the history 
of the broadcasting industry, ac- 
cording to Richard J. Puff, re- 
search and planning director of 
Mutual Broadcasting System, a 
survey has been conducted to 
measure the daily activities of the 
individual listener by quarter hours 
throughout the day. 

For example, the survey con- 
ducted by J. A. Ward, Inc., shows 


A $100,000 advertising and pro- 
motion budget has been announced 
for the National Handling Exposi- 
tion opening May 16 at the Inter- 
national Amphitheatre in Chicago. 
It will run through May 20. Theme 
of the show is “The Concept of 
Obsolescence.” 

The advertising program, di- 
rected principally at top manage- 
ment, will begin this fall and con- 
tinue through the spring, officials 
said. 

In addition to the use of news- 
papers and magazines, direct mail 
and other promotional devices will 
be employed. 

* 


* 


IH Goes to College 
“The Halls of Ivy,” alternately 
) sponsored by International Har- 
vester Co. and National Biscuit 
\ Co., makes its television debut 
, tomorrow (Oct. 19) over CBS-TV. 


service business! 


See 


that 41 percent of the listeners are 
eating or preparing food between 
11:45 a.m. and 12 noon, and 44 per- 
cent are doing household work at 
home between 11 and 11:15 a.m., 
while listening to radio. 


Puff predicted that this informa- 
tion “will provide advertisers and 
agencies with new yardsticks for 
planning future radio advertising 
campaigns.” 

* * 


Chrysler Appoints Avery 


Charles B. Avery has been ap- 
pointed West Coast promotion 
manager for Chrysler Corp., ac- 
cording to James Cope, vice- 
president. 

Avery was on the staff of the 
McCann-Erickson as West Coast 
account executive on the Chrysler 
account for two years prior to his 
new appointment. 

* « * 


Steel Hour on TV 


“The United States Steel 
Hour,’ sponsored by U. 8. Steel 
Corp., will begin its second year 
on television Oct. 27 over ABC- 
TV. 

Originating in New York, the 
show is seen every second Tues- 
day from 9:30 to 10:30 EST. 

U. 8. Steel’s advertising agency 


e116 


how new High HP 


Purelube fights pre-igni 







The sure way to keep your service customers 
happy ... to keep ’em coming back to you 
#...is to put High HP Purelube in their cars. 

The exclusive additive combination in this 
amazing oil meets and beats special problems 
of modern cars. Problems like pre-ignition . . . 
excessive engine wear...noisy valve lifters 
-..and ORI (octane requirement increase). 

High HP Purelube is the one motor oil 
that best meets all these challenges. 

And High HP is a multigrade oil, combin- 
ing all the low-friction advantages of an 
S.A.E. 10 with the tough film protection of 


mayor 


FREE! Factual booklet on High HP 
Purelube. Shows how this new oil 
helps you and your servicemen. 


(f> SA ee ee ee aS 


The Pure Oil Company, Dept. V-410 
35 E. Wacker Drive, Chicago 1, Ill. ~ 

Gentlemen: Without incurring any obligation, I’d like to 
get your FREE booklet on the inside story of High HP 


tion ds compared to nine 


competitive 


brands 





RATING’ 


is Batten, Barton, Durstine & | H. Weintraub & Co., where he 


Osborn. 


Remington Joins Packard 


served in a similar capacity on 
the Kaiser-Willys account. 


He previously was with the New 


The appointment of Albert F.| York office of Esquire, Inc., as pro- 


Remington, 38, as advertising man- 
ager for Packard and Clipper cars 
has been an- 
nounced by Wil- 
liam E. Macke, 
Packard director 
of merchandising. 
Remington re- 
places Van Vor- 
hiss, who re- 
signed recently. 
Remington joins 


five years with 
Ford Motor Co. 
At Ford, he was 
coordinator of car advertising for 
the Ford division. 

Previously, Remington was for 
four years an American Weekly 
magazine representative in Detroit 
and Chicago. 


Wangers Takes C-E Post 


Campbell-Ewald Co. has an- 
nounced the appointment of James 


A. F. Remington 


Wangers as an assistant account 


executive on its Chevrolet account. 
Wangers comes to C-E from W. 





OILS RATING’ 


*Rating 1.0 indicates perfect performance. 
Higher numbers indicate severe pre-ignition. 











PURELUBE. 
an S.A.E. 30...turns loose more engine ar 
| Power, yet saves gas and oil! IN i ccencalbdsaic nasa 
Ask your local Pure Oil representative to No 
give you full details on this great new oil. It’s Street 


the sureway to build satisfied service business! 


ai iinnttdecaeennaseeeene 


State 





Packard after) 


motion manager of Coronet maga- 
zine. 


He will work out of the Detroit 
office of Campbell-Ewald. 


* * * 


Homer Sponsors TV Series 


Don Homer Chevrolet, Detroit, 
is sponsoring “Roadside Thea- 
tre,” a new series of television 
films over WXYZ-TV, Detroit. 

The program, which began Oct. 
7, is seen each Thursday at 11:15 
p.m. EST. 

The show was created by Mon- 
roe Molner, president and ac- 
count executive of Davis-Daniels 
advertising agency, Detroit. 

+ * * 


Look Automotive Promotion 


“Crippled Cars are Killers,” a 
a new automotive promotion ap- 
pearing in the Nov. 2 issue of Look 
magazine, stresses the importance 
of proper vehicle maintenance. 

In addition to advocating proper 
maintenance, the article by George 
Koether, automotive editor, also 
urges motorists to put their cars in 
good condition for winter driving. 

a +. * 


Renaud Names Ad Rep 


Harold E. Renaud, president of 
Renaud Plastics, Inc., Lansing, has 
announced the appointment of Bet- 
teridge & Co., Detroit, to handle all 
advertising and promotional activ- 
ities on Ren-ite, a tooling plastic. 


* od * 
Russell Appoints Rep 
Russell Mfg. Co., Middletown, 


Conn., manufacturer of automotive 
brake linings and clutch facings, 
industrial belting and Venetian 
blind tapes, has appointed Wood- 
ward & Byron, Inc., Westport, 


Conn., to handle all national ad- 
vertising. 

* « + 
Names 


David B. Rank, Jerome K. West- 
erfield and Thomas R. Boyd have 
joined the creative staff of D. P. 
Brother & Co. according to 
Clarance Hatch jr., executive vice- 
president. 


John Allen Collins has been ap- 
pointed an ad sales representative 
in the Chicago office of Nation’s 
Business. He previously was with 
Dun & Bradstreet. 


| Charles E. Flowerday has been 
| appointed to the Detroit sales staff 
of O’Mara & Ormsbee, Inc., news- 
paper representatives. He formerly 
was with the Prentice-Hall organ- 
ization as a sales representative. 


Frank L. Orth has joined the 
Detroit office of Campbell-Ewald 
as assistant director of the Tele- 
vision-radio department. He form- 
erly was with CBS. 


Lewis Dibble, Detroit field analyst 
for Standard & Poor’s Corp., has 
been admitted to the firm’s 25-year 
club. 


Franklin Mitchell, program di- 
rector of Detroit Radio Station 
W4JR, has been presented the 1953- 
54 Wayne University Educational 
Broadcasting Award. He was cited 
for broadcasts of “Scoop Ryan” 
and other educational programs 
utilizing guild personnel. 


James D. Egleson has joined 
Geyer Advertising, Inc., New York, 
as television art director. 





William E. Brownell has joined 
the Detroit staff of Campbell- 
Ewald Co. as associate director of 
the copy department. Brownell re- 
turns to C-E from Grant Advertis- 
ing Agency, Chicago. 


Paul F. Samuelson and George 
M. Guido have joined the art de- 
partment in the Detroit offices of 
Campbell-Ewald Co. Samuelson 
formerly was with the Hilton & 
Collett ad agency, Dayton, O., and 
Guido was with Grey Advertising, 
New York. 


Robert R. Sawyer has joined the 
| Detroit office of Campbell-Ewald 
Co. as a creative television writer 
and supervisor of commercial film 
production. He formerly was with 
Metro-Goldwyn-Mayer on the Pa- 
cific Coast. 


Ed Roeder jr. has resigned from 
the sales staff of the Metropolitan 
Sunday Magazine Group. 
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Now rolling out 
on the finest 1955 cars... 


So you'll be happy to know that day is now here—with the per- 
fection of the U. S. Royal 8 Tubeless tire. 


We say ‘‘perfection’’ because the U. S. Royal 8 Tubeless is a 
totally new tire—not only completely engineered for tubeless con- 
struction but also specifically developed to meet the totally new 
demands of today’s safe driving. 


Like many another motorist, you’ve probably looked forward to the 
day of the tubeless tire—to give your driving greater safety against 
: 9 the hazards of punctures and blowouts. 

Developed by U. S. Rubber engineers, the exclusive Airwall con: 
struction of the U. S. Royal 8 Tubeless retains the air positively anc 
safely within the tire itself. And the exclusive Super-Safety Beac 
Seal is the superior method of locking tire to rim with an air-tigh 

seal. 
Dramatic proof of the superiority of the U. S. Royal 8 Tubeles§ . 
tire lies in the fact that it has already been chosen as standart 
equipment for leading new 1955 cars! 
Until you test-ride this totally new tire you won’t believe tire 
! can make so much difference. You’ll find you’re better off 8 ways- 
1. Totally new 
TUBELESS 


with the U. S. Royal 8 Tubeless. 


See your U. S. Royal Dealer without delay and accept his offe 
of a free test-ride on these wonderful tubeless tires that fit all stand 
ard rims. You'll be glad you did—for a long, long time to come! 





2. Totally new Safety 
AGAINST PUNCTURE 


4. Totally new Ride 7 . 
LESS BOUNCE CE | 


3. Totally new Silence 


SQUEAL AND HUM 


A 
Gary 
CONSTRUCTION AND BLOWOUT HAZARDS ARE HUSHED AND JOUNCE Zi 
Because the resilient Airwall con- On U. S. Royal 8 Tubeless You won’t believe a ae 
The exclusive Air- struction ‘‘hugs’’ penetrating tires, you ride along in —until you ride a pin; 


wall construction 
of the U. S. Royal 8 
Tubeless makes 
this tire an all-in-one air container. 


on U. S. Royal 8 ae o1 
Tubeless tires—how much differe-ic¢fbac 
tires can make. These tires actu: llyphig 
“envelop”? road seams, ruts © ndéflo 


objects, ordinary punctures cause 
almost no air leak—can be repaired 
later—at your convenience—without 
even dismounting the tire! And the 


whisper silence—relaxed, 
enjoying every mile of 
the way—and with a to- 
tally new feeling of sure- 





Anid you get superior protection 
from the exclusive Super-Safety 
Bead Seal which locks tire to rim 
with an air-tight seal. 


far tougher carcass gives more protec- 


aS tion against road 
impacts that can 
ties, cause blowouts. 








ness. Tire-squeal on the 
curves issmothered. Tire- 
hum on the highway is 
hushed! 


ridges! Bumps and chuck holes s: em fev 
to melt away! You glide along alr os@tid 
as if you were riding an inch ai ov@for 
the road! int 











~ [S. Totally new Steering 


; ASIER HANDLING 
‘¢ AND CONTROL 


(These nimble tires obey your merest 

~~ Pinger-touch on the steering wheel. 
ou gain far easier car-control. On 
euctiback-roads, as well as on modern 


.Llyfhighways, you travel 

néPlong with a totally Am 
. emt new feeling of con- r —__* 
: os idence—ready 


i ov@for every turn 
in the road! 


Totally new 
Styling 
LONGER, 
LOWER LOOK 


The slim white sidewall and smooth 
‘‘pillow contour’’ of this handsome 
brute of a tire give your car that 
longer-and-lower ‘‘Continental’’ 
look. Graceful star-points comple- 
ment modern wheel design. Stand- 
ing still or rolling along, the U. S. 
Royal 8 Tubeless is the best-looking 
tire-you ever saw! 





7. Totally new Mileage 


UP-TO 250 EXTRA 
MILES PER 1000 


The wider, flatter, reverse-tread pat- 
tern of the U. S. Royal 8 Tubeless tire 
puts more rubber against the road. 
The widest riding rib is in the center 
where the most wear comes. This, 
plus the thickness of its husky tread, 
enables this great tire to deliver up 
to 250 extra miles per 1000! 


UNITED STATES 
RUBBER COMPANY 
In Canada: Dominion 
Rubber Company, Ltd. 


8. Totally new Value 
NO PREMIUM IN PRICE 


Contrary to what you'd expect, the 
U. S. Royal 8 Tubeless is not a pre- 
mium - priced tire. It costs you no 
more than a conventional tire and 
tube. This, plus the extra-long, 
trouble-free mileage 
it delivers, makes the 
U. S. Royal 8 Tube- 
less just about the 
most economical tire 
you ever rode on. 








Fs SE a a ae aa Sea a ane See Ste See en eee eee eae 


i a as ref RESALE Re SO DO 
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4.2% in Quarter... 


Intercity Truck Loads Decrease 


WASHINGTON. — The American 
Trucking Assns. reported last week 
that intercity tonnage transported 
by motor carriers in the second 
quarter of 1954 was 4.2 percent less 
than the record second quarter of 
1953, but still was 6.7 percent above 
the volume handled in the second 
quarter of 1952. 


This tonnage decrease, ATA 
said, was a continuation of the 
downward trend which began in 
the fourth quarter of 1953, when 
the volume was down 3.4 percent 
from the fourth quarter of 1952, 
but marks a slight improvement 
over the first quarter of 1954, 

- when tons transported were 44 
percent below the same quarter 
of last year. 

The second quarter of 1954 was 
only the second time in 10 years 
that the volume in the second 
quarter has failed to exceed the 
previous year, the report noted. 

Based on preliminary figures 
covering the operations of 1,612 
Class I intercity common and con- 
tract carriers that transported 54,- 
357,826 tons of intercity freight in 
the second quarter, of the ATA 
truck-loading index, based on the 
second quarter of 1947-1949 as 100, 
was 156. The alltime high was 162. 


The overall tonnage decrease 
was caused by a sharp decline in 
the Northeast, ATA said. The 
New England, middle Atlantic, 
and central regions covering the 
area east of the Mississippi and 
north of the Ohio and Potomac 
Rivers suffered declines of 2.3 
percent, 8.0 percent, and 14.8 per- 
cent respectively, ATA said. In 
the remainder of the nation, ton- 
nage increased over the record 
second quarter of 1953. 

The largest gain, according to 
the report, came in the midwest, 
where tonnage increased 23.2 per- 
cent. Other increases were: South- 

west, 13.2 percent; Rocky Moun- 
tain, 8.9 percent; northwest, 4 per- 
cent; Pacific, 0.5 percent, and 
south, 0.1 percent. 

Of the 10 commodity classes, five 
registered increases in the second 
quarter, as against the same quar- 
ter of 1953. They were: Agricultural 
commodities, up 6.9 percent; refrig- 
erated liquids, up 6.6 percent; liq- 
uid, petroleum, up 5 percent; house- 
hold goods, up 0.8 percent, and re- 
frigerated solids, up 0.8 percent. 

Groups showing decreases were 
heavy machinery, down 13 percent; 

motor vehicles, down 10.7 percent; 
general freight, down 6.1 percent; 
building materials, down 4.7 per- 
cent, and all other intercity classes, 
down 11.8 percent. 

Contract carriers, increased 
their portion of the total tonnage 
carried in the second quarter of 

1954 from 13.2 percent to 13.7 per- 


Auto Class Lures 
150 Students at 
N.Y. City College 


NEW YORK.—A course of auto- 
motive instruction for laymen, 
“Know Your Car,” is off to a fly- 
ing start at the City College of New 
York extension division here with 
150 students registered for the 
course. 

The course, while sponsored by 
the college, will operate with the 
full support and cooperation of the 
Society of Automotive Service 
Managers. 

The course was initiated, accord- 
ing to CCNY, to meet inquiries 
from adult students about automo- 
tive instruction. Included is in- 
struction on lubrication, batteries, 
starter and generator, engine and 
ignition, carburetors, fuel systems, 
transmissions, brakes, tires, juris- 
prudence and the law, and the ap- 
plication of the ordinary insurance 
policy. 

Several dealerships will play host 
to the students during the course. 
Ford Motor Co. has offered to set 
up a special Saturday run of its 
assembly line in New Jersey for 
the students. 

Dr. Bellush, CCNY administra- 


tive assistant. said that the college | 


had received more inquiries on the 
auto course than any ever offered 


registration fee of $19 is charged. 


cent. The common carrier share 
was 36.3 percent. 

Second quarter figures by regions 
were: 

New England— (Connecticut, 
Maine, Massachusetts, New Hamp- 
shire, Rhode Island and Vermont) 
163 carriers; 3,358,800 tons in 1954, 
3,439,265 tons in 1953; decrease of 
2.3 percent. 

Middle Atlantic—(Delaware, Dis- 
trict of Columbia, Maryland, New 
Jersey, New York, Pennsylvania 
and West Virginia) 359 carriers; 
10,224,387 tons in 1954, 11,110,604 
tons in 1953; decrease of 8.0 per- 
cent. 

Central—(Illinois, Indiana, Mich- 
igan Lower Peninsula and Ohio) 
416 carriers; 16,846,695 tons in 1954, 





Inland Executive 
Sees ‘Unlimited’ 


Future for Steel 


SAUGUS, Mass.—Edward L. Ry- 
erson, chairman of the executive 
committee of Inland Steel Co., sees 
the steel industry growing with a 
vigor that makes predictions of 200 
million tons of annual capacity 
within the next 25 years seem con- 
servative. 

Speaking at ceremonies dedicat- 
ing the restoration of the first iron 
works on the North American con- 
tinent, Ryerson said that future of 
the industry “is unlimited.” 

“The industry’s tremendous ex- 
pansion in the last few years has 
more than met immediate needs,” 
said Ryerson. “The current high 
level of the nation’s economic ac- 
tivity is supplied with steelmaking 
furnaces operating at less than 70 
percent of capacity,” he said. 

“The demand for steel could eas- 
ily double within a generation,” he 
said, “and its ultimate usefulness 
in an atomic age cannot even be 
surmised at the present stage of 
that experimentation.” 

Capacity to turn out the kind of 
steel the consumer wants most has 
increased faster than the overall 
expansion, he said. 

He gave as an example the fact 
that 42 percent more cold-rolled 


sheets can be turned out this year | 


than was possible in 1951. That is 
the kind of steel that goes into 
many types of home appliances, 
automobile bodies and a myriad of 
small stampings which end up in 
such things as telephones and tele- 
vision sets. 





19,780,054 tons in 1953; decrease of 
14.8 percent. 

South — (Alabama, Florida, 
Georgia, Kentucky, Mississippi, 
North Carolina, South Carolina, 
Tennessee and Virginia) 169 car- 
riers; 5,014,055 tons in 1954, 5,008,- 
627 tons in 1953; increase of 0.1 per- 
cent. 

Northwest—(Michigan Upper 
Peninsula, Minnesota, North Da- 
kota, South Dakota and Wiscon- 
sin) 72 carriers; 2,579,908 tons in 
1954, 2,480,547 tons in 1953; in- 
crease of 4 percent. 

Midwest — (Iowa, Kansas, Mis- 
souri and Nebraska) 103 carriers; 
3,605,970 tons in 1954 and 2,926,898 
tons in 1953; increase of 23.2 per- 
cent. 

Southwest—(Arkansas, Louisi- 
ana, Oklahoma and Texas) 125 car- 
riers; 4,843,834 tons in 1954 and 4,- 
278,720 tons in 1953; increase of 13.2 
percent. 

Rocky Mountain—(Colorado, Ida- 
ho, Montana, New Mexico, Wyo- 
ming and Utah) 56 carriers; 2,077,- 
197 tons in 1954, 1,907,237 tons in 
1953; increase of 8.9 percent. 

Pacific—(Arizona, California, Ne- 
vada, Oregon and Washington) 149 
carriers; 5,806,980 tons in 1954, 5,- 
777, 801 tons in 1953; increase of 0.5 
percent. 

Second-quarter figures by com- 
modity groups were: 

General freight—901 carriers; 25,- 
805,555 in 1954, 27,476,806 tons in 
1953; decrease of 6.1 percent. 

Household goods—54 carriers; 
205,229 tons in 1954, 203,624 tons in 
1953; increase of 0.8 percent. 

Heavy machinery—51 carriers; 
653,038 tons in 1954, 750,730 tons 
in 1953; decrease of 13 percent. 

Liquid petroleum —-141 carriers; 
14,760,261 tons in 1954, 14,062,894 
tons in 1953; increase of 5 percent. 


Refrigerated liquids—14 carriers; 
335,406 tons in 1954, 314,653 tons in 
1953; increase of 6.6 percent. 

Agricultural commodities — 31 
carriers; 639,893 tons in 1954, 598,- 
434 tons in 1953; increase of 6.9 per- 
cent. 

Refrigerated solids — 36 carriers; 
429,988 tons in 1954, 426,428 tons in 
1953; increase of 08 percent. 

Motor vehicles—86 carriers; 2,- 


556,030 tons in 1954, 2,862,509 tons | 


in 1953; decrease of 10.7 percent. 

Building materials — 35 carriers; 
1,845,281 tons in 1954, 1,935,763 tons 
in 1953 decrease of 4.7 percent. 

All other Intercity classes — 263 
carriers; 7,127,145 tons in 1954, 8,- 
077,812 tons in 1953; decrease of 11.8 
percent. 


L-M Sales Aces— 


A week-end trip to Mexico City was 
the award for these Lincoln-Mercury sales- 
men and their wives as winners in a sales 
contest in the St. Louis district. Shown 
(from top to bottom) are Mr. and Mrs. 
Maurice Doane, Decatur, IIl.; Mr. and Mrs. 
Lloyd Riley, Quincy, Ill.; Mr. and Mrs. 
William Hosfeld, St. Charles, Mo.; Mr. and 
Mrs. Earl Littrell, Wentzville, Mo., and 
Walter J. Mueller, of the St. Louis district 
office, and Mrs. Mueller. Also making the 
air trip were Mr. and Mrs. E. D. Sender, 
and Mr. and Mrs. Joe Brown, both of 
St. Louis. 





ANNAPOLIS, Md. — Enacement 
next year of Maryland legislation 
authorizing designation of a proj- 
ected northeastern expressway, as 
a toll highway is recommended in 
a@ report submitted to the State 
Legislative Council by the State 
Roads Commission. 

The commission and its advisory 
council further recommended that 
determination of other possible toll 
facilities be left to the State Legis- 
lature after additional study and 
public hearings. 

The contemplated northeastern 
expressway would run 48 miles 
from Baltimore to the Pennsyl- 
vania line near Elkton. It would 
roughly parallel US-40. 
| Under the State’s current 12-year 
| highway modernization program, 
the northeastern expressway is not 
scheduled for completion until 1965. 
| If taken out of the long-range pro- 
gram and built as a toll highway, 














New York Aquashow Features Oldsmobile Starfire— 


The nationally famous water, ice and stage extravaganza, Aquashow, which has been presented for 10 seasons by Elliott}the plant, and will appoint one 
by the CCNY extension division. A | Murphy at the World Fair site in New York, featured an Oldsmobile Starfire in one of its scenes, Murphy is president of Para-| member to the board of the new 


mount Oldsmobile, Inc., Brooklyn. 





Maryland Toll Road Urged 


Changing Proposed Speedway to Pay-as-Go Route 
Would Speed Construction, State Told 





Sales Territories 
Found to Boost 
Volume, Cut Costs 


WASHINGTON.—Failure to giv: 
salesmen clear responsibility for 
covering definite territories can re- 
sult in lost sales and higher selling 
costs, according to the Small Busi- 
ness Administration. 

A new leaflet, “How to Set Up 
Sales Territories” which can be ob- 
tained upon request from any of 
the Agency’s SBA’s field offices, 
declares: 

“It is easy to send a salesman 
into the field to get business if and 
when he can find it. However, few 
companies can afford to be as cas- 
ual as this in the coverage of their 
markets. Year by year, business- 
men are finding it necessary to give 
an increasing share of their atten- 
tion to selling costs.” 

The leaflet contains suggestions 
that any small company can use in 
setting up sales territories, and in 
establishing a routing schedule for 
them. The procedures are simple-— 
and the advantages of a sound and 
a systematic approach are many, 
SBA says. 

“A little thought given to the 
problem, and some practice with 
the techniques will pay dividends 
in better control of salesmen, high- 
er volume, and lower selling costs,” 
the leaflet adds. 






it could be finished within three or 
four years, the commission said. 

Any other roads designated in 
the future for tolls to help finance 
their construction could similarly 
be taken out of the long-range free 
highway program and undertaken 
more quickly without waiting their 
turn on the present schedule, the 
commission pointed out. 

The projected northeastern ex- 
pressway would come within 35 
miles of a connection with the 
Pennsylvania Turnpike west of 
Philadelphia. By turning off the 
new expressway just west of Elk- 
ton, motorists also would be within 
about 25 miles of the Delaware 
River Bridge and the New Jersey 
Turnpike via US-40. 

Besides recommending the 
northeastern expressway, the 
commission also suggested that 
the State Legislature again con- 
sider the possibility of converting 
a number of other principal roads 

into toll highways. 

Among the other toll category 
possibilities listed in the report 
were the new Washington-Annapo- 
lis Expressway; US-40 from Balti- 

more west to Frederick and Hag- 
erstown; US-240 from Washington 
northwest to Frederick; a new ex- 
pressway Maryland is building from 
the Delaware line at Warwick 
down to the east end of the new 
Chesapeake Bay Bridge, and US- 
301 from Baltimore south to the 
Potomac River Bridge into Vir- 
ginia. 

Maryland’s current 12-year high- 
way improvement program, which 
was set up by the 1953 State Legis- 
lature, contemplates expenditures 
totaling $568 million. 

Expenditures under the program 
this year will reach $92 million, of 
which $78 million will go for con- 
struction and $14 million for plans, 
surveys and purchases of right of 
way. The State’s largest prior road 
construction year was 1949, when 
total spending reached $59 million. 


Brazilian Bearing Project 
Approved by Clevite 


CLEVELAND. Directors of 
Clevite Corp. last week announced 
that the company xhas_ granted 
rights for the Brazilian manufac- 
ture of automotive bearings cover- 
ed by Clevite patents. 

A new company, to be called Bi- 
metal, will be formed in Sao Paulo, 
Brazil, to manufacture the bear- 
ings. The company will produce its 
first bearings in 1956, according to 
present plans. 

Clevite will assist the new com- 


| pany in designing and setting up 


company, Officials said. 
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eee for the EXCLUSIVE benefit 
: of all the New Car Dealers on the 
. vast PORCELAINIZE program. 


OW for winter paint 
protection 















The glory of Indian Summer gives warning of winter. 
Unless you act now to protect the finish of 

your car against ALL winter hazards, car beauty can fade 
like the Fall leaves. 


t 
/ 
j 
i 
: 
: 
: 
Porcelainize gives the finest possible protection | 
because it is not a wax or other temporary soft coating. 
Porcelainize is different. It is a paint treatment 
which produces a tough, dry surface with the stamina 
to take the worst the winter has to offer . 
anywhere in America. } 
H 


Arrange an appointment with your New Car Dealer now. 
Next Spring and Summer you'll drive a truly beautiful 
car with deep pride. 


... Lhe Ueld Standard for Fine Aaltmobeie Appearance 


PORCELAINIZE SUPERIORITY 
IS OFFICIALLY RECOGNIZED 


National Advertising Pre-sells Taday mere extemalitie tutetes* have texted end epgeoved 
i Porcelainize than have ever approved any other method 
your Customers... of automobile oppearance maintenance. Write for free booklet, 
“The Story of Porcelainize’. *Nomes furnished on request 


| PORCELAIN Y ZF ttre: citrate oy by to cor le 


Superiority keeps them sold... 


rare 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Columbus, O. 

New-car sales in Columbus dur- 
ing September slipped 21 percent 
from August levels, totaling 1,735 
as compared with 2,215 in the pre- 
vious month. / 

Tax- paid used-car transactions 
totaled 4,895, down 10 percent from 
the 5,451 such deals in August. 

New trucks held about steady, 
with sales totaling 170 as com- 
pared with 175 in August. Used 
trucks, however, fell to 270 from 
337 in the previous month. 

September new-car registrations 
by make were: Ford, 484; Chevro- 
let, 405; Buick, 193; Oldsmobile, 139; 
Pontiac, 131; Plymouth, 94; Mer- 
cury, 74; Dodge, 38; Studebaker, 27; 
Chrysler, 26; Cadillac, 25; DeSoto, 
24; Nash, 24; Hudson, 19; Packard, 
14; Lincoln, 12; Volkswagen, 2; 
Austin, 1; Jaguar, 1; Kaiser, 1, and 
Willys, 1. 

New-truck registrations were: 
Ford, 47; Chevrolet, 44; Interna- 
tional, 26; GMC, 20; Dodge, 


White, 10; Divco, 4; Mack, 4; Stu- 
debaker, 2, and Reo, 1.— (Bert 


Strang.) 
ee 


Washington, D. C. 

The preliminary registration re- 
port for new vehicles in the Dis- 
trict of Columbia during Septem- 
ber showed 1,631 new cars and 114 
new trucks. 

August registrations totaled 1,956 
new cars and 122 new trucks. 

New-cars titled in September 
were: Chevrolet, 413; Ford, 350; 
Buick, 152; Oldsmobile, 137; Pon- 
tiac, 127; Plymouth, 118; Mer- 
cury, 68; Dodge, 59; Cadillac, 51; 
Chrysler, 38; DeSoto, 28; Lincoln, 
19; Studebaker, 17; Nash, 15; 
Hudson, 12; Packard, 9; English 
Ford, 3; Willys, 3; Henry J, 2; 
Hillman, 2; Austin, 1; Jaguar, 1; 
Kaiser, 1, and miscellaneous, 5. 

New-truck registrations were: 
Chevrolet, 47; Ford, 32; Interna- 
tional, 11; GMC, 8; Dodge, 7; Divco, 


12;|2; Reo, 2; White, 2; Willys, 2, and 


miscellaneous, 
* 


1.— (William UII- 
man.) =. .™ 


San Antonio 

Motor-vehicle sales in San An- 
tonio and Bexar County dropped 
off in September, totalling 1,173, 
compared with 1,251 in August. 

All of the decrease was in new 
cars, as there were more new 
trucks sold in September than in 
the previous month. The September 
breakdown was 957 cars and 216 
trucks. 

Ford led in new-car sales, with a 
total of 289, compared with 210 for 
Chevrolet. Buick, with 79, was 
third, just edging out Oldsmobile, 
with 78. 

Other sales by make were: Mer- 
cury, 53; Pontiac, 49; Dodge, 42; 
Plymouth, 25; Lincoln, 20; Chrys- 
ler, 18; Nash, 18; Cadillac, 17; 
Studebaker, 11; Hudson, 10; Pack- 
ard, 7; Willys, 7; Jaguar, 4; De- 
Soto, 2; Henry J, 1; Volkswagen, 1, 
and miscellaneous, 16. 


New-truck sales were: Chevro- 


let, 90; Ford, 48; Dodge, 25; Inter-| Research of the 


national, 24; GMC, 14; White, 11; 

Mack, 1; Studebaker, 1; Willys, 1, 

and miscellaneous, 1.—(J. H. Reed.) 
* * +. 


Dallas 

September new-car sales in Dal- 
las totaled 3,718, up 7 percent from 
the August total of 3,474. 

Truck sales were up 13 percent, 
totaling 533 as compared with 471 
in the previous month. 

New-car registrations by make 
were: Ford, 1,154; Chevrolet, 882; 
Oldsmobile, 387; Pontiac, 374; 
Buick, 266; Mercury, 231; Plym- 
outh, 106; Dodge, 73; Cadillac, 69; 
Studebaker, 43; Nash, 35; DeSoto, 

22; Lincoln, 20; Packard, 20; 
Chrysler, 13; Willys, 7; Jaguar, 4; 
MG, 4; Hudson, 3; Kaiser, 3; 
Austin, 1, and Henry J, 1. 

Truck registrations were: Ford, 
198; Chevrolet, 179; International, 
60; White, 43; GMC, 30; Dodge, 15; 
Mack, 2; Studebaker, 2; Willys, 2; 


Diamond T, 1, and White, 1.— 
(Ruby Fenoglio.) 
* * * 
Pittsburgh 
New-car registrations in the 


Pittsburgh area increased for the 
fourth consecutive week in the 
seven-day period ended Oct. 2, ac- 
cording to the Bureau of Business 


PARADE HAS WHAT IT TAKES 








Another Native Dancer ? 


This pint-sized filly, nominated for 1956 racing, makes 
news because more than seven in every ten readers stopped 
to look at her in Parapg, the Sunday picture magazine. 


Fresh, off-beat stories like this make PaRaDE the best 
read magazine in the country, according to independent 
surveys, and give advertisers twice as many readers per 
dollar as the big weekday magazines. 


PARADE . . . The Sunday Magazine section of 47 fine newspapers in 47 major markets . . 
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No doubt about it: To open new markets, to establish 
brand name, to build sales every day, all week long— 
PARADE has what it takes! 


In Parade 


Of the year’s one 
hundred largest 
national advertisers 
these use PARADE 


American Home Products Corp. 


Armour & Co. 

Avco Mfg. Co. 

Best Foods Inc. 

Block Drug Co. 

Borden Co. 

Bristol-Myers Co. 
California Packing Corp. 
Carnation Co. 

Chrysler Corp 
Colgate-Palmolive-Peet Co. 
Corn Products Refining Co. 
Helene Curtis Industries Inc. 
Doubleday & Co. 

General Electric Co. 

General Foods Corp. 

General Mills Inc. 

General Motors Corp. 
Gillette Co. 

Goodyear Tire & Rubber Co. 
Johnson & Johnson 

$-C. Johnson & Son 

Kellogg Co. 

Lambert Co. 

Lever Bros. Co. 

Liggett & Myers Tobacco Co. 
Miles Labs Inc. 

National Biscuit Co. 
National Dairy Products Corp. 
Nestlé Co. 

Pepsi-Cola Co. 

Pillsbury Mills Inc. 

Procter & Gamble Co. 
Prudential Ins. Co. of America 
Quaker Oats Co. 

R. J. Reynolds Tobacco Co. 
Simmons Co. 

Simoniz Co. 

Standard Brands Inc. 

Sterling Drug Inc. 

Swift & Co. 

Sylvania Electric Products Inc. 





. with more than 14 million constant readers. 


University of 
Pittsburgh. 

Business in general also in- 
creased, the bureau said, noting 
that its index rose to 153.7 per- 
cent of the 1935-39 average. It 
was 140.1 a month ago and 138.7 
in the same week of August. 
Steel mills operated at 69 per- 
cent of practical capacity, the high- 
est figure reported since June.— 
(Leon M. Leffingwell.) 


* * * 


Indianapolis 

September new-car registrations 
in Marion County (Indianapolis), 
Ind., totaled 2,495, a slight increase 
over the 2,430 units titled in Au- 
gust. 

Truck registrations zoomed to 
402 in September, compared with 
only 249 in August. 

New-car registrations by make 
were: Ford, 815; Chevrolet, 649; 
Buick, 218; Oldsmobile, 171; Pon- 
tiac, 1389; Plymouth, 106; Stude- 
baker, 66; Mercury, 59; Cadillac, 
58; Dodge, 57; Nash, 51; DeSoto, 
38; Chrysler, 27; Lincoln, 17; 
Hudson, 9; Packard, 6; Volks- 
wagen, 4; Willys, 2; Jaguar, 1; 
Kaiser, 1, and Porshe, 1. 

Truck registrations were: Ford, 
250; Chevrolet, 58; International, 
35; White, 23; Dodge, 22; GMC, 5; 
Reo, 2; Studebaker, 2; Martin, 1; 
Morris, 1; Pontiac, 1; Willys, 1, and 
miscellaneous, 1. 

a * + 


Houston 

The new-vehicle market in Hous- 
ton turned upward in September. 
New-car registrations totaled 3,704, 
an increase of 10 percent over 
August. New-truck sales were up 
17 percent to 596. 

New-car registrations by make 
were: Ford, 1,072; Chevrolet, 902; 
Oldsmobile, 589; Buick, 380; 
Plymouth, 165;, Pontiac, 159; 
Dodge, 110; Mercury, 110; Cad- 
illac, 76; Studebaker, 44; Chrysler, 
43; DeSoto, 33; Nash, 32; Lin- 
coln, 20; Willys, 10; Hudson, 4; 
Jaguar, 2; Packard, 2, and 
Kaiser, 1. 

Truck registrations were: Chev- 
rolet, 258; Ford, 203; International, 
63; Dodge, 30; GMC, 18; White, 6; 
Mack, 5; Willys, 5; Studebaker, 1, 
and miscellaneous, 7. (Ruby 
Fenoglio.) 


* * 


Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) during Sep- 
tember dropped to 2,337, the lowest 
total since February, according to 
Finance and Commerce, Minneapo- 
lis financial daily. 

The September total was approx- 
imately 4 percent below the August 
turnover of 2,446. 

In the nip-and-tuck battle be- 
tween Ford and Chevrolet, Ford 
was on top for the month, but 
Chevrolet is ahead 85 units for 
the year so far. 

September new-car deliveries by 
make were: Ford, 586; Chevrolet, 
565; Buick, 278; Oldsmobile, 252; 
Pontiac, 163; Mercury, 104; Plym- 
outh, 91; Chrysler, 48; Nash, 41; 
Cadillac, 39; DeSoto, 36; Dodge, 35; 
Studebaker, 28; Lincoln, 20; Pack- 
ard, 19; Hudson, 16; Willys, 6; 


Kaiser, 3, and miscellaneous, 7.— 
(Donald M. Lyons.) 
* a” - 
Cleveland 


A sharp dip in car and truck 
sales was reported for September 
as general inertia gripped the buy- 
ing public. 

For the final week in Septem- 
ber, new-car registrations totaled 
1,350 and used cars, 1,569, ac- 
cording to Leonard Fuerst, clerk 
of courts. 

New-truck turnover was 77 and 
used-truck, 72. 

Overall new-car registrations for 
the first nine months of this year 
are 55,936; used cars, 63,297; new 
trucks, 4,157, and used trucks, 2,- 
844.—(Sanford Markey.) 


x * * 


Toronto 
Bargain prices on new cars are 
prevalent in Toronto. Prices on the 
most popular cars have been cut 
$200 to $500, and as much as $1,200 
in the more expensive lines. 

As a result of these slashes on 
new cars, used-car prices in Can- 
ada’s biggest automotive center 
have been forced to rock-bottom. 

Many firms have taken a real 
beating on used cars, and estimates 
are that used-car inventory losses 
will run into millions of dollars in 


the Toronto area this year. For 
(See MARKETS, Page 68, Col. 3) 
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| How Antitrust Division 
Views Merger Moves 


By William Ullman 

Washington Corresponecnt 
‘IXTY-FOUR years have passed since Congress voted our 
.) basic charter for business competition — the Sherman 
Act. Then, early in 1914, some 24 years later, there was 
considerable national agitation for “disintegration of the 
money trust” and a demand that the Sherman Act be 


strengthened and supple- 
mented. It was not long after 
that such legislation was 
recommended by then President 
Woodrow Wilson. 

Congress took action in a matter 
of months with the enactment of 
the Clayton Act on Oct. 15, 1914,— 
just about 40 years ago. It was Sec- 
tion 7 of this act which dealt with 
mergers, just as live a subject to- 
day as it was then. 


“Yesterday's antitrust is a pro-| 





of the problems presented, both 
legal and economic . . . the anti- 
trust division of the Department 
of Justice advised the companies it 
would not institute proceedings be- 
cause of the merger of Hudson and 
Nash into American Motors, and 
of Packard and Studebaker. 
“There is wide interest, I know, 
in how we reach a decision on 
whether or not a merger would be 
in violation of law. In attempting 
to decide whether we should take 


logue to antitrust today and anti-| action to oppose a merger, there 


trust tomorrow,” according to S. 
Chesterfield Op- 
penheim, cochair- 
man of the attor- 
ney general’s na- 
tional committee 
studying the anti- 
trust laws, “and 
it is time to take 
inventory, not on 
a piece-meal 
basis, as in previ- 
ous inquiries, but 
survey of the 





William Uliman 
antitrust record as a whole.” 


In June, 1953, Attorney General 
Herbert Brownell announced the 
formation of the antitrust study 
committee. He stated at the time 
that he felt there was “impera- 
tive need of a thoughtful and 
comprehensive study of our anti- 
trust laws,” and that in this be- 
lief he was echoing the sentiment 
of many businessmen. 


That committee is now at work. 
It hopes to complete its task by the 
end of this year. 

The final report transmitted to 
the attorney general is expected to 
set forth the major issues, the rele- 
vant statutory provisions, leading 
administrative and judicial deci- 
sions, as well as pertinent economic | 
considerations. 

The committee is not operating 
under a mandate to overhaul the 
antitrust laws. It has two main ob- 
jectives. One is to analyze and ap- 
praise the existing national anti- 
trust policy. The other is to arrive 
at conclusions and recommenda- 
tions as more positive guides for 
the pattern of future antitrust 
policy. 

= - * | 


Work and Worry 
MEANWHILE, the merger ques- 
tion, which must be considered 
in the light of the present antitrust 
laws, is giving the Department of 
Justice plenty of work and worry. 
There are few segments in the 
American economy that have not 
been affected during the past year 
by the flood of corporate mergers | 
or purchases of one company by 
another. Major deals of this kind 
have occurred in the auto industry. 
They also have occurred in tex- 
tiles, in chemicals, banks and other 
fields. There have been some in 
steel, but the recent Brownell dis- 
approval of the proposed merger 
between Bethlehem Steel and 
Youngstown Sheet, following a fig- 
urative nod of approval for Stude- | 
baker-Packard and American Mo- 
tors, not only startled the American 
public, but brought to the fore the 
present-day merger thinking at the 
cepastmnent of Justice. Said Brown- 
ell: 


“It should be remembered that | 
each industry, and in fact each 
Proposed merger within an in- 
dustry, presents a unique prob- 
lem. For example, in the automo- 
motive business there have re- 
cently been several mergers of 
leading companies. These pre- 
sented economic and competitive 
Problems peculiar to the industry 
and substantially different from 
those encountered in the steel 
industry. 

“As a result of a thorough study 
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“Satisfaction! 


are certain considerations which 
must be kept before us.” 
* 


* * 


Considerations Listed 


N A recent news conference, the 

attorney general sketched brief- 
ly the types of things which he 
said the antitrust division must 
consider and weigh before reach- 
ing any conclusion as to whether 
@ proposed merger or acquisition 
runs afoul of the Sherman or Clay- 
ton acts. These factors, he said, 
include: 

1. The location, physical and fi- 
nancial size, past acquisitions, prod- 
ucts, and activities of the merging 
companies, individually and _ in 
combination. 

2. The structure and size of the 
industry in terms of production and 
capacity. 

3. The relative position in the in- 
dustry of the two companies indi- 
vidually and combined. 

4. The ease by which new com- 
petitors may enter the industry. 

5. The number of companies 
active in the industry, their re- 
spective size and relative stand- 
ing in sales and total assets. 

6. Sales, relative standing and 
like factors of the two companies 





Tilting Cab— 


The cab of International's new heavy- 
duty, cab-over-engine trucks, introduced in 
12 models, tilts forward to expose power 
plant and cooling system for inspection, 
maintenance and repair. To expedite cab 
raising, the compartment doors are 
opened, increasing the weight on the 
front end. Four models, each available in 
five wheelbases, are offered in each of 
the three International C-O-E series. 


and their competitors in definable 
market areas, if relevant. 

7. The nature of the industry— 
that is, whether infant, dynamic or 
declining. 

8. The effect the proposed merg- 
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You can get GM Factory-Equipment Hydraulic Valve 
Lifters from your regular AC supplier ... a time- 
saving convenience to you. They’re precision-made, 
carefully sealed in peelable plastic coating for rust- 
proof storage. Each lifter is tabbed with parts number. 
For your protection and for easy identification, these 
hydraulic valve lifters are packed in sets in GM car 


division cartons. 


With GM Hydraulic Valve Lifter equipment on so 
great a percentage of GM cars, your service require- 
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er may have on sources of raw ma- 
terials and methods and patterns 
of distribution. 

9. Whether the acquisition may 
result in a significant reduction in 
competition. 

10. Whether the acquisition may 
increase the relative size of the 
purchasing company in such fash- 
ion as to give it a substantial ad- 
vantage over its competitors. 

11. Whether the relationships be- 


¥j/tween the purchaser and other 


companies that may be brought 
about by the merger might result 
in a lessening of competition. 

* * * 


Competition Factor 


“JF WE conclude,” said Brownell, 

“after reviewing various rele- 
vant factors, that the merger 
would be contrary to the Sherman 
or the Clayton acts, it is then our 
duty to take appropriate steps as 
provided by these laws. 

“We made a careful study of the 
Bethlehem - Youngstown proposal. 
After considering all factors, we 
concluded that the merger pro- 
posed by them would be in viola- 
tion of the antitrust laws. We so 
advised them.” 

Brownell pointed out that Beth- 
lehem and Youngstown did ask the 

(Continued on Page 57, Col. 1) 
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ments for replacement lifters are sure to rise. These 
lifters will do a customer-satisfying job for you. They 
bring you additional volume and profit. In many jobs 
a complete new set of lifters will be called for — and, 
while the job is “down,” all lifters should be checked. 
Be ready for this business. See your AC supplier. 
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AC SPARK PLUG DIVISION * GENERAL MOTORS CORPORATION 
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FROM QUAKER STATE 


It's new Quaker State 


SUPER BLEND 
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Miotor Oil with the Miracle Film 





SAE 10OW-30 HD 











Made especially for newer high compression, 
high-powered engines...It makes most cars run better! 


Presenting—a great new motor oil with a tre- 
mendous sales potential for YOU—Quaker State 
SUPER BLEND! 


Yes, SUPER BLEND is its name. And a 
SUPER BLEND it is! A superior blend of the 
choicest lubricating stocks made from 100% Pure 
Pennsylvania Grade Crude Oil, the world’s finest. 


But this is not all. This wonderful, new motor 
oil is then scientifically blended with modern 
chemicals; detergent, anti-wear, anti-corrosive, 
and anti-oxidant additives—the newest and 
finest known. 


The result is a motor oil of finest quality .. . 
pure, rich, full-bodied, and long-lasting. Tested in 
the laboratory and on the road, in all kinds of 
engines—then PROVED AGAIN inspecial super- 
powered test cars! An oil you can sell with com- 
plete confidence—the oil of the future, here today! 


What Quaker State Super Blend 
Motor Oil offers your customers 


10 BIG SALES POINTS 


1 It’s a superior quality, multiple viscosity— 
SAE 10W-30 HD motor oil specifically designed 
for all-weather use in newer high compression, 
high-powered engines. 


2 It eliminates pre-ignition ping and knock. 


3 It has special lubricating qualities that pre- 
vent camshaft wear and rough idling. 


4 Special detergent qualities insure freedom 
from sticking valve lifters. 


5 It’s the oil that forms a Miracle Film on 
moving engine parts, cylinder walls and other 
vital surfaces—a heat-resisting, long-lasting film 
that protects as it lubricates. 


6 Low “cold test’”’ qualities make Super Blend 
a wonderful cold weather oil that insures quick, 
easy starting—prevents battery drain. 


7 It keeps engines running cleaner, smoother 
. insures peak engine power and perform- 
ance... and thus improves gasoline mileage. 


8 It’s longer lasting...your customers get low 
oil consumption—even in hot weather! 


9 It’s skillfully refined from 100% Pure Penn- 
sylvania Grade Crude Oil—world’s finest! 


10 Backed by Quaker State’s more than 50 
years of leadership in the field of automotive 
lubrication. 


WHY SUPER BLEND LASTS LONGEST: Re- 
fined from costlier, richer 100% Pure Pennsylvania 
Grade Crude Oil, Super Blend possesses more 
“natural oiliness’” and “staying” qualities. It’s 
the net result of the finest raw materials, advanced 
refining methods, and skillful use of new, modern 


chemical additives. That’s why it has endurance 
—a famous Quaker State quality all motorists like.. 


Super Blend is backed by the most 
powerful advertising and promotion 
campaign in Quaker State history 


Quaker State Super Blend will be featured in 
attractive, attention-compelling advertisements 
in leading national magazines and farm journals 
... And excellent promotional materials will help 
you introduce new Quaker State Super Blend to 
your customers and prospective customers... 
Ask your Quaker State distributor to tell you 
about Quaker State Super Blend Motor Oil and 
the outstanding advertising and sales promotional 
materials which will help you sell it! 


Suggestion Try Quaker State Super Blend 
Motor Oil in your own car! You'll like it—you’ll 
be sold on it—and you'll sell it to your customers 
with confidence, pride, and profit! 


Note: NewsuPER BLEND is an addition to 
the famous Quaker State family of lubrication 
products... There is a Quaker State [Rees 

Motor Oil and a Quaker State Superfine MAKE 
Lubricant that’s right for every make SATE 
of car and every type of service. ‘Seueat 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Over 50 years of leadership in the field of automotive lubrication 
Member Pennsylvania Grade Crude Oil Association 
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‘ | designated private garages or serv- 
ice stations. 
Roundup from State Capitals .. . Be 
checks” of the mechanical fitness 
of motor vehicles through roadside 


Legislation Affecting Auto Industry |i2v"cc.at 


Most of the 1955 legislative pro- 


Bethune help decide the issue in other| posals will be patterned after the 
Eee states. Pennsylvania program. 
peti Fe ee New York State Motor Vehicle 
pa’ OSALS for broadened compulsory — motor States With Inspection Commissioner James R. Macduff 
vehicle inspection laws are among the issues of interest | has announced preliminary regu- 
pec £ BESIDES Pennsylvania, New cio ah aie a 4 


to auto dealers, which will be raised in the legislative ses-| York, Texas and West Vir-| hove to comply in order to be 
sions scheduled to convene next year in 44 states. ginia, other states with laws aU-| jicensed by the state to begin 


There already are indications that such measures will ap-| aon  thorizing some! next May checking the safety 
pear in at least 17 states—° 2 form of inspec-| equipment of the more than four 


Arizona, California, Colorado,| safety authorities, compulsory in- inain Baakae —o ee 
Connecticut, Florida, Illinois,| spection proposals in the past Massachu-!| Space requirements for four 
Indiana, Iowa, Kansas, Maryland,| have left lawmakers of many setts, Mississippi, | classes of garages were outlined by 
Michigan, Missouri, North Caro-| states split as to whether inspec- New Hampshire,|the commissioner as follows: In 
lina, Ohio, Oregon, Wisconsin and| tions should be conducted through New Jersey, New| communities of 10,000 or less, in- 
Wyoming. state-designed private facilities Mexico, Utah, side space for servicing one car; 
There are indications that the| °F State-operated stations. Vermont, Virginia | 10,000 to 45,000, two cars; 45,000 to 
inspection bills will have additional| The fact that New York, after and District of| 100,000, three cars; over 100,000, 
steam behind them next year and,|years of controversy, settled the Columbia. four cars. 
at least in some states, will be| issue with the enactment of a law Bethune Jones 


Delaware, New; Macduff also listed more than 
much less controversial than in| calling for inspections at state-li- Jersey and the|two dozen pieces of testing equip- 
earlier years. 


censed private stations, as has been | District of Columbia operate their| ment that each garage must own 
Although long advocated by | the practice in Pennsylvania, may | own testing facilities, while other| in order to qualify for a license. He 
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UNTIL YOU INSTALL MALLORY IGNITION 


ae 
ANY OWNERS DO NOT THINK THEY HAVE IGNITION TROUBLE 
Due to the smoothness of operation brought about 
‘ by more powerful engines and improved trans- 
E missions, it is hard for the owner to detect erratic 


ignition. He may drive miles and miles complaining 
about gas mileage and lack of power, whereas if 
he would put his engine on a chassis dynamometer, 
he would find in many cases that he had ignition 
trouble and did not know it. 


MALLORY ELECTRIG, CORPORATION © 12416 Cloverdale Ave. © DETROIT 4, MICH. 








states permit inspections at state-| explained that some of this gear 


will not be required of stations 
which “farm out” brake, steering 
and wheel alignment work. 

Macduff said inspection stations 
would be held responsible for hon- 
est and efficient inspections, ability 
to make minor repairs, keeping 
records of all inspections and re- 
sulting repairs, charging “reason- 
able and fair” prices, and strict 
control of inspection stickers to 
assure that they appear only on 
safe vehicles. 

oa * ” 


Toll Road Developments 


| OTHER developments reported 
from state capitals, toll road 
plans received setbacks in Ohio 
and Wisconsin. 

An engineering study found that 
@ proposed north-south Ohio toll 
superhighway, on the basis of data 
thus far gathered would be eco- 
nomically, but not financially feasi- 
ble. 

Gov. Frank Lausche expressed 
confidence, however, that the Ohio 
project “will definitely be con- 
structed,” and directed State High- 
way Director S. O. Linzell to ob- 
tain additional information on po- 
tential traffic. 

The proposed north-south Ohio 
pike would run from Cincinnati 
to Conneaut, with a spur to To- 
ledo and a link at Conneaut with 
the Pennsylvania extension of 
the New York Thruway. Also 
contemplated is a spur which 
would cennect Columbus with 
Toledo and extend to the Michi- 
gan border south of Detroit. 

Together with the 241-mile east- 
west turnpike now being construct- 
ed across northern Ohio, the north- 
south project would give the state 
a total of 650 miles of toll super- 
highways. 

Lausche said his confidence that 
the north-south pike would be built 
was based on the possibility that a 
Federal agency may be created by 
the next Congress to assist some 
turnpike projects unable to attract 
investment money without partial 
subsidization. 

Wisconsin's Turnpike Commission 
announced that a cross-state toll 
highway from the Illinois line to 
the Minnesota border does not ap- 
pear to be feasible at this time on 
the basis of engineering studies. 

Commission Chairman W. ; 
Roberts emphasized, however, that 
the conclusion did not rule out the 
possibility of a turnpike in the fu- 


ture. 
e €@-2 


Pikes Progressing 


HE overall toll road trend con- 

tinued to pick up momentum, 
however, with new or additional 
turnpike mileage recently opened 
in New York, Pennsylvania and 
West Virginia; turnpike construc- 
tion progressing in several states, 
and preliminary planning moving 
forward rapidly in a number of 
others. 

Examples include the Kansas 
Turnpike Authority's recent sale of 
a $160 million revenue bond issue, 
to clear the way for construction of 
its 236-mile highway from Kansas 

(Continued on Page 54, Col. 3) 





Brush Up— 


A clever reference to false teeth is 
being used by Electric Auto-Lite to pro- 
mote use of its parts among service men. 
Theme is “to protect your honest work- 
manship, use Auto-Lite original service 
parts.” The company's centrals are send- 
ing out the promotion along with c 
quality toothbrush. The girl, by the way, 
is Joanne Burson. 
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Merchandising 


Memos to Dealers 





yo attention to writing good 
i¥E classified ads would help deal- 
ers greatly in moving used cars, 
according to James C. Downing, 
Atlanta Nash dealer who was a 
used-car dealer for many years. 

And that would help the new-car 
business, for, Downing says, the 
new-car business is nothing more 
than an arrangement by which, in 
theory, at least, used cars can be 
purchased cheaply. 

Few dealers who have survived 
the rough-and-tumble adjust- 
ments of 1954 have any doubt 
that the new-car business today 
is a used-car business. 

The dealer who is handling used 
cars properly is not having too 
much difficulty with his new-car 
business. 


> 

Useful Ideas 

— are some ideas Downing 
has found useful: 


1. Advertise every working day 


24 Stock Cars "4 
Entered in Fifth 


Mexican Race 


MEXICO CITY.—Fifteen more 
stock cars have been added to the 
field for the Fifth Mexican Road 
Race, bringing the total thus far 
to 24. 


* * 


The race will be run Nov. 19-23, 
starting at Tuxtla Gutierrez in 
southern Mexico and ending in 
Ciudad Juarez, opposite El Paso, 
Tex. The race will be run in five 
days, divided into eight legs, and 
will cover 1,908 miles. 

Lincoln stock cars still lead the 
list of entries with seven, but 
Chrysler now is represented by five 
cars, Dodge four, Ford and Volks- 
wagen three, and Cadillac and Olds- 
mobile one each. Akton Miller, 
something of a sensation last year 
with his home-made racer, will 
compete again in the big sports-car 
category. 

The five Chryslers will be driven 
by Frank Mundy, Royal Russell, 
Bob Korf, Tommy Drisdale and 
Angel Acar. All have competed in 
previous Mexican races. 

The four Dodges will be driven 
by Roberto Belmar, Tommy Fran- 
cis, Romero Aguilar and Scott Yan- 
tis. All are former Mexican Road 
Race competitors. 

The three Volkswagens have been 
entered by Prince Alfonso von 
Hohenlohe of Germany. A 1954 Ford 
has been entered by Pedro Ovies 
Sanchez, of Havanna, and is the 
first Cuban entry in any Mexican 
race, 

Mobiloil’s Mexican company has 
announced that it will award spe- 
cial prizes to front-running Mexi- 
can drivers in each category —a 
trip to next year’s 500-mile race at 
Indianapolis. 

Pedro Viyao de la Prida, tech- 
nical director, has announced that 
skid - plates, mounted under the 
front suspension main cross-mem- 
ber, will be accepted as a safety 
measure in all stock-car categories. 


Book Points Ways 
To Big Sales 


NEW YORK.—“How to Sell Your 
Way Into the Big Money,” a book 
which says a salesman can double 
his present income within three 
years and hit $50,000 or more in 10 
years, has been published by The 
Citadel Press, New York. 

Written by Vincent F. Sullivan, 
&@ sales executive of the New York 
Daily News, the $3.95 book has 
chapters such as: 

“Personal Calls Pay Dividends,” 
“How to Handle Your Liquor,” 
“Keep Sex and Bribes Out of Your 
Deals,” “When You Entertain Your 
Clients,” “Dressing to Kill,” “Pick 
a Wife but Be Right” and “52 Ways 
to Increase Your Sales.” , 


By Bob Finlay 


to avoid a feast-or-famine proposi- 
tion. 

2. Build a reputation for fair 
dealing and then use a distinctive 
type ad that readers will recognize. 

38. Remember that untruthful 
advertising is the most expensive 
and least productive type of ex- 
penditure that can be made. 
Every untruthful ad helps tear 
down the foundation of your bus- 
iness—your reputation. 

4. Make your ad easy to read 
and specific. Use simple, direct 
language, short sentences, no ab- 
breviations. 

5. Describe the car completely. 
There are few cars that will not 
attract a buyer when the price for 






























the car described is taken into 
account. 

6. Always give the price. Most 
buyers believe the price is too 
high if it is not included. Not 
all buyers are looking for the 
cheapest cars. They want value 
for their money. Your description 
should justify the price. 

7. Include the down payment and 
monthly payments required. 

8. Dealers should tabulate the 
results of their advertising pro- 
gram. Simply record on the order 
form the reason the customer hap- 
pened to buy that specific car and 
tabulate at the end of the month. 


* * * 


Doctors’ Wives 

USED-CAR salesman in Min- 

neapolis decided to see how 
many physicians would buy a used 
car for their wives. He concen- 
trated on them for a period, con- 
tacting 170 and selling 17. 

* + 


Brings a Customer 
EINRICH CHEVROLET, 
Rochester, N. Y., is promoting 

used-car business by offering com- 

missions to persons bringing used- 
car customers to its lot. 

The firm said it would pay 5 
percent commission on all deals 


consummated during the period. 
“You can bring anyone,” said 
Heinrich in promoting the offer in| 
a large newspaper ad, 
member of your own family.” 
* * co: 


Salute to City 


J. FLETCHER, INC., Utica 
e <(N. Y¥.) Ford dealer, paid 


tribute to the city with an institu- | . 
tional newspaper ad featuring the, © 


theme: “A Salute To Utica From 
Utica’s Fastest Growing Business.” 
Art work in the ad featured in- 
dustrial scenes and copy read: 
“We salute the success of New 
York’s most rapidly improving 
community and the industries and 
people who are responsible for that 
success in connection with C. J. 
Fletcher, Inc.’s 15th year as a 
locally owned and operated new- 
car agency, and our fifth anniver- 
sary as your friendly Ford dealer.” 


Davis Buys Dayton Buick; 


Selling Brookville Unit 


Jack Davis, president of Davis 
Buick Co., Brookville, O., 
purchased Dayton Buick Co., 
Dayton, O. 

Davis is selling his Brookville 
outlet. 











Trucking Triumvirate— 

A demonstration of equipment advances 
in truck design held in Washington is 
given by C. L. Schneider, Fruehauf vice- 


president (left); Robert B. Riss (center), 
president of Riss & Co., Kansas City, and 
A. A. Shantz, general sales manager of 
GMC Truck. The demonstration was given 
for members of the Interstate Commerce 
Commission and other Government agen- 
cies. 


Imagine Motor Oil that in Effect 


ADDS OCTANES TO 


~ GASOLINE_ Boosts 
Gas Mileage Up to 23% 








The Best Lubricant 
for Any Car—New or Old— 
in Extreme Heat, 


or Sub-Zero Cold—Adds 


Years to Engine Life! 


Here’s the powerful performance story customers are 
reading about...in national magazines—Life and 
Saturday Evening Post — coast-to-coast. 


New Mobiloil Special boosts engine power... equivalent 
to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
—kept them clean as no oil ever has before. It relieved 


engine knock, pre-ignition 


“ping” and spark plug 


misfiring. It reduced corrosive and mechanical wear to 


almost zero. For more service 
—sell New Mobiloil Special! 


department gross profit 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption—increased miles per gallon up to 23% — 


over results obtained with conventional 


Mobiloil Special— Under AP! Classification, recommended ‘For Services ML, MM, MS, DG.” 


NOW—MORE THAN EVER — 


THIS SIGN MEANS BUSINESS! 





high-quality SAE 20 motor oil. 


SOCONY-VACUUM 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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Hot on the heels of the biggest safety-check 


program in automotive history... 


Another | LOOK | promotioni 
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RIPPLED GARS ARE KILLERS 
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672,583 cars went through the check lanes during the highly successful community-wide vehicle mainte- 


nance campaigns staged jointly this spring by the National Safety Council, the Inter-Industry Highway Safety 
Committee, and LOOK. Service sales increased up to 50% for dealers in 165 cities across the nation as motorists 


brought cars rejected in the ten-point inspection directly to service outlets for repairs. 


to help boost service sales 


erm car $e 4 a the 44 mica’ 
mat puAty 


LOOK’s second promotion of the year, like the spring Safety-Check, will 
give dealers the opportunity to chalk up big sales in automotive parts 
and accessories. Attacking the problem of the disabled car on the 
highway, the big fall Merchandising Campaign will be spearheaded by a 
dramatic editorial feature in LOOK, which reaches an audience of 
more than 20,000,000 readers issue after issue. 


In the November 2 issue of LOOK (on sale October 19), an article by 
George Koether entitled “Crippled Cars Are Killers” will stress the 
importance of preventing cars from stalling on the highway. 


You can put LOOK’s safety theme to work for you this fall. We will 
provide dealers with poster-reprints of “Crippled Cars Are Killers” in a 
form convenient either for window display or, when folded, for 
self-mailer use with your own service message, at $25 per thousand. 


Arrange now fo tie in 


Use this coupon today to order material for 
LOOK’s fall Merchandising Program: 


Woody Kingman, LOOK Magazine 
488 Madison Avenue, New York 22, N. Y. 


Please send me FREE a sample poster-reprint of the 
LOOK article “Crippled Cars Are Killers.” 


Please send me _reprints for use as mailing 
pieces at $25.00 per 1,000 or $2.50 per 100 delivered. 
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pe UMINUM wheels reportedly 
are ready for use in limited- 
volume production models for 1955. 
Ride and performance advantages 
are expected from the lightweight 
metal, and unusual styling effects 
are sought in the novel appearance 
of the design. 

Plated aluminum bumper end 
wings also are expected to make 
an appearance next year, following 
successful solution of processing 
difficulties. Cost and weight sav- 
ings are said to be primary reasons 
for the development. 

Leading automobile stylists 
and designers also see the begin- 
ning of a trend toward greater 


TURNINGS 


John T. Benedict 






use of aluminum for decorative 
trim items (both interior and ex- 


terior). Indications are that the 
day of extensive use of glaring 
brightwork is nearing an end. 
Many stylists now favor more 
subdued “satin-silver” effects. As 
functional designs tend toward 
large metallic areas and the fleet- 
yet-massive effect of the trim, 
“taut” look now developing in au- 
tomobile styling, the designers are 
striving for new outlets to express 
their ideas. Aluminum is gaining 
increasing preference because of 
its depth and richness of styling 


effects, and ready adaptability to 
production. 


* * * 


One Man’s Opinion 


Versus Specialists 


i“ THE mistaken belief that my 
seating story (Sept. 27 issue) 
had implied that there are no more 
“one-man” dictatorial decisions in 
seat design, a seating engineer pro- 
tests that the industry unfortu- 
nately has not yet arrived at such 
a Utopian state of affairs. 

It’s true that present-day seat 
design and performance charac- 
teristics are established only 
after extensive laboratory tests, 
proving ground ride analysis, and 
even coast-to-coast trial runs. 
But at this point in the develop- 
ment—after all the seating ex- 
perts have had their say—our 
friend says he knows of cases 
where one man (the “big boss”) 
comes along and says, “I don’t 
like it.” 

He jumps into the car and sits 
there for perhaps 15 or 20 seconds 
(sometimes consents to take a 
short ride). Then jumps out and 
says, “It’s too hard,” or, “It’s too 
soft.” So out it goes. The seating 
engineers then discard all, their 
scientific data and direct their ef- 


forts toward changes intended to 
please one man. 

In varying degrees, this sort of 
thing still happens often enough to 
cause the seating engineer to con- 
clude that, although much progress 
has been made in getting away 
from “one-man personal opinions,” 
they still Have a way to go in at- 
taining freedom for truly objective 
work in this field. 


* * * 


1954 Buick Century 


Versus °55 Chevrolet 
“T)ONT challenge the 1955 

Chevrolet,” a Chevrolet en- 
gineer cautioned one of his 
Buick-boosting friends a few 
days ago when they were com- 
paring notes on acceleration 
rates. The Chevrolet engineer 
was so confident of the superior 
performance of next year’s model 
that he offered to bet $100 that 
the 1955 Chevrolet will beat the 
agile 1954 Buick Century in a 
race from zero to 60 mph. 


Since $100 is considerably more 
than a day’s pay for the average 
engineer, the Buick man figured 
the Chevrolet enthusiast must 
have seen some evidence to back 
his claim of acceleration to 60 





Now service all your 
mers by stocking 


just 2 grades of oil 


NEW CONOCO Super MOTOR OIL 


39W-20 


Now you can offer your customers year-round Oil-Plating 
engine protection—from the very first “‘break-in’’ to the final 
trade-in. For New Conoco Super 5W-20 and 10W-30 are free- 
flowing motor oils of highest film strength for all modern cars 
designed to use 5W through 20 or 10W through 30 oil. There’s 
no changing of grades from season to season— 
yet there’s complete Oil-Plating protection 
and easy starting—even in extremely cold 
‘super” detergency of 
Conoco Super 5W-20 and 10W-30 helps cut 
out annoying complaints by keeping valve 
lifters clean and free of sticking. 


weather. And the ‘ 


For higher profits and simpler inventory, start using 
new Conoco Super 5W-20 and 10W-30 right now. 
Call or write your nearest Conoco man! Or contact: 
Continental Oil Company—Albuquerque, Butte, 
Chicago, Denver, Fort Worth, Houston, Kansas City, 
Lincoln, Los Angeles, New York, Oklahoma City, 
Salt Lake City, or Ponca City, Oklahoma. 





@ SW-20 is an SAE 20 oil 
with starting characteristics of a SW. 

@ 10W-30 is an SAE 30 with starting char- 
acteristics of a 1OW. 

IMPORTANT ADVANTAGES 

@ Help prevent knocks by reducing carbon 
deposits. 

@ Increase gasoline mileage. 

@ Replace 4 regular grades. 

®@ Keep valve lifters free and clean. 

@ Flow readily in all temperatures. 

®@ Give Oil-Plating protection through a patented 

process by actually fastening a protective 

shield of oil to engine's metal parts. 


10W-30 
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The only year-round motor oils with OIL-PLATING® 


Continental Oil Company 


In new, easy-to- 
recognize cans with 
gold panel that sets 
them apart from 
regular grades 


Vv 


Continental Oil Company 





mph in less than 10% seconds. 
In any case, the combination 
of high stakes and overweening 
confidence proved too much for 
the Buick Century owner. For 
the first time this year, he passed 
up a clear-cut challenge to the 
performance superiority of his 
Century. (Perhaps he prefers to 
lower the odds by waiting for the 
55 Century and issuing a chal- 
lenge of his own?) 
+ 


* * 


Plea for ‘Honest’ 


Horsepower Figures 


A RECENT scanning of power 
curves for a new truck engine 
called my attention to the practice 
of showing both “gross” and “net” 
horsepower and torque for such 
powerplants. 

Gross figures are obtained with- 
out fan, generator or exhaust sys- 
tem attached (on some engines, the 
water pump also is removed). Net 
horsepower and torque curves show 
performance with such equipment 
in place. These data represent true, 
usable engine power—and provide 
figures needed by truck engineers 
for accurate calculation of vehicle 
performance and working capabili- 
ties. 

Such a sensible practice is long 
overdue in the passenger-car 
field. As matters stand now, the 
so-called “advertised horsepower” 

is like a family joke among en- 
gineers. It’s common knowledge 
that delivered shaft horsepower 
of an engine picked at random 
off the production line, with ac- 
cessories installed, seldom ex- 
ceeds 85 percent of the published 
figure. For passenger-car en- 
gines, the “net” performance data 
are not even published. 

However, it seems ironical that 
even the realistic truck engineers 
have not been able to resist the 
pressure of the advertising depart- 
ment. Just as in the passenger-car 
field, published truck engine power 
figures are “gross maximum”—an 
impressive characteristic of little 
practical significance. 

* + * 


Improved Headlight 


To Make Appearance 


L peweatey for an early announce- 
ment of significant progress 
in adoption of the long-awaited 
improved sealed-beam headlamp. 
At its Oct. 28 press prevue, the Au- 
tomobile Manufacturers’ Associa- 
tion is expected to release word 
that the new headlights will be 
available as replacement equip- 
ment in states which have ap- 
proved the new design. 


Its hoped that the holdout 
states will fall into line soon— 
which will clear the way for car 
manufacturers to adopt the new 
lights as standard original equip- 
ment. 


Nash to Announce 
Wildlife Award 


Winners Jan. 15 


DETROIT. — American Motors 
Corp. announced last week that 
winners in the second annual $5,000 
Nash Conservation Awards Pro- 
gram will be announced Jan. 15. 

The competition is open to per- 
sons working in all fields of con- 
servation, the company said. 

Each of the 10 awards to profes- 
sional conservation workers con- 
sists of $500 and a bronze plaque 
designed by sculptor Robert Wein- 
man. Ten additional awards, con- 
sisting of a mounted bronze plaque, 
will be made to non-professionals. 

Instead of utilizing the printed 
nomination forms of last year’s 
program, nominations will be ac- 
cepted in the form of letters or 
recommendations, the company 
said. 

Only professional conservation 
workers are eligible to make nom- 
inations for the professional 
awards, the company said, and 
nominations should be addressed to 
Ed Zern, director of Nash Conser- 
vation Awards Program, Room 
1700, 745 Fifth Ave., New York 22, 
N. Y. Nominations will be accepted 
until Dec. 1. 

The awards will be presented at 
dinners to be held in the home 
communities of the persons receiv- 
ing the awards, the company said. 


William Uliman, tops among Washington 
automotive newsmen, reports each week 
on news the auto industry in 


Automotive News. 


* | 
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Who are the 23/ 


new Kaiser-Willys dealers ? 


They’re far-sighted businessmen, from California to New York and from Texas to Maine, who have 
signed up recently under the Kaiser-Willys Dealer Development Program because they recognize a good 
selling proposition when they see one. And right now they’re enjoying the benefits of K-W sales 
that are breaking records! 

In addition to their passenger car line, Kaiser-Willys dealers have an extra source of profits 
in the famous “Jeep” and 4-wheel-drive commercial vehicles... plus special high profit “Jeep” 
equipment from power take-off to post-hole diggers. These comprise an exclusive, non-competitive line. 
Resale value is high. The selling season is all year; in fact, there’s always an extra sales-spurt 
after a snow-fall ! 

These 237 new dealers signed up quickly, once they learned the facts about Kaiser-Willys. 
To see what these facts can mean to you, contact Dealer Development Department, Kaiser-Willys 
Sales Division, Willys Motors, Inc., Toledo, Ohio. 
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NEW YORK. — “Nothing but 
long-range growth for the economy 
ahead” is predicted by Lawrence A. 
Appley, president of the American 
Management Assn., in the 31st an- 
nual report, just released to the 
19,000 company and individual 
members of the non-profit manage- 
Ment educational association. 

We are currently on the thresh- 
old of another unprecedented era 
of economic growth which is des- 
tined to surpass the technological 
and managerial accomplishments 
of the past,” Appley says. 

Over the past quarter-century, 
he notes, the nation’s output of 
goods and services and the stand- 
ard of living doubled while the 
population increased but a third. 
The prime factor, according to 
Appley, in this record of economic 
progress has been the growth and 
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DETROIT OFFICE: 521 New Center Bidg. 
Telephone Trinity 2-21 13 


In Management Report . . . 
New Era of Growth 


Predicted for U. S. 


development of management com- 
petence and technique. 

The association also, he reports, 
has undergone a period of “tre- 
mendous growth” and now is 10 
times bigger than it was a decade 
ago. 

The association’s “rapid rise to 
pre-eminence in the field of man- 
agement education is graphic 
proof,” he says, “of the deep-down 
sincerity of the American man- 
ager’s desire to do a better job.” 

Because of the increasing com- 
plexity of the management. job, 
Appley says, people in management 
are recognizing, as never before, 
that management is an activity re- 
quiring specific qualifications, tools 
and skills. Thus the individual in 
management is coming to realize 
that he needs more and more prep- 
aration and continuing education 
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Los Angeles Fair Visitors View F-88— 


Crowds surround Oldsmobile’s experimental F-88, one of the highlights of the 
Oldsmobile exhibit at the Los Angeles County Fair in Pomona. 





conferences, briefing sessions, 
seminars, courses and exhibits, 
according to the report, com- 
pared with 22,000 ten years ago. 


to equip himself for his responsi- 
bilities. 

During the 1953-54 fiscal year, 
48,500 executives attended AMA 








It’s a proven fact.. 
all the ways today’s rebi - 
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Today’s better rebuilt engines feature 


MUSKEGON PISTON RINBS 
— the rings used by factory engine builders ! 
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The association sponsored 315 in- 

dividual meeting events during 

the year, contrasted with 11 
events in fiscal 1944. In all, these 

meetings consumed 1,010 days 

during the year, compared to 25 

days ten years ago. 

More than 16,000 persons attend- 
ed 18 AMA national conference 
held in San Francisco, Chicag« 
Cleveland, Philadelphia, Atlanti: 
City and New York. 

In addition to a dozen regula: 
conferences in the fields of finance, 
general management, insurance, 
manufacturing, marketing, of fic: 
management, packaging and per- 
sonnel, special conferences were 
held on capital equipment -replace- 
ment, employe group benefits, how 
to get more from the marketing 
dollar, integrating the office for 
electronics, collective bargaining 
and supervisory development. 

In its second year of continuous 
operation, the AMA management 
course, a five-week course in the 
basic principles of management, 
enrolled some 700 individual execu- 
tives. 

The association also conducted 
more than 200 workshop seminars, 
participating discussion groups 
composed of no more than 15 per- 
sons each. In addition there were 
more than 50 orientation seminars, 
larger instructional-type sessions 
of 30 to 40 registrants. Some 5,000 
executives in all attended both 
types of seminar. 


The association took the sem- 
inar program to the West Coast 
for the first time with 18 concur- 
rent workshop seminars in Los 
Angeles. Other seminars met in 
Chicago, Detroit and New York 
during the year. Plans for the 
coming year call for an even 
wider geographical range of sem- 
inar meetings, including Los An- 
geles, Chicago, St. Louis, Buffalo, 
Dallas and Canada. 

At the end of the fiscal year the 
association’s membership rolls 
stood at 19,000, a 20 percent in- 
crease over the previous year and 
almost a three-fold increase in 10 
years. 


New Vouk Outlines 


Car-Check Rules 


For Garages 


ALBANY. — The commissioner 
of motor vehicles has outlined 
strict rules for the private garages 
that will make State safety inspec- 
tions of autos in 1955. 

James R. Macduff said applica- 
tions would be available about 
Dec. 1 for licenses to perform the 
twice yearly checkups. Approxi- 
mately 13,000 garages are expected 
to qualify. 

A State law enacted this year 
forbids operation of a motor ve- 
hicle on public highways after 
Sept. 1, 1955, unless it bears a cer- 
tificate of inspection. A_ specific 
group of vehicles is exempt. 

The garages, he said would be 
required to conduct thorough in- 
spections with qualified personnel, 
be ready to make minor repairs, 
keep records and follow the regu- 
lations, and stay open for business 
in the evening where necessary. 

“Reasonable and fair prices” for 
inspections and repairs also will be 
required, Macduff declared. 

In the smallest communities, a 
garage will need inside space to 
check one car at a time to qualify 
for a license. In large cities, space 
for four inspections at once will be 
needed. 

The operators will be required 
to have on hand a wheel-alignment 
indicator, lighting-test device, 
brake-testing machine or a suitable 
provision for road tests, and a list 
of items normally found in auto- 
repair shops. 





Tractor Dealers 


Form Council 


RICHMOND, Va.— Ford tractor 
and implement dealers in Virginia 
and eastern North Carolina have 
set up a dealer council to improve 
distributor - factory relationships, 
according to B. J. Atkinson, of 
Universal Tractor-Equipment Corp. 

Chairman of the group is M. 
Brack Wilson, of B. & R. Wilscn, 
Inc., Smithfield, N. C., with E. Floyd 
Yates, of Yates Tractor Co., Pow- 
hatan, Va., as secretary. 
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“UMPIN’ ought to be done imme- 
7 diately to save a typical old- 
fashioned American institution. the 
small-town political husting. (What/ Clara Kimball Young drove her 
I mean is, right now, before the| adoring audience to distraction and 
Congressional elections in early| tears, Wallace Reid charmed maid- 


November. Otherwise, we'll have a 
lot of old-time politicians in the 
bread line. 

The boys tell me that they are 
having “the devil’s own time” to 
fill the front row when a “states- 
man” appears to solve the prob- 
lems of the universe. 

Down in Hempstead the other 
day less than 100 of the “faithful” 
turned up to hear young Roosevelt 
tell why the political bosses gave 
him the go-by when they selected 
a candidate to run for the gover- 
norship of New York State. Out in 
Illinois, a Democratic congressman 
was “applauded down” when he 
tried to compete with the harness 
races in his explanation of why Ike 
was such a dismal failure. The fact 
is that the public is no longer in- 
terested in spell binders. 

On the same day, Prof. James M. 
Burns was telling the American 
Political Science Assn. in Chicago 
that “already the popular press is | 
heading stories about the critical 
national election ahead. This, I sub- 
mit, is nonsense. The Congres- 
sional elections will throw little 
light on political trends, in general, 
or in the future of the Democratic 
Party, in particular. Most of the} 
elections have already been decided 





by the leaders in power. 
Cd * ~ 


Ike’s Ivory Tower 


N THE event of the failure or the 

success of the Democrats, Presi- 
dent Eisenhower, who has shown 
an extraordinary capacity to stay 
in a political ivory tower, might 
emerge as the only national figure | 
symbolizing the serenity, sense of 
unity and impartiality that the 
people crave in time of crisis. 
Many of the elections will turn on | 
local issues and will be no tests of | 
national trends. | 

Yuh see, the world and the | 
people are changing rapidly and | 
the politicians are still thinking | 
as we did 50 years ago. 

The other day when the children 
went back to school I remembered 
my first day in high school (nigh 
onto 60 years ago). During recess 
we heard a brass band playing 
down on Main Street. 

We all ran to see William Jen- 
nings Bryan, “the boy orator of the 
Platte,” who was campaigning for 


White Develops 
Aids for Selecting 
Truck Drivers 


CLEVELAND. — In the interests 
of raising safety and driving stand- 
ards of the truck industry, White 
Motor Co. has developed a series 
of forms to aid fleet owners in the 
selection and training of drivers. 

Designed to increase truck safety 
on the highway and reduce main- 
tenance cost, the driver materials 
offer both preventive and curative 
“medicine,” the company said. Not 
only do the forms help truck oper- 
ators to weed out undesirable or 
Poor-risk applicants, but they also 
Point out weak spots where fur- 
ther training would benefit existing 
oo of the organization, it was 


Based on research with more 
than 2,000 truck drivers, the forms 
Were developed in cooperation with 

rof. Amos E. Neyhart, adminis- 
trative head of the Institute of 
Public Safety at Pennsylvania 
State University and consultant on 
road training for the American Au- 
tomobile Assn., who is administer- 
ing White’s maintenance manage- 
ment program. 
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the presidency of the United States. | his pictures that moved. Then 


He rode in a carriage at the head 
of the procession. At his side was 
his daughter, Ruth (“Quite a dish,” 
said the high school gang in the 
argot of the time). Bryan gave a 
“rewrite” of his famous speech be- 
fore that Democratic national con- 
vention ... “No cross of Gold... 
No erown of thorns.” But the town 
went Republican. (So many old sol- 
diers there who didn’t know the 
Civil War was over.) 

+ * * 


Under a Black Cloth 


IX THOSE days Norma Talmadge 
lived in Brooklyn and appeared 
under a black cloth in her first pic- 
ture “The Household Pest” as a 
camera fiend, while fat John Bun- 
ny and skinny Flora Finch rode to 
glory on the laughter of their fans. 


ens and maiden aunts and Mabel 
Normand got innumerable pies 
tossed in her face. 

James Stuart Blackton, a young 
reporter and cartoonist, had got- 
ten the idea for Vitagraph when 
he was sent to New Jersey to 
interview Thomas Edison about 


When you put 
in new BEARINGS 


make sure 
the RODS 


are right 


Use Federal-Mogul 


Blackton organized Vitagraph 
with Albert Edward Smith and 
William Rock and it lasted 28 
years, until Warner bought it 
out. Norma got her first real pic- 
ture when Vitagraph filmed its 
first major job, a full length ver- 
sion of “A Tale of Two Cities.” 

Most of you know what has hap- 
pened since then, except the politi- 
cians who cling to the methods of 
50 and 60 years ago in their ef- 
forts to capture votes (my mother 
wore a “polonaise’ when William | 
McKinley beat Bryan in 1896).| 
Now, with television in nearly ev-| 
ery home, the radio telling the 
story every hour, the World Series 
in every bar and women brazenly 
displaying their charms, the spell | 
binders are still trying to grab a/| 
tiny share of attention... 


P.S. I’m tellin’ yuh, sumpin’| 
ought to be done about it. Yuh) 
can’t expect a guy to keep his mind 
on some candidate in the Congres- 
sional election when Marylyn Miller 
is doin’ her stuff. ... If you AST 
me I’ll say it just ain’t natural... 
Excuse me, I’m an old timer, I 
meant Marilyn ...WHAT’S HER 
NAME?... Yeah...Monroe... 
that’s the name. 


exchange insert rods 
on every overhaul! 


Modern replacement bearings are engineered 
to restore engine performance. They do the 


job right! 


But the rods must be right, too! Just one 
extra, invisible thousandt 
...and the best overhaul 


ness in the rod bore 
goes sour. 


Make sure you’re right! Exchange the rods 
on every overhaul. Federal-Mogul recondi- 
tioned rods have true, accurate bores— 
they’re overhaul insurance! Ask your 
Federal-Mogul jobber! 


of out-of-round- 


FEDERAL-MOGUL SERVICE 


Division Federal-Mogu! Corporation 
DETROIT 13, MICHIGAN 


hdl 
Mogul 








Experimental Sports Car— 


This sports car is equipped with a K660S air-cooled engine made by Kohler Co., 
Kohler, Wis., and was assembled by J. C. Borah, of Flora, Ill. The engine develops 
26.8 horsepower, has an electric starter and is said to deliver nearly 35 miles per 
gallon. Currently, Borah is experimenting to reduce the weight of the car from 1,750 
to 1,400 pounds and to equip its three-speed transmission with overdrive. 











The Complete Line— 
More than 7,000 Items: 


Engine Bearings (Main, 
Connecting Rod and 
Camshaft) ¢ Bushings 
Connecting Rod Service— 
Exchange Insert Rods, 
Rebabbitted Rods e Con- 
necting Rod Bolts and Nuts 
Shims and Shim Stock 
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black Federal- Mogul 
package. 
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Truck Delivers Parts to Dealers— 


This Boyertown MF-12 Merchandiser body on Ford P-500 chassis with 130-inch 
wheelbase delivers parts to some 45 Ford dealers in the Philadelphia area. It is used 
by Mathews Sales Co. (Ford), Paoli, Pa. A total of more than 700 parts can be carried. 
There are small sliding drawers for small parts, and racks and shelves for heavier 
items. Robert Eason, Mathews parts manager, claims that this delivery by truck has 
eliminated the “inventory headache.” 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Why Traction Masters Sell! 


Auto Personnel 


Election of Clyde C. Williams as 
sales vice-president of Chrysler 
Corp.’s Marine and Industrial En- 
gine division has been announced 
by R. T. Keller, division president. 

Associated with Chrysler Corp. 
for 26 years, Williams was assigned 
fo the Marine and Industrial En- 
gine division during World War II. 
In April, 1946, he was appointed 
manager of marine sales, and since 
December, 1950, has served as the 
general manager of the entire di- 


vision. 
* = + 


John S. Barnes Corp. 


Announces Sales Shifts 


The John S. Barnes Corp., Rock- 
ford, Ill., manufacturer of hydrau- 
lic equipment, has announced 
changes in sales personnel. 

Tom W. Burnes, for several years 
a sales engineer on the home office 
staff, now will represent the com- 
pany in New England. 

A new factory branch office has 
been opened in Milwaukee. Bert 
McCleneghan, manager of the Chi- 


cago sales office, will have general 
supervision of the new Milwaukee 


office. 
* * * 


Associates Investment Names 
Horn, Schier and Halnan 


The opening of three new As- 
sociates Investment Co. branches 
in Monroe, La.; Pueblo, Colo., 
and Newport News, Va., has 
been announced by William F. 
Gaunitz, president. 

Harry H. Horn and Lester A. 
Schier will serve as branch man- 
agers of Monroe and Pueblo, 
while Richard A. Halnan has 
been named branch representa- 
tive at Newport News. 

* * . 
GMAC Appoints Schiddel, 


Scariano and Lavender 


General Motors Acceptance Corp. 
has opened three new purchase 
branches and named the following 
as managers: 

Edward B. Schiddel, in Evans- 
ton, Ill.; Frank A. Scariano, in San 


50% MORE TRACTION IN SNOW AND 
ON ROUGH ROADS (both in Acceleration and Braking) 


NOT THIS .... 


Dangerous swerves when braking. 


Wheels off ground, bouncing, rough ride. 





BUT THIS . . . . Improved handling and Control 


| sees va stopping. no swerving, complete 
a 


ction. conditions. 


Positive traction under the severest road 


Drive-line snap. Excessive wear. 


Beginning of a positive Preventative 


Maintenance program the minute Traction 
Masters are installed. 


“TRACTION MASTERS’’ 
PRESOLD . . . FAST TURNOVER . . . GOOD PROFITS 


ADVANTAGES FROM TRACTION MASTERS 


®@ Eliminates drive-line snap 

© Stops car over 40% quicker 

© Prevents forward weight transfer in quick stops 
© Stabilizes car if blowout occurs 

© Stabilizes car on rough roads 

® Increases tire mileage up to 33% 

© Increases spring life 

©® Increases U-joint, axle and drive-line life 

®@ Increases shock absorber life 


Awarded Car Life Seal of Merit for Efficiency, {£: 


Nationally advertised in 

Saturday Evening Post Motor Age 
Motor Trend Jobber Topics 
Car Life Trailer Dealer 


Ford Dealer News 
Popular Mechanics 
Gasoline News 


Publically Approved and Accepted. Used & Praised by Police 
Depts., Fleet Owners, State Highway Patrols, Sports car enthusi- 
asts, salesmen. 


BILL VUKOVICH, 53-54 winner at Indianapolis says, ‘Traction 
Masters are the Greatest Safety device ever offered the motoring 
public.” 


“Safety Through Engineering" 


AUTO MASTER CORPORATION 


/ Safety, Performance. 


A980, 


waite 
Soy 


Lor ey 


980 S. Bayshore Bivd., 
San Mateo, California 


Jose, Calif., and L. O. Lavender, ir 
Rome, Ga. 


Brown Joins Ford 


George H. Brown, past presiden: 
of the American Marketing Assn. 
has been appointed consumer re 
search manager of the Ford divi 
sion, according to Chase Morsey jr.., 
product planning manager. Brown 
had been with the University of 
Chicago for 17 years as professor 
of marketing. = te 


Gar Wood Names Howerth 


Winch-Crane Sales Chief 


Gar Wood Industries, Wayne, 
Mich., has appointed H. J. Howerth 
as product sales manager for truck 

winches and 
cranes, according 
to E. B. Hill, 
sales vice-presi- 
dent. 

Gar Wood man- 
ufactures truck 
winches with 
pulling capacities 
of 7,000 to 100,000 
pounds. 

Howerth had 
been assistant 

H. J. Howerth sales manager 
for hydraulic hoists and dump 
bodies since 1953. He started with 
the firm in 1946 as a sales engineer 
and rose to chief sales engineer for 
truck equipment in 1948. 

+ s * 


Valvoline Names Heidt 


As Smethurst Retires 


Robert S. Smethurst, vice-presi- 
dent of Valvoline Oil Co., division 
of Asland Oil & Refining Co., has 
retired after serving as Atlantic 
division manager for 23 years. 

He was succeeded by William J. 
Heidt as manager and Hugh R. 
Selzer as assistant manager. 

* * - 


AP Parts Appoints Ulmer 


Sales Vice-President 


T. O. Ulmer, has been named 
to the newly created post of sales 
vice-president of AP Parts Corp., 
Toledo, according 
to R. G. Rule, 
president. 

Ulmer, who 
joined the corpo- 
ration in 1953 as 
assistant to W. 
E. Bullock, exec- 
utive vice - presi- 
dent, will be in 
charge of sales 
and advertising - 
for AP’s replace- a 
ment automotive T. O. Ulmer 
exhaust system parts and distribu- 
tor sales of lubricant products. The 
duties formerly were carried out 
by Bullock. 


x * 


McCullough Forms Own Firm 


To Make Control Devices 


Caroll K. McCullough, who re- 
signed early this year as president 
of Pierce Governor Co., Anderson, 

Ind., has an- 
nounced forma- 
tion of a new 
concern which 
will specialize . in 
production of in- 
dustrial and au- 
tomatic gover- 
nors and auto- 
matic controls. 
The company, 
called C. K. Mc- 
Cullough Com- 
C. K. McCullough pany, Inc., has 
been engaged in research and ex- 
perimentation on new control de- 
vices for use in the automotive 
industry, and in general controls 
and related fabrication work, ac- 
cording to McCullough. Offices are 
at 1307 E. Cross St., Anderson. 

With McCullough in the new 
enterprise are his son, Neel M. 
McCullough II, sales engineer: 
Hugh Cooper, chief development 
engineer, and R. V. Lewton, sales 


engineer. 
om * - 


Johnson-Davis Co. Formed 


As Manufacturers’ Rep 


Johnson-Davis Co. has been 
formed in Chicago to represent 
manufacturers in the sale of au- 
tomotive products. 

J. 8. Davis, former public rela- 
tions director of Borg-Warner 
Corp., is president of the new 
company, with offices at 952 N 
Michigan Ave. Other officers are 


C. 8. Davis jr. and J. HB. Johnson 
(Continued on Page 31, Col. 1) 
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(Continued from Page 30) 


vice-presidents ; 
secretary, and Owen Trayner, 


treasurer. 
* * * 


Chrysler Ups Bornhauser 


Leroy B. Bornhauser has been 
appointed plant manager of 
Chrysler Corp.’s Indianapolis plant, 
according to R. S. Bright, general 
manager. Bornhauser formerly was 
chief tool engineer at the Los 
Angeles plant. Sa 

* 


Parker Ups Detrich 


Keith R. Detrich, formerly 
Parker Appliance Co. sales engi- 
neer for Kansas, has been ad- 
vanced to district manager of 
Kansas, Oklahoma, Missouri, Iowa 
and Nebraska. 5 

s 


Bennett Names Dennis 


J. B. Dennis has been named Los 
Angeles district sales manager for 
Bennett pump division of John 
Wood Co. His predecessor, W. F. 
Whitney, has been named to the 
newly created position of western 
regional sales manager. 

aa * * 


Auto-Lite Battery Names 
5 District Sales Reps 


Appointment of five district 
sales representatives for Auto- 
Lite Battery Corp. has been an- 
nounced by W. E. Blank, re- 
placement sales manager. 


They are R. J. Reed jr., in 
charge of the Raleigh (N. C.) 
district; John 8. Pabst, Dallas; 
Richard H. Wilson, Omaha; Ken- 
neth E. Cook, Seattle, and An- 
drew Kerekes, North Chicago. 

* ad * 


Trailmobile Gives Koelsch 
Purchasing Position 


The appointment of Carl J. 
Koelsch jr. as associate director of 
purchases for Trailmobile, Inc., of 
Cincinnati, has been announced by 
William A. Burns, president. 

Koelsch has worked for Fisher 
Body, Corrigan-McKinney Steel Co. 
and Newton Steel Co. In his new 
position he will work with W. H. 


French. 
* = ” 


C. I. T. Names Feuerborn 

Elmer F. Feuerborn has been 
appointed district manager of Uni- 
versal C. I. T. Credit Corp.’s office 


in Sedalia, Mo., according to B. H. | 


Griffin, vice-president of the divi- 
sion office in Kansas City. 
. « * 


GMAC Elects Zimmerman 
To Finance Vice-President 


General Motors Acceptance Corp. | 


has elected John O. Zimmerman 
as vice-president and director. He 
will be in charge of the treasury, 
accounting and financial analysis 
staffs. 

Zimmerman joined GM in 1934, 
and has been associated with the 
financial staff in New York. 

2B . + 


Gar Wood Appoints Hippler 
Assistant Sales-Service Chief 


E. B. Hill, sales vice-president 
for Gar Wood Industries, Wayne, 
Mich., has announced the appoint- 
ment of H. H. Hippler as assistant 
director of sales and service ad- 
ministration. 

Hippler will be responsible for 
sales administration and _ service 
functions involving all corporation 
Products, Hill said. Hippler has 
been with Gar Wood for 30 years. 

s * = 


Parker Ups Barilla 


Frank Barilla, formerly Parker 
Sales engineer in Milwaukee, has 
been promoted to district manager 
of Wisconsin and Minnesota for 
the Tube and Hose Fitting division 
and the Industrial Hydraulics divi- 
sion of Parker Appliance Co., ac- 
cording to D. A. Cameron, indus- 


trial sales manager. 
= me a 


Christensen in New Post 


The appointment of Oliver K. 
Christensen as manager of Seiber- 
ling Rubber Co.’s Chicago district 
Office has been announced by C. F. 
Nitz, manager of the company’s 
district operating and auditing de- 
partment. Christensen succeeds A. 





| 
| 


Harvey Weeks, |L. Peters, who retired Aug. 31. 


Christensen formerly was assistant 
manager of accounting at Massey- 
Harris Co., Racine, Wis. 


+ ? + 


Columbus Named at Ford 


Appointment of Charles Colum- 
bus as industrial relations manager 
of Ford Motor Co.’s manufacturing 
services division has been an- 
nounced by Karl E. Scott, division 
general manager. He succeeds E. 
Mead Baker jr. who has been 
named industrial relations manager 
of the metal stamping division. 


* * * 


Buick Picks Thompson 


Appointment of Louis Thompson 
as district manager for Buick, with 
headquarters at Chico, Calif. has 
been announced by R. K. Kendall, 
San Francisco zone manager. 
Thompson has been a sales repre- 
sentative for Ernest Ingold Co. 
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department “Plan-O-Graf” service. With the “Plan-O- 
system, he scientifically lays out your department to bring 
all parts into true sequence with your factory stocklist. He 
furnishes the factory-approved economical Berger standard 
steel units you need, and handles all installation details, 
Send coupon for more information. 


(Chevrolet), San Francisco, for the 
last 18 months. He succeeds J. E. 
Martens, who has been transferred 
to Portland as car distributor. 


Lucia Named GM Auditor, 


Replacing Lundin 

L. J. Lucia has been named gen- 
eral auditor of General Motors 
Corp., succeeding O. A. Lundin, 
who will be assigned other duties. 

Associated with Haskins & Sells 
since 1927, he has been a partner 
of that firm of certified public ac- 
countants since 1943 and has served 
in the Chicago, Detroit and New 
York offices. 


* * * 


Hannert Moves to Dayton 


Charles W. Hannert jr. has been 
named manager of the Dayton (O.) 
branch of Motors Insurance Corp. 
Formerly staff assistant in the 
corporation’s New York executive 
office, Hannert joined MIC in 1946. 

= * - 


Borg Boosts Niblick 


Appointment of James F. Niblick 
as secretary-treasurer and control- 
ler of the spring division of Borg- 
Warner Corp., Chicago, has been 
announced by Harry P. Troendly, 
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“Tll have to admit there’s a 
resemblance, but I'd like to see 
further identification before I 
cash your check.” 





divisional president. Niblick previ- 
ously was assistant secretary, as- 
sistant treasurer and controller. 

* * 2 


IH Names McDonald 


F. B. Mattingly, credit and col- 
lection manager of International 
Harvester Co., has announced ap- 
pointment of B. W. McDonald as 


credit and collection manager of! 


possible. 


GENERAL OFFICES ° 


Republic Steel Corporation 
Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


I am interested in more information on 
O New Clip-Type Convertible Shelving with quick adjusting 


shelves. 
O Plan-O-Graf Service 


Name. Title 
Firm 

Address 

City Zone. State 
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the central region. McDonald, who 
fills the vacancy created by the 
death of J. . Klingler, joined 
Harvester in 1937. Since 1953 he 
had been staff assistant in the 
credit and collection department. 
+ * + 


Clennan Promoted by L-M 


In Jacksonville District 


Promotion of J. C. Clennan to 
assistant manager of Lincoln-Mer- 
cury’s Jacksonville (Fla.) district 
has been announced by David C. 
Evans, district manager. Clennan 
formerly was a field manager in 
the district. 


* * * 


Goodyear Picks Jones 


Joe Jones has been named Balti- 
more district manager by Goodyear 
Tire Co. He succeeds Butler Doo- 
little, who was appointed manager 
of the Philadelphia district. 

+ * * 


Borg Names Lawyers 


Promotion of Lyle S. Motely 
to assistant general patent coun- 
sel and appointment of Keith T. 
Bleuer and Joseph M. Gartner as 
assistant patent counsels have 

(Continued on Page 32, Col. 1) 
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e Costs less to install 
e Rearranges quickly 
e Never becomes obsolete 


New Berger Clip-Type Convertible Steel Shelving 
combines heavy-duty construction with complete 
flexibility. Shelves can support tremendous loads— 
yet be readjusted in minutes to suit specific needs. 
Actually, thousands of shelf arrangements are 


Only tool needed to reposition stud and clip is 
ordinary screw driver. Simply locate clip at desired 
shelf height, then fasten securely with % turn of 
stud. Lower extrusion in clip engages in post to 
prevent rotation. Four clips to each shelf. Send 
coupon for specifications and prices. 
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been announced by Borg-Warner 
OCorp., Chicago. 
* * as 


Weaver Named Controller 


_ Of Autocar Division 
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Appointment of LN. Weaver 
as controller of the Autocar di- 
vision of White Motor Co. has 
been announced by E. 8S. Reddig, 
finance vice-president. 

Weaver succeeds C. R. C. 
Custer, who has resigned. Weaver 
formerly had been assistant to 
the controller of branch account- 
ing. 


; * 
_ Brockway Names Saliba, 
_ Severance and Cambria 


At a meeting of the board of 


_ Brockway Motor Co., Inc., in New 
' York City the following officers 
_ were elected: 


Jacob Saliba, executive-vice-presi- 
dent and director; Charles C. Sev- 


| erance, manufacturing vice-presi- 








dent, and James E. Cambria, sales 
vice-president. 
* * * 


Gould-National Promotes 


Willihnganz and Zahn 
Appointment of Dr. Eugene Wil- 
lihnganz as engineering staff con- 
sultant and Dr. Harold E. Zahn as 
director of research of Gould Na- 


‘tional Batteries, Inc., has been an- 


nounced by Al bert H. Daggett, 
president. 

Dr. Willihnganz had been in 
charge of research. Prior to join- 
ing Gould-National, he was associ- 
ated with National Lead Co. Dr. 
Zahn has been with the firm since 
1949. 


* 
Galion Allsteel Appoints 


Bockmann Regional Manager 

Appointment of George J. Bock- 
mann as northwestern regional 
sales manager of Galion Allisteel 
Body Co., Galion, O., has been an- 





When the dial of a Snap-on Torgometer tells you the 
job is right—Mister, you can bank on it... it’s 


RIGHT ! 


Your work is certified. There’ll be no 


comeback. That’s why, in shops everywhere, top- 
notch mechanics reach for a Torqometer on every 
operation where bolt tension is specified. On main 
bearings. Cylinder heads. Connecting rods. Manifold 
nuts. Spark plugs. And on all important operations in 






servicing every type of automatic drive. 


SNAP-ON TOOLS CORPORATION 


8082-J 28th Avenue, Kenosha, Wis. 
* Snap-on is the trademark of Snap-on Tools Corporation. 


nounced by Oliver C. Henkel, pres- 
ident. 

Bockmann for the past three 
years has been southeastern dis- 
trict manager of the St. Paul hy- 
draulic division of Gar Wood 
Industries, Inc. 

* * * 


Thomas Elected 


Joseph A. Thomas has been 
elected to the board of directors of 
Tide Water Associated Oil Co., ac- 
cording to President D. T. Staples. 
Thomas replaces John Hertz, a 
member of Tide Water’s directorate 


since 1937. 
+ * * 


Trailmobile Names Ducote 


William A. Burns jr., president 
of Trailmobile Inc., Cincinnati, has 
announced the appointement of 
Charles H. Ducote as export man- 
ager. He will be located at the 
company’s New York offiee at 52 
Vanderbilt Ave. 

& * * 


New Executive Staff Elected 
By Olin Mathieson 


Election of the following oficers 
of Olin Mathieson Chemical Corp., 
New York, formed by the merger 
of Olin Industries, Inc., and Mathie- 
son Chemical Corp., has been an- 





Radio equipment for commer- 
cial vehicles was introduced in 
the early 1920’s by a Philadelphia 
company. Note the antenna on 
the truck and earphones on the 
driver. 





nounced by John M. Olin, chair- 
man, and Thomas S. Nichols, pres- 
ident: 

John W. Hanes, chairman of the 
finance committee and finance vice- 





Snap-on builds the ‘right size Torqometer for every 
kind of job. 17 models, 0-30 inch pound to 0-2000 
foot pound torque capacity. Next time your Snap-on 
man calls let him demonstrate a Torqqmeter on the 
job, and help you choose the right model for your 
work. For free book of Torque specifications cover- 
ing all makes of cars, trucks, tractors, industrial en- 
gines, and big 104-page Snap-on catalog, ask your 
Snap-on Man, or write direct to Snap-on. 






¢| vice-president; 





president, and F. Stillman Elfred 
John C. Leppart and Stanley de J 
Osborne, executive vice-presidents 

Russell R. Casteel, vice-president 
Norman H. Coilisson, Donaid W 
Drummond, R. L. Hockley, Miiton 
F. Meissner, S. L. Nevins and J. J 
Toohy, operations vice - presidents; 
David T. Marvel, sales vice-presi- 
dent; Russell Hopkinson, vice-pres- 
ident of development; Robert W. 
Lea, organizat.on vice - president; 
R. B. Lewis, vice-president of finan- 
cial analysis; Walter F. O’Connell, 
assistant to the finance vice-presi- 
dent; Fred Oisen, research vice- 
president; Ralph A. Ostberg, pro- 
duction vice-president; Theodore 
Weicker jr., oveiseas operations 
Edgar W. Taft, 
treasurer; C. C. Tallman, com p- 
troller, and Gordon Grand jr., sec- 
retary. 


Lusk Joins AMA to Head 


Educational Services 


Appointment of Robert C. Lusk 
as director of educational serv- 
ices of the Automobile Manufac- 
turers Assn. has been announced 
by Harry A. Williams, director of 
public relations. 

Lusk formerly taught audio- 
visual education at Wayne Uni- 


versity. 
* * * 


Bolten Appointed 


Appointment of John Bolten, 
Lawrence, Mass., to the board of 
directors of General Tire & Rub- 
ber Co. has been announced by W. 
O'Neil, president. Bolten is the 
founder of Bolta Co., producer of 
plastic sheeting and film, which 
was acquired recently by General 


Tire. 
* + + 


Anderson Named 


Edward R. Anderson has been 
elected a vice-president of Ameri- 
can Brake Shoe Co., according to 
William B. Given jr., chairman. 
Anderson continues as president of 
the AmForge division. 

* * + 


Manser for U. S. Rubber 


George E. Manser jr. has been 
appointed commodity sales man- 
ager of automotive coated fabrics 
for United States Rubber Co. He 
will make his headquarters in the 
New Center Building, Detroit. 


* * x 


Bishman Chooses Shea 


Stanley Shea has been appointed 
factory representative in Southern 
California by Bishman Mfg. Co., 
Osseo, Minn., maker of tire and 
battery service equipment. 

- * ® 


Riss Picks Weldon 


The promotion of George R. 
Weldon as Boston sales manager 
for Riss & Co., one of the nation’s 
larger trucking companies, has 
been announced by Kenneth B. Ma- 
guire, vice-president. Weldon was 
with Proctor & Gamble Co. before 
joining Riss in 1952. 

* +. ~ 


Fruehauf Names Golm 


Carl Golm is the new manager 
of the Fruehauf Trailer Co. branch 
factory in Atlanta, Ga., according 
to R. B. Hollingsworth, manager 
of the southeastern division. Golm 
has been with Fruehauf since 1939. 
He formerly was branch manager 
at Saginaw, Mich. 

* * od 


Cuthbertson Named Manager 


Of U. S. Rubber Tire Output 


G. R. Cuthbertson has been ap- 
pointed production manager for the 
tire division of U. S. Rubber Co., 
according to Howard N. Hawkes, 
vice-president and general man- 
ager of the division. 

Dr. Cuthbertson will make his 
headquarters in New York, and 
will be directly responsible for tire 
production in plants at Detroit, Los 
Angeles, Indianapolis, Eau Claire, 
Wis., and Chicopee Falls, Mass. He 
has been with U. S. Rubber since 
1936. 

* *” * 


Auto Master Elects Boyd 


Vice-President, Sales Chief 


E. R. L. Boyd has been elected 
vice-president and sales director of 
Auto Master Corp., San Francisco. 
In his new post, Boyd will set up 
national distribution of Traction 
Master, a stabilizing dévice, to au- 
tomotive jobbers. 

Boyd previously was sales man- 
ager of Ray-Day Piston Corp., De- 
troit. 
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a* THE Equipment and Tool In- 
stitute meeting held at the 
Edgewater Hotel in Chicago re- 
cently, Victor B. Day, president of 
Bear Mfg. Co., speaking on the 
subject of equipment and tool dem- 
onstration displays in the panel 
discussion period attended by most 
vehicle maker service managers, 
brought out the point that dealers 
and service shop owners like to see 
the actual tools and equipment be- 
fore they buy. 

This is especially true with the 
heavier items, he claimed. 

One of the big problems of the 
service tool makers is how to 
make it possible for the majority 
of their potential customers to 
have that opportunity. 

Tools and equipment represent 
but eight to 12 percent of the aver- 
age jobber’s total billing. The 
larger the jobber, the harder it is 
to get jobbers to give up enough 
floor space in their stores to dis- 
play properly the great number of 
items they carry in stock, or repre- 
sent. 

The best way for the tool and 
equipment makers to get their 
products in front of the greatest 
number of potential buyers is by 
exhibiting in the various trade 
shows, it was stated. However, if 
the tool and equipment makers 
were to exhibit in all the shows 
that had a bearing on the use of 
any particular product, the result 
would be a prohibitive sales cost 
that naturally would have to be- 
come a part of the price charged 
for the tool. 


* * * 


Six Shows Indorsed 


proe® this reason, the Equipment 
and Tool Institute, which is 
composed of the majority of the 
principal makers of service shop 
tools, put the whole show question 
up to a vote of the membership. 
The institute selected six trade 
shows in which it recommends that 
members participate this coming 
year. 

The NADA Shop Equipment Ex- 
position, to be held Jan. 29-Feb. 2 
in connection with the NADA con- 
vention at the Conrad Hilton Ho- 
tel, Chicago, leads the approved 
list. 

This show is followed by the 
Pacific Automotive Show Feb. 
24-27 in Los Angeles, the South 
west Automotive Show March 


31-Apr. 2 in San Antonio, the 
Southeast Automotive Show Apr. 
28-30 in Atlanta, the Tri-State 
Automotive Show May 19-22 in 
New York, and the Great Lakes 
Automotive Show June 9-12 in 

Detroit. 

Incidentally, if it weren’t for en- 
dangering a somewhat dubious 
standing among the Simon Pure 
working scribes who haunt the au- 
tomotive newslanes, I might sug- 
gest a place where these same 
equipment and tool makers could 
be certain that the pictures and de- 
scription of their products would 
be seen by dealers who represent at 
least 90 percent of the sales volume 
of the industry. 

Because of the need for greater 
service shop profits this year, the 
equipment makers feel that the car 
dealer in particular will be serious- 
ly interested in finding out what he 
can do to increase profits and de- 
crease overhead in his service op- 
erations,- and these makers are 
planning to exhibit as much of 
their newest equipment as _ they 
can. 

They hope that car and truck 
dealers will take advantage of the 
shows and visit the nearest re- 
gional show with their service 
manager, if it is not possible for 
them to bring their service man- 
ager or shop foreman to Chicago 

(Continued on Page 34, Col. 1) 
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Painting School Sponsored by Binks— 


{mericas Motor Vehicles 


Sports Cars Offer Shop Profit... 


Right Tools Pay Off 


HICAGO. — The rapidly grow- 

ing sports-car field offers fran- 
chised dealers an opportunity to 
increase service absorption, Fred 
G. Wacker jr., president of Ammco 
Tools, Inc., and founder of the 
Sports Car Club of America, said 
in keynoting the panel discussion 
on “Methods of Raising Service 
Absorption” at the 10th annual 
meeting of the Equipment and 
Tool Institute in the Edgewater 
Beach Hotel. . 

Other speakers emphasized the 
need for dealers having a shop 
fully equipped with modern tools 
and equipment. 

Irving Frazee, Fofd Motor Co., 
speaking for Carl Doman, service 
manager of Ford, pointed out that 
each two minutes lost each day by 
a mechanic sould carry the invest- 
ment in $100 worth of tools and 
equipment. This statement is based 
on a $3 hourly rate. 

Phillip B. Hopkins, general man- 
ager of the Chrysler central service 
division, told the ETI members 
that surveys indicate that 50 per- 
cent of all repeat car and truck 
buyers are those who are satisfied 
Service customers. 

* ea * 
N THE other hand, he said, the 
majority of those that shift 
from one make to another are 
those who are dissatisfied with 
service from the dealers in the 
make of car they own. 
Wacker, in developing the 


theme that sports-car service can 
well become a source of new and 
high customer labor profit, pointed 





om 





Classes in spray painting techniques and equipment maintenance and repair are 
being held regularly at the Chicago plant of Binks Mfg. Co. Visual training aids, as 
well as a “learn by doing” treatment, is included in the training. No tuition is 
charged. William Beacham, director of the school, shows a class what makes a spray 


gun work. 





out that the sports-car field is 
growing fast as indicated by the 
development of such cars by 

Chevrolet, Ford, Nash and Chrys- 

ler. 

There also is a comparatively 
large field to draw from in the 
owners of foreign cars, “home 
builders” and that part of the pub- 
lic that always wants something 
different from his neighbor and is 
willing to pay to get it, he said. 

Wacker said that many owners 
had been able to satisfy their 
yearning for a different car by re- 
sorting to unusual color combina- 
tions, but that now colors are run- 
ning all over the lot and the same 
buyer is looking for someone who 
can develop a “different” car for 
him. 

* + * 

CH of this work, and a great 

deal of actual service, is now 
being done by the number of small 
sports-car repair shops that have 
sprung up all over the nation. 
These shops however, suffer from 
inadequate financing, according to 
Wacker, and are normally not as 
well equipped as the average fran- 
chised dealer’s shop. 

Wacker said that the car dealer 
should sell his service as aggres- 
sively as he sells his new vehi- 
cles. If he is in a market where 
there is a sports-car following, 
Wacker said, he should investi- 
gate opportunities for increasing 
shop patronage by getting into 
sports-car servicing. 

Hopkins said that 45 percent of 
all service work is centered in 115 
counties in the United States. If 
equipment makers concentrated 
their efforts and service to dealer 
shops in these counties, he said, 
they would be hitting the majority 
of the shops in the country due to 
the natural overflow from that con- 
centration. 

Hopkins added that surveys had 
shown that at least half of the 
owners of cars three years old or 
older are prospects for a new ve- 
hicle. Franchised dealers, he said, 
should make an effort to get and 
retain these owners as service cus- 
tomers so that they would have 
first chance at the sale of the new 
vehicle. 

*” ” x 

eres salesmen should 

know enough about franchised 
dealer operation so that they can 
talk the language of the dealer, 
Hopkins said. He should be able to 
show the dealer how the machine 
or tool he is selling will be able to 
produce better workmanship, in- 
sure greater customer traffic, save 


Boom in Winterizing Awaits Alert Dealers 


By Sam Sampson 
Staff Writer 
A®ouT four out of every 10 cars 
need muffler and tail pipe as- 
sembly replacements before the 
driver can close the windows safely 
for winter operation, a brief check 
of Michigan service shops indicates. 

Lubrication men say there is 
also a large number of danger- 
ously worn steering assemblies 
now on the road which should be 
replaced before winter driving 
conditions put additional strain 
on them. 

A statistical organization re- 
cently said that 50 percent of the 
cars on the road need to have 
shock absorbers replaced. 

Then there is a huge market for 
fall oil and grease changes, anti- 
freeze, tires, radiator hoses, fan 


belts, batteries, brake parts, igni- 

tion points, spark plugs, wiring, 

windshield wiper blades and other 

accessories which should be 

checked or replaced before winter. 
* cd * 


urs represents a tremendous 
market for combined safety and 
winterizing service available for 
alert dealers. The winterizing pro- 
motion is a natural, since prepara- 
tion for winter driving can be 
promoted with the other items 
falling into the picture, industry 
Officials say. 

It was pointed out in talking 
with shop men that many lube 
rack men are not properly 
trained to look for replacement 
possibilities and extra service 
sales. Others do not know how 
to channel the additional work 


through the shop after the item 
has been sold. 

These comments point out again 
that many dealers have not made 
a study of service operations to 
make it as profitable as possible. 

Brooks-Price Co. (Buick), Balti- 
more, uses the lubrication rack to 
make a thorough inspection of the 
car, and has found that 30 percent 
of annual gross profit in the serv- 
ice shop is made through these 
contacts. Selling oil changes, the 
company said, is made on 88 per- 
cent of all lubrication jobs, and 
the company receives a 100 percent 


NEW PRODUCTS 


Page 46 





customer response on new oil filter 
cartridge sales. 

The company said that the profit- 
able response from the “lube” hoist 
is sold on the basis of lower overall 
maintenance costs and smoother 
operation. 

* x * 

us year dealers are left pretty 

much to their own resources 
to develop winterizing business, 
since the factories are busy with 
new-model programs. Oil-com- 
panies have made a practice of 
driving hard for the winter service, 
and gasoline stations and inde- 
pendent garages are getting a 
larger share of this business every 
year. 

It is not enough for dealers to 
complain that they “are entitled 

(Continued on Page 39, Col. 1) 





Service Management 








mechanics time and, above ll, 
make money for the dealer. 

With the equipment maker and 
equipment salesman, as with the 
dealer, another point high in the 
selling of any new tool is the 
standpoint of whether the me- 
chanic will use it after the dealer 
purchases it. 

To all segments of the industry 
the interest in the customer should 
be all important. Equipment mak- 
ers and outlets who go on the basis 
of having no interest in the owner 
of the tool or equipment after it 
has been sold should get little if 
any encouragement. 

Hopkins said that the average 
car owner will purchase approxi- 
mately 30 hours of customer labor 
each year. The spokesman for an- 
other company placed this at ap- 
proximately $65 worth of customer 
labor per year with his dealers. 

Frazee said that Ford dealers 
now own approximately $80 million 
of tools and shop equipment, which 
figures out to about $900 per me- 
chanic in the average dealer shop. 
Even with this investment, many 
shops are still under-equipped and 
not making as much money as they 
should from the volume of work 
they handle, he stated. 


* * * 


Ore of the reasons for this con- 
dition in many shops is that a 
lot of work is sent out because the 
dealer doesn’t have the tools and 
equipment, or the trained man- 
power, to do the jobs. : 

Shop equipment should be 
bought on a budget basis, or what 
practically amounts to a lease 
basis, he said. When a tool or 
piece of equipment has seen its, 
best days or is obsoleted by engi- 
neering developments in the car, 
it should be replaced with a mod- 
ern tool or one that will do better 
work faster. 

Far too many dealers, Frazee 
feels, look upon tools and equip- 
ment as a long-term investment 

(Continued on Page 36, Col. 3) 


Parts Rebuilders 
Told to Expect 
Rising Sales 


CHICAGOW—Present economic 
conditions are “made to order” for 
the rebuilt-parts industry, 500 mem- 
bers of the Automotive Parts Re- 
builders Assn., were told at a three- 
day national convention here. 


“Car owners are more dollar- 
conscious now than in many 
years,” reported R. S. Bishop, 
Fort Worth, retiring president. 
“Hence, sales of high - quality, 
low-priced, guaranteed rebuilt 
parts are on the rise.” 


Incoming president E. A. Riser, 
Atlanta, estimated 1954 sales of 
rebuilt parts would total nearly 
$500 million, including engines, wa- 
ter pumps, carburetors, brake cyl- 
inders, brake shoes, starter assem- 
blies, generators, transmissions, 
fuel pumps and scores of other au- 
tomotive items. 

New officers, in addition to Riser, 
are three vice-presidents; Edward 
Kipling, Glendale, Calif.; J. W. Har- 
per, Dallas, and W. G. Weldon, Chi- 
cago. T. E. Cahill, Chicago, is treas- 
urer and Irving Chafetz, Memphis, 
secretary. Jack O’Sullivan, Chicago, 
was reelected executive secretary. 

The steadily increasing popula- 
tion of older cars on the highways 
was cited as a factor in boosting 
sales of rebuilt parts. O’Sullivan 
estimated that 12,860,000 cars five 

(Continued on Page 38, Col. 3) 
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(Continued from Page 33) 


with them when they attend the 
NADA convention. 
* * 


Journey’s End 
O of my good friends, old- 
timers in this industry of ours 
and men who left their indelible 
mark on the automobile business, 
ed on to their respective Val- 
hallas a little over a week ago. 

One of these men, E. W. (Gene) 
Lewis, was my first boss in the 
publishing business when he was 
vice-president of Timken - Detroit 
Axle Co. The other made it possi- 
ble for me to carry out about the 
toughest assignment I was ever 
given. He was C. C. (Charlie) Win- 
ningham, advertising manager of 
Hudson Motor Car Co. in the roar- 
ing ’teens. 

Gene Lewis was, I believe, the 
first sales manager of Timken 
Roller Bearing Co., then owned 
and managed by the two tower- 
ing Timken brothers, who had a 
little shop on what was then the 


outskirts of Canton, O. Gene had 
been in sales work for some 
other company from the time he 
graduated from college, and 
W. R., the sales-minded Timken 
who had virtually been bucking 
a stone wall in his endeavor to 
sell the early motor car builders 
the now famous tapered roller 
bearing, met Lewis and liked the 
cut of his jib. 

So Lewis, full of pep and ginger, 
went with the Timkens to put the 
bearing on the automotive map. He 
was moderately successful. It didn’t 
take him long, however, to find out 
that if Timken was to play a big 
role in the industry as a supplier, 
it would have to build its own ax- 
les, equipped with Timken bearings, 
and sell the car and truck makers 
the whole package. 

+” a * 


Detroit Venture 
O GENE LEWIS, A. R. Demory 
and Herb Alden came to Detroit 
and organized Timken-Detroit Axle 












Something new 
thas been added, 


Co. The Timken brothers not only 
put money in the enterprise but 
gave them sole rights to use Tim- 
ken bearings in their axles. 

When I came on the scene to edit 
the Timken Magazine in the early 
’teens, there wasn’t an automotive 
vehicle manufacturer that wasn’t a 
Timken customer. If they didn’t 
use Timken axles, they at least 
used Timken bearings in some 
moving part. 


Lewis, Demory and Alden were 
all vice presidents of TDA and each 
was a czar in his end of the busi- 
ness, Demory in manufacturing, 
Herb Alden in engineering and 
Lewis in sales. 

Gene Lewis and Roy Chapin 
figured “top hole” in two of the 
most important assignments of 
my early days in the industry. I 
had been in the advertising 
agency end of the business when 
I was hired by Timken to work 
on the Timken Magazine, in ad- 
vertising and on sales promotion. 
Shortly after I came with the 
company, we lost the man who had 

been writing the magazine and I 
had to take over that job in addi- 
tion to my other duties. 

It was while I was the editor that 
we (the staff and our associates in 
sales) decided it was time that 


| 


We ran a cartoon story on Gene 
Lewis. We had been running these 
stories, one each month, on other 
top men in Timken and among the 
car makers, and finally decided 
that it would only be proper to run 
one on Lewis as long as we were 
taking the customers for a “ride.” 
No editor up to that time had had 
the nerve to do a Lewis story, but 
being young and not worrying 
about a job, I decided to do the 


deal. 
* * * 


Big Blowup 
At ‘THE time this particular is- 
sue came out, Frank Sim, the 
advertising manager and my im- 
mediate boss, went on a vacation 
trip with his mother, and no one 
knew where to get in touch with 
him. Our artist on the magazine, 
Art Nielsen, was up in Canada on 
a fishing trip. And all hell broke 
loose. 


I got word through the factory 
grapevine that Lewis was going to 
fire us all, so before going to the 
factory the day the book came out, 
I took a first copy out to Gene’s 
close friend, Roy Chapin, then vice- 
president of Hudson, and told him 
the story. He got a big laugh out 
of the deal and offered to get us 
out of the soup, which he did over 


(Pennsylvania 
Motor Oils will be 
advertised in these 
issues of SPORTS 
ILLUSTRATED) 
Aug.23 oO 5 
Sept.13 I 
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Today's Best Oils, Pennsylvania Motor Oils, have been adver- 
tised throughout 1954 in such leading national magazines as 
THE SATURDAY EVENING POST, COLLIER’S, TIME, 
NEWSWEEK, HOLIDAY, COUNTRY GENTLEMAN (BETTER 
FARMING) and others. 


Now, in step with the times, we have added the newest and most 


talked about magazine in the country...SPORTS ILLUSTRATED. 


More than half a million sports-loving, oil-buying motorists will 
be seeing six of our ads in the next few months... more than 
3,000,000 additional impressions for Pennsylvania Motor Oils. 


Take a look at SPORTS ILLUSTRATED yourself! 


Imagine how our messages in this great new magazine 
will be persuading readers that... 
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the phone before I got out to th: 
office. 

This close friendship also got 
me a “toughie,” and Charlie Win- 
ningham saved my neck for me 
on that one. We had been run- 
ning pictures of different cars in 
Timken advertising, and finally 
Roy asked Gene to have a Hud- 
son featured. That became an 
order. 

Our next Post ad was to featur: 
a “worm’s-eye view of an automo 
bile.” Gerald Page-Wood, of the old 
Fuller & Smith agency, had sold 
the idea down the line, and I was 
given the job of getting a “worm’s- 
eye view” of a Hudson. 

I didn’t have an idea in the world 
how to do it, so I took my problem 
to Charlie Winningham, who then 
was agency contact man for Lord 
& Thomas and doubled as advertis- 
ing manager of Hudson. 

Charlie came up with the idea of 
swinging a Hudson car in the air 
at the shipping dock, with its rear 
wheels on the dock and the rest of 
the car, held by chains from a high 
hoist, jutting out into thin air as 
if it were leaping off the dock. He 
sold the idea to the Hudson man- 
agement and superintended the job 
of getting the car into position, 
taking all responsibility if some- 
thing went wrong. Jeff White, who 
Was our master photographer in 
those days, and I went out and got 
the picture. 

That advertisement was destined 
to be the most famous ad that Tim- 
ken ever ran. 

* 


Man of Ideas 


HARLIE WINNINGHAM was a 

fountainhead of ideas, with an 
amazing ability to make them 
work. To me he will always be the 
man who solved the “assembled 
car’ slur on such “made-under- 
one-roof” makers as Packard, 
Pierce-Arrow, Chalmers and Win- 
ton. 

He coined the famous phrase, 
“Howard Coffin and his 48 engin- 
eers.” He figured that any car 
maker who took advantage of the 
expert engineering of component 
suppliers should have better engi- 
neering than the maker who had 
only one or two engineers. And he 
sold that idea to the public—How- 
ard Coffin, C. E. of Hudson and his 
staff of engineers who headed the 
engineering of some 40 suppliers. 

I knew Charlie down through 
the years, as agency man, as ad- 

vertising manager of Hudson, as 
head of his own agency and as a 
promoter of the first water. 

He was the guy who was partly 
responsible for my not being well 
off today, for he talked me into 
selling 100 shares of Radio Corp. at 
$4.50 to go in on a syndicate which 
he headed to play Hudson stock 
when it first came on the market. 
I sold my Hudson at a moderate 
profit while Radio Corp. went to 
$450 per share within a short time, 
was split two for one, and again 
went up over $300 per share and 
was split. 

But I hold no regrets. I didn’t 
buy any of his gold mine stock, al- 
though he made money on that, 
too. 

But Winningham and Lewis are 
two of the real pioneers of this in- 
dustry whose praises have not been 
sung along with other pioneers like 
the Dodges, Fords, Chalmers, Flan- 
ders and Lelands. Both, to my 
mind, deserve that place in history. 

* * * 


* * 


Wilson Leaves Allen 


AY WILSON, who as sales vice- 

president of Allen Electric Co. 
developed the “dial check” and the 
“Unituner,” both forward steps in 
the simplification of electrical test 
set procedures, has severed connec- 
tions with Allen. 

Perhaps it was because of Ray’s 
years of engineering experience be- 
fore he went into sales work that 
he became convinced that one of 
the biggest stumbling blocks in the 
path of wider use of the electrica! 
test set in most service shops was 
that a large percentage of mechan- 
ics was afraid to operate this im- 
portant tool. 

His answer to the problem wa: 
expressed in those two simplifica 
tion steps. 


Alpha Moves Plant 


GREENWICH, Conn. — Alph: 
Corp., Greenwich lubricant manu 
facturer has moved to larger qua! 
ters at 65 Harvard Ave., Stamforc 
Conn. The company had been lo 
cated here since 1947. 
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now ready: 


Jetspun white 

Jetspun dove grey 
Jetspun blue 

Jetspun peacock blue 
Jetspun kelly green 
Jetspun shamrock green 
Jetspun cypress green 
Jetspun crimson 

Jetspun maroon 

Jetspun beige 

Jetspun beaver 

Jetspun cordovan 
Jetspun primrose yellow 
Jetspun gold 

Jetspun jet black 


and more to come! 


Fabrics made with Jetspun, 


Enka’s color-injected rayon filament yarn can be: 


Non-static 
Abrasion-resistant 
Comfortable in any weather 


Treated for water repellency 


Finished for fire resistance 
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to your specifications: 
Enka’s new wettonaty | CLSPUD yom 


in fast colors styled by Howard Ketcham 


Enka’s new Jetspun high-tenacity rayon filament yarn!...measurably stronger than Jetspun 
standard...is Enka’s direct answer to the search for yarn with more versatility, greater strength 


and longer life. 


What’s more...new Jetspun has irresistible eye appeal, thanks to Howard Ketcham. This 
famed color authority’s first group of colors styled exclusively for Enka Jetspun brilliantly 
meets the demand for highly styled interior trim and seat covers. Each color in this fabulous 
new Enka rainbow is scientifically planned to be used singly or in multiples. For example, a 
weave of white, crimson and blue blends with the new fuschia exteriors. Beige, cordovan, 
dove grey and shamrock green harmonize with the new bronze. Colors may be combined in 
almost infinite variety to harmonize or contrast with...or exactly match...the exteriors of 


today’s smart new cars. 


Fabrics woven with Enka’s new high-tenacity Jetspun may be seen—right now—at America’s 


leading mills. 


Write or phone us for further information about Enka’s unbeatable new combination. 


wine, Ce 


206 Madison Avenue, New York 16,N. Y. MU 9-0510 « 428 Jefferson Standard Bldg., Greensboro, N.C. + 2001 Industrial Bank Bldg., Providence, R.1 


makers of rayon and nylon for textiles and industry 
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British Tractor-Trailer— 


Jensen Motors, Ltd., West Bromwich, England, offers two types of vehicles—the 
Jen-Tug four-wheeled, short-wheelbase tractor which, coupled to a semi-trailer, forms 
@ maneuverable outfit, and the JNSN lightweight diesel chassis. The tractor is powered 
by a 2.2-liter diesel engine developing 55 brake horsepower at 3,500 r. p.m. Overall 
length is 19 feet, 8 inches. 

Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Sports Cars Offer Profit .. . 








Modern Tools Pay Off in Shop 


(Continued from Page 33) 


graduates into the retail automo- 


rather than expendable items that | tive service field. 


should be written off on the basis 
of a seven-year average at least. 

Frazee said that under present 
conditions, dealers must assume 
most of the burden of training me- 
chanics. There is a dire need for 
more experienced mechanics in all 
sections of the country and it ap- 
pears that most dealers are not 
stepping up to their responsibility 
in this training program, he said. 

+ + * 

— factory service departments 

can aid the dealer greatly in 
his mechanic training program by 
furnishing him with many training 
tools, by actually training dealer 
mechanics on new products and by 
holding refresher courses. 

But because of the variance in 
local conditions, the dealer must 
bear the brunt of the initial train- 
ing program or the indoctrination 
of trade and vocational school 





However, Frazee is convinced 
that much more standardization 
in the training of new mechan- 
ics is essential if all dealers are 
to get the most from their me- 
chanic training programs. Far 
too often, he feels, dealers don’t 
know what is needed in the way 


Safety to Be Keynoted 


At ‘Maniacs’ Conclave 

DETROIT.—Auto Maniacs of 
America, motor hobby group, will 
keynote safety at its seventh annual 
convention here Oct. 30 at the Ho- 
tel Detroiter. 

Guest speaker will be John Cum- 
mings, director of transportation 
research for the Automobile Manu- 
facturers Assn. His topic will be, 
“Why Careful Drivers Have Acci- 
dents.” 





Your trade wants batteries 
that give 20% faster cranking 


That means batteries with 


MICROPOROUS 
Rubber Separators? 
















UNITED STATES.RUB 


We re 
Electrical Wire and Cable Department «+ Rockefeller Center, New York 20, N. Y. 


power in cold weather. 


A battery equipped with U. S. Peerless® 
Microporous Rubber Separators has power 
to spare in frigid weather. Even when the 


15% lower electrical 


temperature is zero, Peerless Separators de- 
liver 10% more power and 20% faster 
cranking speed. That’s because Peerless has 


resistance than ordi- 


nary separators. This means greater battery 


capacity. Peerless Separators also have other 
big advantages: they are unaffected by over- 
charging, heat, battery acid or plate pres- 


sures. They will not get mushy or soft and 
will maintain their original toughness 
throughout battery life. 


Make sure the batteries you stock and sell 
have Peerless Rubber Separators. They 
guard batteries against premature failure, 
save you the nuisance of replacement, and 
increase your profit per unit. 











of training young men who have 
expressed a desire to learn the 
automotive service trade. 

W. V. Dyke, manager of distri 
bution sales, Blackhawk Mfg. Co 
was elected chairman of the Insti 
tute for the coming year. On his 
committee are Jack F. Spaulding 
vice-president, Black & Decker 
Mfg. Co.; James D. Lodwick, vice- 
president, Curtis Pneumatic Ma- 
chinery Division, and Henry M. 
Kidd, vice-president, DeVilbiss Co. 

Alternates are F. L. Bredimus, 
president, Globe Hoist Co.; J. F 
Corkery, sales promotion manager, 
Thor Power Tool Co., and J. L. En- 
gels, vice-president, Walker Mfg 
Co. 


Insignia Adopted 
For Tri-State 
Parts Exhibit 


NEW YORK.—With the adver- 
tising program for the Tri-State 
Automotive Exhibit in full swing, 
the board of directors has adopted 
an Official seal which features the 
slogan “Let’s Go! Let’s Show! Let’s 
Sell!” 

The exhibit is scheduled for May 
19-22, 1955, in Kingsbridge Armory, 
New York. Headquarters have been 
established in the Empire Hotel, 
Broadway and Sixty-third St., New 
York. 

According to Irving Levine, 
board chairman and president of 
Academy Auto Parts, participating 
jobbers are being constantly added 
and they include: 


Academy Auto Parts, Yonkers, 


.N. Y.; AA Brake & Clutch Service, 


Paterson, N. J.; Automotive Brake 
Co., Hackensack, N. J.; Automotive 
Supply Co., White Plains, N. Y.; 
A & T Auto Parts, Inc., Long Is- 
land, N. Y.; Automotive Electric 
Service, New York; Ben’s Auto 
Parts, Bronx, N. Y.; Clinton Square 
Auto Parts, Newark; Commercial 
Auto Maintenance, New York; 
Crosstown Auto Parts, Bronx; The 
Durham Co., New York. 


Economy Auto Supply, Newark; 
Eveready Motor Equipment, 
Brooklyn; Irving G. Farmer Co., 
Irvington, N. J.; Charles Friedman 
Co., Bridgeport, Conn.; General 
Auto Appliance Co., Bronx; Globe 
Motorists Supply Co., Mt. Vernon, 
N. Y.; Grinold Auto Parts, Hart- 
ford, Conn.; Haledon Auto Parts, 
Haledon, N. J.; Howell-Trieber, 
Inc., Brooklyn; Island Enterprises, 
Inc., West Hempstead, N. Y.; A. 
Jacoby & Sons, Inc., Brooklyn; 
Jersey Distributing Co., Inc., Pas- 
saic, N. J.; King Auto Parts, Inc., 
Hohokus, N. J.; K & G Auto Parts, 
Inc., Brooklyn. 

Kaufman Auto Supply Co. 
Brooklyn; Kaplan Distributing Co., 
Ine., Bronx; Kahn’s Auto Supply, 
Bronx; Leonard Auto Supply Co., 
Brooklyn; Lehr Distributors, Inc., 
New York; Miller Auto Supply & 
Equipment, New York; Mt. Kisco 
Auto Parts, Mt. Kisco, N. Y.; C. 
Neville & Co., New Hyde Park, 
|. a 2 

Official Distributing Corp., 
Bronx; Peskoe Co., New Bruns- 
wick, N. J.; Riverdale Auto Parts, 
Riverdale, N. J.; Suburban Auto 
Supply, Tuckahoe, N. Y.; Sydan 
Equipment Co., Brooklyn; Sapiro 
Auto Parts, New Brunswick; M. 
Schaeffer Co., Bronx; Thyssen Mo- 
tor Parts Co., Union City, N. J.; 
Wheels, Inc., New York; John A. 
Van Genderen, Paterson. 


Booklet on Tax Changes 


Given MEWA Members 


CHICAGO. — Motor and Equip- 
ment Wholesalers Association has 
issued to its members a booklet, 
entitled “New Provisions Revenue 
Code of 1954 Highlighted. 

The booklet, in digest form, gives 
an explanatory summary of the 
new tax provisions. 


Thiebeau Sells to Subler 


Chalmer Thiebeau has sold his 
interest in Thiebeau-Subler Aut» 
Sales (Ford), Versailles, O., tv 
Kenneth and Basil Subler. Th 
name of the dealership has bee: 
changed to Subler Auto Sales, In: 
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How Automobile Dealers 


MAKE BIG PROFITS 
with Carlife Guaranty 





OHIO DODGE DEALER 


NETS $13,431.00 IN 5 YEARS! 





Mr. DiNovo in his modern showroom. 


Facts speak for themselves! When aggres- 
sive, wide-awake dealers like Michael A. 
DiNovo, Owner of .Pietro DiNovo & 
Son Dodge-Plymouth Agency, get be- 
hind a superb program like Carlife, the 
results are amazing. But let Mr. DiNovo 
tell you the story himself! 


Mr. DiNovo writes, “On a basis of gross 
profit on investment, it is the best buy 
we have ever made, as the following 
figures clearly show! 


Total sales, 1097 Carlife 








ere $27,910.00 
ONE Or MOE. 6 55 4.65.0:3.0483 1,282.00 
GROSS PROFIT............ $26,628.00 

DISTRIBUTION OF GROSS PROFITS 

Customers’ claims ......... $ 6,997.00 
Reserve for further claims... 6,200.00 
Transferred to net profit..... 13,431.00 
Wee Mhedeesceees ii aiaelaca'e . -$26,628.00 


“Another side of the story is the improve- 
ment in our service operation due to the 
steady volume of Carlife customer busi- 
ness, as shown by the following table. 


CUSTOMER LABOR 


TOAD. coccccccccccccccces $63,791.00 
1950... ccccccccccccccccees 68,595.00 
TOST . nc cccccccccccccccccs 85,240.00 
T9SZ. wc cccccccvcccccccces 83,954.00 
VOSS sc cccccscvccescvcces 91,493.00 


“The above facts speak for themselves. 
We feature Carlife in our advertising, in 
newspapers, and in our radio broadcasts. 
We know it will serve other dealers, as 
well as it has served us.” 


Yes, the facts do speak for themselves! 
Why don’t you take advantage of a pro- 
gram that can do all this for you. Don’t 
delay .. . write today! 





Note spacious, modern quarters housing Pietro DiNovo and Son, Dodge-Plymouth Agency. 


Read what other Dealers say... 


Motor Twins, Inc. —Ford 

Wilkes-Barre, Pennsylvania 
“With almost five years of Carlife experience, we have found it to 
fulfill our needs most adequately not only from the stand-point of a 
sales tool, but also as a service builder.” 


Lebanon Lincoln Mercury 

Lebanon, Pennsylvania 
“We have found Carlife is a wonderful aid in selling new cars 
inasmuch as people know that the normal factory warranty is only 
90 days or 4,000 miles, and realize that a car has to be pretty 
good to be guaranteed for 2 years or 25,000 miles for only $25.00." 

Logan Motor Company—Ford 

Washington, D. C. 
“Over the past four years, we have been constant users of Carlife 
on both new and used cars. During this time, our sales of the Guaranty 
have averaged over eight hundred per year.” 

Brubaker Motors, Inc. —DeSoto-Plymouth 

Lancaster, Pennsylvania 
“From the date of its inception, we found Carlife to be very bene- 
ficial in helping us close new and used car sales.” 

Joe Pistocco Auto Service, Inc. —Cadillac-Pontiac 

Wichita Falls, Texas 
“On all of our current model cars, 92% of Carlife owners are 
coming back regularly for service. On all Carlife policies, we have 
62.7% returning regularly for service.” 


Jerry McCarthy Chevrolet Company 

Detroit, Michigan 
“It is our considered opinion that the plan itself has resulted in a 
considerable increase in customer labor sales. We also feel that 
Carlife has helped eliminate many seasonable ups and downs so 
naturally associated with the automobile business.” 

Steve Hicks, Inc.—Lincoln-Mercury 

Grand Rapids, Michigan 
“Books could be written on examples of customer satisfaction, but 
in the end the only question is—‘Does it make money for us?’— 
and we feel... Carlife . . . makes not only money but satisfied 
customers as well.” 

Floyd Rice—Ford 

Detroit, Michigan ; 
“In today’s market, profitable new car ‘deals’ are at a premium, 
but having Six Thousand ‘Carlife’ Customers to draw from, we have 
a distinct advantage.” 

Harold Dietrick, Inc. —Buick 

Wayne, Michigan 
“We highly recommend Carlife to any dealership not now using 
the plan.” 

Clark Auto Sales, Inc.—Pontiac 

Detroit, Michigan 
“We attribute much of our service success to the Carlife Program 
and we do not hesitate to recommend it to all dealerships.” 

Ernie Bell, inc.—Lincoln Mercury 

Royal Oak, Michigan 
“We recommend Carlife as the best known method of increasing 
service and parts sales, not to mention its ability to satisfy the 
customer, or that it is another means of income.” 


Fill out the coupon today, or clip it to your letterhead and send it 
on to us. We'll send you full particulars about how you too can 
use this amazing plan to increase your customer good will, and 
your profits. Naturally, there is no obligation! 


The CARLIFE GUARANTY CO. 


16501 Wyoming, Detroit 21, Michigan 
Telephone: Diamond 1-2388 


Tell us, without cost or obligation, all about the Carlife Profit Story: 


Name of Dealership 





Name Title 
Make of Car. 

Address. 

iiiicictisidevstnnincaishiemnienenionpininge State. 
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the “do-it-yourself” trend among 
car owners, it was reported. That 
is particularly true of the less 
complicated replacement jobs. 
Otherwise, motorists use the 
services of dealer service shops 
or independent garages for in- 
stalling rebuilt parts. 
to 10 years of age are in use this|ity and industry of the rebuilder ama Gasisen oh iat serene 
year. has greatly changed the merchan-| instructor, Raybestos - Manhattan, 
“In the postwar production up- | dising practices of several auto-|tnc.; Robert Grubb, of Grubb & 
surge,” he said, “the number of | ™otive products,” said Riser. “One| peterson Advertising, and John 
older passenger cars declined |0°f the latest of these is brake lin-| ty,7¢jhurstm, of Stevens, Thurow 


Rebuilt-Parts Boom 


National Convention Told Economic Conditions 
‘Made to Order’ for Increased Sales 


(Continued from Page 33) 





steadily from 1946 to 1952. The | ings and shoes.” 
trend was reversed in 1953 and 
will rise steadily from now on. 


A new and vigorous segment of 
the rebuilt-parts market lies in 


& Associates, sales and personne! 
consultants. 
The program included clinics on 


In 1955, the number of five to 
10-year-old cars will total ap- 
proximately 18,435,000 and by 1956 


engine rebuilding, clutch, automatic 
transmissions, carburetors and fuel 
~ er: pumps, distributors and voltage 
“eae an ee Se ae Show Dip in Canada regulators, water pumps and master 
a. rebuilders estima’ a cylinders, generators and starters 
more than 900,000 rebuilt engines ianieapteten hee "Habilitios > and bonded brake shoes. 
will be installed in 1954. This year’s| g997 999 in the retail automotive | Automatic transmissions offer a 
rebuilt parts volume will also in-| trade of Canada during the first |vast and continuing market for 
clude a potential of about 40 mil- half of 1954, compared with 19 parts rebuilders, D’ Andrea reported 
lion brake units and more than 30 such failures with liabilities of More than 10 million automatic 
million clutch facings. $518,000 in same period of 1953. | transmissions are now in service, 
The quality and service of rebuilt The wholesale automotive trade | he said, and the number will rap- 
parts is continually improving 48| accounted for two bankruptcies | idly increase in the months ahead. 
the market gets more competitive,| in the first half of 1954, against | A multimillion-dollar export busi- 
none in this period of 1953. ness in rebuilt parts has been de- 
veloped in recent years, the con- 





Retailer Bankruptcies 





Dodge Pickup Undergoes Endurance Test— 


This Dodge half-ton pickup truck, powered by the Power-Dome 145-horsepower V-8 
engine, is shown on the Chrysler proving grounds as it nears the end of a 50-day 
endurance run, during which it traveled 50,198 miles. It is believed to have set a 
world endurance record for continuous operation of a truck without mechanical adjust- 
ments or failures. The test was equivalent to four years of normal use, it is said. 
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Wondering how new-car and truck production and sales are making out? AUTOMO- | sneakers said. 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
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automotive industry, every week throughout the year. 


“Our Paint Shop volume 
keeps two DeVILBISS 
Spray Booths busy” 


Two hundred paint jobs a month! 
Twenty-five cars refinished! That's 
the kind of volume the Jordan 
Buick Company, Grand Rapids, 
Michigan, handles in their 


; DeVilbiss Paint Shop. 


It’s a highly profitable operation, 
too. Only 6 out of 37 service 
employees are in the bump and 
paint shop, yet they account for 
35% of total labor sales. It’s an- 
other case where this department 
carries a major share of service 
absorption. 

“Doc” Walters, foreman in the 





Jordan Buick Company, Grand Rapids, Michigan 


body shop, reports, “Our two De- 
Vilbiss spray booths are a ‘must.’ 
We turn out high quality jobs fast. 
Dust or dirt are never a problem. 
The lighting is excellent. And our 
booths passed the city fire inspec- 
tor’s rigid requirements with flying 
colors.” 

Art Jordan of Jordan Buick has 
definite proof of the profit potential 
in car refinishing. He promotes their 
facilities on radio, in newspapers 
and by direct mail, knowing their 
DeVilbiss Paint Shop can handle 
the large volume with ease. 








Painter John Williams prefers DeVilbiss spray guns 


THE DEViLBISS COMPANY, Toledo, Ohio 
Barrie, Ontario * London, England ¢ Santa Clara, Calif. 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 


“In the past 10 years, the ingenu- 





“Doc’’ Walters, 
Body Shop Foreman 


If you have the same hard-hit- 
ting outlook, but lack the equip- 
ment needed to realize full profit 
possibilities, call your DeVilbiss 
jobber now for immediate help. 
He'll give you all the information 
you need on DeVilbiss spray booths, 
spray equipment, air compressors, 
drying ovens, hose and connections. 
He can help you plan your paint 
shop, too. His name and number 
are in the Yellow Pages of your 
phone book. 





Air Compressors 


Hose and 
Connections 


Spray Guns 





Spray Booths 


FOR BETTER SERVICE, BUY 


DeEVILBISS 





ventioners were told, with the re- 
juvenated products going to Eu- 
rope, Asia, South America and 
Africa. 


New Yorkers Told 
About Mechanic 


Training Program 


EW YORK.—Adolph Schnur- 

macher, president of East Side 
Chevrolet, outlined a program to 
provide more trained mechanics 
for New York State dealers at the 
fall meeting of the Society of Auto- 
motive Service Managers here. 

Schnurmacher, who is chair- 
man of the Automotive Educa- 
tional Commission, said that ex- 
tensive research into the entire 
scholastic program of local vo- 
cational schools would have to be 
made. 

At present, he said, about 15 
“feeder schools” act to channel the 
talent into one large automotive 
vocational school. The commis- 
sion’s investigation may show the 
need for heavier concentration on 
automotive topics, he said. 

Bo * * 

TT survey will include what is 

needed to modernize vocational 
school curriculum as well as the 
equipment, training and teaching 
methods. Such a program will call 
for the cooperation of factories, 
dealers, dealer groups, and other 
organizations such as SASM, 
Schnurmacher said. 

Another hurdle to be cleared is 
the union question, he said. Many 
union contracts will have to be 
revised, he said, and many ques- 
tions settled between unions and 
dealers in order to permit the 
hiring of trainees from the 
schools. This can be worked out, 
however, at the proper time and 
place, Schnurmacher said. 

Several service managers at the 
meeting attested to the ability of 
graduates of such vocational 
schools. 

The meeting also heard informa- 
tion on the new semiannual inspec- 
tion law from F. White, assistant 
to the New York commissioner of 
motor vehicles. 


Hot Tip 


°55 AC Spark Plug Offers 


New Insulator 


FLINT.—The 1955 line of AC 
spark plugs for all cars will be 
the “hottest” on the market, re- 
ports Edgar H. Francois, sales 
manager of replacement products 
for AC Spark Plug division of Gen- 
eral Motors. 

“The most outstanding feature 
of our 55 line,” said Francois, “is 
a ‘hot tip’ insulator. To the motor- 
ist, this means far superior engine 
performance, longer spark plug life 
greater gasoline economy, and les: 
harmful deposits.” 

The “hot tip” was described b} 
Francois as “a recessed insulato: 
tip with a maximum amount 0’ 
space, or turbulent area, between 
|the insulator and shell.” Othe: 





patented features of AC’s 195° 
|spark plug line are copper-glas: 
| seal and heat-sealed construction. 
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i age Market Awaits... . 





Vinterizing Nets Cash 
For Alert Dealers 


(Continued from Page 33) 


to the fall changeover business.” 
Dealers must compete vigorously 
with the oil company outlets, 
which are continuing to grab off 
a larger part of service and parts 
sales through effective merchan- 
dising and competent work 
standards. 

Many gasoline stations are run- 
ning specialized programs on one 
phase of winter preparation, and 
effectively selling a complete win- 
ter tuneup when the customer 
brings in his car. 

* + + 

NE major oil company has re- 

leased a guaranteed antifreeze 
program this fall, based on a free 
refill of antifreeze in the event that 
the radiator check falls below the 
specified temperature for the area. 
Permanent type antifreeze only is 
used. 

The “package” includes proper 
preparation of the radiator, 
hoses, fan belts, etc. When the 
customer pays his bill, he is 
guaranteed of no-freeze protec- 
tion for the rest of the winter. 
The customer can have his 
radiator checked at any time, 
and if found below the specifica- 
tion, antifreeze is added “on the 
house.” 

There is very little winterizing 
service needed for power equip- 
Ment on late model cars, the fac- 
tories say. If service is carried out 
on a mileage basis as prescribed 
by the factories, no special fall or 
summer service is needed. 

Air conditioners, according to 
the manufacturers, are simply 
turned off in the winter time. 
Periodic examinations on power 
steering, power brakes and auto- 
matic transmissions to check the 


Rich Opportunity 
Envisioned for 


Service Stations 


MEMPHIS. — “Opportunities 
richer than any of us dreamed of 
when we first started in this busi- 
ness” lie ahead for the nation’s 
service stations, jobbers and TBA 
manufacturers, according to James 
B. Lightburn, general sales man- 
ager of the after-market division, 
Purolator Products, Inc. 

Speaking at a convention of the 
Tennessee Oil Men’s Assn. at the 
Peabody Hotel here, Lightburn 
graphically demonstrated the 
steady rise in both national income 
and in consumer expenditures for 
gas and oil. 

The American public is now 
spending $166 for gas and oil for 
every $100 it spent in 1947, he said. 

“Contrast this to distilled spirits, 
which have dropped to 92, legiti- 
mate theater to 84 and professional 
baseball to 76. The only purchases 
which have risen as fast as gas and 
oil are for amateur photography, 
which now stands at 164,” Light- 
burn said. 

Since tires, batteries and other 
accessories are generally sold in 
direct ratio to gas and oil, the 
profit picture for these items is also 
at an all-time high, he said. 

Predicting sales records for 1955, 
Lightburn said that “the golden 
rewards are for those who bear 
down on strong aggressive selling 
and merchandising; on factory-job- 
ber-dealer cooperation; on educa- 
tion of salesmen and dealers, and 
on full stocks and full staffs.” 


Knoxville Firm Named 


Distributor for Heil 

MILWAUKEE.—Knoxville Struc- 
tural Steel Co., Inc., 301 Morelia 
Ave. N. E., Knoxville, Tenn, has 
been named distributor of Heil 
truck bodies and hydraulic hoists 
by W. A. Carlson, body and hoist 
division sales manager of Heil Co., 
Milwaukee. 

The Knoxville company will han- 
dle Heil sales in Tennessee east 
and north of and including the 
counties of Scott, Fentress, Cum- 
berland, Bledsoe, Rhea, Meigs, Mc- 
Minn and Monroe. 





oil level and make necessary ad- 
justments is all that is required 
for satisfactory performance. 

o * * 


a among the items for 
fall service profits are checks 
on cooling systems, batteries, 
lights, tires, exhaust systems, 
springs, windshield wipers and 
washers, fan belts, grease and oil 
changes, repacking wheel bearings 
and universal joints, and distribu- 





tor and spark plug checks. 


Battery manufacturers are em- 
phasizing the fact that batteries 
are carrying an increasingly 
heavy load of power accessories. 
Battery service is more neces- 
sary than ever before, and new 
battery sales this fall should 
reach near-record levels. 
Deposits in the cooling system 
and water side of engines are 
becoming more troublesome as 
compression ratios and horsepower 
ratings continue to climb. Rust and 
mineral deposits in the engine 
block can cause “hot-spots” on the 
cylinder walls which result in pre- 
ignition and hot engines. These hot 
spots are a major cause of bearing 
failure. 

Effective anti-corrosive agents 
are available which will cut down 
corrosion in the block, and many 
outlets are merchandising these 





materials as part of winter prep- 
aration service. @ 
* a * 
EALERS should be sure to 
stock a sufficient line of fan 
belts to meet the expanded fall 
market. Faulty and “stretched out” 
fan belts are often the real cause 
behind generator, battery and volt- 
age regulator failures. 


Several million car owners are 
in the market for new tires this 
fall, according to the NADA 
newsletter. Competition for the 
business is fierce, NADA said, 
but many establishments are 
selling tires very profitably today 
because of observant “lube” men. 

Tire manufacturers say that the 

tire market this fall is bigger than 
ever before, and that proper mer- 
chandising on a local basis will 
make tires a source of quick extra 
profits. 


ATLAS Picks-up WORLD of 


Atlanta Sales Chief 
Named by Ford 


DEARBORN. — Harry B. King 
has been appointed manager of the 
Atlanta sales district of the Ford 
division, according to C. E. Bowie, 
assistant general sales manager for 
field operations. 

King will supervise sales and 
service operations in parts of 
Georgia, Alabama, Tennessee and 
North Carolina. ist 

King formerly was assistant man- 
ager of the Jacksonville (Fla.) dis- 
trict. He joined Ford in 1934. 





Bartlett to Repair Firm 
Bartlett Buick, Inc., 2955 Main 
St., Buffalo, has filed plans to make 
repairs to its building. Estimated 
cost is $2,900. 


WRECKS 





with Fleet of 12 HOLMES UNITS 
x »\ 


Walter Cahill, proprietor, Atlas Tow 
Service, San Francisco, Colif., started 





his Company in 1920 with 2 tow trucks. 
Since then, he has built up his equip- 
ment and business until today he oper- 
ates a modern fleet of 12 HOLMES 
WRECKER units handling more than 
36,000 calls per year. Atlas’ fleet in- 
cludes 2 Heavy Duty models for large 
trucks and tractors, 10 medium size 
wreckers for passenger cars and a light 
pick-up truck for utility work. All mobile 
equipment is radio-dispatched and is an 
intricate part of a short wave radio sys- 
tem that handles National Automobile 
Club emergency service in San Francisco. 








36,000 ‘‘Calls’’ Handled in 12 Months 


There is no ancient myth about the fact that Atlas Tow Service is today 
picking up a world of wrecks in the San Francisco area. This firm, with a fleet of 
12 HOLMES WRECKER units has, over a 12 month period, answered calls for 
emergency road service a total of 36,000 times . . . an average of over 3,000 per 
month or approximately 100 wrecker calls every 24 hours. The development of 
such a successful business shows what one good operator can, and is doing with 
modern HOLMES WRECKERS. 


There are many throughout the nation who are profitably using a fleet of 
Holmes Wrecker units. The fact that experienced operators who know road 
requirements best, use Holmes Wreckers exclusively, shows how Holmes Equip- 


ment is regarded by those who are handling the bulk of today’s road calls. See 
your jobber or write factory direct for details on the new Holmes models. 


ERNEST HOLMES CO., Chattanooga, Tenn. 
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New Program idea Ever 13 


© aur iSNEV : 


PRODUCTIONS 
| 
| 


The Greatest All-Family 
| 
Entertainment in TV History! 


| 


figs most talked-about, most eagerly-awaited new television 
show of the year is coming — and it will be sponsored by 
Hudson dealers and Nash dealers. | 

It is prophetic, we think, that Arierican Motors should have 
for its first corporate television program this completely new 
kind of entertainment aimed at the whole family in 30,000,000 
television homes. 

To these homes, American Motors will ben the news that it is making 
as a dynamic new force in the automobile industry. Each week millions : ten 
will see the new ideas . . . the new values . . . the new kinds of cars that became real—out of the greatness = America's past. 
American Motors will be introducing for 1965 end for the years to come. 

The addition of the tremendous selling power of television is just one facet 
of the over-all advertising and promotion program that is intended to win 
an ever-increasing share of the market for Nash and Hudson. Every Hudson 
dealer and every Nash dealer will continue to enjoy the support of outstand- 
ing advertising in newspapers, magazines, radio, outdoor posters—and all 
the other effective media, 

Don’t miss the premitre of “Disneyland”, Wednesday, October 27th. 
Everyone else will be there! 





EVERY WEEK SEG tags yg 
STARTING | rns tie ace rea ea 
WEDNESDay, | 
; Adventureland! 
OCTOBER 27th 


Strange people, far away places, unusual 
creatures and things . . . fascinating and 
intimate facts from nature—like ‘‘Living 
Desert’’. . .““The Underseas Story”. . . 
entertainment for all ages. 


115 STATIONS 
ABC-TV NETWORK 





SPONSORED 





a 


resents the Most Exciting 


3r scught to Television! 
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 @2 Academy Award 





Most honored name in motion pictures, Walt 
Disney has been awarded 22 Academy Awards— 
four of them in the past year alone! His fabulous 
appeal will be working for Hudson and Nash 
dealers every week this coming year. 






Ww 





Fantasyland! 


The fabled characters known and loved by 
160 million Americans—‘“Peter Pan’’. 
‘Pinocchio’. . .““Mickey Mouse’’. . .“‘Uncle 
Remus and Brer Rabbit’. . .“‘Robin Hood” 
. . .““Cinderella”. . .““The Arabian Nights’’ 
and many new ones, too! 


RS AND 








Already Walt Disney’s forthcoming pic- 
ture, “20,000 Leagues Under The Sea’’, 
has been featured by LIFE, LOOK and 
other magazines. The papers are full of 
speculation about Disney’s new television 
program because the whole country is 
avidly interested in every new Disney 
venture. Constantly branching out in new 
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ayer 
i 
4 





fields, constantly seeking new worlds to 
conquer, constantly achieving new tri- 
umphs, the magic of the Disney name is 
‘sure box-office’. And today, millions are 
eagerly awaiting the first Disney tele- 
vision show—millions who will see and 
hear the news about Nash and Hudson 


week after week after week 
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, _Sharp’s Safety Efforts 
Focus on Individual 


By Gerhardt Neumann 
Staff Writer 
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Virginia Automobile Dealers 
Assn., Sharp has taken the lead 


dynamic personality of J. E.| im many community-wide efforts 


ij I Sharp is well known to resi- 
| dents of the Beckley (W. Va.) area. 


He has done more 
than any other 
man there to 
make people safe- 
ty conscious and 
to extend the idea 
to all levels of 
the community. 
For this reason, 
Automotive News 
has selected 
Sharp, president 
of Raleigh Motor 
Sales, Inc. (Pon- 
as the dealer of the month 


i 4, E. Sharp 
| tiac), 
and recipient of its safety plaque. 


As chairman of the Beckley 
Civitan Club’s safety committee | tant than any legislative action. 


and safety chairman of the West 





to popularize the safety idea. 
Besides the organization of safe- 
ty check lanes, Sharp also has 
served on the roadeo committee of 
the West Virginia Motor Truck 
Assn. to further the safety inter- 
ests of truck drivers. 
* “a om 
As’ SECRETARY of the Raleigh 
County chapter of that organi- 
zation, he has organized local meet- 
ings and also taken up unsafe road 
conditions with the authorities. 
At the White House Safety Con- 
ference in Washington earlier this 


year, Sharp represented the dealers | “ 


of his state. 
Sharp firmly believes that 
driver attitudes are more impor- 


He insists that safety is a per- 





sonal problem which can be solved 
satisfactorily only if the individual 
motorist recognizes his responsi- 
bilities. 


* * * 


by law-making or law enforce- 
ment,” he says. It must be pre- 
sented to the public so as to be at- 
tractive to the individual and to 
instill the motorist with a feeling 


LAB-PROVED 


No mystery about it! Purolator out- 
performs all other makes .. . is the best 
buy for engine-saving economy. 


See for yourself! Replace every job 
that comes in with a Purolator Micronic*. 
Your customers will like it... You’ll build 


a steady business. 
PUROLATOR PRODUCTS INC. 


What’s more, road tests in trucks and 
buses and in individual passenger cars, 
back up the laboratory tests. 


PurOlator 


Volk inest OF“. FILTER 




























° 
*Reg. U. S. Pat. Off. 





AFETY cannot be established | 


of moral obligation toward his fel- 
low men. 

However, Sharp recommends 
some legislative acts that would 
help attain this goal. 

Among them are compulsory in- 
spection of vehicles; renewal of li- 
censes by examination at periods of 
not more than five years, and elim- 
ination of slow and erratic driving 
on main highways. 

In addition, Sharp is a supporter 
of the movement for a uniform 


traffic code in all states. 
* * * 


Drastic Measures 
Urged in Ottawa 


Some of Ottawa’s downtown 
buildings will probably have to 
come down to make parking space 
available, Bill McGrath, traffic en- 
gineer, told the Lions Club. 

Almost twice as many drivers 
want to park their cars downtown 
as can find space. Such conditions, 
he said, result in the creation of 
shopping centers in the outskirts, 
drawing business from downtown 
area. Space must be made avail- 
able or downtown business places 
which pay one-third of the tax bill 
will collapse, he said. With half the 








Rahway, New Jersey and Toronto, Ontario, Canada 











cars in the province competing with 
each other for space on city streets, 
McGrath said, “Is it any wonder 
that our streets are choked with 
traffic?” 


Safe-Driving Day 
Set to Dramatize 


Drivers’ Duties 


The President’s Action Commit- 
tee for Traffic Safety, of which 
Adm. H. B. Miller is director, has 
named Dec. 15 to be S-D Day—Safe 
Driving Day. 


It is proposed that on S-D Day 
all motorists and pedestrians join 
in a pledge to do their utmost, not 
only on that occasion but also in 
the future, to help reduce traffic 
accidents, and make that 24-hour 
period at least completely free of 
injuries and fatalities. 

An intensive education program 
is ready for release in advance of 
S-D Day, Miller said, but the plan 
at the moment was being held in 
abeyance awaiting the green light 
from the President. 

The presidential flash would be 
in the nature of a dramatic call to 
every citizen to join in making the 
goals of the President’s Action 
Committee a reality. 

. 


Traffic Society 
To Meet Oct. 29 


The American Society of Traffic 
and Transportation will hold its 
ninth annual meeting in Washing- 
ton Oct. 29. Current problems in 
the transportation field will be dis- 
cussed by industry and Govern- 
ment officials. 

Dr. Arthur Flemming, director of 
the Office of Defense Mobilization 
and a member of the President’s 
Committee on Transport Policy, 
will be the principal speaker. 

The Interstate Commerce Com- 
mission will be represented by 
Commissioner Howard F reas. 

The ASTT is devoted to raising 
standards of knowledge and im- 
proving procedures in traffic man- 
agement, and to increasing the 
value of traffic management to 
industry. Its membership, which 
totals about 1,100, includes repre- 
sentatives of all forms of transpor- 
tation as well as shippers and 


public officials. 
* * * 


Safety Council Appoints 
Stewart General Manager 


Maj. Gen. George Craig Stewart 
has been appointed general man- 
ager of the National Safety Coun- 
cil, according to Ned H. Dearborn, 
president. 

Stewart, who is presently di- 
rector of the Office of Military 
Assistance, will retire from the 
Army Oct. 31. During World War 
II he directed transportation op- 
erations in North Africa, Southern 


France and the Western Pacific. 
* x + 


Safety Group Urges Sept. 30 


As Traffic Memorial Day 


The Automobile Safety Assn., 
Boston, has suggested that Sept. 
30 be declared Traffic Memorial 
Day, according to Arthur W. 
Stevens, president. 

It urges that state governors, 
mayors and school heads call for 
30 seconds of silent prayer at noon 
that the “scourge of auto accidents 
shall be lifted from our people.” 

* og * 


Electronic Device Regulates 
Traffic in Critical Zones 


An electronic device to reduce 
the speed of traffic in critical areas 
such as school zones, recreation 
areas or congested streets has been 
developed by Zonealarm Corp., 712 
E. 163rd St., Cleveland 10, O. 

An audible warning alerts driv- 
ers that they are exceeding the 
speed limit, tells pedestrians of en- 
coming traffic and publicly “warns 
violators. 


Fire Hits Wick’s 

Fire caused extensive damage t« 
the interior of Wick’s Motor Sales 
Co., Logansport, Ind. It was be 
lieved that spontaneous combus- 
tion from several oily rags near the 
grease rack may have caused th« 
fire. There were no automobiles 
near the flames. No official damag« 
estimate was made. 
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You're sure to score 
with MIRROR GLAZE. Wherever 


that car goes, it is an ambassador of good will for you. 





Whether on the highway or at home, it says to 


all who see it, “this is how beautiful a car can be, don't 


BANU Ye Cerevy 
7 ’ 
+ 


MIRROR you want one just like it?” Next stop—your showroom! 
| GLAZE | 
Remember, a polish job is visual evidence of the quality 
of your operation... the brilliance of a MIRROR GLAZED car is 


a reflection in your favor. 


MIRROR BRIGHT POLISH co. Eastern Division: Mirror Glaze Distributors, 


365 No. Foothill Blvd. Pasadena, California P.0. 6263, Washington, D.C.—Offices in other major cities. 





FINE AUTOMOTIVE, FURNITURE AND AIRCRAFT POLISHES SINCE 1901 
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ee 


presidents; Irving I. Katz, of East 
Boston, treasurer, and Jason Cas- 


D | D > ler, of Boston, secretary. ; 
eaier oin g S Samuel Dietz, of Springfield, 

Mass., was elected chairman of the ‘ 
board of directors. Newly-elected ; 


Robert H. Schiller, formerly sec-| tinue to operate St. Paul Buick | {rectors Wcre Samuel Mpevetty of 


retary-treasurer of Ed L. Schaefer,| Co., with Henry A. Kindler, pres- ° ‘ 

Inc. (Oldsmobile-Cadillac), Colum-| ent general manager, continuing ee i wae 

bus, Ind., has purchased the con-| in that position. Kindler also has | winiam Donle, of Taunton, Mass 

trolling interest of Schaefer. been elected a vice-president and | pooiected directors were Max 
Schiller, who now is president of | director of W. R. Stephens Co. Stone, of South Boston, Sidney 

the firm, said the company name | Pe aie Katz, of Boston, and Bowen. 

will be retained for an indefinite) Bernstrom Buys Interest e & 6 


period. ‘ Oscar Younggren has retired | Hollywood Ford Sells 32 Cars 





+ * 
: and has sold his interest in Young- ° 
Stephenes Buy Dealerships | gren-Miller Chevrolet Co., in Hal- To Oregon State Police 
. lock, Minn., to Paul Bernstrom. Hollywood Ford Co., Portland, 
In Minneap olis, St. Paul The firm was renamed Miller-Bern- |. Ore., was low bidder on 32 cars 
W. R. Stephens, president, and | strom Motor Co. Harry Miller is| for the state police. The bid was 





W. BR. Stephens jr., have pur- | the other partner. $338,130. 
wane the oe of oe A. 7 oe + * * Second lowest bid was $338,398 
er and his son, am . by Oregon City Motor Co. Val- 
Business Continues During Remodeling— N. Whitaker, in both w. R. | Yew England Tire Dealers ley Meter Ob, Salam, was tive 
Colonial Motors (Chrysler-Plymouth), Burlington, Vt., used an ingenious method of | Stephens Co. (Buick), Minneapo- Elect Voigt President with $40,971. All three are Ford 


construction of its new service center and used-car lot. The new building occupies lis, and St. Paul Buick Co. Louis F. Voigt, of New Haven,| dealers. 
part of the site of the old station, and in order to continue doing business, the old Whitaker has acquired Billings 
part was progressively cut away and boarded inside as the new building rose. The| Motor Co. (Buick), Billings, 
new station (left) is wedged 15 feet into the old structure which since has been de-| Mont., and will move there to 
molished. operate the firm. His son has 
nme | Purchased Midtown Motors, Inc. 
Wondering how new-car and truck production and sales are making out? AUTOMO- (Buick), St. Paul, which he will 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the operate. 
automotive industry, every week throughout the year. Stephen and his son will con- 


Conn., has been elected president Ts ae 

of the New England Assn. of Inde- Ralph in New Home 

pendent Tire Dealers. He succeeds| Ken Ralph Ford, Inc., has opened 

Gerald P. Murphy, of Auburn,| its new headquarters at 1177 Fair- 

Mass. port Road, Rochester, N. Y. The 

George Sikora, of Torrington, | firm, organized last November, for- 4 

Conn. and Milton F. Bowen, of|merly was at 1270 Fairport Rd. 

Holyoke, Mass., were named vice-| Kenneth T. Ralph heads the com- 
dealer in Twin Falls, Id., was suc- 


; pany while a brother, Glenn Ralph, 
F Pp f is vice-president. 
T D rts re 

cessful bidder when the City pur- 
ee 99 chased six new trucks. 
& The trucks, ranging from pick- 
ups to two-ton units, will be used 
ul on | ; freeze as replacements and additions. 
=e . = S 
" ' 
. Dealer's Beef 





* 


Reese Sells 6 Trucks 


To City of Twin Falls 
Bob Reese, Dodge-Plymouth 


Ey pie cha beret aaa antinan eeeeentatnecaded eineueteteeeceene ae el 





Spee Peacei a eacaasathey. pan <n a NS Nenad sao aah eee oa ache aa isdn edie adalat aa taeda, tages aan Reacanta ae 





ad announcing that the firm would 

aa as Oe oe Saree as downpayment on 

i le ah ate hd So Mangus made his proposition, 

4 , the dealer accepted and the trans- 
action was completed. 
* * * 


Honig, Ex-NADA Executive, 5 


Buys Calif. Buick Deal 


Appointment of Spencer T. 
Honig as a Buick dealer follow- 
ing his purchase of Wallace 
1 . : et Seay Tubeat left held ordinary anti-freeze with oil-type oo na tee ee 

< ae . < rust inhibitor. Tube at right held “‘Zerex.” Rust nard, Los Angeles zone manager. 
particles were added to both. Note how oily film Honig has taken over the 
makes rust cling to tube at left (just as it would ; premises, facilities and personnel 
gum up your cooling system). But see how clean of the retiring dealer at 9231 
the tube is that held Du Pont ‘“Zerex” with { Olympic Blvd., and the business 
special chemical rust inhibitor. will be conducted under the 
name of Beverly Buick Co. Joe 
Frink has been named vice-pres- 
ident and general manager. 

Engaged in the business since “ 
1921, Honig had been a distribu- 
tor and Nash dealer in Los An- 
geles for the last 16 years. 

Honig also was president of 
the Los Angeles Motor Car Deal- 
ers Assn. for three years and is 
a@ past president of the Southern 
California Motor Car Dealers 
Assn. Last year, he was Pacific 
Coast regional vice-president of i 
NADA. 


Frink has been associated with 
Honig since 1938, with the ex- 
ception of three years when he 
Was general manager of Hamil- 
ton Buick Co., Van Nuys, Calif. 
He entered the auto business in 
1919. 


* * * 
Giuffre Buick Opens 
In Springfield, Ml. 
Giuffre Buick, Inc., is the new 
Buick dealership in Springfield, Il. 


‘ k| f The firm, headed by Leonard J 
-_ sinieiemaiia a. 5 ¢ Giuffre, has a four-story building 


F ere ms at 208 E. Monroe St. The roof is 
i Du Pont’s stand 


i 

f 

§ 

} REG. U. S. PAT. OFF, : 

Ht : * _ 3 Florida Firm Takes Cattle 
t for winter-long protection against freeze-ups, rust and corrosion . As Downpayment 

i as 5 A Lakeland (Fla.) dealer has 
; ; eae ee dans Men who must know motors prefer Du Pont sold a car and for the downpay- 
a. ¥ PA “Zerex”’ anti-freeze. For instance, 88% of the ment on the deal he took six Brah- 
i starting drivers at this year’s world-famous Indi- man cows and calves. 

4 anapolis 500-mile race* use Du Pont “‘Zerex”’ in J. T. Mangus, a Florida cattle 
4 their own personal cars. Here’s one reason why : and citrus man, saw a newspaper 
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devoted to customer parking. 
P At its open house, orchids and 


against employee sales helps you! balloons were distributed. 
Bostian Marks 35th Year 


5: Att lames agement neensenatignster 


4 Du Pont sales policies are specific in op- lets. Du Pont and its wholesalers will not 


posing any practice that takes legitimate ‘‘pick the pockets’’ of their dealers by con- — As Missouri Auto Dealer 

profits away from the dealer. Consumer doning the practice of selling industrial ee Kenneth V. Bostian, president of 
businesson thesaleof‘‘Zerone”’and‘‘Zerex’’ outlets who resell “‘Zerone’’ and ‘‘Zerex’’ BETTER THINGS FOR BETTER LIVING an da we eta + age 
has been built through regular dealer out- at wholesale prices to their employees. . »» THROUGH CHEMISTRY year in the automobile business. 


Bostian began his automotive ca- 
(Continued on Page 45, Col. 1) 


WATCH NORMAN SPER’S FOOTBALL FORECASTS EACH WEEK THIS FALL ON YOUR LOCAL TV STATION 
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Doings 


(Continued from Page 44) 


reer in 1919 when he opened a Nash 
dealership. In 1933, he took over 
the Chevrolet dealership. 

In addition to being active in 
civic affairs, Bostian served as 
president of the Motor Car Dealers 
Assn. of Greater Kansas City in 
1943-44. Boa: 


Duffany Sells Dealership 


To Plumpton Oldsmobile 


The assets of Duffany’s Olds- 
mobile, Inc., 430 Factory S8t., 
Watertown, N. Y., have been 
purchased by the newly formed 
firm of Plumpton Oldsmobile, 
Inc. 

Officers of Plumpton are Ken- 
yon A. Plumpton, president ; 
Wesley A. Plumpton, vice-presi- 
dent, and Marcus W. Plumpton, 
treasurer. Floyd P. Duffany had 
operated the Oldsmobile dealer- 
ship since 1939. 

Plumpton Chevrolet, Inc., will 
continue in that line at 260 State 
St. The head of the corporation 
is Wesley Plumpton. Kenyon 
Plumpton will continue as vice- 
president of Plumpton Chevro- 
let. Marcus Plumpton is treas- 
urer of both corporations. 

s * * 


Hannah-Graham Purchases 


New Louisville Location 

Hannah-Graham (Dodge-Plym- 
outh), Inc., Louisville, has pur- 
chased a modern sales and service 
building and a used-car lot from 
Thurston Cooke (Ford) for approx- 
imately $500,000. 

Cooke formerly operated a Nash 
dealership on the premises sold to 
Hannah-Graham. Last year he ac- 
quired a Ford dealership in St. 
Matthews, a Louisville suburb. In 
recent months, Cooke had been 
using the establishment as a used- 
car sales and service center. 

k * * 


Rogers Named to Head 


Jewish Fund Drive 

Irving Rogers, head of Rogers 
Motor Co., Inc., (Dodge - Plym- 
outh), Brooklyn, N. Y., has ac- 
cepted the chairmanship of the 
automotive division of the 1954 
Joint Defense Appeal of the 
American Jewish Committee and 
the Anti-Defamation League of 
B'nai B'rith. 

Highlighting the industry’s 
drive will be a dinner at the 
Hotel Waldorf Astoria on Dec. 7. 


* * * 


Purchase of Building Triples 
Colyear’s Space in Spokane 


Colyear Motors Sales Co., Spo- 
kane, has more than tripled its 


space by the purchase of a half- 
block of land and a 40,000-square- 


foot brick building at price reported 
in excess of $100,000. 

Colyear Motor Sales, with head- 
quarters in Los Angeles, employs 60 
persons. Remodeling will cost an 
estimated $100,000. The building 
will be ready for use early next 
year. The company handles parts 
and accessories for cars, trucks 
and farm machinery. 

+ * * 


Follestad in New Home 


Follestad Motors (Nash), Ever- 
ett, Wash., has moved into its new 
building at 2515 Colby. 

a * * 


Fowler Gets Packard 


Fowler Motor Co., Everett, 
Wash., has been appointed a Pack- 
ard dealer. Harry Fowler is presi- 
dent of the company. Fowler Mo- 
tors also handles Studebaker. 

+ 7 + 


Chevrolet Honors Briggs 


For 39 Years of Service 


A. G. Briggs and Son (Chevro- 
let), Geneva, Ind. has been 
awarded a plaque in recognition 
of more than 25 years of service 
with Chevrolet. 

Briggs became a Chevrolet 
dealer in Geneva in 1915, or 39 
years ago, and is believed to be 
the second oldest Chevrolet deal- 
ership in the U. S. 

o* * 


* 


Grabski Takes Pontiac 


Walter Grabski, owner of a 
Dodge-Plymouth dealership in 
Cleveland, also has purchased a 
Pontiac firm from Ted and Al Lang 
for an estimated $100,000. Grabski 
will continue to operate his Dodge- 
Plymouth dealership until a new 
dealer is assigned. 

* * 


Harris Gets Nash Deal 


Metropolitan Nash, Pittsburgh, 
has acquired the franchise form- 
erly held by Forbes Murray Nash, 
now Forbes Murray Motor Co. 
(Lincoln-Mercury). New owner is 
Moxie Harris. 

* * x 


McKenzie Moves to W. Va. 


Robert P. McKenzie, formerly 
head of McKenzie Motor Co. 
(Studebaker), Toronto, O., now 
is head of McKenzie Motor Co. 
(Lincoln-Mercury), Weirton, W. 
Va. 


x * * 


Packard Dealer 25 Years 


Earle J. Locke, president of Locke 
Motor Co. (Packard), Inglewood, 
Calif., has celebrated his silver an- 
niversary with Packard. 

~ ~ ” 


Pannings Buy Deal 


Alfred Panning and his son, 
Larry, have purchased the Elling- 





New Directors of Wichita Zone Chevrolet Group— 


Officers for 1955 and a new board of directors have been elected by the Wichita 
Zone Chevrolet Dealers Assn., comprising Kansas and Oklahoma. Seated (from left) 
are J. D. Key, Guymon, Okla., director; A. G. Bertoglio, Medicine Lodge, Kans., 
director; Ray Hamlin, Blackwell, Okla., vice-president; P. J. Larsen, Ellsworth, Kans., 
President; Don M. Hattan, Valley Center, Kans., secretary-treasurer; E. L. Kight, Tex- 
homa, Okla., director, and L. R. Duckworth, Fredonia, Kans., director. Standing: F. A. 
Scheetz, Norton, Kans., director; F. A. Smethers, Eureka, Kans., director; A. C. Stephen- 
son, Independence, Kans., director; R. H. Tucker, Greensburg, Kans., director; Harold 
T. Melton, Belleville, Kans., director; Paul A. Mcintire, Wellington, Kans., director; Don 
Poorman, Dodge City, Kans., director; C. L. Lasater, Madison, Kans., director; J. W. 
Skinner, Clay Center, Kans., director; August Manweiler, Hoisington, Kans., director, 
and Robert M. Johnston, executive secretary. 





wood (Kans.) division of Davis- 
Child Motor Co. (Oldsmobile-Chev- 
rolet). The elder Panning will take 


charge of the business, while re-| 
taining his Ellingwood Locker| 


Storage Co. 


* * * 


Fidler Appointed 


William H. Fidler, formerly sales | 


manager of Tube City Motor Co. 
(Lincoln-Mercury), McKeesport, 
Pa., has replaced John H. Weber 
as manager of Kittanning-High- 
land Motors (Lincoln-Mercury), 
Kittanning, Pa., owned by Jud Sed- 
wick. 
+ + + 


Ford for Habermans 
Formerly an associate dealer- 
ship, the new Ford dealership at 
Zelienople, Pa., is L. H. Haberman 
& Son. M. L. Haberman is partner. 
* * * 


Dalton Becomes Owner 


Of Nelson Pontiac 


Elwood W. Dalton, former gen- 
eral manager of Scherman-Schaus- 
Freeman Co. (Studebaker), South 
Bend, has bought Nelson Pontiac, 
Inc., South Bend, from James 
Nelson. 


The new organization will be 








PARTS 
ee OEE. 





“So you don’t know the name, 
model, serial or style number of 
the part—but it’s so big and has 
a little flange on the end?” 





known as Dalton Pontiac, Ine. 
Stephen L. Lisek jr. is secretary- 


F.| treasurer; William F. Davis, sales 


manager; Charles L. Hein, used- 
car manager; H. P. McAlear, serv- 
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ice manager, and R. L. Cain, parts 


manager. 
* * * 


German Buys Ford Deal 
Central Motor Sales (Ford), 
Latrobe, Pa., which had been 
owned by William Frankel, has 
been sold to Robert German. The 
firm has been renamed German 
Motor Sales. 
, * + * 
Cuda Changes to L-M 
Frank P. Cuda, who has oper- 
ated Cuda’s Nash, Inc., Pittsburgh, 
since 1948, 
Cuda’s Lincoln-Mercury, Inc. 
* * * 


Rusterholtz Elected 
Jerome B. Rusterholtz, Syracuse 


auto dealer, has been elected chair- 
Lawrence | 
North-South Expressway Commit- | 


man of the Penn-St. 


tee. 
* * + 


Conley Buys Westboro 


Westboro Motors (Buick-Pon- 
tiac), Ottawa, has been sold 
Cecil Conley for more than $100,- 
000. Westboro formerly was owned 
by Sidney J. Anderson and had 
been established by his late father, 
Percy Anderson, in 1919. 





THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 








ee 


ECO ISLANDERS ana TIREFLATORS 





Remember tne tics: 


step in proper wheel alignment 


i) 


“BALANCED INFLATION 


OT Wa aa 4oli mei h a lel -talil acl elas 


sure 


in both tires in a matter of 


seconds. 





EVERY MINUTE SAVED ON THE JOB MEANS 


EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 


each week. 


Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you 
handy complete water and automatic air 
service right at your finger tips — with 
fully automatic hose retraction. 








FREE 

Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop ovipet. 


JOHN Woop COMPANY, Bennett Pump Division, Muskegon, Michigan 
Offices in Principal Cities 
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is now president of 





































































































































John B. Moore Corp., P. O. Box 3, 
Nutley 10, N. J. 

This compound, intended for 
heavy duty diesel and truck en- 
gine parts, contains new and less 
toxic chromate inhibitors which as- 
sure unlimited storage-shelf life. 
ECR 18 can be used in either hot 
or cold tank systems. 


* * * 


PAINT KiT—This paint applicator is 
used for touching up car finishes. An ap- 
plicator is offered for every color in 
Chrysler Corp.'s lines. A built-in agitator 
assures proper paint flow, according to 
MoPar Parts Division, Chrysler Corp., 7000 
Eleven Mile Road, Detroit, Mich. 

ee cS 





SUPERCHARGER — The Pepco Custom 
Tandem blower is a dual Rootes-type 
supercharger for stock and sport cars 
engines of 90 to 180 cubic-inch displace- 
ment. It consists of two blowers with a 
common drive shaft. Two or four carbure- 
tors are used. Shown is the V-8 Fiat 
engine with blower. Vacuum-balance tube 
between blower manifolds promotes 
smooth engine operation at low speeds. 
Progressive Engine Products Co., 647 W. 
South St., Akron 7, O. 
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THREE-WAY MIRROR — Liberty Mirror 
has a three-way “gearshift” to reduce 
day and night driving glare. Moving the 
lever through three positions tilts the mir- 
ror and gives different reflections for each 
driving condition. Liberty Division, Libbey- 
Owens-Ford Glass Co., Nicholas Bidg., 
Toledo 3, O. 


——— 


BODY-TOOL DISPLAY—This peg board 
for body tool display comes with hooks, 
instructions and template showing stand- 
ard arrangement. Display as well as as- 
sortment of tools can be varied. The 
board is two feet square and is painted 
orange, white and black. Fairmount Tool 
& Forging, Inc., 10611 Quincy Ave., 
Cleveland 6, O. 


ee 
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FAN DRYER — The Auto-Magic is a], 
high-velocity unit for rapid drying of cars | | 
and panel trucks. The dryer consists of | 
two specially designed fans which are 
suspended from the ceiling and operate 
simultaneously. A large volume of air is |! 
forced down over the car's surface, biast- | 
ing the bulk of the water off the car, it 
is said. Choldun Mfg. Corp., 331 East St., 
New Haven, Conn. 
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SPARK 


PLUG SIGN—To call attention to 
the fact that worn and dirty spark plugs 
steal horsepower, this counter card is 
being distributed to dealers. Another pro- 
motional piece is designed as a “hang- 
man gallows." Other posters show Sparky, 
the imaginary white horse adopted as the 
symbol of AC Spark Plug Division, 1300 
N. Dort Highway, Flint 2, Mich. 
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BATTERY COMPOUND — Polarex is a 
chemical compound for winterizing car 
batteries which is said not to attack lead 
nor to be affected by sulphation or de- 
sulphation. It is packed in three lead 
tubes, one for each cell of the battery. 
National Automotive Chemical Co., 14660 
Scheefer Highway, Detroit, Mich. 
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REAMER DRIVE—This unit features five 
control positions: Three speed transmis- 
sions and two neutral positions. Changes 
from one speed to another are possible 
without shutting off the motor. Reasor 
Mfg. Co., 1301 Indiana St., St. Charles, Ill. 


Compound 


| Hikes Efficiency, Safety 

ECR. 18, a new engine carbon-re- 
moving compound which is said to 

a decarbonizing efficiency 
and safety, has been announced by 
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REAMER AND HONE—in this unit, a 
two-piece Sure-Lock sleeve and two-piece 
taper bushing sleeve are utilized to end 
blade movement and assure perfect con- 
centricity. Hones are designed primarily 
to remove only a small amount of metal 
at a time. Adjustments are possible in 
unlimited range, with .057 expansion in 
each set of blades. Reasor Mfg. Co., 1301 
Indiana St., St. Charles, Ill. 


* * * 


FUEL BLOCK — This fuel equalizer 
evenly distributes adequate fuel to two, 
three or four-carburetor installations. 
Webco, Inc., 19 E. Valley, Alhambra 18, 
Calif. 


x * * 
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BUMPER JACK—This three-ton mechan- 
ical bumper jack is usable on 90 percent 
of all cars, its maker says, because the 
weight of the car is distributed over 16 
inches of jaw surface. It may be used 
with either drive-on or free-wheeling lifts. 
Its raising maximum is 41 inches. Lake- 
land Mfg. Co., 1224 Glenwood Ave., 
Minneapolis 5, Minn. 





Cobra windshield 
wiper for wraparound windshields fea- 
tures an emergency speedup for stormy 
weather. The speedup, controlled by a 
knob, shortens the wiper blade stroke and 
increases its frequency, giving the driver 
a “peephole” which permits him to drive 


STORM WIPER—The 


under storm conditions. Anderson Co., 
1705 Grant Ave., Gary, Ind. 
cae oe 


Flasher Warns Others 


When Car Slows Down 


Slo-Lite, a device designed to 
reduce the dangers of rear-end col- 
lisions, the most common type of 
highway accident, is being mer- 
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chandised by Slo-Lite Corp., 4204 
192nd St., Flushing, Long Island, 
N. Y. 


Slo-Lite flashes a warning to the 
driver behind, the moment pressure 
on the accelerator is reduced. It is 
streamlined and is made of heavy 
brass. | 





DOOR GASKETS—tThe all-purpose as- 
sortment of Dor-Tite, sponge rubber 


weather stripping, is built into a counter | | 


merchandiser, with easy access to stock. 
It consists of 4 rolls of the five most pop- 
ular sizes from three-sixteenths to one 
inch width and the new consumer-size 
(7Y%_ feet to the roll) molded Dor-Tite in 
two sizes which are said to replace most 
cor door and trunk gaskets. Durkee- 
Atwood Co., 27 N. E. Seventh St., Minne- 
apolis 13, Minn. 





SEAT PAD—Foamat is made of heavy- 
duty fiber and lined with foam rubber 
for use as an auto seat pad. Farber Bros., 
Inc., 821 Lincoln, Memphis, Tenn. 





A-C WELDERS—This new line desig- 
nated as 6WK30L, 6WK40L and 6WK5OL, 
consists of NEMA-rated 300, 400 and 500- 
ampere models which feature stepless 
current control, silicone insulation, alumi- 
num coil windings and an automatic hot 
start. General Electric Co., Schenectady, 
N. Y. 





POWER BRAKE KIT—A combined power 
brake installation-demonstration kit is de- 
signed to increase sales through demon- 
strations by installing the unit on dealer- 
ship employes’ cars. The kit consists of a 
complete power brake installation coupled 
with a solenoid operated on-off valve and 
vacuum gauge. Bendix Products Division, 
401 Bendix Drive, South Bend 20, Ind. 











OIL-SYSTEM REFINER—An intermediate 
size series of lifetime oil-refining systems, 
Model 30 is designed for larger gasoline 
engines and truck diesel engines. When 
installed, it becomes an integral part of 
the lubricating system and re-refines the 
lubricating oil, according to Oilpure Re- 
finer Co. of New York, 507 Fifth Ave., 
New York, N. Y. 


AUTO WASH—The ‘49er is said to 
fit. any wash bay without structural 
changes, and it is claimed that the device 
rolls over the car, spraying, soaping, rins- 
ing and cleansing so efficiently that one 
man can do 20-30 autos a day. U. S. 
Washmobile Corp., 276 Halsey St., New- 
ark 2, N. J. 
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WALL SIGN—A blue and white porce- 
lain wall sign is offered for identification 
of establishments using Kwik-Ezee equip- 
ment for front-wheel alignment. It can be 
converted to a hanging sign by bolting 
two signs back to back. Kwik-Ezee, Inc., 
17 W. Sixtieth St., New York 23, N. Y. 


* * * 
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NAME CHANGE —Penno Products has 
changed its name to MOC Products. Its 
line of oil additives will be sold under 
the new name. MOC Products, 6741 San 
Fernando Rd., Glendale 1, Calif. 

ee 


_|Translucent Covering Leaves 


Pretty Upholstery on View 


A woven, translucent, all-saran 
seat-cover fabric, named Iceberg, 
is offered by Chicopee Mills, Inc., 
47 Worth St., New York 13, N. Y. 


The fabric is said to offer cool 
and comfortable seating and to be 
abrasion-resistant. Chicopee Mills 
says it is easily cleaned and will 
not support flame. 

According to the maker, the pur- 

(Continued on Page 47, Col. 1) 
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(Continued from Page 46) 


pose of the transparent fabric is 
to protect the seats without hiding 
the original beauty of the uphol- 
stery, inasmuch as upholstery fab- 
rics in cars are becoming more 
and more attractive. 

oe * * 


Ace Rubber Distributing 


Miniature Floor Mats 


The problem of showing large 
auto show mats has been solved 
by the creation of miniature 
counter displays now being dis- 
tributed to dealers of Ace Rubber 


Outstate Truckers 
7° 
Buy 70% of Ohio 
os . 
Highway Permits 

COLUMBUS, O. — Seventy per- 
cent of all highway use permits is- 
sued by Ohio since the inception of 
its axle-mile tax have been issued 
to out-of-state owners. 

Figures made available by the 
Ohio registrar of motor vehicles 
reveal that a total of 92,228 permits 
have been issued, of which 27,151, 
or 29.4 percent, have been issued 
to Ohio truck operators and 65,777, 
or 70.6 percent to out-of-state op- 
erators. 

These figures show that the 
greatest impact of Ohio’s axle-mile 
tax has been on interstate rather 
than on intrastate commerce even 
though the law nominally applies 
to both. 

Under the Ohio law, a trucker 
must obtain a highway use permit 
before he can operate on Ohio 
roads. Thereafter he is required to 
make periodic reports of his mile- 
age in the state. 

The axle-mile tax law went into 
effect last January and requires a 
payment of half a cent per mile to 
2% cents per mile for trucks with 
more than two axles. It has been 
claimed by the proponents of this 
tax that its burden would fall 
equally on interstate and intrastate 
trucking. 

The states which led in the num- 
ber of truckers obtaining Ohio 
highway use permits were Michi- 
gan with 11,738, or 12.73 percent; 
Indiana with 11,105, or 12.04 per- 
cent, and Pennsylvania, with 9,788, 
or 10.61 percent. 


Toledo Steel Firm 
Cleveland Bound 


TOLEDO.—Toledo steel products 
division of Thompson Products, 
Inc., automotive replacement parts 
supplier, will transfer its oper- 
ations to Cleveland later this year, 
according to Carl L. Kahlert, man- 
ager. The firm has offices and a 
warehouse, employing a total of 150 
persons, at 3300 Summit St. 

Kahlert said the move is de- 
signed to bring the company’s dis- 
tributive activities closer to Thomp- 
son Products in Cleveland, where 
some of its products are manufac- 
tured. Toledo steel products has not 
conducted any manufacturing op- 
erations here since it was acquired 
by Thompson Products in 1935. 

Kahlert said the firm will con- 
tinue to operate under the same 
name as a separate unit of Thomp- 
son Products, and there will be no 
change in the line of parts that it 


ASI Big Lure 


Overseas Guests Expected 


To Top 1952 Crowd 


CHICAGO. — A large number of 

Overseas guests is expected at the 
Automotive Service Industries 
Show here Dec. 8-10, according to 
J. B. Welle, assistant secretary of 
the Overseas Automotive Club, 
New York. 
_ Welle said advance registrations 
indicated that this year’s overseas 
guests will top the 288 who at- 
tended the 1952 ASI show in At- 
lantie City. 

The club’s banquet, one of the 
Show’s featured events for years, 
a be held Dec. 9 at the La Salle 

otel. 





Products, Inc., 101 Beech St., 
Akron, O. 

Ace is now producing exact 
replicas of rubber mats, con- 
toured to fit the floors of late- 
model cars and scaled to approx- 
imately % size. The styrene 
plastic mats are mounted on 
miniature “bucks,” representing 
the contours of the car floors. 

x + * 


Ethylene Glycol Data 


A 12-page technical information 


has been released by Carbide & 
Carbon Chemicals Co., 30 E. Forty- 
Second St., New York 17, N. Y. 

+ * * 


Tide Water Introduces 


3 Tubeless Tires 


A tubeless tire, the Federal 
Flying -A- Air Wing, is one of 
three new tires to be marketed 
by Tide Water Associated Oil Co. 
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In addition to the Air Wing, 
Tide Water is introducing its all- 
nylon cord construction Federal 
-A- Safti-Ride premium tire and 
the new Federal Flying -A- Mud- 
Snow tire. 


MANUAL LATHE—The No. 525 valve- 
bulletin, F-8327, on ethylene glycol refacing lathe is a hand-operated unit 


designed for small repair shops. It 
handles 30, 45 and 60-degree-angle 
valves with up to three-eighths inch stems 
and valve heads to 2%4-inch diameter. It 
also refaces valves in small stationary 
gas engines. Zim Mfg. Co., 3047 W. Car- 
roll Ave., Chicago 12, Ill. 

* x + 


Radio Manual Available 


Publication of the fourth in a 
series of automobile radio service 
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THE LOVE MAN 


National Automotive Parts Association, Detroit, 
in behalf of the thousands of independent 
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Grakep! (Ste Fis.) 


manuals has been announced by/| of either two-by-three or three-by- 


Howard W. Sams & Co., Inc., 2201] five identity cards. 
* ¢ 6 


E. Forty-Sixth St. Indianapolis, 
Ind. The manual covers data on 50 


chassis types used in 62 radio| | 


models produced in 1953 and 1954. 


* * * 


Steam Jet Cleaner 

A new equipment cleaner for 
medium duty cleaning applications, 
the Speedylectric Hydrasteam 180 
Jet Cleaner, has been developed by 
Livingston Engineering Co., 100 
Grove St., Worcester 5, Mass. 

* * * 


Racing Velocity Stack 
Made of Aluminum 

A carburetor velocity racing stack 
has been introduced by Bell Auto 
Parts, Inc., 3633 E. Gage Ave., Bell 
99, Calif. 

The device is made of polished 


aluminum. 
+ * 2 


Record Files 


Dolin Metal Products, Inc., 315 
Lexington Ave., Brooklyn 16, N. Y., 
has added to its line of record stor- 
age files the “400” series of steel 
transfer files, consisting of 65 sizes. 
The series features the “dual vis- 


aT 


ICE-MELTING SPRAY—Rid-O-Mist is an 
anti-fog and anti-ice spray designed to 
melt ice from a windshield at 16 degrees 
below zero and to stop fogging and 


raindrop formation for up to 72 hours. © 


It is contained in a plastic 3¥-ounce 
squeeze bottle. Valley Products Co., 1201 


ion” card holder, enabling the use! S. Melville St., Philadelphia, Pa. 


NAPA is Warning 
millions of people... 


“Bad Weather Ahead! Go to 
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HERCULES 
Tae Seem 
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Your Repairman Now for this 
7-Way Winter Checkup” 












JOBBERS 


who supply the automotive repair trade 
from. coast-to-coast with these*— and 
many other nationally advertised brands 
of quality automotive parts and supplies. 
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Bennett Pump Managers Discuss ‘55 Plans— 


At a conference in Muskegon, Mich., sales representatives of the Bennett Pump 
division of John Wood Co. were introduced to new produtts in the firm's line of 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law | 
MARION DUBOSE, of D & E} 
Car Exchange, Wilmington, 
N. C., writes: Some time ago, we 
read a Court Decision which stated 
that it was legal to sell a current 
model car as a new car so long as 
it had under 500 miles on the 
speedometer. 
“Would you please advise us of 
the particulars in this case, as we 
have misplaced our copy of the 


petroleum and automotive marketing equipment, as well as sales and advertising | magazine in question.” 


programs for 1955. S. K. Makemson, general sales manager, was chairman of the 


parley. 
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FOP PERFORMERS 


1 


COMBINED IN THE SAME 
REPLACEMENT RING SET! 


(1) Here is a compression ring that seats right now . . . the 
Hastings torsional. Its high graphitic casting brings it into a fast 
seat and perfect wall bearing in any cylinder—tapered, out-of- 
round or re-bored. 

(2) The Hastings Steel-Vent is an oil ring that stops oil-pumping 
immediately, It’s a soft pressure ring with the light innerspring 
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Tough on oil-pumping » Gentle on cylinder walls 


It always has been my advice 
to auto dealers that an auto is 










not “new” if it has been driven 
500 miles or over, unless the sale 
contract so provides. I have no 
record of this decision which you 
mention. 

Obviously, if a sale contract 
states that the automobile is “new” 
and has been driven 500 miles, the 
purchaser cannot later rescind the 
contract or recover damages from 
the seller. 

On the other hand, if the con- 
tract merely states that the auto- 
mobile is new, and the purchaser 
has no knowledge that the car has 


developed by Hastings. It delivers the extra lubrication that older 
engines must have—and with complete oil control and economy. 
Here are two top performers in the same “Motor Engineered” 
set .. . built by replacement ring specialists. 
You don’t get come-backs due to cylinder scuffing and slow- 
seating when you install Hastings Steel-Vent sets. You get positive, 
quick performance that makes car owners happy. 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN + HASTINGS LTD. TORONTO 


Piston Rings, Casite, Oil Filters, Spark Plugs 


STEEL-VENT PISTON RINGS 


been driven 500 miles he can re- 


cover damages from the seller. 
* * cd 


Narcotics Transported 
E C. WILCOX, Kansas City, 

*asks: “If an auto dealer or 
owner loans a car to a person who, 
unknown to the owner, transports 
narcotics, can the Government con- 
fiscate the auto?” 

According to a late higher 
court decision the answer is yes. 
See People v. Ford, 259 Pac. (2d) 
698, where an owner loaned his 
car to a person who used it on 
a particular occasion to trans- 
port marijuana. 

The auto was confiscated by state 
police, and the higher court upheld 
the decision, although the owner 
had no knowledge that his car was 
being used for this purpose. 

* + + 


Stolen Car Purchased 


OHN J. JAMMAL, of Jammal 
Motors, Houston, writes: “I am 

writing to you in the hope that you 
might give me some information 
regarding my, if any, legal right to 
a stolen auto. 

“In March of this year a man, 
his wife and two children came 
to my lot driving a 1954 Mercury 
and wanting to trade it for an 
older car. 

“I sold them a 1951 Pontiac and 
they had in their possession on the 
Mercury a clear Nebraska Certifi- 
cate of Ownership and also a 1954 
Nebraska license receipt, listing 
the same plates on the car. 

“Later these people sold the Pon- 
tiac which I had traded to them. 
Now the F.BI. has informed me 
the Mercury was stolen, and the in- 
surance company which paid the 
owner of the stolen Mercury is 
suing me. What can I do to stop 
this loss?” 









* * * 


Owner Can Recover 


M* OPINION regarding your le- 
gal problem is as follows: Ir- 
respective of papers you hold and 
which the seller of the Mercury 
gave you, you had no legal title to 
the stolen car and the real owner 
can recover it. 

Of course, if you had purchased 
it from a reliable company you 
can expect them to repay you the 
amount you paid for it. 

But since you got it from one 
who had no legal title, and who 
now cannot be located, I hope you 
will employ a good local lawyer, as 
he may in some way protect your 
interests. 

Nevertheless, the law is well set- 
tled that if an insurance company 
pays a loss to the owner of an in- 
sured stolen auto, such insurance 
company can recover the stolen 
auto from its present innocent pos- 
sessor. 


Lyons Buys Out Lathrop 


G. R. Lyons, general manager of 
Murphy- Mahoney Chevrolet Co., 
Denver, has purchased the interest 
of Howard Lathrop in the Pike 
Chevrolet Co., Boulder, Colo. The 
firm name has been changed to 
Pike-Lyons Chevrolet Co. 


Joins Packard— 


Phil Warren (right), of Warren & Day, 
signs his Packard contract for San Ber- 
nardino, Calif. Witnessing the ceremony 
are George A. Wagner (left), vice-presi- 
dent of Earle C. Anthony, Inc., California 
Packard distributor, and A. William Oster, 
zone manager for Anthony. Warren's part- 
ner is Harold Day. 
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high public acceptance 
plus a big market 
| plus fewer dealers 
plus more sales per dealer 9 
means 


greater profit opportunity 





im if pays to travel with WH 


MERCURY DIVISION, FORD MOTOR COMPANY, 6200 WEST WARREN, DETROIT 32, MICHIGAN 
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On the Financial Front... 


Big Dividends Seen 
Coming Up Soon 


— most generous dividend- 
paying season of the year lies 
immediately ahead, according to 
Bernard T. Frevert, editor of 
Standard & Poor’s Outlook. Direc- 
torates will soon meet to take ac- 
‘tion not only on regular dividends 
for the final quarter but also on 
year-end extras, he said. 

“More and more companies have 
been following the practice of set- 
ting their regular rates at con- 


Fast Buck 


Investors Warned Against 


Stock Gyps 

NEW YORK. — The desire to 
make “a fast buck,” gullibility and 
failure to get the facts are the 
chief human weaknesses being ex- 
ploited by high-pressure salesmen 
in unloading worthless securities 
on the public, according to an ar- 
ticle in the current issue of The 
Bachange magazine. 

The warning against doing busi- 
ness with swindlers was scunded 
by John W. M. Rutenberg, tormer 
assistant attorney general of New 
York State. 


The Securities & Exchange Com- 
mission, state blue sky law admin- 
istrators and attorneys general are 
prompt to investigate and prose- 
cute stock swindles, he said, but 
warned: 

“No matter how vigilant these 
bodies are, only you can keep your- 
self from becoming a sucker.” 














This new Grand system is built 
equipment. 


Smoother engine operation is 
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UAL SIDE 


A PROPER DUAL SYSTEM FOR CHEVROLETS! 


Installation is fast and easy .. . 
original and new systems blend together to give highly 
efficient performance that brings a big increase in 
power and economy. To insure perfect fitting without 
leakage, the coefficient of expansion in the header is 
the same as original exhaust and intake manifold. 


between front and rear exhaust ports. The front 
the original exhaust manifold is retained to permit 
heat riser, exhaust pipe and tail pipe 


contains header, dual side headpipe, dual side 
tailpipe and installation parts kit. 

For all model Chevrolets 1941-54 . 

Except convertible and station wagon. 


NEW REAR OUTLET 
. wha FOLD 


servative levels, then supplement- 
ing these with extras when profits 
for the year can be determined 
with reasonable accuracy,” Frevert 
said. “As a consequence, December 
has become the banner month, ac- 
counting for about 20 percent of 
the annual total. 

“All indications are that total 
corporate dividend payments this 
year will establish another new 
record high, in spite of slightly 
lower earnings. A good start in 
this direction has already been 
made, since cash disbursements 
in the first seven months were 
8% percent above those for the 
corresponding period of 1953.” 


Total earnings of all corporations 
for 1954 are estimated by Standard 
& Poor’s at $17.3 billion, compared 
with $18.3 billion in 1953. Dividend 
payments are placed at $9.6 billion 
and $9.4 billion, respectively, repre- 
senting the fifth consecutive year 
in which such disbursements have 
exceeded $9 billion. 

While the payout of earnings has 
risen from 42 percent in 1950 to an 
estimated 52 percent for 1954, the 
ratio is still conservative, especially 
relative to the prewar record. This 
has been an important considera- 
tion influencing directors in their 
treatment of share owners, it was 
said. 

o 7. = 
CTUALLY, Frevert stated, the 
protection for dividends is even 
wider than indicated by the payout 
ratio. This arises from the fact 
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Nash Treats ‘Par Busters’ to Fiesta— 


Winning dealers in the Nash “Par Busters” sales contest and their wives attend a 
welcoming breakfast in the Del Prado Hotel in Mexico City. Seventy-seven dealers 


received grand-prize trips to 


that accelerated amortization 
charges of companies which have 
constructed plants under certifi- 
cates of necessity have jumped 
sharply, generating a flow of cash 
earnings considerably in excess of 
the profits stated in stockholder 
reports. 

Depreciation, depletion and amor- 
tization charges rose from $8 bil- 
lion in 1950 to $12 billion in 1953, 
and will be even higher this year, 
he said. 

In addition, cash needs of cor- 
porations are declining now that 

plant and equipment expendi- 
tures are in a downward trend. 

“The flood of year-end regulars 
and extras to be announced in 
forthcoming weeks should be a 
strong supporting force in the 
stock market,” Frevert said. “Good 
dividend news seldom fails to stir 
market interest in the affected 
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2055 N. Ruby Street, Melrose Park, Ill. 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 





Mexico City for a week. 





stocks, often giving stockholders a 
welcome price gain on top of 
higher income return.” 

* 


B-W May Increase 


Common Stock 


The board of directors of Borg- 
Warner Corp. has approved the 
calling of a stockholders’ meeting 
Dec. 10 to authorize an increase in 
the corporation’s common stock 
from three million to 12 million 
shares. 

If the authorization is granted 
there will be a three-for-one split 
in the shares outstanding. Two 
shares of stock with a par value of 
$5 each will be given to each holder 
of one $5 share now outstanding. 


R. C. Ingersoll, president, said 
that the proposed change would 
bring about a broader distribution 
of the company’s common stock by 
making it more available to small 
investors. 


* + * 
Best-Managed 
3M’s Sales-Research Team 
Lauded in Study 

Minnesota Mining & Mfg. Co. is 
one of the five best-managed firms 
on the North American continent, 


in the opinion of the American In- 
stitute of Management. 


In making public the findings of 
a@ management audit, the institute 
said that by forward-looking man- 
agement, 3M has created a situa- 
tion where new products are con- 





and can be sold immediately in the 
most efficient manner. 

AIM cites as particularly note- 
worthy the close liaison between 
research and sales forces. 

The appraisal is published in 
AIM’s report series, Management 
Audit. 


* * 


Waukesha Motor Profit 


Climbs to $1,161,000 

Waukesha Motor Co., Waukesha, 
Wis., reports net earnings of $1,- 
161,000 for the year ended July 31, 
compared with $1,013,000 for the 
previous year. 

Sales totaled more than $25,250,- 
000, according to James E. De Long, 
president. 

” . 


Reo Lawn Mower Division 


Sold to Motor Wheel 


The physical assets of the Reo 
lawn mower division have been 
purchased by Motor Wheel Corp., 


-| according to a joint statement by 


Joseph Sherer jr., president of Reo 
Motors, Inc.; M. F. Cotes, president 
of Motor Wheel, and C. Russell 
Feldmann, president of Henney 
Motor Co., Inc. 

The actual sale of Motor Wheel 
was made by Henney, which had 
already made arrangements with 
Reo for the acquisition of the divi- 
sion’s assets. The purchase was for 
cash and required no financing or 
borrowing, Cotes said. The price 
was not disclosed. 

* 


od = 
$14,600,000 Auto-Lite Loan 
To Aid in Modernization 

The sum of $14,660,000 has been 
made available to Electric Auto- 
Lite Co., Toledo, through a loan 
from Equitable Life Assurance So- 
ciety of the U. S., according to 
James P. Falvey, president. The 
refunding of $20,340,000 in out- 
standing obligations to Equitable 
was included in the transaction, 
bringing the total loan to $35 mil- 
lion, Falvey revealed. 

The $14,660,000 will be used for 
modernization of Auto-Lite’s man- 
ufacturing facilities, increase of 
working capital and other corpor- 
ate purposes. 

* a € 


Profit of $2,900,000 Listed 
By Continental Motors 
Continental Motors Corp. and 
subsidiaries had net earnings of 
$2,924,454 in the nine months ended 


July 31, according to C. J. Reese, 
president. 


The company’s fiscal year ends 


stantly evolving from its research! Oct. 31. 








40 Years with Dan-Dee Pretzel— 


During the celebration of the 40th anniversary of the company, Dan-Dee Pretzel & 
Potato Chip Co., Cleveland, could trace its progress automotive-wise. Below, one of 
the new White 3000 transport trucks was shown as the newest addition to the fleet. 


| At the top, the “Charles V Pike Pretzel Truck No. One" was shown as the first Dan- 
ke Dee unit put on the road—a 1920 White. 
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Repossessions Alarm Detroit Lenders... 


Finance Firms Due to Tighten Up 


By Sam Sampson 
Staff Writer 

Witt repossessions rising at an 

“alarming” rate in the Detroit 
area, auto finance companies are 
due to get tougher in okaying con- 
tracts providing low downpay- 
ments and long terms, it was indi- 
cated last week. 

In talks with the managers of 
the leading companies in the 
area, it was found that most 
firms are still taking on new 
dealers or enlarging the amount 
of credit granted to older cus- 
tomers, if past relations have 
been satisfactory. 

Most of the companies have re- 
leased, or are soon to release, 
credit sales programs for dealers 
which are designed to stimulate 


panies are not dismayed with the 


be a healthy condition, especially 


drop in auto credit business during| if many would-be car buyers feel 
omically unstable.” 


the earlier part of 1954. They were 
quick to point out that business is 
on the upgrade again, and expect 
it will continue to rise for the rest 
of the year. 

“Possibly the slack in business 
reflected the public’s own con- 
cern on credit matters,” one 
manager pointed out. “This could 





Guide to Mailing Lists 
Published by Klein 


NEW YORK.—Publication of the 
1954 edition of “Guide to American 
Directories for Compiling Mailing 
Lists” has been announced by B. 
Klein & Co., 27 E. 22nd St., New 


auto sales on a sound credit basis. | York. 


The finance companies said they 
were as concerned as the dealer 
about future auto sales. 

+ + ? 


_ of the companies said 
that some dealers are seeking 
operating capital from used-car 
stocks. While this is considered a 
dangerous practice to follow, it will 
be granted occasionally on small 
portions of the dealer’s used-car 
stocks, if he is temporarily short 
of needed operating funds, it was 
indicated. 

Larger credit advances are being 
issued on the basis of larger new- 
car stocks, the companies said, and 
based on the past sales and serv- 
ice performance of the dealer. Most 
companies, however, said they 
wanted the dealer to keep a “pro- 
portionate equity” in additional 
new-car stocks. 

One manager pointed out that 
his firm is looking over the serv- 
ice policies and capabilities of 
dealers, especially in connection 
with retail paper. 

“The company has found,” he 
said, “that a customer who is 

happy with service at his dealer- 
ship is more likely to hang on to 
his car. On the other hand, the 
customer whose car is not kept in 
good operating condition loses in- 
terest and he falls down on his 
payments.” 

* x 
EPOSSESSIONS are the most 
common topic of conversation. 

Most of the companies agreed that 
with low downpayments, the cus- 
tomer has to make payments for | 
a considerable time before he has | 
a favorable equity in his car. 

Secondly, the owner “gets tired | 
of making payments” on a long-| 
term basis. After two years or| 
more of making payments, he 
begins to look more critically at 
his car, and check its resale value. 
If it falls below what he still owes, 
he loses interest. 

Moreover, long-term contracts 
eliminate the customer from the 
market for too long a period, 
credit companies feel. During a 
period of falling used-car prices 
in particular, the customer 
simply cannot trade cars because 
his equity in the car is still too 
small. 


Repossessions also cause losses 
to both the dealer and the finanee 
company. With the present market, 
it is as important to eliminate all 
possible losses as it is to cut down 
costs of operation, it was said. 

The finance companies felt that 
many dealers must reorganize their 
business to cut out excessive costs 
of operation. It is not necessary, at 
the present time, to cut personnel 
sharply, it was believed, but “rea- 
sonable reductions in parts, service 
and sales costs” may be advan- 
tageous. 





* = * 


OYAL customers are a dealer’s 

best asset, the finance company 
Managers emphasized. Any dealer 
who has operated on a sound basis 
in the past and has a large num- 
ber of steady, satisfied customers, 
can expect the fullest cooperation 
from auto finance companies, it 
was agreed. 
On the whole, the finance com- 


Willis Looted of Tools 


Burglars netted tools valued at 
$1,600 from Steve Willis Motor Co. 
(ford), Plymouth, Ind., in the fifth 
break-in of motor companies in 
Piymouth in a week’s time. 


The guide contains information 
on the available directories that 
are used in the compiling of mail- 
ing lists, officials said. Price of the 
guide is $10 per copy. 


It is not likely that there will 
be any adjustment in current re- 
serve-fund arrangements, the com- 
panies agreed. This represents the 
compensation to the dealer for the 
service he performs and the re- 
sponsibility he assumes, it was 
pointed out, and are the result of 
free competition and bargaining 
between dealers and financing 
agencies. 

A survey recently conducted by 
NADA’s Dealer Business Manage- 
ment Division showed that more 
than half of dealer profits during 
the first half of 1954 were ac- 
counted for by the finance reserve 
funds. ‘ 

“Competition has set the pace on 
this matter,” one finance executive 
said, “and we are satisfied with it. 
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A Brooks Stevens Creation— 


“Die Valkyrie” is a car designed by Brooks Stevens. It is now on exhibit at the 
Paris International Automobile Show. A standard Cadillac chassis is utilized with a 
special body executed by the German coach builder, Spohn. The design embodies a 
V-8 bumper and grille into a visual identity as well as functional design of air 


We will not upset this satisfactory | intekes and front fender styling. The six-passenger continental-type sedan has no 
arrangement for a temporary ad-| separate rear quarter windows. The door carries both the frontal and rear windows, 


vantage.” 


all of which are retractable. 


oa - _ . 


CIX reasons for the 








1 Designed Specifically for 
Tandem Operation, 


Eaton Tandem Axles are not subject to 
abnormal stresses or complicated lubrica- 


tion problems. 


2 Single Drive Line 


on a normal angle gives a direct lead from 


power divider 


to rear axle; simplifies 


design, eliminates excess parts, minimizes 


maintenance. 


3 Rugged Power Divider 


mounted on forward axle, is of simple 
design; provides for transmission of power 
equally to both axles. 


superior performance of 


EATON 
TANDEM 


4 Inter-Axle Differential 


in power divider assures equalized power 
transmission even though wheel speed 

‘ may vary due to road irregularities or tire 
diameter variations. 


5 Differential Lock-out 


between forward and rear axles (optional 
on some models) provides positive drive 
to each of the axles, when required because 
of soft or slippery road conditions. 


6 Maximum Strength 
with Minimum Weight 


is achieved through simplified design, 
experienced engineering, and accurate 
fabrication. 


Eaton Tandem Drive Axles provide trucks with greater 


load capacity—reduce tire and operating costs. 


EATON 


MA 








AXLE DIVISION 


NUFACTURING COMPANY 
CLEVELAND, OHIO 


os) PRODUCTS: Sodium Cooled, Poppet, and Free Valves ° Tappets « Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts « Rotor Pumps » Motor Truck Axles ¢ Permanent Mold Gray Iron Castings » Heater-Defroster Units * Snap Rings 
Springtites « Spring Washers « Cold Drawn Steel ¢ Stampings < Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 
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Roeper, St. Louis, president of the 
+ Missouri Automobile Dealers Assn., 
i}and Don F. Riley, Jefferson City 
') Chevrolet dealer and chairman of 
‘| MADA’s highway safety committee, 





JEFFERSON CITY, Mo.—A. H. 


have presented Gov. Phil M. Don- 


nelly and several other State of- 
4 ficials with gold-plated license plate 


frames. The frames carry the mes- 
sage, “Drive Safely.” 
* 


Gieck Sells Antique 

BELLE, Mo.—Walter G. Gieck, 
former auto dealer, made a sale 
the other day. He sold his 1913 
Ford, which he had owned since 
1917, for more than the $600 list 
price of 41 years ago. A St. Louis 
woman is the new owner. 

* . + 


Mills-Morris Moves 


GREENVILLE, Miss.—Mills- 
Morris Co., which wholesales auto- 
motive equipment and rebuilds 
motors, has moved to its new store 


News in Brief 





at 837 Washington Ave. E. C. How- 
ell is manager of the store. 
+ * * 


Royal Tire Moves 

RENO, Nev.— Royal Tire Co., 
U. S. Tires distributor for Western 
Nevada and bordering counties of 
California, has opened new head- 
quarters recently at 655 S. Virginia 
St. 

* o s 


Mondak Moves to Ohio 
COLUMBUS, 0.— Mondak, Inc., 
maker of voltage selector switches 
and Teck galvanized mufflers, has 
moved its manufacturing facilities 
to Columbus from Franklin Park, 
Ill. 


* * * 


White Changes Name 


OZONE PARK, N. Y.—Coinci- 
dent with the opening of its new 
building, R. G. White Engineering 
Co., formerly located in Brooklyn, 
has announced a change of name 
to R. G. White Mfg. Corp. The 
company’s new address is 101-18 





Ninety-seventh Ave., Ozone Park 
16, N. Y. 
* + 


Republic Steel Rep 
CLEVELAND. — Republic Steel 
Corp. has appointed Ken - Dick 
Corp. as its representative for ma- 
terials handling equipment in Illi- 
nois and Iowa. Ken-Dick maintains 
offices at 1712 Fifteenth St., Place, 
Moline, Ill, and 6800 University 
Ave., Des Moines, Ia. 
* * 
Stolen Car Sold Twice 


INDIANAPOLIS. — A used car, 
stolen from Capitol City Auto 
Sales, was sold to a man in Ander- 
son, Ind., who made a downpay- 
ment of $105. He made the mistake 
of allowing the stranger to use his 
license plates until the deal could 
be closed. The seller, who used the 
name of Robert Crawford, drove to 
Muncie and sold the car a second 
time to a service station operator 
there for $64. 


* * * 


Hyster Names Herd 


OKLAHOMA CITY. — Herd 
Equipment Co., Oklahoma City, has 
been named Hyster industrial 
truck equipment dealer for Okla- 
homa. Herd Equipment has branch 
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Johnson Cited— 


A plaque in recognition of his 25 years 
as a Chevrolet dealer is presented to Rob- 
ert D. Johnson (right), president of John- 
son Chevrolet Co., Inc., Indianapolis, by 
Louis E. Craig, zone manager. 





offices in Woodward and Tulsa, 
Okla. 
- ~ * 
Rochester Dealer Clambake 
ROCHESTER, N. Y.—About 140 
members and guests attended the 
annual clambake of the Rochester 
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E SUPERIOR QUALITY of Ditzler Finishes is best 
shown by their outstanding performance in the 


motorcar industry. For fifty years these excellent coat- 
ings have been preferred by most of the leading manu- 
facturers of passenger cars, trucks and buses. This 
continuous preference—which lifted Ditzler to its 
present rank as the leading exclusive manufacturer of 
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Cost less to apply because their 
unusually high solid content gives 
them more film-forming materials. 


Colors are accurately matched to 
motorcar manufacturers’ original 
color standards. 


Have better color retention be- 
cause they are formulated from 
the same pigments as the original 
factory color. i 
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automotive finishes—was gained solely by the year-in 
and year-out dependability of its products. There can 
be no stronger proof that Ditzler Finishes are better 
than any others for all your refinishing needs. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY. 
Detroit 4, Michigan 


DITZLER 








Automobile Dealers Assn. Ray Sim- 
mons, president, welcomed _ the 
guests. The planning committee, 





* | headed by William G. Herpich, in- 


cluded Roy Maurer, George 
Schnepp, Clarence Beikirch and 
James Verhey. 

* 


Powell Adds Branch 


CHICAGO.—Powell Muffler Co., 
Inc., Utica, N. Y., has opened a 
new factory-warehouse branch 
here at 2501 W. 24th St. It occupies 
50,000 square feet. 

* * 


Gulf Research Expands 


HARMARVILLE, Pa.—A _ $2.4- 
million expans‘on has been an- 
nounced by Gulf Research & De- 
velopment Co. Included in the pro- 
gram will be two new buildings 
and additions to a tank farm and 


power house. 
* . + 


Rolls-Royce Grows 


MON TREAL.—Rolls-Royce of 
Canada, Ltd., is expanding its $3 
million parts manufacturing and 
engine overhauling plant at Dor- 


val, Montreal. 
* + * 


250 Boxcars Ordered 


GREENVILLE, Pa. — Greenville 
Steel Car Co. has received an order 
for 250 double-door railroad box- 
cars of 50-foot length. Cars of this 
type are adapted for special rack 
loading of fabricated automobile 
parts and similar lading. 

a” + * 


Auto Parts Fly High 


CHICAGO. — Automobile parts 
and accessories placed fifth among 
the 10 top cargo items carried by 
United Air Lines during the first 
eight months of 1954, according to 
a survey just taken by the com- 
pany.  e 

* 


New Convention Hall 


PHOENIX.—A new auditorium 
and convention hall, designed to 
offer all facilities to national con- 
ventions, is under construction at 
the Hotel Westward Ho here. The 
new structure will seat 1,500 dele- 
gates and have facilities to serve 
meals to 1,000. It will have 9,800 
square feet of floor space for dis- 
plays and indoor exhibits. 

” a . 


Wiretex Sales Reps 


FAIRFIELD, Conn. — Wiretex 
Mfg. Co., Fairfield, manufacturer 
of wire products, has appointed 
Troutman Associates, Louisville, as 
its sales representatives for Indi- 
ana, Kentucky, Tennessee, south- 
western Ohio and parts of Illinois. 
Also appointed was H. W. Paret 


|Co., Sewickley, Pa. for western 
Pennsylvania and eastern Ohio. 
| ” * * 


Higher for Lower 
ALBANY, N. Y.—Motorists were 
reminded that it will cost them $5 
extra to buy low-numbered 1955 
license plates from the Motor Ve- 


hicle Bureau here. 
. * * 


Hollingshead Rep Named 


CAMDEN, N. J.—Wilbur H. Nor- 
ton, president of R. M. Hollings- 
head Corp., has announced the ap- 
pointment of C. H. Mayne & 
Associates, Inc. as sales represent- 
ative for the complete line of Hol- 
lingshead products in the Detroit 


territory. 
* © s 


Elwell-Parker Names Rep 


CLEVELAND.—Frank L. Colker 
Co., Detroit, has been appointed 
Michigan sales representative for 
Elwell-Parker Electric Co., maker 
of power industrial trucks. 

* ” 


New Service on Models 


OAKMONT, Pa.— Visual Plant 
Layouts, Inc., has formed a new 
special service division, which will 
specialize in machine and product 
models in various scales up to life 
size. The service is aimed at the 
design, premanufacture and sales 
demonstration fields. 

a * 


Republic Names Petley 


CLEVELAND. — Republic Steel 
Corp. has announced the appoint- 
ment of Petley Inc., to handle the 
sale and distribution of Republic 
materials handling equipment in 
California, Arizona and Nevada. 
Petley. maintains offices at 5424 E. 
Slausen Ave., Los Angeles 22; 899 
Seventy-third Ave. Oakland 21, 
Calif. and Anglo Bank Building, 
Fresno, Calif. 
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Motors Stepped Up, V-8 Plymouth Shown .. . 


‘99 Chrysler Lines All Redesigned 


= HILLS, Mich.— 
Restyled and powered-up for 
an allout 1955 “comeback” cam- 
paign, Chrysler Corp.’s five new-car 
lines got a lavish sendoff at a press 
premiere here Monday. 

Among the innovations in the 
corporation fleet were the “forward 
look” in design on all five lines, a 
Plymouth V-8 series and more pow- 
erful engines across the board. 

Prices of the new cars and their 
horsepower assignments were with- 
held pending their introductions by 
individual divisions next month. 

* * . 
age acs guests at the preview 
were shown: 

1. The “forward look” design of 
all models, which includes a new 
and different wraparound wind- 
shield with an exclusive swept- 
back treatment. 

2. Three new V-8 power plants. 
The company will have V-8s avail- 
able for all of its 1955 lines, with 
horsepower increased by as much 
as 50 percent in some models. 

8. New factors in convenience, 
including an automatic transmis- 
sion selector lever located on the 
instrument panel, close to the ig- 
nition switch in all PowerFlite- 
equipped cars for 19565. 

4. Completely redesigned sus- 
pensions and frames, and a full 
line of power accessories offered 
in all cars. 

Guests drove and rode 1955 
Plymouth, Dodge, DeSoto, Chrysler 
and Imperial cars, scheduled for 
public introduction about mid- 
November. 

* * * 


Cars Lower, Longer 


— ING design changes, 
the 1955 Plymouth sedan is 
10% inches longer, overall, than 
1954 models, and nearly two inches 
lower. Overall length increases in 
other lines for 1955 range as high 
as 16.1 inches in the Dodge Special 
Club Coupe. Car height has been 
reduced by as much as 2.6 inches in 
the DeSoto Sportsman sport coupe. 

Windshields of the new Chrysler 
Corp. cars are swept back both at 
the top and the bottom. This is 
accomplished by moving the entire 
windshield post to the rear, not 
merely by shifting the lower end. 
As a result, visibility is designed 
to be concentrated at eye level 
where it is needed for maximum 
safety, rather than in the lower 
corners. 

Fifty-six solid colors and 173 
two-tone combinations will be 
offered on Chrysler Corp. cars. 
Some models will feature three- 
tone combinations. 

All Chrysler-made cars in 1955 
may be purchased with two-tone 
exterior and interior combinations. 
Extensive use is made of gold and 
silver-finish threads woven into a 
background cloth. 

Three new V-8s for 1955 are the 
Chrysler Spitfire, which will power 
Windsor Deluxe models; the Dodge 
Red Ram, in the Dodge Royal and 
Coronet 8 series; and the Plymouth 
Hy-Fire V-8, which will be avail- 
able for all Plymouth models. The 
Plymouth and Dodge Coronet line 
will also offer improved and 
higher- powered six-cylinder 
engines. 


” 
Efficiency V-8s 
MONG features of the V-8s are 
dome-shaped combustion 
chambers for high thermal effici- 
ency, and the larger intake and 
exhaust valves together with short, 
direct valve porting. 
“While we are not seeking to 
develop higher top speeds in our 


* * 


cars,” Engineering Vice-President | ' 
James C. Zeder said, “the increased | | 


power and torque of our 1955 line 


Chrysler Windsor models. The 
new Hy-Fire V-8 is offered 
throughout the Ply mouth line 
this year, in addition to the 
PowerFlow Six. 

The new Dodge Red Ram V-8 
power plant will be standard on 
Dodge Royal models, and is offered 
in addition to the six-cylinder en- 
gine in the Coronet series. Power 
output of the Coronet Six for 1955 
has been boosted from last year 
by a new dual-throat carburetor, 
new intake manifold and a higher 
compression ratio. 

Other members of the Chrysler 
line for 1955—the Crown and Cus- 
tom Imperials, Chrysler New 
Yorker Deluxe, DeSoto Fireflite 
and Firedome and the Dodge Cus- 
tom Royal — all will feature im- 
proved and stepped-up versions of 
the hemispherical combustion 
chamber engines offered on 1954 
models. For 1955, these will be 
designated as the FirePower (Im- 
perials and Chrysler New Yorker), 
the Fireflite and Firedome 
(DeSoto) and the Super Red Ram 
(Dodge Custom Royal). 

* * * 


Engine Changes Listed 
ESIGN of the Dodge engine has 
been improved and expanded to 
develop the Super Red Ram V-8, 
powering the 1955 Dodge Custom 
* * * 


manually-steered Chrysler Corp. 
| cars. Roller mounted on bearings. 





Bi 


Plymouth V-8 Bows— 

Chrysler Corp.'s lowest-priced line will 
offer a V-8 engine series for the first time 
in 1955. Horsepower of the traditional 
Plymouth six will be stepped up. Shown 
is Plymouth's a “Hy-Fire V-8" engine. 


Royal series as standard equip- 


ment. Greater power output has); 


resulted from an increase in dis- 
placement, increased compression 
ratio and the use of larger intake 
valves in conjunction with an im- 
proved dual-throat carburetor. 


The displacement was increased 
by enlarging the cylinder bore, 
while retaining the short stroke for 
minimum friction. Considered more 
important than the horsepower 
boost is the Super Red Ram’s in- 
crease in low-speed torque—aimed 
to produce quick response to the 
accelerator. 

Displacement in both of De- 
Soto’s Fireflite and Firedome en- 
gines for 1955 has been increased 
over that of the 1954 Firedome 
V-8. Displacement was increased 
by enlarging the cylinder bore, 
but retaining the short stroke of 
3.34 inches for lower piston speed 
and longer engine life. Larger 
intake and exhaust valves are 
used in both of the new DeSoto 
engines, with compression ratios 
of each remaining at 7.5 to 1. 

The three newly developed 
Chrysler Corp. V-8 engines for 1955 
combine most of the features of 
the hemispherical combustion 


of engines, combined with the fully | © af 


automatic PowerF lite transmission, 
results in greatly improved per- 
formance in the low and middle 
speed ranges.” 

The PowerFlite automatic trans- 
mission is standard equipment on 
the Crown and Custom Imperials 
and the Chrysler New Yorker De- 
luxe for 1955, and is offered as 
optional equipment on all other 
Chrysler Corp. car lines. Chrysler 
and DeSoto lines for 1955 will be 
exclusively V-8 powered. 

The new Spitfire V-8 replaces 
the L-head six used on past 





chamber engines in a more com- 
pact, lighter-weight design, result- 
ing chiefly from simplification of 
the valve “train” or operating as- 
sembly, Zeder stated. 


* * * 


New Suspensions 


NEW mechanical and safety fea- 
tures, including newly-designed 
suspensions and steering assem- 
blies, and a full line of power 
accessories are offered on the 1955 
Chrysler Corp. cars. Some of these 
features are as follows: 

REDESIGNED SUSPENSIONS—Said to 
minimize body tilt on curves. Com- 

bined with new symmetrical arm 
steering linkage. Front-end weight 
distributed over number of sup- 
ports. 

Shocks Relocated—Front shock 
absorbers now placed inside 
springs. New body and frame de- 
signs on Dodge and Plymouth 
permit mounting lower ends of 
rear shock absorbers to rear of 
axle housing, for smoother brak- 
ing. 

Sprincs Wiwrnep—Rear springs on 
Plymouth and Dodge 2% inches 
wider. Rear springs more than five 
inches farther apart on DeSoto, 
Chrysler and Imperial. 

Wier Tracks—Increases in front 
wheel track widths range from 2% 
inches on Plymouth to three inches 
on Dodge and almost four inches 


in other lines. 
* + * 


Improvements in Steering 
oe Steering -—- As result 
of symmetrical idler arm link- 
age on all models. 
Power Steerinc — Chrysler Corp. 
Coaxial system made optional with 
| Dodge and Plymouth for first time. 
Steerinc Gear — New three-tooth 
roller steering gear built into all 


Aiding Driver — PowerFlite 
control lever mounted on instru- 
ment panel, near ignition key. 
Linkage carried higher off road- 
way for better protection against 
dirt and ice. 

Prepats SusPpENDED — Both brake 
and clutch pedals moved from 
floorboards to brackets behind in- 
strument panel. Return springs 
lightened. Higher on engine com- 
partment wall are vacuum booster 
brake units, master cylinders and 
stop-light switches. 

INcREASE IN HeEaTinc — Heating 
and defrosting capacities raised, 
through use of larger motors and 
fans. Airtemp air conditioning unit 
offered on all five lines, with two- 
cylinder reciprocal compressor and 
magnetic clutch that connects com- 
pressor to engine only when cool- 
ing is needed. 

TuBeLess Tires—Standard equip- 
ment at no extra cost on all five 


lines. 
~ cd 


x 
Equipment for Imperial 

MPERIALS will contain as 

standard equipment electric 
window lifts, power brakes, power 
steering and four-way power seat 
adjustment. Two-way seat adjust- 
ment is optional on Plymouth. Both 
types of adjustment are optional 
on other makes. 

Guest commentator for the pre- 
view presentation was Harriet Van 
Horne, television and radio col- 
umnist of the New York World 
Telegram and Sun. The “New 


Fashions-in-Motion” cast of nearly 
100 performers comprised dancers, 
models and singers, including a 35- 
member boys’ choir. 





Latoff Motor Builds New Home— 


A planf covering 114,740 square feet has been completed by Latoff Motor Sales 
Co. (Chevrolet), Arlington Heights, Ill. Several thousand guests visited the dealership 
on its opening days. Nicholas M. Latoff, president, has been operating the firm for 


18 years. 





Chrysler Body Refinements Depicted— 


Eleven new features built into bodies 


located at the numbered points: 1—Wider, swept-back windshields, with new box- 
channel construction around windshield and door openings. 2—Cowl vents that close — 
flush with hood. 3—Body stiffeners welded under floor panels. 4—Added body mounts © 
for extra rigidity. 5—Three-way adjustable door hinges. 6—New body sealing 
method. Floor panel shown has raised bead forming trench for sealer. 7—Torsion © 
bar hinge mechanism for all rear deck lids. 8—Gas tank filler on right fender. Filler 
tube inside trunk occupies otherwise unused space behind spare tire. 9—''Self- 
tightening” rotary door latches with pushbutton door mechanisms. 10—Diagonal 
back braces, reinforced at upper corners, for greater body strength behind rear seats. 


1i—Adjustable rear-door vent wings. 


Used-Car Notes 





DALLAS.—More than 95 percent 
of all used-car dealers in Dallas | 
County have signed petitions for 
the closing of lots on Sundays, 
according to Walter Wilson, who 
represents a committee of dealers 
working on the petition. 

According to Wilson, about 200 
new and used-car dealers have 
supported the move. Their letters 
were addressed to District At- 
torney Henry Wade, pledging sup- 
port of a concerted observance of 
Sunday closing in the county. 

In answer to inquiries from deal- 
ers, Wade said that although the 
law provides certain exemptions, 
“new and used-car dealers do not 
come within the purview of these 
exemptions.” He said his office 
would cooperate in enforcing the 
law and would prosecute any vio- 
lations. 

James N. Whitehurst, general 
manager of the Authorized New 
Car Dealers of Dallas, called the 
movement “a great thing for 
everybody concerned.” 

* * 


Denver U. C. Sales 
Surpassing 753; 


Inventories Low 


DENVER. — Used-car dealers 
here sold 25,690 cars in the first 
eight months, according to Richard 
B. McCoy, secretary of the inde- 
pendent Auto Dealers Assn. of Col- 
orado. This year’s total is well 
ahead of the same period of last 
year, according to McCoy. 

August used-car purchases to- 
taled 3,865, an increase of nearly 
700 over the same month of 1953, 
and about 500 under the year’s 
record month of March. 

Used-car inventories are consid- 
erably below the high levels of 
earlier this year and many dealers 
are reporting a shortage of popu- 
lar makes and models, McCoy said. 

West Coast buyers have been ac- 
tive in the Denver market and 
have bought up many cars. Some 
dealers complain that these pur- 

























































of all Chrysler Corp. cars for 1955 are 


Kelley by Industrial Credit and the 
St. Paul buyer. 

The committee granted a license 
to Donald P. Blomquist to sell used 
cars at the location formerly occu- 
pied by Calhoun Sales. 


Alabama Dealers 
To Meet Dec. 7 


MONTGOMERY, Ala.—Alabama’s 
governor-ndminate, James E. Fol- 
som, will be the principal speaker 
at the annual convention of the 
Alabama Used Car Dealers Assn. 
to be held at the Jefferson Davis 
Hotel here Dec. 7. 

In commenting on the conven- 
tion, G. C. McRae, president of the 
association, said, “This will be the 
best convention that the used-car 
dealers have ever had because they 
are realizing that in unity_there is 
strength.” 


7” - * 
Tampa Dealers Hold Auction 
To Aid Children’s Home 

TAMPA, Fla.—The Tampa Used 
Car Dealers Assn. recently held a 
public auction to benefit the 
Tampa Children’s Home as one of 
the feature events in a celebration 
of Tampa Used Car Week. 

More than 30 cars were donated 
by members of the association to 
be placed on the auction block. 
All proceeds were earmarked for 
the purchase of food service equip- 
ment for the home. 

. 


- 
Fire Destroys Morrill’s 


FRANKLIN, N. H.— (UTPS) — 
Three late-model cars were in- 
cluded in the loss estimated at more 
than $15,000, when fire destroyed 
Morrill’s Used Cars, Inc. The firm 
is owned by Robert Morrill. 

- 


chases are boosting the prices of | jos 


used cars in Denver, with Coast 
buyers paying prices at, or above, 


the Denver retail level. 
* * * 


Dealer Faces License Loss 


In Sale of Car With Lien 


MINNEAPOLIS.— (UTPS) — The 
City Council license committee has 
recommended that the license of 
Calhoun Sales, Inc., used-car deal- 
er, be revoked. It also recommend- 
ed denial on the application of 
Irving J. Bartlett jr., doing busi- 
ness as Calhoun Motor Co. at the 
same address as Calhoun Sales. 

The action followed an investi- 
gation of the sale of a car by Cal- 
houn to Jerome J. Kelley, owner of 
Auto Brokers, St. Paul used-car 
dealer, before it was discovered 
that Industrial Credit Co., of -Min- 
neapolis, had a $1,792 lien on the 
car. 


Suits have been filed against | district sales office. 
























New L-M Dealer— 


Frank P. Cuda (left), former Nash dealer 
in Pittsburgh, signs a franchise for Cuda's 
Lincoln-Mercury, Inc. With him is G 
Hegner, field manager for l-M's 
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200 Chevrolet Salesmen Get Holiday— 


Winners in a national sales contest, more than 200 Chevrolet salesmen and their 
wives were treated to a week in Miami. Returning from a successful fishing trip are 
(from left), John McCallum, Stamford, Conn.; Rex Beach, Brighton, Mich., and Leonard 


H. Young, Decatur, Ga. 


Fla. Ford Dealer 


TALLAHASSEE, Fla. — Duval 
Motors (Ford), Jacksonville, sub- 
mitted the lowest bid to provide 
40 patrol cars for the Florida High- 
way Patrol, it has been announced. 

The company offered to furnish 
forty 130-horsepower Fords for 


THE 


VAS 
NEWS 


Sells 40 to Police 


$18,500 plus the tradein of 38 used 
cars. The next-to-the-lowest bid, it 
was reported, came from General 
Motors, offering Chevrolets for 
$20,466. Other bidders were Talla- 
hassee Motors (Ford) and Lynch 
Davidson (Ford). 





Legislative Roundup 





(Continued from Page 22) 


City, Kans., to the Oklahoma bor- 
der at Wellington, by way of To- 
peka, Emporia, El Dorado and 
Wichita. 

The Oklahoma Turnpike Au- 
thority, meanwhile, was prepar- 
ing to offer for sale by Nov. 1 
$230 million in revenue bonds for 
three new toll highways. 
Construction of five projected 

Illinois toll highways is expected 
to get under way next summer. 
Covering a total of 465 miles, the 
five pikes are expected to cost $583 
million. The Illinois Toll Roads 





Paint Parcels 
Mailing Restrictions Eased 
For Lacquers 


CHICAGO. — Postal regulations 
now permit the mailing of lacquer 
and other paint products in 16- 
ounce containers, according to the 
Motor and Equipment Wholesal- 
ers Assn. 

A new Post Office order has 
changed regulations so as to per- 
mit mailing of paint products 
which have a flash point between 
20 and 40 degrees Fahrenheit and 
a minimum viscosity of 17 seconds 
in a No. 4 Ford cup, with quantity 
restriction of 16 fluid ounces in one 
parcel. 

Under the new regulation, the 
metal container must be sur- 
rounded by sufficient absorbent 
material to take up all the liquid 
in case of leakage in a strong 


tightly closed outside container. 


. with 192,229 daily circulation, 


The News is Texas’ 


largest daily newspaper. 


It leads the Houston Chronicle’s 190,568, 
Houston Post’s 188,857, 
Dallas Times Herald’s 155,852, 


Fort Worth Star Telegram’s (evening) 129,513, 


Houston Press’ 124,256, 
Fort Worth Star Telegram’s (morning) 116,880. 
San Antonio Light’s 101,992, 


San Antonio Express’ 72,144, 


Only the larger circulation 
of The Dallas Morning News 


affords sufficient coverage 


to sell big Texas’ biggest market 
— the 72 North Texas counties 


that look to Dallas, buy 


in Dallas, visit with Dallas 
each morning through 


The Dallas Morning News! 


San Antonio News’ 63,668, and 
Fort Worth Press’ 54,246. 


THE DALLAS 
OVS. ae 


Ghe Hallas Morning News 


CIRCULATION 192,229 — SUNDAY 200,701 


(Publisher's Statement: March 31, 1954) 


More people BUY The News...more people READ The 
News...more people are INFLUENCED by The News 
than any other morning or evening newspaper in Texas. 









Commission plans to offer its first 
bonds for sale by Jan. 1. 

Indiana’s Toll Road Commission 
has started construction of its 156- 
mile east-west turnpike across the 
northern part of the state, for 
which a $280 million revenue bond 
issue was sold some time ago. The 
commission also hopes to sell a 
$225 million revenue bond issue be- 
fore the end of the year for a 
north-south turnpike linking Indi- 
anapolis and the Calumet area. 

Among other toll road develop- 
ments was the Nebraska Turnpike 
Authority’s announcement of its 
approval of the selection of an en- 
gineering firm to make a survey of 
the first section of a proposed east- 
west Nebraska toll highway. 


x * * 


Road Fund Diversion 


oe controversy over highway 
fund diversion and varying 
views as to what constitutes non- 
highway purposes may be compli- 
cated by proposals for the use of 
state highway-user tax receipts to 
aid in financing off-street parking 
facilities. 

Certain to attract interest in 
other states will be the outcome of 
a November vote in California on a 


PROVIDENCE. — The Rhode Is- 
land Automobile Dealers Assn. has 
proposed the formation of a Nois- 
ome and Dishonorable Order of 
Chiselers. 


It is suggested that Dishonorable 
Awards be made in three classes— 
Punk Chiseler, Jerk Chiseler and 
Master Chiseler. 


The award to punk chiselers, 
who are from metropolitan areas, 
would be a decoration in the form 
of a tin chisel. Jerk chiselers, who 
operate in the southern and north- 
ern end of the state, would get a 





Ford Gives Night Owls 


Peek at Steel Making 


DEARBORN. — Night visitor 
tours of Ford Motor Co. steel- 
making operations, one of the 
most dramatic production activi- 
ties in the auto industry, were 
inaugurated last week. 

It was the first time in 37 years 
that Ford has opened the 1,200- 
acre Rouge plant to the public on 
a regular night schedule. Hour- 
long tours will start at 7:30 p.m. 
Monday through Friday, origin- 
ating at the Rotunda display 
building, 3000 Schaefer Rd. 





Cash for K-W Sellers— 


Homer Murphy (left) and Roy Dalbey, 
salesmen of Weiler Motor Co. (Kaiser- 
Willys), Oregon City, Ore., receive checks 
totaling $1,150 from William M. Ander- 
son, manager of Anderson Willys Co., 
K-W distributorship for Oregon, south- 
western Washington and northern Califor- 
nia. Dalbey won $1,000 as the highest- 
ranking salesman in cities with population 
under 20,000. Murphy finished third. In 
rear (from left) are Ben W. Weiler, Willys 
dealer in Oregon City, and Hal Stensrud, 
district manager for Anderson. 





Order of Chiselers Urged 


R. I. Association Proposes Dishonorable Awards 
For Price-Haggling Customers 





constitutional amendment to per- 
mit the use of state gasoline tax 
receipts and other highway-user 
revenues for the construction of 
off-street parking facilities. 

California is one of 24 states 
with constitutional provision re- 
stricting the use of gasoline tax 
money to highway construction 
and directly related purposes. 

Adopted a decade and a half ago, 
the present California constitu- 
tional provision stipulated that 
gasoline taxes and motor vehicle 
registration and operation fees 
shall be devoted exclusively to con- 
struction, improvement, repair and 
maintenance of public streets and 
highways; enforcement of laws on 
use, operation or registration of 
motor vehicles, and payment of 
specified street and highway bond 
charges. 

Under the proposed amendment, 
the use of such revenues would be 
permitted for the planning and fi- 
nancing of vehicle parking facili- 
ties in such manner as the legisla- 
ture might provide. 

In Michigan, John Huss, director 
of the Michigan Municipal League, 
predicted that a plan by Grand 
Rapids officials to use state gaso- 
line and motor vehicle weight tax 
funds to amortize off-street park- 
ing bonds may set a statewide pat- 
tern. 

“Thinking on the municipal and 
state levil is turning toward use of 
gas and weight tax funds for cre- 
ating off-street parking projects,” 
he said. 





lead chisel with skunk cabbage 
cluster. 

The top award, a chisel with 
tin horn pendant, would go to 
those buyers who, having ob- 
tained a car without any extra 
payment during the postwar 
period when cars were scarce, 
now put the dealer into an auc- 
tion for the tradein. 

The association said that decor- 
ations would not be denied because 
the chiseler: 

1. Is a college graduate or went 
to college with a dealer. 

2. Is a wartime buddy. 

3. Is the purchasing agent of a 
company. 

4.Is a reverend gentleman of 
the cloth. 

5. Has accepted drinks from a 
dealer or hag offered a dealer a 
drink. 


6. Knew the dealer when both 
were boys. 

7. May be a member of some 
organization a dealer may have 
membership in. 

8. Once voted for a dealer for 
public office. 

9. Owns a dress suit or tuxedo. 

10. Belongs to the dealer’s lodge. 

A list of all of those dishon- 
ored will be maintained in the 
“awards and decorations section” 
for inspection by dealers. 

Dealers may send in nominations 
for Dishonorable Awards, the asso- 
ciation said. 

The association said that one of 
its members believes the time has 
come when dealers, whom the 
public seems to delight in analyz- 
ing, should reverse the process and 
analyze the customers. This is how 
the dealer expresses it: 

“Unfortunately, the public is 
likely to generalize and to classify 
many dealers in the category of 
lowest esteem, including those 
whose business practices justify 
the lowest classification as well as 
those who have been honest, de- 
pendable, and ethical. 

“In the closely knit compact 
area, such as Rhode Island, the 
practice of automobile prospects 
shopping around is perhaps more 
intense than in other areas. The 
result is, not only that the dealer 
who is the highest bidder on the 
tradein loses money, but also the 
time, facilities and efforts of 
many dealers are wasted. 

“This idea proposes not a rem- 
edy, but a palliative. Perhaps there 
will be no remedy until the busi- 
ness mortality rate gets to the 
level of the 1930s when, according 
to a study made by the Harvard 
School of Business Administration, 
the span of business life of an 
automobile dealer was four years. 
So what is here proposed may not 
be a cure, but it should help.” 
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NEW YORK.—The new Federal 
tax code is estimated to have cut 
$1,363,000,000 from business and 
personal taxes this fiscal year, ac- 
cording to the American Institute 
of Accountants, which estimates 
that perhaps twice that sum will 
be saved in future years. 

With many of the law’s provi- 
sions already in effect, businesses 
are urged to consult their tax 
adviser whether they are getting 
their legitimate share of this tax 
relief. 

Operating decisions made now, 
the institute says, may determine 
whether they can get the most 
benefit from the new provisions. 

Listed here are some of the main 
points which have to be taken into 
consideration: 

DepreciaATION—Depreciation write- 
off is greatly speeded. A much 
greater portion of the cost of new 
(not used) equipment can be writ- 
ten off in the early part of the 
useful life of the asset. 

The deductions are no greater 
over the entire useful life, but 
they are much greater in those 
years when the expenditure is 
most felt and before returns may 
begin to taper off because of ob- 
solescence. Tax advisers should 
be consulted about the “declining 
balance” method and the “sum- 
of-the-years’-digits” method. 

Firms leasing equipment, instead 
of buying outright, may want to 
reappraise this practice in the light 
of the new laws. 

ResgarcH—Research and develop- 
ment costs may now be deducted 
in the year they are incurred. 

Tax AccounTING—The new law 
has brought this more nearly into 
line with generally accepted ac- 
counting principles. Firms can de- 
duct from current receipts esti- 
mates of such future expenses as 
refunds and rebates, allowances for 
discounts or claims for damages. 

They also can report advance 
rentals in the years in which 
they will be earned and deduct 


Ford Plant Wins 
Safety Plaque 


DEARBORN, — The Natiunal 
Safety Council last week presented 
its highest recognition, the Award 
of Honor, to employes of Ford 
Motor Co.’s Rouge glass and paper 
plant. 

The award was presented for 
more than 3 million man-hours 
worked by plant employes without 
a disabling injury. 

Gerald Phelan, manager of the 
Detroit Industrial Safety Council, 
presented the award to S. W. Os- 
trander, vice-president and group 
executive. Robert Melton, who has 
an accident-free record for 24 years 
of Ford employment, accepted the 
plaque from Ostrander on behalf 
of the plant employes. 
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\ccountants Urge Firms to Study New Provisions. . . 


Time to Prepare for Tax Relief 


expenses such as maintenance or 
repairs. 

Corporate Taxes — Partnerships 
and proprietorships now may, 
under certain circumstances, elect 
to report and be taxed as corpora- 
tions. Some businesses will want to 
take advantage of the lower cor- 
porate rates at certain levels, re- 
membering, however, that once 


elected the practice must be con- 
tinued unless there is a 20 percent 
or more change in ownership. 
Expansion—Retention of earn- 
ings for future expansion or mod- 
ernization is made easier by the 





Big Engine Plant 
For Tanks Gets 
‘Standby’ Basis 


NEW ORLEANS.—The Chrysler- 
managed Michoud Ordnance Plant 
here — the Army’s huge 43-acre 
tank engine production center in 
the South—has become the largest 
and most outstanding “standby” 
defense manufacturing installation 
in the U.S., according to Chrysler 
Corp. 

R. E. Hewlett, general manager 
of the Chrysler tank engine divi- 
sion, said the plant could be re- 
activated almost overnight for 
mass production of thousands of 
giant, high-horsepower engines for 
medium and heavy tanks. 

From June, 1951, to March, 1954, 
the Chrysler tank engine division 
produced 810-horsepower Conti- 
nental tank engines in volume at 
Michoud, with a peak employment 
of 2,250 persons. 

On the standby schedule, Hew- 
lett said, all of the plant’s 2,400 
machines are kept in operating 
condition. Each machine is cleaned 
and oiled regularly and defective 
parts are repaired or replaced. 

Many highly intricate machines, 
such as gear grinders, possess sen- 
sitive electrical appartus that would 
deteriorate unless used. As a result, 
machines are “cycled” or run peri- 
odically to check their perform- 
ance. After cycling, machines are 
inspected for rust and wear. Con- 
veyors, hoists, hydraulic lifts and 
electric motors are also cycled 
regularly. 

If the plant equipment had been 
“moth-balled,” it would take three 
to four months to begin putting 
the equipment into operation, Hew- 
lett said. 

“By comparison,” he said, “we 
can begin machining parts within 
a matter of days and could be in 
tank-engine production in a matter 
of weeks, provided ample man- 
power and materials were avail- 
able.” 

A major project is the continuous 
dehumidification of the two-million 
square-foot plant to prevent rust- 
of the plantemployes.  =—-—§s§—§s§«s' ing of equipment. of equipment. 





Druggist Wins Car and a Third in K-W Contest— 


John W. Ryan (left), Redwood City (Calif.) druggist, emerged as the grand prize 
winner in a consumer contest sponsored by Kaiser Aluminum Foil and Kaiser-Willys 
dealers. He is shown accepting a 1954 Willys Eagle Deluxe hardtop and a Kaiser 


Derrin Jr. 


sports car, a one-third scale coaster model of the Kaiser Darrin 161. 


Shoring his pleasure are Henry J. Kaiser jr. and Mrs. Ryan while young John jr. 
tries out the tiny Darrin. Twenty-four other contestants won a Darrin Jr. 








granting of a $60,000 accumula- 

tion-credit (total for all years). 

Also, if any part of a greater 

accumulation is deemed not for 

“reasonable needs” of the busi- 

ness, the penalty tax is applied 

only to that particular part, not 
to the entire accumulation for 
the year, as formerly. 

Burden of proof is now laid upon 
the Internal Revenue Service. In 
most cases, a business with legiti- 
mate savings for bonafide purposes 
of expansion or modernization 
need no longer fear the penalty 
tax. 

Tax PayMENts — Corporations 
with an anticipated tax liability of 
$100,000 or more must make their 
tax payments earlier in the year. 
The process is to be stepped up 
gradually over a five-year period. 

A firm which uses the calendar 
year will pay 5 percent of its 1955 
tax in September, 1955, 5 percent 
in December, 1955, and 45 percent 
in March and again in June, 1956. 

Each year the September and 
December payments will increase 
and the March and June payments 
will decrease until there will be 
equal installments of 25 percent in 
September and December, 1959, and 
March and June, 1960. 

Corporations with less than 
$100,000 of anticipated tax lia- 
bility will continue to pay 50 per- 
cent of their tax in March and 
50 percent in June of the year 
after the income is earned. 

A penalty is applied for substan- 
tial underestimate of tax. 

Orrsets To Losses—Under the old 
tax law, if a firm suffered a net 
loss one year, the impact might 
have been softened by a carry-back 
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Salesman for a Day— 


Coleman C. Davis (left) tubeless tire 
builder at B. F. Goodrich’s plant in Tus- 
caloosa, Ala., explains to a customer fea- 
tures of the firm's new Life-Saver tire at 
his company’s retail store in Birmingham. 
Goodrich is experimenting with the idea 
of having men from labor try selling the 
products they make. 


to the preceding tax year. This 
carry-back generally meant a re- 
fund of some or all of the taxes 
paid the year before. Any losses 
not absorbed in this way would be 
carried forward for as many as 
five years following the loss year. 

These carry-forwards would re- 
duce taxes in later years, but they 
were no help in bringing in imme- 
diate cash. The new law provides 
for a carry-back for two years 
instead of one, in addition to the 
five-year carry forward. In many 
instances, this will mean greater 
refunds of prior taxes. 


Rowe Buys Out Goerner 

Lee Rowe has purchased the in- 
terest of his partner, L.. E. Goerner, 
in Rowe-Goerner Motor Sales, 
Oberlin, O. The partnership was 
formed more than 25 years ago. 


SAE to Spotlight 


™|Design Progress 
=|In Trucks, Buses 


NEW YORK. — Latest develop- 
ments in the design, construction — 
and utilization of trucks and buses 
will be spotlighted at the Society 
of Automotive Engineers’ national 
transportation meeting Oct. 18-20 
in the Sheraton Plaza at Boston. 

Technical papers to be presented 
at five sessions will report develop- 
ment of electronic scales which re- 
cord load weights without halting 
buses, and of twin-engine, two-level 
intercity buses which offer im- 
proved travelling comfort, speed 
and safety. 

Among features of the meeting 
will be an exhibit of old and new 
sports cars, scheduled for Oct. 19 in 
Boston’s Copley Square, with the 
cooperation of the Veteran Motor 
Car Club of America. On Oct. 18 
members and guests will tour the 
U. S. Coast Guard base at Consti- 
tution Wharf. 

On Oct. 19, Robert F. Black, 
president of White Motor Co., will 
address the dinner meeting, speak- 
ing on “Yesteryear and Tomorrow.” 

Presiding at the various sessions 
will be R. F. Lybeck and J. Henry 
Hickman, GMC Truck and Coach; 
B. F. Jones, Autocar division of 
White Motor; E. P. Gohn, Atlantic 
Refining Co.; D. A. Fales, Massa- 
chusetts Institute of Technology, 
and J. A. Hassey, Cities Service Oil 
Co. 

Throughout the meeting a truck 
and bus engineering display will be 
held in the Hub Room, State Suite 
and Copley Club of the Sheraton 
Plaza under direction of SAE’s 
New England Section. 


FOB Fectory — for a behind-the-scenes 
view of factory news. 


EARNS $650 IN TWO MONTHS 
L. A. Knibbs, a service station operator in 
Grayling, Michigan, purchased a John Bean 
Skid-Defier early in 1954. In less than two 
months his volume amounted to $650. In 


addition to passenger car tires, Mr. 
deskids many truck and school bus tires. 
While smart merchandising has played an 
important part in Mr. 
“My John Bean Skid-Defier 


success, he says, 


pays for itself... 
profit-makers in the place.” 


Knibbs 


Knibbs' de-skidding 


it's one of the best 


7) wee 


thousands of smart 
Skid-Defier. 


Cuts circumferencial 


Put yourself in line for the new profits that 


operators all over the 


country are earning with the John Bean 
It's a rugged, easy-to-operate 
unit that will pay for itself in a short period. 


or cross slits and mud 


or snow cleats automatically. 


Ask your John Bean jobber 
or write today for full information 


JOHN BEAN DIVISION 
Food Machinery and Chemical Corporation 
LANSING 4, MICHIGAN 
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Winter Tire— 

Seiberling Rubber Co. has adopted an 
S-shaped tread design for a new type of 
“silent” winter tire. Known as the Com- 
munter, the tire has the same body con- 
struction as the firm's Safety tire. Deep 
lugs have been placed on the tire should- 
ers to supplement the gripping action of 
the tread pattern. 


THE 
BIGGER 
THEY 
COME... 








By James D. Woolf 
Special Correspondent 
O YOU advertise a technical 
product or service—to chemists, 
metallurgists, engineers, techni- 
cians and the like? 

Or a trade product—to retailers 

and wholesale distributors? 


Or a professional produc t—to) 


physicians, dentists, researchers, 
biochemists or architects? 

If you do, don’t pattern your ad- 
vertising after the “cute” and 
“clever” stuff you so often see in 
consumer publications and televi- 
sion and radio. 

I am not contending that busi- 
ness and professional men aren’t 
ordinary people like the rest of 
the human race. Quite probably 
many of them enjoy reading the 
Sunday funnies and listening to 
a radio character singing a silly 
commercial jingle. They may buy 
gaudy Hawaiian shirts as irra- 
tionally as the next fellow, or 


bet on horses that rarely pay off. 


But when these same men are 
on their jobs cold judgment pre- 
vails. 

Some time ago a committee ap- 
pointed by the National Electrical 
Manufacturers Assn. conducted a 
survey among electrical contrac- 
tors to determine what kind of 
trade and technical advertising they 
liked. 

“Give us facts,” they demanded. 
“We are not influenced by brag- 
and-boast copy, or by*empty, high- 
sounding words, or by copy that 
tries to be ‘catchy’ and amusing.” 

+ + * 


Pride, Intellect 


eo . of engineers, Seth 
Jewell, writing in the August 
issue of Advertising Agency, says 
this: “The men who scan, with in- 
terest and understanding, the alge- 
braic formulas involving differen- 
tial equations, who are concerned 
with the deflectors of perpendicu- 
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Salesense in Advertising 


Tested Ideas for Small Business 





larly loaded split circular rings, or 
the prediction of reaction equilib- 
ria... they’re people, but they’re 
people with pride of intellect—and 
with a lot to say about what goes 
into things chemical and mechan- 
ical.” 

What is true of engineers is true, 
in a somewhat different way, of 
businessmen. Their dominant in- 
terest is profits. 

Away from their desks, relax- 
ing at home, their favorite escape 
from business cares may be Jack 
Benny or Groucho Marx. But 
they are not relaxing when they 
read their trade journals and 
other trade literature. They don’t 
read business advertising for fun. 
They read it for facts pertinent 
to operating their enterprises for 
profits. 


A great deal of trade advertising, 
in my opinion, is far too general. 
Trade copy abounds with such emp- 
ty phrases as “Matchless profit op- 








the greater the need for #vATT BEARINGS! 







STRAIGHT | 





Not an atomic tank, but a “‘king-sized Cat’’—used to 

clear mesquite from Texas ranches. Built by the Peterson 
Tractor & Equipment Company, of San Leandro, California, 
the giant tractor pictured above is actually two Caterpillar 
D-8’s joined together—each with the inner track 

and driving mechanism removed. And in the new final 
drives—necessary because of increased ground clearance— 
the builders naturally used Hyatt Roller Bearings, 

the same precision bearings as those used throughout the 


standard tractors. As always, Hyatts were specified 
because they can be counted on to hold maintenance 
costs to a minimum while reducing friction and wear. 


BARREL F¥APER | 


HYATT BEARINGS DIVISION © GENERAL MOTORS CORPORATION © HARRISON, NEW JERSEY 
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just give them the facts. 





portunity,” “Gigantic advertising 
campaign creating huge consumer 
demand,” “Amazing new store traf- 
fic builder,” and “Never before a 
money-making opportunity like 
this.” 

These windy promises don’t mean 
a thing unless they are backed up 
by facts that are specific and com- 
pletely credible. Even when they 
are, more temperate language is 
advisible. 

Complete credibility is of para- 
mount importance. It may be that 
the good-natured consumer doesn’t 
mind being kidded about lollypops 
and cigarets, or even about his 
Jell-O, and perhaps he enjoys be- 
ing made a sucker by a sideshow 
barker or a street-corner pitchman, 
but, generally speaking, he wants 
to be convinced he is getting his 
money’s worth. 

This is doubly true when adver- 
tising deals with products and serv- 
ices that concern the reader’s pro- 
fession or business. 

* + * 


5 Great Sins 


F¢4e too much advertising in con- 
sumer media—magazines, news- 
papers, radio, television, etc.—talks 
to the reader as though he were a 
child. 

Charles L. Whittier, a noted 
agency man, cautions us against 
the five great sins of advertising: 
unsupported claims, meaningless 
phrases, gross exaggeration, super- 
lative expressions, and _ unbeliev- 
able statements. 

Many, many times in this space 

I have said the same thing in a 
different way: Advertising copy, 
without exception, should be writ- 
ten on the assumption that it will 
be seen and read and listened to 
by sensible, intelligent human be- 
ings. A never-ending source of 
amazement to me is the notion in 
some advertising circles that the 
average consumer is a nitwit. 

Well, I say that he isn’t. He 
doesn’t stand convicted just be- 
cause he gets a chuckle out of silly 
advertising. Be that as it may, I 
am sure that businessmen and pro- 
fessional men don’t read advertis- 
ing for fun. 

You can’t go wrong, as the 
NEMA survey shows, when you 


Dent in Purse 
Simple Auto Accident Starts 
Chain of Expenses 
PITTSBURGH. — Here’s an ex- 


ample of how costly a simple auto 
accident can be: 


Howard Kelly smashed his car 
into a utility pole. 





First on the scene were three 
police cars, and next came an am- 
bulance. A repair truck rolled up 
to fix the broken traffic signal. 

Soon a crew arrived to repair the 
fire-alarm box, and another to 
repair the police call box. 

The U. S. Government sent a 
crew and a truck to fix a mail 
box, and finally a_public-utility 
truck pulled up with crews and 
long ladders to repair the pole. 


His 45th Studebaker— 


Capt. Horace C. Laird, U. S. N. (retired) 
| and his wife take delivery of their 451! 
Studebaker in South Bend from J. H 
Dalton, manager of the customer deliver) 
division. Laird took delivery of his firs 
car Apr. 7, 1910. He lives in Norfolk, Vo 
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Department of Justice to advise 
them whether the merger, in the 
form proposed and under present 
conditions, would or would not be 
in conformance with the antitrust 
laws. 

The decision, he said, was in 
keeping with the Administration | 
policy enunciated by President Eis- | 
enhower, who said: 

“I am opposed to all unneces- 
sary governmental restriction and 
regulation of private enterprise. 
I favor with equal vigor the 
maintenance and effective en- 
forcement of the necessary basic 
safeguards to free American en- 
terprise. These are provided in 
our antitrust laws and in those 
laws supporting fair competitive | 
pricing practices.” 

The attorney general called at- 
tion to a report filed by the House 
Judiciary Committee when the 
Clayton act was amended in 1950. 
The report said that the act was 
intended to reach an acquisition 
when the effect may be a signifi- 
cant reduction in the vigor of com- 
petition. 

The automobile company mergers 
evidently were not regarded as be- 
ing in that category. 

“Congress sharpened the tools to 
be used by the Department of Jus- 
tice in meeting the antitrust prob- 
lems of today,” said Brownell. “We 
intend to use these tools to carry | 
out the policy determined by Con- 
gress. To do less would be to fail 
in our duty.” 

* * x 


‘Curb Corrosion’ 


eee leading traffic disease in 
most American cities, according | 
to Leslie Williams, nationally) 
known traffic engineer and con- | 
sultant on traffic problems, is “curb | 
corrosion.” | 

Williams has been operating in 
Washington of late trying to cure) 
the capital’s traffic troubles. 

In a speech before the National | 
Parking Assn. here, Williams 
said the disease is easily diag- | 
nosed and that there is a definite 
cure for it, but it requires dras- 
tic surgery often arousing con- 
siderable initial protest. 

The cure, which Williams is hav- 


| 








Belnap & Thompson Opens 


Canadian Subsidiary 


CHICAGO. — Belnap & Thomp- 
son, Inc., national sales-incentive 
organization, last week announced 
formation of a Canadian subsidi- | 
ary, Belnap & Thompson (Canada), 
Ltd., with headquarters at 24 Mil- 
ford Rd., Toronto. 

Roy Belnap, president of the 
American company, said that 
Charles R. McFadden, Toronto, 


had~been elected president of the) 
Canadian subsidiary. McFadden is 
a veteran of 25 years of sales-in- 
centive merchandising in Canada. 


Weinberg Builds— 


Breaking ground for the new sales and | 
service building of Weinberg Chevrolet, 
Inc., Bergenfield, N. J., are Lloyd G. 
Cassell (left), zone manager, and Leonard 
W. Weinberg, owner. 


Washington 


om Page 19) 


ing trouble selling to Washington 
merchants, is to ban all curb park- 
ing in the heart of the downtown 
area. 

Gen. Louis Prentiss, engineer- 
commissioner, says that local citi- 
zens must learn to use the streets 
“to move cars, not to park them.” 

ad +” * 


Tax Cuts Seen If... 


HE U. S. Chamber of Commerce 

says that the next Congress will 
make further tax cuts if Federal 
expenditures can be reduced. 

The chamber points out that only 
recently Treasury officials said that 
tax reductions are badly needed, 
but that taxes must be kept rela- 


| tively high as long as national de- 


fense and other expenditures re- 
main high. 

“That,” says the USCC, “puts 
the burden on Congress, which 
needs the aid of businessmen in 
the reduction of expenditures and 
the elimination of governmental 





| functions so that further tax cuts 
| may be made.” 

| Under present law, the basic cor- 
| porate tax rate will be reduced 
from 52 to 47 percent, and certain 
excise taxes will be reduced, next 
Apr. 1. 

When the next budget comes up, 
Congress faces several alternatives. 
It can cut expenditures, increase 
taxes, or let scheduled 1955 tax re- 
| ductions come about with continua- 
tion of deficit financing. 

The most difficult alternative is 
to cut expenditures. 


| * * * 
Real Income Rises 
HE Federal Reserve Board’s 


1954 survey of consumer fi- 
| nances indicates that the American 
| consumer’s financial health is good. 
| During the past year, said the 
FRB, money income _ increased 
while prices changed very little, re- 
sulting in a net increase in real 
income. 

Nearly two-fifths of families re- 
ported a better financial situation 
in 1954 than a year earlier. 


* * * 
‘Steps to Socialism’ 


HERE are three steps to social- 
ism, as set forth last week in 





droopy head 
looks darling here....BUT NOT ON 






Install 
the NEW 





BEELER MOTOR CO 





“Yes, Miller, I realize you’re 
starving to death on straight 
commission, but youw’re taking 
too long to do it.” 





the official journal of the National 
Assn. of Independent Tire Dealers: 

1. Buy it wholesale and save the 
retailer’s profit. 


2. Buy it from the manufac- 


57 


| turer and save the wholesaler’s 

profit. 

3. Buy it from the Government 
and save the manufacturer’s profit. 

The publication said the points 
came from the Illinois Federation 
of Retail Associations. 

* *” * 

Mail Wail 

Addressing the annual conven- 
tion of the Brotherhood of Railroad 
Trainmen recently, Secretary of La- 
bor James Mitchell had this obser- 
vation anent the daily mail he 
receives at his office. 


“I wish that you could read 
some of the mail I get. It covers 
the waterfront. People write and 
ask questions which I try to an- 
swer. Many others seek informa- 
tion which I try to supply. Still 
others write to compliment me 
on something I have said or done. 
Some ask favors from me in my 
official or personal capacity. 

“Some complain that they don’t 
|like my actions or my words. Re- 
cently one wrote and said, ‘You 
ought to resign.’ Another one was 
more direct. He said, ‘Drop dead.’” 


William Ullman, tops among Washington 
| automotive newsmen, reports each week 
| om news affecting the auto industry in 
Automotive News. 


A CAR 
MIRROR 





BEAUTIFUL NEW CONCEPTS IN FUNCTIONAL MIRROR DESIGN 
TO COMPLEMENT AND ENHANCE THE CARS OF TODAY 





NO. JF 88 BODY-MOUNT 
OBLONG MIRROR-—It's high, wide 
and handsome! Mirror head meas- 
ures 3” x 5”— and has all the fine 
features of the JF 55. LIST— $5.10 


A JF ORIGINAL! 


mounted! 





SELF-ADHERING GASKET ACTS AS 
TEMPLATE FOR HOLE ALIGNMENT E 


SOMA MANU 


FACTURING CO., 


INC. e 


JF MIRRORS feature turret-screw locks — absolute insurance against drooping 
or sagging heads! Once locked, they stay locked and you save yourself costly 
“come-backs!” Replacement of mirror heads is never a problem. Anyone can do 
it without disturbing the bracket mounting! Simply loosen turret-screw, replace 
head and tighten to any position — that’s all! 


JF MIRRORS by Fischer are designed with foresight for better hindsight. Without 
question, this is the most exciting line of mirrors that ever graced a car panel! 
Without question, JF MIRRORS are as beautiful as the cars on which they are 


JF MIRRORS are custom-contoured for flush mounting, triple chrome plated and. 
furnished with a 4%” mirror head of selected optical glass. 


Available in non-glare or clear — LIST $4.05 


¥ MIRRORS, 3; 


sion QiperwiED 


NEW YORK 72, NEW YORK 


Tuesday. Prices are for sale of Oct. 5.) 
(Sold 58 cars out of 102 offerings.) 


BUICK—’'51 Super conv., $595*. °50 Super ao (8) - = 
4-dr., $425*. °49 Special 2-dr., $260. 640. '51 Custom (s) 2-dr., $530; %-ton ; . 5 a 
"50 Custom (8) 2-dr., $450. oeeee. “het Deluxe 4-dr., $980*; 2-dr., 

. '51 SL Deluxe conv., $635; %-ton $250, aes: “asus (8) 4-dr., $400, $260, 
pickup, $595, $430. 50 SL Deluxe club ; P 
coupe, $425; %-ton pickup, $305, $290. $360. 47 Deluxe (8) 2-dr., $185. 46 De- $530*; 2-dr., 
'49 SL Deluxe 2-dr., $450, $410, $240; 


CHEVROLET — 






Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction 
last week increased $12, according to Automotive News’ index. 

Pacing the increase were ’54s, which advanced $87, thereby parti- 
ally recovering from the $231 setback of the previous week. 

Other models to gain were: 53s, up $33; ’52s, up $3, and ’49s, up $2. 

Models which declined in price were: 47s, down $12; ’50s, down $10; 
488, down $9, and ’51s, down $2. The setbacks on ’50s and ’51s brought 
prices for those models to record lows. 

At a group of seven representative auctions last week, 1,121 cars 
were offered and 777 were sold for a percentage of 69. The previous 470°. "51 Super 4-dr., $1.130°; RM Rivi- 
week the sales percentage was 70, as 870 units were knocked down ’'2-ar. 
out of a total of 1,242 offerings. 


Prices marked with an * indicate a unit equipped with an automatic| $500*; RM 
transmission or overdrive, and (ps) indicates power steering. 


"53 (210) 4-dr., $1,025, 


4-dr., $450, $395. '47 FL 2-ar. » $200. '46 | HUDSON—’'49 Commodore 4-dr., $250. 


DODGE—’51 Coronet 4-dr., $475; %-ton 
pickup, $245. 


pickup, $410. 
; conv., $225; %-ton pickup, 


luxe (8) 2-dr.. $160. 
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$450, $375, 
$375, $260. 
WILLYS—’51 


wagon, $260. 


(New cars 


$1,065; %-ton pickup, 


club coupe, 


or 


LINCOLN—’49 Cosmopolitan 4-dr., $130. 


MERCURY—-’49 Custom 4-dr., $430, $310. 
‘41 Deluxe 4-dr., $195. 


coupe, $190, $175. ‘42 Special Deluxe 
2-dr., $120. 
STUDEBAKER — ‘51 Commander 4-dr., 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 4.) 


parable 
of 170 offerings.) 
BUICK—’54 Century Riviera coupe, $2,- 


era coupe, $960*; Special 2-dr., $500. '50 
Super 2-dr., 
$470*; RM conv., $430*. '49 Super 2-dr., 


Special 4-dr., $240*. ‘48 Super conv., 


’ * * 
'48 Deluxe 4-dr., $180. | opmyrounnn! Sa B 


FORD—'54 %-ton pickup, $965. '53 Cus-| 1,760*; (210) Delray coupe, $1,460. '53 


Bel Air 2-dr., $1,260*; (150) 2-dr., $930, 


— '48 Special Deluxe club 


$370. '50 Commander 2-dr., 
'47 Champion coupe, $110. 
Jeepster, $275. '47 station 


ALBANY 


of all makes were down in 


$420*; 4-dr., 2 at $600*, 
conv., $430*; 4-dr., $240*; 


4-dr., $410; SL Deluxe 2-dr., $500; 4-dr., 


$165; 4-dr., $120; RM 4-dr., $130. '47 $430; Carryall, $260. °48 1-ton panel, 
FL d-ér,, $145: 1%-ton plek 1s. "43 Super conv., $160. '46 RM 4-dr., $150. $190. "46 FM sedan, $140. 
N. LITTLE ROCK, ARK. Deieeitae sie Om Pickup, $135. "41 | CADILLAC—'53 (62) 4-dr., $2,800 (ps). | CHRYSLER — ‘50 Windsor club coupe, 
"% ; ’50 (60) Special 4-dr., $1,150*. 49 (62)|  $650*. 
(Arkansas Auto Auction, Sale every | CHRYSLER—’51 Royal 4-dr., $910. coupe, $920*; (60) Special 4-dr., $880*. | DeSOTO—'51 Custom 4-dr., $600*. 


DODGE—’51 Coronet 4-dr., $610; Meadow- 
brook 4-dr., $590*. ‘50 Custom 4-dr., 
$580*; Coronet 4-dr., $560*; %-ton pick- 
up, $320. '49 Wayfarer 2-dr., $200*. '48 
Custom Town sedan, $220*. 

SL Deluxe Bel Air, $800*; | FORD—’54 Main (8) 2-dr., $1,495; Cus- 

$710. ’°50 SL Deluxe station tom (6) 2-dr., $1,400. '53 Crest (8) Vic- 


— ’'54 Bel Air Sport coupe, 


wagon, $680; club coupe, $550; Bel Air, toria, $1,200*. ‘52 Custom (6) 2-dr., 


$530, $520; 4-dr., $475. $830*; Custom (8) 4-dr., $810*. ‘51 Cus- 


$400; FL Deluxe 4-dr., $580, $430. '49 tom (8) 2-dr., $750*; Victoria, $630; 
FL Deluxe 2-dr., $510, $390, $375, $260; 4-dr., $600; conv., $535; Custom (6) 





orty ie 


seiewsihene J Cid tea Sntegrity 


Forty years ago forward-looking publishers, advertisers 
and advertising agencies set up the Audit Bureau of 
Circulations as a voluntary, nonprofit association to 
provide impartial reports of the net paid circulations of 
periodicals and newspapers. In this single move, busi- 
ness men brought order and confidence out of confusion 
and distrust. Since 1914 A.B.C. reports, factual guides 


to publication advertising value, 
have been major factors in the 
success and growth of the adver- 
tising and publishing business in 
the United States and Canada. 

How does A.B.C. work to 
bring you the reliable circula- 
tion statements that protect 
publication advertising funds? 

A.B.C. defines net paid circu- 
lation, thus creating a uniform 
standard generally recognized 
by all in advertising. 

Trained Bureau auditors, at 
regular intervals, examine the 
books and records of member 
publishers, and painstakingly 


of those 


selection 





SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 
Paid subscriptions and renew- 
als, as defined by A.B.C. stand- 
ards, indicate an audience that 
has responded to a pub- 
lication’s editorial appeal. 
With the interests of the 
readers thus identified, it 
becomes possible to reach 
specialized groups effec- 
tively with specialized 
advertising appeals. 
















verify or correct the data they find there. The results 


thorough examinations are published in uni- 


form A.B.C. audit reports, needed by all who buy ad- 
vertising space, as a factual guide to the evaluation and 


of most publications as advertising media. In 


A.B.C. reports, buyers and sellers of advertising find 
answers to such questions as: 


e How much net paid circulation? 
e How much unpaid distribution? 
e Business or occupation of subscribers? 
® How much do subscribers pay? 
This publication, Bureau member, 
proudly displays the A.B.C. insigne 
pictured above. We join with A.B.C.’s 
3575 other members, not for 
the honor and prestige in- 
volved, but as an important 
service to all who buy space 
from us. Write for your copy 
of our latest A.B.C. report— 
study it to know the audi- 
ence you reach when you 
invest advertising funds 
with us. 
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Average Used-Car Prices 


(Compiled by Automotive News) 





Oct., 1954 Sept., . 

Model To Date 1954 1954 
1954... ... $1,727 $1,871 $1,949 
1953. wc, 108 1,250 1,290 
ee 915 939 991 
1951. 666 693 696 
1950.......... 494 514 521 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 






















2-dr., $620; 4-dr., $550; Deluxe (8) 4- 
dr., $520*; 1-ton pickup, $530. '50 Cus- 
tom (8) coupe, $650°; station wagon, 
$550; 4-dr., $495; conv., $450; Deluxe 
(8) 4-dr., $480; 2-dr., $380. '49 Custom 
(8) 4-dr., $370*; Custom (6) 2-dr., $280; 
Deluxe (6) 2-dr., $310, $190. '48 Deluxe 
(8) 2-dr., $180. 

HUDSON—’51 Super 2-dr., $270. 

KAISER—’49 Deluxe 4-dr., $170*. 

MERCURY—’54 Monterey 2-dr., $2,260* 
‘53 Custom Sport coupe, $1,520*. “52 4- 
dr., $1,150*. ‘51 4-dr., $540*. '50 4-dr., 
$495*. °49 4-dr., $390*, 310. 

OLDSMOBILE—’51 (88) 2-dr., $795*. °50 
(88) 2-dr., $570*; (98) 2-dr., $570*. ’49 
(98) 2-dr., $415*. 

PLYMOUTH—’54 Belvedere coupe, $1,375; 
Savoy 4-dr., $1,285. ’52 Cranbrook 4-dr., 
$875. ‘51 Cranbrook 4-dr., $1,550. °50 
Special Deluxe 4-dr., $610; club coupe, 
$470. '47 Special Deluxe 2-dr., $180. 

PONTIAC—’52 Chieftain (8) 4-dr., $960*. 
"51 Silver Streak (8) 4-dr., §790. '50 
Silver Streak (8) 2-dr., $650*, $590*; 
conv., $575; coupe, $410*. ‘49 Silver 
Streak (8) conv., $310*; Silver Streak 
(6) 2-dr., $4 

STUDEBAKER — ’51 Commander Land 
Cruiser, $500*; Champion 2-dr., $410*. 
‘50 Champion 4-dr., $265*. ‘49 Com- 
mander 4-dr., $220. 

WILLYS—’ 50 station wagon, $355*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 6.) 


(Continued very active sale with a few 
more Northern autos being offered. Sold 
66 cars out of 97 offerings.) 

BUICK—’52 RM 4-dr., $995*. ‘51 Super 
comv., $600*. °50 Special 2-dr., ‘$585. ’49 
Super 4-dr., $410. '48 Special 2-dr., $300. 
°47 Special 2-dr., $145. 

CADILLAC—’49 (62) 4-ar., $910*; (60) 
Special 4-dr., $905*. '46 (62) 4-dr., $260. 

CHEVROLET—’53 (210) 2-dr., $1,080, $1,- 
055. ’°52 SL Deluxe 2-dr., $875, $805; SL 
Special 2-dr., $645. '51 SL Deluxe 2-dr., 
$710*. °50 SL Deluxe 4-dr., $525; FL 
Deluxe 2-dr., $520. 49 SL Deluxe 2-dr., 
$490, $405, $400; 4-dr., $480; FL Deluxe 
2-dr., $520. '48 SM 2-dr., $215. °47 FL 
4-dr., $270. 

DeSOTO—’52 Fire Dome (8) 2-dr., $750°*. 
’51 Deluxe 4-dr., $485. 

DODGE—’52 %-ton pickup, $625. °51 Cor- 
onet club coupe, $695 

FORD—'54 Crest (8) 2-ar., $1,615*, $1,- 
310. '52 Main (8) 2-dr., $730. ’51 Deluxe 
(8) 2-dr., $690*, $520, ‘$475; 4-dr., $520; 
Custom (8) conv., $590. ’50 Deluxe (8) 
ay $550; 2-dr., $545, $540, $415; 4- 

$440; Custom (8) 2-ar., $375, $310. 
ao" Custom 68) 2-dr., $355, $265, $260; 
Deluxe (8) 2-dr., $275. 47 Custom (8) 
4-dr., $190. °46 Deluxe (8) 2-dr., $205. 
*40 Deluxe (8) coupe, $300; 2-dr., $225; 
4-dr., $175. 

MERCURY—'49 4- dr., $355. 

OLDSMOBILE—’50 (88) 2-dr., $780°; (76) 


4-dr., $500*. 49 (88) 2-dr., $520*. '46 
(68) 4-dr., $160. 
PLYMOUTH—’51 Cambridge 2-dr., $510. 


’48 Special Deluxe 4-dr., $250. 
PONTIAO — '50 Silver Streak (6) 2-dr., 
$530*; Silver Streak (5) conv., $420. '47 
Torpedo (6) conv., $205. 
STUDEBAKER — '53 Commander coupe, 
$1,010*. ’*49 Commander conv., 
WILLYS—’52 (6) 2-dr., $505. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 1.) 


(Sold 178 cars out of 261 offerings.) 


BUICK—’54 Super Riviera, $2,580* (ps). 
°53 Super Riviera, $1,665*. '52 Super Riv- 
jera, $1,200*. "51 Super 4-dr., $765*. '50 
Super 4-dr., $585*, $415*; RM 2-dr., 
$500*. °49 Super 4-dr., $365; RM 4-dr., 
$305*. °48 Super 4-dr., $110. 

OCADILLAC—’54 (62) 4-dr., $4,165* (ps). 
"52 (62) coupe deVille, $2,490* (ps); 
— $2,450* (ps). ’50 (62) 4-dr., $1,- 

CHEVROLET—'5S4 Bel Air station wagon, 
$1,800; 2-dr., $1,395*. '53 Bel Air 2-dr., 
$1,180*; (210) 2-dr., $1,055. 52 SL De- 
luxe Bel Air, $995; club coupe, $810. °51 
SL Deluxe Bel Air, $740*; 2-dr., $680*, 
$655, $630*, $550; 4-dr., $395. '50 SL De- 
luxe 2-dr., $555*, $500, $480, $450, $445*; 
FL Deluxe 2-dr., $335. ‘49 FL Deluxe 4- 
dr., $340; SL luxe 4-dr., $330. 

CHRYSLER—’54 NY 4-dr., $2,100* (ps). 
53 NY 4-dr., $835*. °50 Windsor 4-dr., 
$500. °47 Windsor club coupe, $235. '46 
Windsor 4-dr., $125. 

DeSOTO—'49 Custom 4- dr., $295. 

DODGE — ’'53 Coronet Diplomat, $1,145*, 
$1,120*; 2-dr., $1,095*, $1,075*, $950. 
"52 Coronet Diplomat, $695; Meadow- 
brook 4-dr., $675, $595. °51 Coronet 4- 
dr., $595*. ‘47 Custom 4-dr., $150, $145. 

FORD—’54 Crest (8) Country sedan, §2,- 
050*; Victoria, $1,805*; Custom (8) 4- 
dr., $1,530. "53 Main (8) Ranch Wagon, 
$1, 375; Crest (8) Victoria, $1,310; Cus- 
tom (8) 4-dr., $1,190, $1, 110, $1,070; 
Main (6) 2-dr., . "52 Custom (8) 
Victoria, $1,110*; Main (8) Ranch Wag- 
on, $1,030*. °51 Custom (8) 2-dr., $510, 
$470; Deluxe (8) 4-dr., $490, $395. 

HUDSON — ’53 Wasp 4-dr., $1,075. °52 
Hornet 4-dr., $790*; Wasp 4-dr., $640. 
"49 Commodore (8) 4-dr., $200. 

KAISER—’51 Special 4-dr., $360*, $355*. 
"49 Deluxe 4-dr., $185*. °48 Special 4- 
dr., $120. 

LINCOLN—’53 Capri coupe, $2,310* (ps). 
"52 Cosmopolitan coupe, $1,645*; Capri 


(Continued on Page 59, Col. 1) 
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*49 Cosmopolitan 4-dr., 


MEROURY — ‘54 Custom 4-dr., §2,040° 
(ps). '53 Custom 4-dr., $1,330* (ps). '51 
4-dr., $775*, $645*. '50 club coupe, $510. 
'49 conv., $285*. "47 club coupe, $165. 

NASH—’54 Metropolitan Hard Top, $975*. 
53 Statesman 4-dr., $1,200*; Rambler 
station wagon, $1,020*. '52 Statesman 4- 
dr., $900*. '51 Rambler club coupe, 
$480*. "50 Ambassador 4-dr., $170*. 

OLDSMOBILE — '54 (88) conv. , $2,615* 


coupe, 
$190°, 


(ps). '53 (98) Holiday, $2,025* (ps); 4- 
dr., $1,850* (ps); (88) 2-dr., $1,425°*. 
"Sl (98) Holiday, $945*; 4-dr., $815*. 
"50 (88) Holiday, $715*, $710*; 4-dr., 
$600°, $450°. 
PACKARD—’53 (200) 2-dr., $1,450*. °52 
(300) 2-dr., $850*. '48 4-dr., $315. 


PLYMOUTH—’53 Cambridge suburban, $1,- 
020; Cranbrook 4-dr., $965; club coupe, 
$900. ‘52 Cranbrook 4-dr., $750, $655; 
club coupe, $670. '51 Cranbrook Belve- 
dere, $695; club coupe, $565, $435. 50 
Special Deluxe 4-dr., $405. 

PONTIAC—’53 Chieftain (8) 4-dr., §$1,- 

’52 Chieftain (8) 4-dr., 
'50 Silver Streak (8) 

. '48 Torpedo (8) 2-dr., 
2 at $200°. '47 Torpedo (8) 2-dr., $200. 
'46 Torpedo (8) 2-dr., $120. 

STUDEBAKER—'54 Champion station 
wagon, $1,690*, $1,550*. °53 Champion 
coupe, $1,115*; ‘Commander coupe, $800*. 
*52 Champion ‘4- dr., $700*. '51 Champion 
4-dr., $565*. ’50 Commander 2-dr., $240*. 

WILLYS—’50 (6) station wagon, $480. "47 
(4) station wagon, $185*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 1.) 
(Sold 156 cars out of 232 offerings.) 


BUICK—’54 Super Riviera, $2,525* (ps); 
Cermtury sedan, $1,800*. '53 Super conv., 
$1,540*; Special 2-dr., $1,250. '51 Special 
4-dr., $535, $450. °50 Super Riviera, 

65° 


CADILLAC—’54 (62) coupe, $4,200* (ps). 
’52 (6@) Special 4-dr., $2,435* (ps); (62) 
4-dr., $2,080*. '51 (62) conv., $1,450*. 
"50 (61) coupe, $1,475*; 4-dr., $1,400*, 
$1,325*; (62) coupe, $1,400*, $1,175*. 

CHEVRO —'54 Bel Air 2-dr., $1,640, 

$1,450; (210) 2-dr., $1,400; %-ton pick- 

$1,100. '53 Bel Air conv., $1,350* 
(ps); 2-dr., $1,295; (210) Handyman, 
$1,300; 4-dr., $1,210* (ps). '52 SL De- 
luxe 4-dr. $850, $795; 2-dr., $800; conv., 
$800. '51 SL Deluxe 4-dr., $710*; FL De- 
luxe 4-dr., $510. ‘50 SL Deluxe 2-dr. 
$500*. °49 SL Deluxe 2-dr., $310. 
FM 4-dr., $435. 

CHRYSLER—'50 Windsor sedan, $700; 
club coupe, $510. "49 NY 4-dr., $300. 
DODGE — ’53 Coronet 4 - dr., $1,000. °52 
Coronet 2-dr., $580; 4-dr., $550. ‘49 

Wayfarer 2-dr., 

FORD—'54 Crest (8) Victoria, $2,025*; 
—. -" 4-dr., $1,980, $1,640, Si 
605*; 2-dr., $1,595. '53 Custom (8) 4-dr., 
$1,325*, $1,295*; club coupe, $1,250; 2- 
dr., $1,195, $1,100; Main (8) 4-dr., a- 
100; Crest (6) Victoria, $1,050*. °52 
Main (8) Ranch Wagon, $1,225. '51 Cus- 


"47 





tom (8) 4-dr., $700. ’'50 Custom (8) 2- 
dr., $650, $630, $560. °49 Custom (8) 
2-dr., $475. 


HUDSON—’52 4-dr., $650*. 

MERCURY—’ 54 Monterey Sport coupe, $1,- 
975*; 4-dr., $1,875; Custom 4-dr., $1,- 
775. ’53 Monterey conv., $1,750*; coupe, 


$1,700* (ps); Custom conv., $1, 200. *52 
2-dr., $1,075*; Hard Top, "$1, 050*. °51 
coupe, $750*. 

NASH—’53 Rambler Hard Top, $1,150*. 


*51 Rambler coupe, $540. | 
OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
250*. ’53 (£8) Holiday, $1,850* (ps); = 
4-dr., $1,750*. '52 (98) coupe, $1,350 
"51 (98) Holiday, $1,000*. ’50 (88) 4- dr., 7 
95*. 


$6 

PACKARD—'51 conv., $600*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,500*. 
"53 Cambridge 4-dr., $825. ‘50 Deluxe 
4-dr., $390. 

PONTIAC—'54 Chieftain (8) conv., §$2,- 
250* (ps). °53.Chieftain (8) 4- dr., $1,- 
370*; 2-dr., $1,250. ’51 Silver Streak (8) 
4-dr., $600*. '50 Silver Streak (8) Cata- 
lina, $700*. 

STUDEBAKER—’54 Champion coupe, on: - 
400. °53 Champion 4-dr., $750. "50 Com- 
mander 4-dr., $360. 


JESSUP, MD. 


(Colie’s Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 6.) 
(Market good. Sold 24 cars out of 36 
offerings.) 
BUICK—’50 Special 4-dr., $550. 
4-dr., $155. 
CHEVROLET—’51 SL Deluxe 4-dr., $600*. 
’50 SL Deluxe 2-dr., $575 





"48 Super 


FORD —’50 Deluxe (6) 2-dr., $345. °49 
Custom (8) club coupe, $290. ‘48 Cus- 
tom (8) conv., $325. 

URY—’'48 club coupe, $250. 

NASH — '51 Ambassador 4-dr., $450*; 
Statesman 4-dr., $400, $365. '47 Super 
4-dr., $110. 

OLDSMOBILE—’48 (66) 2-dr., $245*. 

PACKARD—’49 4-dr., $165. 

PLYMOUTH—’'50 DeLuxe 4-dr., $260. '49 
Deluxe 4-dr., $300. 

PONTIAC—’ 47 conv., $150. 

STUDEBAKER — ’51 Commander 4-dr., 


$435; Champion 2-dr., $390, $235. ‘49 


Champion Business coupe, $200. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 1.) 

(Market comparatively good in price 

on all models, Sold 120 cars out of 195 
offerings.) 

BUICK—’53 Super Riviera coupe, $1,450*, 
$1,360*; Special 2-dr., $1,265*. '51 Spe- 
cial 2-dr., $885*, $875*, $805; RM Rivi- 
era 4-dr., $865*; Super Riviera 4-dr., 
$870*, $860*. ‘50 Super Riviera coupe, 
$775*, $750*; 4-dr., $640*; Special se- 
danet, $465. '49 Super sedanet, $365; 4- 
dr., $340. 

CADILLAC—’51 (62) coupe deVille, $1,- 
945°; (60) Special 4-dr., $1,850*. ‘50 
(62) 4-dr., $1,415*. °49 (62) 2-dr., $800*. 

CHEVROLET—’54 Bel Air 4-dr., $1,700*, 
$1,620; 2-dr., $1,565; (210) 2-dr., $1,- 
510*, $1,500*; 4-dr., $1,475*. '53 Bel Air 
4-dr., $1,225*; (150) 4-dr., $1,185, 2 at 
$1,085; 2-dr., $895, $845. °52 SL Deluxe 

Bel Air, $965*, $955; 4-dr., $815; 2-dr., 









*50 Custom 4-dr., 
$135. 


DODGE—’51 Coronet 4-dr., 


FORD—'53 Crest 
$1,400* ; 


$580, $570, 1565, $560, $555 
20°, 


$560, $555, 

4-dr., $365; SL Special 2-dr., $365, $305. 
CHRYSLER—'52 Windsor 4-dr., $975*. 

Windsor club coupe, 

4-dr., $500; 2-dr., 
DeSOTO—’52 Custom 4-dr., 


Custom (6) 4-dr., 
Custom (6) 2-dr., 
Country Squire, $730; 2-dr., $665*, $595*, 
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Super 4-dr., $1,650%. ‘52 (88) Super 


$1,255*. ‘51 (88) Super 2-dr., $940*, 
$930, $925*, $915; 4-dr., $695*; (98) 
Holiday 4-dr., $900*, *. '60 (88) Su- 


Eres, club coupe, $785°*. *49 (88) sedanet, 
PACKARD—’51 4- dr., $690. 
PLYMOUTH — 51 Concord Savoy, $675; 

Cranbrook 4-dr., $615; club coupe, $410, 


$385. '50 Deluxe station wagon, $600; 
4-dr., $495, $450. '49 Special Deluxe 2- 
$790, $775, $690. '51 SL Deluxe 2-dr., dr., $300. 
$740, $655°; 4-dr., $665*; SL Special 2- | PONTIAC—'52 Chieftain (8) 4-dr., $1,- 
dr., $715*, $680. '50 SL Deluxe 4-dr., 060*. '51 Silver Streak (8) 4-dr., $720*. 
$550; 2-dr., ‘560 Silver Streak (8) 2-dr., $555. 


49 SL Deluxe | STUDEBAKER — ‘53 Commander c1ub 


$505. 


coupe, $985*. '49 Champion club coupe, 
50 $285°. 
$630. "49 Windsor | MISCELLANEOUS —'51 Henry J sedan, 
$440. $465. 
$775*, $685*. 
$500. ‘47 Custom 4-dr., CHICAGO 
$560*, $455. (Arena Auto Auction. Sale every Tues- 
(8) Victoria, $1,420°, | day. Prices are for sale of Oct. 5.) 
$1,000. °52 (Sold 223 cars out of 338 offerings.) 


$825. °51 Custom (8) | BUICK—’54 Super Riviera 2-dr., 


Special Riviera 2-dr., $2,375*. 


$2,470°; 
‘53 Super 


$535; comv., $605*, $600*; Custom (6) Riviera 2-dr., $1,650* (ps), $1,465*; 4- 
2-dr., $510*. '50 Custum (8) 2-dr., $555. dr., $1,645* (ps), $1,510*; RM Riviera 
49 Custom (8) 2-dr., $305*, $370, $340 4-dr., $1,575* (ps). "52 RM Riviera 2-dr., 
$335. $1,305*; Special Riviera 2-dr., $1,300*; 
HUDSON—’'53 Hornet 4-dr., $1,180*. °50 Super Riviera 2-dr., $1,250*, $1,215°*; 
Commodore (6) 4-dr., $610*. °'48 club 4-dr., $1,140*. 
coupe, $135. CADILLAC—’54 (75) Eldorado conv., $5,- 
KAISER—’51 4-dr., $495*. 320° (ps). '53 (62) 4-dr., $3,215* (ps), 
MERCURY — '54 Custom coupe, $2,150* $2,755° (ps); coupe deVille, $3,160* (ps); 
(ps). °52 conv., $1,145*. '51 4-dr., $700*, conv., $3,005* (ps); (60) Special 4-dr., 
$680*. '50 club coupe, $455*. $3,045* (ps), $2,855* (ps). '52 (62) 4- 
NASH—’52 Statesman 4-dr., $820*; Ram- dr., $2,190* (ps), $2,135*, $2,050* (ps). 
bier station wagon, $680; conv., $550.| CHEVROLET—'54 Bel Air Sport coupe, 
’51 Ambassador 4-dr., $645*, $630. ‘50 $1,910 (ps), $1,710; Handyman, $1,815*; 
Ambassador 4-dr., $590*; 2-dr., $330*; 4-dr., $1,545; (210) 2-dr., $1,375; (150) 
Statesman 2-dr., $270, $255*, $240*. 2-dr., $1,310. '53 Bel Air Sport coupe, 
OLDSMOBILE—’54 (88) Holiday, $2,230° $1,525*; (210) Handyman, $1,500; 4-dr., 


(ps); Super 2-dr., 


$2,155* (ps). ’53 (88) $1,145°; 2-dr., $1,025. °52 SL Deluxe 


ve. $840°; 4-dr., $755*, $750. 
» $640; station wagon, $585. 
cunyan-vea NY 4-dr., $2,110*. '53 
NY 4-dr., $1,680", $1,450*. '51 Windsor 
4-dr., $790*. ‘50 NY 4-dr., $485°. 
DeSOTO—’53 Powermaster 4-dr., $1,210°*. 


DODGE—’53 Meadowbrook station wagon, 
$1,290*; Coronet 4-dr., $1,200*, $1,050*; 
Diplomat, $1,145*. '52 Coronet 4-dr., 
$765*; club coupe, §$725*. °49 Deluxe 4- 
dr., $135*. 

FORD — '54 Crest (8) Victoria, $1,980*, 
$1,795*; 4-dr., $1,545; Custom (8) conv., 
$1,840*; Custom (6) club coupe, $1,310. 
’53 Main (8) Ranch Wagon, $,1700*, $1,- 
610, $1,550, $1,350; 2-dr., $950, $935; Cus- 
tom (8) conv., $1,460*; 4-dr., $1,075; 
2-dr., $985. °52 Main (8) Ranch Wagon, 
$1,190; Custom (8) 2-dr., $875. 

HUDSON — '53 Hornet 4-dr., $1,100; Jet 
4-dr., $930*. '51 Commodore (8) 4-dr., 
$500; Hornet 2-dr., $450. 


LINCOLN—’54 Capri coupe, $3,200* (ps). 


‘53 Capri coupe, $2,265* (ps). °52 Cos- 
mopolitan coupe, $1,600. 
MERCURY—’54 Monterey coupe, $2,125*, 


$2,045*. °53 Monterey coupe, $1,825*, 

Custom Sport coupe, $1,685*, 

"52 Monterey coupe, $1,095*; 

$1,025, on "51 2-dr., $710, $690. 

49 2-ar. ° $335, $3 15. 

NASH —’'53 Ambassador 4-dr., 
Rambler club coupe, $1,030*, $900. "51 
Statesman 4-dr., $465, $385. "50 States- 
— 2-dr., $270. '49 Ambassador 4-dr., 

30°. 

OLDSMOBILE — '54 (98) 4-dr., $2,850* 
(ps), $2,785* (ps), $2,735* (ps). 

$1,835* (ps); 4- 
(98) Holiday, $1,895*. 


$1,270°; 


Holiday, $1,925* (ps), 
dr., $1,755* (ps); 
"52 (98) 4-dr., $1, 295*; (88) 4-dr., $1,- 
205*. °51 (98) 4-dr., $955°, $800*, "50 
(88) 4-dr., $565*. 

PACKARD—’53 Clipper 2-dr., $1,325*. °52 


‘61 FL 


(200) 4-dr., $950*. ‘51 (200) 4- 
$640° 


PLYMOUTH—’53 Cranbrook 4-dr., $1,070*; 
Cambridge 4-dr., $750. 
urban, $975; Cranbrook 4-dr., $695; 
conv., $455; ‘Cambridge 4-dr., $500. "Si 
Cambridge 4-dr., $510, $405. "50 Special 
Deluxe 2-dr., $435. 

PONTIAC—’ 54 Star Chief (8) 4-dr., $2,- 
180*, $2,170*. '53 Chieftain (8) Catalina, 
$1,780"; 4-dr., $1,485*, $1,375*; conv., 
$1,490* (ps). '52 Chieftain (8) Catalina, 
$1,325*, $1,220*. '51 Silver Streak (8) 4- 
dr., $760*, $715*, $700*. '50 Silver Streak 
(8), 4-dr., $535", $485°*. 

STU DEBAKER — '53 Commander c lu b 
coupe, $1,165*, $1,135*, $1,050°; 4-dr., 
$850; Champion club coupe, $1, 045°. 
"51 Commander Land Cruiser, $565°, 
$440*; Champion club coupe, $475. 

WILLYS—’53 Aero sedan, $630. 

MISCELLANEOUS—’54 Morris 
dan, $800. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 6.) 


(Market off slightly due to a run of 
rough merchandise. Sharp cars more 
scarce but bringing top prices. Sold 79 
cars out of 112 offerings.) 
BUICK—’53 Super Riviera, $1,710* 

’52 Super conv., $1,090*; ‘Special Riviera, 

$950*. '50 Special conv., $650. ‘49 RM 
sedan, $430°*. 

CADILLAC—’54 (60) Special sedan, $4,- 
540° (ps); (62) coupe, $4,240* (ps); se- 
dan, $4,190* (ps). °53 (62) coupe de- 
Ville, $3,450* (ps). "50 (61) sedan, $1,- 
375*. '47 (75) sedan, $500*. 

CHEVROLET—’54 Bel Air 4-dr., $1,610; 
(210) sedan, $1,500. °53 (21) sedan, $1,- 
190; (150) sedan, $940. '52 SL Deluxe 


(Gontinued on Page 60, Col. 1) 
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Alternating Saturday nights! 

Actually two new TV shows! 

Starting October 2nd! 

60 stations —NBC-TV Network! - 
Comedy! ... Music! ... Guest Stars! 


Texaco does it again...now with two of the enter- 
tainment world’s most popular comedy and song- 
and-dance stars. 


Texaco Dealers will have special promotion ma- 
terial for their stations, to tie in with the new 
programs...to bring in new customers and keep 


old customers coming back! 
THE TEXAS COMPANY 


TEAACO 
NT AR 
THEATER 








‘52 Concord sub- - 
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Used-Car Auction Prices 





(Continued from Page 59) 


sedan, $910*, $895*. ‘51 SL Deluxe se- 

dan, $710*, $675*, $620; SL Special se- 

dan, $630. '50 SL Deluxe sedan, $535*; 

SL Special sedan, $480, $425; station 
wagon, $280; %-ton pickup, $530, $400. 
‘48 FL sedan, $280. 

OHRYSLER — '50 Windsor sedan, $675°*. 
'48 NY sedan, $220. '47 Saratoga sedan, 


$225. 
DeSOTO — ’51 a sedan, $680°. ‘49 


Custom sedan, $420. 

DODGE—’52 Coronet sedan, $610*, $500*. 
‘51 Meadowbrook sedan, $600*. ’°48 Cus- 
tom sedan, $260, $235. 

FORD—’'54 Main (6) sedan, $1,200. ‘53 
Custom (8) sedan, $1,100; Main (8) se- 
dan, $860. 52 Custom (6) sedan, §755. 
‘561 Custom (8) coupe, $630*; Custom (6) 
sedan, $550. 50 Custom (8) sedan, $550, 
$500, . '49 Custom (8) sedan, $410, 
$390, $310. '46 Deluxe (6) sedan, $100. 

HUDSON—’51 Commodore (8) Hollywood 
coupe, $700°. 

KAISER—’51 Deluxe sedan, $390. 

LINCOLN—’50 Cosmopolitan sedan, $510*. 

MERCURY—’51 sedan, $740*. ‘50 sedan, 

oe 


$590°. 

NASH—’52 Rambler station wagon, $525, 
$505, $470. '50 Statesman sedan, $225. 
OLDSMOBILE — '53 (98) sedan, $1,900* 
(ps). ‘52 (98) sedan, §$1,040*. '50 (88) 
sedan, $540*. '49 (98) sedan, 2 at $425°. 

PACKARD—’49 sedan, $300. 

PLYMOUTH — '50 Special Deluxe sedan, 
$480. ‘47 Deluxe sedan, $170. . 

PONTIAC—’52 Chieftain (8) sedan, $1,- 
025*. '51 Silver Streak (8) sedan, $890*. 
‘49 Silver Streak (8) sedan, $505, $475, 
$425. °48 Torpedo (8) sedan, $190. 

STUDEBAKER—’53 Champion sedan, $1,- 
075*. '48 Champion sedan, $230. 

MISCELLANEOUS—’51 Henry J (4) se- 
dan, $325; Anglia sedan, $240. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 6.) 


(Consignment down a little and prices 
still sagging. There were really some 
steals here today. Sold 57 cars out of 
101 offerings.) 

BUICK—’51 Super 4-dr., $640*. 
CADILLAC—’50 (62) coupe, $1,460*. 
OHEVROLET—’54 (210) 4-dr., $1,390. °53 

(210) 2-dr., $1,025; 4-dr., $1,020, $1,015. 
‘52 SL Deluxe 4-dr., $740*, $685*. ‘51 
SL Deluxe 4-dr., $645*. ‘50 SL Deluxe 
2-dr., $575*, $475, 2 at $460. 49 SL De- 
luxe 2-dr., $405, 2 at $400. 48 SM 2-dr., 


90. 
ounrsizn—'s0 Deluxe 4-dr., $540*. 
DeSOTO—’51 Custom 4-dr., $605*. 
DODGE—’52 Meadowbrook 4-dr., $705*. 
’47 Deluxe 4-dr., $125. 





FORD—'54 Custom (8) 4-dr., $1,510, 2 at 
$1,500. ‘53 Custom (8) 2-dr., $1,075; 
Main (8) 2-dr., $1,010. ‘51 Custom (8) 
Victoria, $780*; 4-dr., $695*, 2 at $675*. 
’50 Custom (8) 2-dr., $455, $405, $400. 

KAISER—’51 Deluxe 4-dr., $370*, $325*. 

MERCURY ‘51 Custom 4-dr., §760*, 
$750*. '50 Custom 2-dr., $580*. 

NASH ‘52 Rambler 2-dr., $590*. '50 
Statesman 4-dr., $350*. 

OLDSMOBILE—’54 (88) Super 4-dr., $2.- 
305* (ps). ’°53 (88) Super 4-dr., $1,705* 


(ps). °51 (88) Super 2-dr., $705*. ‘50 
(98) 2-dr., $600*. 
PACKARD—’51 Custom 4-dr., $765*. ‘48 


Deluxe 4-dr., $165. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,000*, 
$960*. '52 Cranbrook 4-dr., $525, 2 at 
$780, $690. ‘51 Concord 4-dr., $525. 
Deluxe 2-dr., $475. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,370*, 
$1,105. '52 Chieftain (8) 4-dr., $790*. ‘51 
Silver Streak (8) 2-dr., $695*. °50 Sil- 
ver Streak (8) 2-dr., $625*. ‘49 Silver 
Streak (8) 2-dr., $395*. 

STUDEBAKER ’51 Champion 4-dr., 
$560*. 

WILLYS—’49 station wagon, $500*. 

MISCELLANEOUS—’52 Henry J (6) se- 
dan, $395*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale ev- 
ery Tuesday. Prices are for sale of Oct. 5.) 

(Market steady as of last few weeks 
With a demand for good autos. Sold 92 
cars out of 132 offerings.) 

BUICK—'54 Super Riviera, $2,550*, $2,- 
520°. '52 RM Riviera, $1,030*; Special 
4-dr., $1,000. '51 Super conv., $875*; 4- 
dr., $800. ‘50 Super sedanet, $580*, 
$510*. ‘49 Super 4-dr., $435*, $380*, 


$285. 
CADILLAC—’53 (62) coupe deVille, $2,- 


995° (ps). 
CHEVROLET—’'54 Bel Air 2-dr., $1,575; 


(210) 2-dr., $1,220. '53 Bel Air 2-dr., 
$1,275*; (210) suburban, $1,200; 2-dr., 
$1,080. °52 SL Deluxe Bel Air, $900*; 


2-dr., $740*. '51 SL Deluxe 4-dr., $700*, 
$640°; 2-dr., $580*. '50 SL Deluxe 4-dr., 
2 at $470*. '49 SL Deluxe 2-dr., $330. 
’47 FM club coupe, $220. 

CHRYSLER—’50 Windsor club coupe, $510. 

DeSOTO—’51 Custom 4-dr., $700. '50 Cus- 
tom 4-dr., $545*. 

DODGE—’53 Coronet 4-dr., $1,160*; Mea- 
dowbrook 2-dr., $790. ‘52 Coronet 4-dr., 
$775, $735. '51 Meadowbrook 4-dr., $550. 

FORD—’53 Main (8) Ranch Wagon, §$1,- 
360. '52 Custom (8) 2-dr., $885; Custom 
(6) 2-dr., $425. '50 Custom (8) Victoria, 
$525; Custom (6) 2-dr., $280; %-ton 
pickup, $450. '49 Custom (8) 2-dr., $315, 
$300. '47 Custom (8) conv., $100. 


KENT-Moore 


ORGANIZATION, INC. 
$-105 GENERAL MOTORS BLDG. + DETROIT 2. MICH. 





MERCURY—’53 Monterey 4-dr., $1,450. '52 
Custom 2-dr., $1,075*. ’'51 Custom 2-dr., 
$745*, $690*. '50 Custom 2-dr., $490. 

NASH—’52 Rambler Country club, $720; 
station wagon, $575. 

OLDSMOBILE—'53 (88) 4-dr., $1,620*. '50 
(88) 4-dr., $580*; 2-dr., $500°, $475*. 

PLYMOUTH—’53 Cambridge 2-dr., $1,150. 


"51 Cambridge 4-dr., $575; Cranbrook 
2-dr., $565. 
PONTIAC—’54 Star Chief (8) Catalina, 


$2,200*; Chieftain (8) Catalina, $2,035*. 
"52 Chieftain (6) 2-dr., $755. ’51 Silver 
Streak (8) 2-dr., $800*; Silver Streak 
(6) 4-dr., $670. '50 Silver Streak (8) 4- 
dr., $570*. ‘49 Silver Streak (8) 4-dr., 
$290* 


STUDEBAKER — ‘53 Commander 4 - dr., 
Sesee, "51 Champion coupe, $420*; 4-dr., 
* 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 

Tuesday. Prices are for sale of Oct. 5.) 
(Market shows a decline of $25 or 
more per unit. Bad weather partly re- 
— Sold 46 cars out of 85 offer- 
ngs.) 

BUICK—'53 Super Riviera 2-dr., $1,760*; 
Special Riviera 2-dr., $1,375. ‘52 Super 
4-dr., $1,100*. ‘51 Special 2-dr., $850. 
’49 Super 4-dr., $380*. 


CHEVROLET—’53 Bel Air 4-dr., $1,300; 
(210) 4-dr., $1,200; (150) 2-dr., $1,050. 
"50 SL Deluxe 2-dr., $465, $450*; SL 


Special club coupe, $375. '49 FL Deluxe 
2-dr., $355; SL Deluxe 2-dr., $265. ‘48 
FL Aerosedan, $215. 

CHRYSLER—’52 Windsor 4-dr., $820*. '51 
Windsor 4-dr., $650*. 

—— Meadowbrook club coupe, 


FORD—'53 Crest (8) 4-dr., $1,265*; 2-dr., 
$1,165. ‘52 Main (8) Ranch Wagon, 
$1,115. °51 Custom (8) 4-dr., 2 at $680*; 
club coupe, $640, $560; 2-dr., $630*. ‘50 
Custom (8) 4-dr., $425; Deluxe (6) 2-dr., 
$245. '49 Custom (8) 2-dr., $365. 

KAISER—’52 Deluxe 4-dr., $600*. 


LINCOLN—’54 Capri 4-dr., $2,590* (ps). 

MERCURY—’'52 2-dr., $910. 

OLDSMOBILE—’50 (98) 4-dr., $525*. ‘49 
(88) 2-dr., $490*. 

PLYMOUTH — ’54 Savoy 4-dr., $1,465*. 
‘53 Cambridge suburban, $1,160. ’52 


Cranbrook 2-dr., $700. ’50 Deluxe subur- 
ban, $515. ‘49 Deluxe suburban, $440; 
He Deluxe 4-dr., $295. ‘46 4-dr., 
PONTIAC—’53 Chieftain (8) 4-dr., $1,515. 
’50 Silver Streak (8) 4-dr., $590*, $405*. 
STUDEBAKER — ’'53 Commander 2-dr., 
$1,350*. 


RICHMOND, VA. 


(Ryan Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 6.) 

(With °55s imminent, the market is 
dropping fast with ’54s hardest hit and 
rough units off. There is a heavy demand 
for clean °49s through '52s and buyers 
are crying for pickups and ’46 through 
’561 Fords. Buying slowed today by heavy 
rains. Sold 62 percent of cars offered.) 


BUICK—’49 Super sedanet, $300; conv.. 
$275. °48 RM 4-dr., $250. °47 Super 
conv., $175; 4-dr., $165. 

CADILLAC—’52 (62) 4-dr., $2,150*. °47 


(62) conv., $450*; (75) sedan, $350*. 

CHEVROLET—’54 Bel Air 2-dr., 2 at $1,- 
625. '53 (210) 4-dr., $1,050. '51 SL De- 
luxe Bel Air, $785*; 4-dr., $690*. °46 
SM 4-dr., $130. 

FORD—’54 %-ton pickup, $840. '52 Main 
(8) Ranch Wagon, $1,055; Custom (8) 
4-dr., $925; 2-dr., $840. °51 Custom (6) 
4-dr., $525. “49 Deluxe (6) 2-dr., $360; 
4-dr., $225. '41 Deluxe 2-dr., $260. '40 
Deluxe conv., $240; 2-dr., $135. 

HUDSON—’54 Super Jet 4-dr., $1,175. '49 
Commodore 4-dr., $270. 

KAISER—’54 Darrin (161) conv., $2,000*. 
"47 4-dr., $105. 

OLDSMOBILE—’51 (88) 4-dr., $750*. 
(78) 4-dr., $135. '47 (98) 4-dr., $175. 

PACKARD—’'47 2-dr., $165. 

PONTIAC — ’51 Silver Streak (6) 
$500. '48 Torpedo (8) 2-dr., $115. 

STUDEBAKER—'50 Champion 4-dr., $310. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 6.) 
(The inevitable day is here. Prices are 


"48 


4-dr., 


down, particularily on late models. Sold 
67 cars out of 122 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,440*, 


$2,400*, $2,385*. °53 Super Riviera 2-dr.. 
$1,430*; 4-dr., $1,525*, $1,505*; Special 
4-dr., $1,285. °52 RM 4-dr., $970*. ’51 
Super Riviera 4-dr., $810*, $775*; Spe- 
cial 2-dr., $800; 4-dr., $725; RM 4-dr., 
$745*. °50 Special 4-dr., $505, $4580. '49 
Super 2-dr., $400*. 

CADILLAC—’51 (62) 4-dr., $1,530*. 

CHEVROLET—’54 (210) Handyman, $1,- 
940*. ’53 (210) club coupe, $930. 52 SL 
DeLuxe 2-dr., $800*. °51 SL Deluxe 2- 
dr., $620*, $615*; 4-dr., $610*, $590. '50 
SL Deluxe Bel Air, $570; 4-dr., $505, 
$500, $485; 2-dr., $490, $455, $425; conv., 
$440, $400; FL Deluxe 2-dr., $475; %- 
ton pickup, $450. 

DeSOTO—’51 Custom 4-dr., $675*. 

DODGE—’53 Coronet club coupe, $950*; 4- 
dr., $900*. '48 Custom 4-dr., $200. 

FORD—’53 Custom (8) 4-dr., $1,160; 2-dr., 
$1,100; club coupe, $1,115; Custom (6) 
2-dr., $965. '52 Crest (8) Victoria, $1,- 
000*; Custom (8) 2-dr., $925*. '51 Cus- 
tom (8) 4-dr., $500; Custom (6) 2-dr., 
$450. 49 Custom (8) 4-dr., $315, $270; 
2-dr., $195. 

MERCURY—’53 Monterey 4-dr., $1,425*. 
’49 club coupe, $155. 

OLDSMOBILE—’53 (88) Holiday, $1,550*. 
‘51 (98) Holiday, $1,025*; (88) club 
coupe, $1,015*. ‘50 (88) club sedan, 
$500*; conv., $440*. 

PLYMOUTH—’50 Deluxe 2-dr., $285. 

PONTIAC—’52 Chieftain (8) Catalina, $1,- 
100*; 2-dr., $965*. ’51 Silver Streak (8) 
2-dr., $695*. '50 Silver Streak (8) 2-dr., 
$470*. '49 Silver Streak (8) 2-dr., $350. 

STUDEBAKER Hard 
Top, $1,215*. 

MISCELLANEOUS—’53 Henry J (4) 2-dr., 
$290. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Oct. 6.) 

(Market steady and sale excellent. A 
nice consignment of cars offered today 
with beautiful weather and an enthusi- 
astic group of buyers. Sold 74 percent of 
cars offered.) 

BUICK—’52 RM 4-dr., (ps). 
Super conv., $650*. 

CADILLAC—’54 (62) coupe, $4,230* (ps). 
"53 (62) coupe, $3,140* (ps). '49 (62) 4- 
dr., $1,060*. 

CHEVROLET—’54 Bel Air 4-dr., $1,775; 


—’'53 Commander 


$1,285* "50 





In Scout Drive— 


Ralph Horgan (standing) president of 
Ralph Horgan, Inc. (Ford), New York, has 
assumed the chairmanship of the automo- 
tive division of the Girl Scout fund drive 
in Greater New York. With him are Mrs. 
Vincent Impelliteri, wife of the former 
mayor of New York, a member of the 
board of the Girl Scout Council of Greater 
New York, and Patricia Donohue, Girl 
Scout poster girl. 





(210) 2-dr., $1,510. '53 (210) 2-dr., $1,- 
140. ’52 SL Deluxe 4-dr., $980, $865; 2- 
dr., $815. ’50 SL Deluxe 4-dr., $705; 2- 
dr., $565. '49 SL Deluxe Carryall, $500. 
’47 %-ton pickup, $315. 

CHRYSLER—’53 NY 2-dr., $1,975*; 4-dr., 
$1,620* (ps). '48 4-dr., $270. 

FORD — ’54 %-ton pickup, $1,280*. °53 
Crest (8) Country sedan, $1,625; 4-dr., 
$1,380. 51 Custom (8) conv., $775; De- 
luxe (8) 2-dr., $700. ‘50 Custom (8) 
conv., $640*; 4-dr., $595; coupe, $500. 
*49 Custom (8) 4-dr., $430; 2-dr., $415, 
$280. ’°48 Custom (8) club coupe, $250. 
’47 1%-ton cap, $405, $210. '46 Deluxe 
(8) 2-dr., $205. 

HUDSON—’50 Super (6) 4-dr., $385. 
Super (6) 2-dr., $270. 

MERCURY—’54 Monterey Hard Top, §$2,- 
365*. °51 Custom Sport sedan, $875*; 
4-dr., $825*; 2-dr., $785. 

NASH—’51 Ambassador 4-dr., $685*. 
Ambassador 4-dr., $500. 

OLDSMOBILE — ’54 (98) 4-dr., $2,805* 
(ps). ’53 (88) Holiday, $1,870*. ’51 (98) 
4-dr., $1,135*. ’50 (88) conv., $635*; club 
coupe, $620*. '49 (88) 4-dr., $585*; (98) 
2-dr., $390*. ‘46 (78) 4-dr., $155*. 

PLYMOUTH—’53 Cambridge suburban, $1,- 
375; Cranbrook conv., $1,250; 4-dr., $1,- 
040. ‘50 Deluxe 2-dr., $545. '47 Deluxe 
club coupe, $160. '46 Deluxe 2-dr., $185. 

PONTIAC—’53 Chieftain (8) conv., $1,- 
625*. '49 Silver Streak (8) 2-dr., $530*. 
’48 Torpedo (8) 4-dr., $340; conv., $290. 
’47 Torpedo (6) 4-dr., $175. 

STUDEBAKER~—’53 Commander 2-dr., $1,- 
125*. ’52 Champion 4-dr., $540. ’51 
Champion 4-dr., $495*. °50 Champion 4- 
dr., $520*; conv., $340*. *48 Commander 
4-dr., $285*. 


"49 


"50 


OMAHA 


(Soderberg-Kline Auto Auction. Sale ev- 
a7 Thursday. Prices are for sale of Oct. 
») 

(Market good on clean units. Sold 71 
percent of cars offered.) 


BUICK—’54 RM Riviera, $2,500* (ps). 50 
Super 4-dr., $600*, $520. '49 Super se- 
danet, $495*. '48 RM sedan, $275*. 

CADILLAC—’51 (62) club coupe, $1,720*. 
"50 (62) coupe, $1,450*. 

CHEVROLET — '54 (210) 2-dr., $1,565*. 
"53 (210) Hard Top, $1,125; 2-dr., $1,- 
020. ’52 SL Deluxe 4-dr., $770. '51 SL 
Deluxe 4-dr., $745, $625. '50 SL Deluxe 


4-dr., $560. '49 SL Deluxe 2-dr., $360, 
$315. ’47 SM 2-dr., $100. 
CHRYSLER—’50 Royal 4-dr., $605*. °48 


NY 4-dr., $145*. 

DeSOTO—’51 club coupe, $455*. 

DODGE—’50 %-ton pickup, $355. ’47 Cus- 
tom club coupe, $170. 

FORD—’54 Crest (8) Country sedan, §$2,- 
120; Victoria, $1,850*, $1,835. ‘52 Cus- 
tom (8) sedan, $940, $725. °51 Custom 
(8) 2-dr., $590, $545. °50 Custom (8) 
2-dr., $525, $490. ’'49 Custom (8) 4-dr., 
$325, $300. 

KAISER—’53 Manhattan sedan, $1,055*. 

MERCURY — '54 Monterey 4-dr., $2,000*, 
$1,910*. °51 4-dr., $775. 

OLDSMOBILE—’53 (98) Holiday, $1,780*. 
"49 (98) 4-dr., $465, $415*. 

PACKARD—’51 (200) 4-dr., $615. 
luxe 4-dr., $430. 

PLYMOUTH—’52 Cambridge 4-dr., $650. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
695*. ’52 Chieftain (8) 4-dr., $950. ‘51 
Silver Streak (8) 2-dr., $800. 

STUDEBAKER — °50 Commander Land 
Cruiser, $360. 

MISCELLANEOUS—’53 GMC %-ton pick- 
up, $850. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 7.) 
(Sharp autos in great demand and 
prices strong. Others falling slightly. 
Sold 85 cars out of 117 offerings.) 
BUICK — '54 RM Riviera 2-dr., $2,725* 
(ps). ’52 Special 4-dr., $950. ‘50 Super 
4-dr., $580*, $525; Special 4-dr., $505*, 
$500; sedanet, $425*. '47 Super sedanet, 
$190. 
CADILLAC—’49 (61) 4-dr., $780*. 
CHEVROLET—’52 SL Deluxe 4-dr., 
‘51 SL Deluxe Bel Air, $840*; 
$535; FL Deluxe 4-dr., $700*; 2-dr., 
$650, $625. °50 FL Deluxe 4-dr., $475*; 
2-dr., $570, $560, $525. °49 SL Deluxe 
2-dr., $510; 4-dr., $400; FL Deluxe 4-dr., 
$350. °48 FL Aerosedan, $290; 4-dr., 
$265. '46 SM 4-dr., $175, $150; FM 4-dr., 
$110 


’50 De- 


$850. 
2-dr., 


CHRYSLER—’51 Windsor Newport, $835*. 
DeSOTO—’54 Powermaster club coupe, $1,- 
. 


DODGE—’53 Coronet Diplomat, $1,200. 51 


%-ton pickup, $535. 
FORD — '54 $1,675; 


Custom (8) 4-dr., 


Main (8) 4-dr., $1,375; 2-dr., $1,250. '53 
Custom (8) conv., 
(8) 4-dr., $410. 
$310*; 


$1,150*. '50 Custom 
"49 Custom (8) 2-dr., 


Deluxe (8) 2-dr., $250. '47 De- 








luxe (6) 4-dr., $145; coupe, $140. °46 
Super Deluxe (6) 2-dr., $105. 

MERCURY—’53 2-dr., $1,390*. 52 Mon- 
terey coupe, $1,085*. °51 4-dr., $715. ‘49 
4-dr., $335*. '47 4-dr., $125. 

NASH—’51 Rambler Country club, 

OLDSMOBILE--'51 (98) 4-dr., $700*. ‘49 
(88) 4-dr., $340*. '39 (6) 4-dr., $240. 

PLYMOUTH—’51 Cambridge club coupe, 
$585, $455. "48 Deluxe 4-dr., $155. ‘46 
Deluxe 4-dr., $170. 

PONTIAC—’' 54 Chieftain (8) 4-dr., $1,800* 
(ps). '53 Chieftain (8) 4-dr., $1,370*. "52 
Chieftain (8) 4-dr., $1,065*, $925. ‘51 
Silver Streak (8) 4-dr., §720*; Silver 
Streak (6) 2-dr., $675. '50 Silver Streak 
(8) 4-dr., $595*, $560*. °48 Torpedo (8) 
4-dr., $300; station wagon, $105. ‘46 
Torpedo (8) 2-dr., $185. 

STUDEBAKER — ‘53 Commander 2-dr., 
$1,080*. ‘51 Champion 2-dr., $400*. ‘50 
Champion 2-dr., $400, $260; 4-dr., $225*. 

WILLYS—’51 (4) %-ton pickup, $465. ‘47 
(4) jeepster, $285. 

MISCELLANEOUS—’53 MG roadster, $1,- 
090; International Travel All, $735. ‘50 
International %-ton pickup, $450; Frazer 
4-dr., $315*. 


BROWNWOOD, TEX. 


(Southwest Car Auction. Sale every 
Tuesday. Prices are for sales of Sept. 28 
and Oct. 5.) 

(Market still strong on clean autos. 
Rained all day Oct. 5, but still had a 
good sale, Sold 123 cars out of 205 offer- 
ings.) 


BUICK—’53 Super Riviera conv., $1,450* 
(ps). '52 Super 2-dr., $1,090*, $1,050*; 
4-dr., $950*. °51 RM 2-dr., $860°, $845, 
$830; Super 2-dr., $835*. ‘50 Super 4- 
dr., $580*, $525*, $408*, $350*; Special 
*4-dr., $310 

CADILLAC—’52 (62) 4-dr., $2,310*. ‘49 


(62) 2-dr., $770*. '46 (61) 4-dr., $290", 
$285*. 

CHEVROLET — ’54 (210) 2-dr., $1,450°. 
°53 (210) 4-dr., $890%; (150) 2-dr., $835, 
$825, $650. "52 %-ton pickup, 2 at $505. 
’51 FL Deluxe 2-dr., $575; 4-dr., $570, 
$490. '50 SL Deluxe Bel Air, $625; club 
coupe, $530; 4-dr., $510; FL Deluxe 2- 
dr., $470, 2 at $465*. "49 SL Deluxe, 2- 
dr., $386*, $310, $275. "48 FL Aerosedan, 
$260. '47 SM 4-dr., $285, $175. 

CHRYSLER—’51 Windsor 4-dr., $640*. 

DeSOTO—’51 Custom 4-dr., $460. "50 Cus- 
tom 2-dr., $465; conv., $460; 4-dr., 
$350*. '48 4-dr., $165. 

DODGE—'53 Coronet conv., $1,135; 4-dr., 
$1,110, $1,050*. "52 %-ton pickup, $410. 


$395. °50 Coronet 4-dr., $305. '49 Way- 
farer 4-dr., $295. 

FORD—'54 Main (8) 2-dr., $1,510*, $1,- 
500*. °53 Crest (8) Victoria, $1,590°; 


Custom 4-dr., $1,080, $1,010. °52 Custom 
(8) 4-dr., $895*, $805, $720. ’51 Custom 
(8) Victoria, $735; 2-dr., $550, $545, 
$520, $500, $490. '50 Custom (8) 2-dr., 
$530, $480, $478, $470, $335, $330, $325; 
4-dr., $295; conv., $240. "49 Custom (8) 
4-dr., $320, $310, $250. 

MERCURY — '54 Monterey 4-dr., $2,050°. 
’52 Custom Sport coupe, $1,115; 2-dr., 
$1,093. ’51 Custom 4-dr., $640. ’50 Cus- 


tom 4-dr., $528, $435, $378, $340. ‘49 
club coupe, $280, $275, $205, $200. °48 
club coupe, $200. 
NASH-— ’51 Ambassador 4-dr., $320. ‘50 
Ambassador 4-dr., $210. 
OLDSMOBILE—’51 (88) 4-dr., $320*%. °50 
(88) 4-dr., $860*; 2-dr., $460°, $430*, 


$210*. °49 (98) conv., $260°. 

PLYMOUTH — ’'53 Cranbrook Belvedere, 
$675. ’51 Cranbrook Belvedere, $550; 2- 
dr., $510. '49 Special Deluxe 4-dr., $220, 
$205. '46 Special Deluxe 4-dr., $125. 

PONTIAC — ’52 Chieftain (8) Catalina, 
$780*. ’°51 Silver Streak (8) 2-dr., $455. 
’49 Silver Streak (8) 2-dr., 2 at $270. 
’46 Torpedo (8) 4-dr., $140. 

STUDEBAKER—’54 Champion 2-dr., $1,- 
125. °52 Commander 4-dr., $340. ‘51 
Champion, 4-dr., $275. ‘49 Champion 
conv., $180. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Oct. 8.) 


(Market good. Sold 130 cars out of 
220 offerings.) 
BUICK—’54 RM 4-dr., $2,580° (ps), $2,- 
490* (ps); 2-dr., $2,300* (ps); Century 


Riviera, $2,570* (ps); Special 4-dr., $2,- 
275. ’'53 RM 4-dr., $1,660* (ps). "52 Spe- 
cial 4-dr., $1,040. '51 RM Riviera, $950*. 
'49 RM conv., $300*. 

CADILLAC—’54 (62) coupe, $4,250* (ps). 
"53 (62) 4-dr., $3,950* (ps); coupe de- 
Ville, $2,850* (ps). '52 (62) conv., §2,- 
025*. ’51 (62) 4-dr., $1,610*. "50 (62) 
4-dr., $1,455°*. 

CHEVROLET—’54 Bel Air 4-dr., $1,760° 
(ps). (210) 2-dr., $1,300. "53 (210) 2- 
dr., $1,130. '52 SL Deluxe 4-dr., $775. 
’51 SL Deluxe club coupe, $770*; 2-dr., 
$650*; conv., $550; SL Special 2-dr., 
$550. '50 SL Deluxe conv., $500; SL Spe- 
cial 2-dr., $485. °49 SL Deluxe 2-dr., 
$425. '48 FL Aerosedan, $375. °46 4-dr., 
2 


$230. 

CHRYSLER—’54 NY club coupe, $2,325* 
(ps); Windsor 4-dr., $1,970*. "52 Wind- 
sor 4-dr., $1,070*; conv., $510*. ‘5! 
Windsor club coupe, $810*, $790*; 4-dr., 
$710*, $610*. 

DeSOTO—’52 Custom (6) 4-dr., $825*. ‘51 
Custom Sportsman, $900*. ‘506 Custom 
club coupe, $625*. ’*49 Custom club coupe, 
290. 


$290. 

DODGE—’53 Coronet 2-dr., $1,200*. °52 
Meadowbrook 4-dr., $750. ‘51 Coronet 
4-dr., $860*. "49 Meadowbrook 4-dr., 
$505. °47 Deluxe 4-dr., $315. 

FORD—’54 Custom (6) 4-dr., $1,580. 
Crest (8) Country sedan, $1,550; Vic- 
toria, $1,185*; Custom (8) 2-dr., $1,205; 
4-dr., $1,130; Main (6) 2-dr., $900. ‘52 
Crest (8) Victoria, $1,280*; 2-dr., $770; 
Main (8) Ranch Wagon, $780. 

KAISER—’51 4-dr., $530. '48 4-dr., $125. 

MERCURY—’54 Monterey Sun Valley, $2,- 
210*; Custom 2-dr., $1,670*. '53 Monte- 
rey Sport coupe, $1,600*%, $1,590°; Cus- 
tom 4-dr., $1,340*. '52 Monterey coupe, 
$1,100*; Custom 4-dr., $860. 

NASH — ’53 Rambler 2-dr., $1,010*°. °5! 
Statesman 4-dr., $500*, $420*; Rambler 
conv., $420. ’50 Statesman 2-dr., $400° 
'49 Ambassador 4-dr., $280. 

OLDSMOBILE—’51 (88) 4-dr., $935*; 2- 
dr., $920*; (98) 4-dr., $880*, $840°. ‘50 
(76) 2-dr., $360*. '49 (76) 4-dr., $250° 


"46 (66) 4-dr., $180; (76) 4-dr., $135. 
PACKARD — '50 4-dr., $240. '49 4-dr., 
$165. 
PLYMOUTH — '53 Cambridge suburban, 


$1,225; 4-dr., $880; Cranbrook Belvedere, 
$1,135. ’51 Cranbrook 4-dr., $590; Cam- 
bridge 4-dr., $515. °50 Special Deluxe 
4-dr., $590. °'49 Special Deluxe 4-dr., 
$200. 46 Deluxe Business coupe, $130. 
PONTIAC—’ 54 Chieftain (8) 2-dr., $1,700°. 


(Continued on Page 61, Col. 2) 
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1955 Legislatures May Stiffen Laws... 


23 States Eye Small-Loan Acts 


arm dealing with the regula- 
tion of sales finance and small- 
loan companies, credit insurance 
and related matters will be intro- 
duced in 23 state Legislatures next 


year, according to current indica-|mum small-loan interest rates may 


tions. 

Prospective developments 
clude the following: 

Arizona: Legislation may be pro- 
posed to permit small-loan firms to 
charge borrowers for credit, life 
and disability insurance to guar- 
antee loan repayments without in- 
cluding such charges as part of the 
interest rate. 

Present Arizona law provides 
that a small-money lender may not 
loan in excess of $300, at a maxi- 
mum interest rate of 3.5 percent 
per month, including charges. 

* ” * 

a. SAS: Efforts probably will 

be revived next year to enact 
legislation to eliminate installment 
sales financing difficulties resulting 
from a 1952 State Supreme Court 
decision invalidating a 1951 small- 
loan act. 

Colorado: Renewed efforts to 
obtain revision of state laws reg- 
ulating small-loan and finance 
companies will be made next 
year. 

Bills will be introduced to revise 
or abolish a 1913 law limiting in- 
terest on loans over $300 to 12 per- 
cent per year. Gov. Dan Thornton 
vetoed a 1953 legislative bill which 
would have abolished the 12 per- 
cent rate and killed pending ac- 
tions against defendant loan com- 
panies under the 1913 statute. 

Connecticut: A bill providing for 
supervision and regulation of retail 
installment sales, unsuccessfully in- 
troduced in the 1953 Legislature, 
may be brought up again next year. 
* * ” 

LORIDA: Two bills for more 

stringent regulation of install- 
ment sales contracts were rejected 
last year but may be revived in 
1955. 

One of the measures would 
have required the separation and 
specification of charges on goods 
sold under installment contracts. 
The other would have required 
separation of installment con- 
tracts to show principal, interest 
and insurance contracts. 
GeorcGia: Loan-shark activities 
have been under investigation by 
a state legislative interim commit- 
tee, which will submit its recom- 
mendations to the 1955 Legislature. 


Kansas: The State Legislative 
Council, a study agency, was sched- 
uled to receive soon from its judici- 
ary committee the initial draft of 
a proposed small-loan regulatory 
law. 


* * = 


EPRESENTATIVES of the Kan- 

sas Bankers Assn. previously 
recommended to the study group 
that any small-loan legislation en- 
acted in the state should contain 
a ceiling limiting its applications 
to loans of not more than $400. 

Massachusetts: Ten bills call- 
ing for the establishment of more 
stringent controls over small 
loans and the raising of the ceil- 





Joins Pontiac— 


C. N. Davis jr. (center), president of 
Davis Pontiac, Inc., St. Louis, signs his 
Pontiac contract. With him are T. L. Meri- 
wether (left), zone manager, and Allan F. 
Ives, Midwest regional manager. 





ing on regulated loans from $300 
to $1,000 were sidetracked by the 
1954 Legislature for interim 
study. 

Micuican: A bill to reduce maxi- 





Jaguar Making Engine 
For British Tanks 


LONDON. — Jaguar Cars, Ltd., 
has developed a new nine-liter 
Jaguar engine for British tanks, 
according to the British Ministry 
of Supply. The engine also will 
be suitable for other tracked and 
wheel vehicles for military and 
civilian purposes. 

Developing 320 horsepower at 
3,750 revolutions per minute, the 
engine is a V-8 normally aspir- 
ated gasoline unit. It is com- 
pletely sealed to withstand the 
effect of water even when totally 
immersed. 





be revived in the Michigan Legis- 
lature next year after having been 
unsuccessfully proposed at the 1954 
session. 

The proposed legislation would 


limit the interest rate on the first] | 


$100 borrowed to 2% percent, allow 
2 percent on the next $200 and % 
percent on the next $200. 
* * * 

| gph ace Rejected by the 1953 

Legislature but likely to be re- 
vived next year is a bill to regulate 
small-loan companies and fix in- 
terest at 6 percent. 

NEVADA: Bills to regulate re- 
tail installment sales financing 
and small loans may come up 
again in the 1955 Legislature 
after having been rejected a year 
ago. The small-loan measure 
would have reduced from 3 to 2% 
percent monthly the maximum 
interest on loans of less than 
$300. 

New Mexico: New small loan reg- 


Used-Car Auction Prices 





(Continued from Page 60) 


’53 Chieftain (8) Catalina, $1,625*; sta- 
tion wagon, $1,560; 4-dr., $1,400. ‘52 
Chieftain (8) conv., $960; 2-dr., $860; 
$290*. 

STUDEBAKER—’53 Champion 2-dr., 
010*. ’52 Commander 2-dr., $940*. 
Champion 4-dr., $550*, $410; Com- 
mander 4-dr., $400. '50 Champion 2-dr., 
$290*. 

WILLYS—'50 (6) sedan, $320. 


FARGO, N. D. 


(Tri State Auction Co. Sale every Thurs- 
day. Prices are for sale of Oct. 7.) 


(Market holding steady; sale active. 
Sold 79 cars out of 120 offerings.) 
BUICK—’53 Super Riviera 2-dr., $1,630*. 
CHEVROLET — ’53 Bel Air Sport coupe, 
$1,400*; 2-dr., $1,275*; (210) 4-dr., $1,- 
035; (150) 4-dr., $975. °52 SL Deluxe 
Bel Air, $1,115*; 4-dr., $910*. ‘51 SL 
Deluxe 4-dr., $675*, $655*; 2-dr., $615; 
SL Special 2-dr., $525. '50 SL Deluxe 
4-dr., $550*. °49 %-ton pickup, $520; 
SL Special coupe, $270. 
CHRYSLER—’51 Windsor 4-dr., $705. 


$1,- 
"51 


DeSOTO — '49 Custom conv., $370*. °48 
Custom 2-dr., $215*. 

DODGE—’53 Coronet 4-dr., $950*; %-ton 
pickup, $775; %-ton pickup, $715. ’51 


Coronet 4-dr., $585*; 
$355*. °50 Coronet 4-dr., 
$350*. °48 Custom 4-dr., $160. 
ton pickup, $265. 

FORD—’54 %-ton pickup, $950. 
(8) Ranch Wagon, $1,430, $1,410; 2-dr., 
$980; Crest (8) Victoria, $1,425; Custom 
(8) 2-dr., $1,145*; 4-dr., $1,250, $1,205*, 
$1,110. ’52 Custom (8) 2-dr., $960; 4-dr., 
$905*; Main (8) 2-dr., $935. ’°51 Custom 
(8) Victoria, $750*; 2-dr., $730, $505*; 
4-dr., $700*. '50 Custom (8) 2-dr., $540; 
Deluxe (8) 2-dr., $445. ’’'49 Custom (8) 
2-dr., $390, $355, $325; Deluxe (8) 2- 
dr., $350. ’48 Deluxe (8) 2-dr., $230. 

HUDSON—’49 Deluxe 4-dr., $175. 


Wayfarer 2-dr., 
$490, $460, 
"47 %- 


‘53 Main 


MERCURY—’54 Monterey 4-dr., $2,070*. 
"49 2-dr., $450. '46 4-dr., $100. 

NASH—’47 4-dr., $115. 

OLDSMOBILE—’50 (98) 2-dr., $500*. °49 


(98) conv., $225. °47 (66) 4-dr., $125. 

PLYMOUTH—’53 Cranbrook 4-dr., $955; 
Cambridge club coupe, $900, $895, $800. 
’52 Cambridge club coupe, $610, $590. 
‘51 Concord suburban, $755; 2-dr., $510. 
’49 Special Deluxe coupe, $250. '46 Spe- 
cial Deluxe 4-dr., $145. 

PONTIAC—’54 Chieftain (6) 2-dr., $1,420. 
’53 Chieftain (8) 4-dr., $1,315*. °52 
Chieftain (8) 2-dr., $775*; 4-dr., $900*. 
"51 Silver Streak (8) 4-dr., $635. 

STUDEBAKER — ’54 Commander 
$1,450. 

WILLYS—’47 station wagon, $275. 

MISCELLANEOUS — ’51 Henry J 2-dr., 
$300. °49 International %-ton pickup, 
$285; 4-dr., $185. 


NEW YORK CITY 


(Skyline Auto Auction. Sales every Tues- 
day and Thursday. Prices are for sale of 
Sept. 30 and Oct. 5.) 

(Consignment strong, but dealers bid 
very cautiously as prices were off slight- 
ly the past two weeks. Sold 107 cars out 
of 202 offerings.) 

BUICK—’54 Super 2-dr., $2,200*. ‘53 Su- 
per Riviera coupe, $1,580*; 4-dr., $1,- 
500*; 2-dr., $1,395*. ’52 Super 2-dr., 
$980*. ’51 RM conv., $825*, $800*; Super 
4-dr., $800*, $705. ‘50 Super Riviera 
coupe, $750. '49 Special 4-dr., $380. 

CADILLAC—’52 (62) 4-dr., $2,110*. 

CHEVROLET—’53 (210) 4-dr., $1,050, $1,- 
025, $1,000 2 at $960; 2-dr., $1,010, $975, 
$950, 3 at $930, $835; Bel Air 4-dr., 
$1,010; (150) 2-dr., $915, $900, $875, 4 
at $850, $825, $810, $800; 4-dr., $875, 
$860, $830, $825, $810, $800. "52 SL De- 
luxe 4-dr., $825, $780, $775, $740, $725; 
2-dr., $835*, 2 at $730; SL Special 4-dr., 
$665. '51 SL Deluxe conv., $775*, $755*, 
$675; 2-dr., $630*, $575. '50 SL Deluxe 
4-dr., $600, $550*. ‘49 SL Deluxe 4-dr., 
$505. '48 SM conv., $225. 

CHRYSLER—’50 NY 4-dr., $425. 

DeSOTO—’50 Deluxe 4-dr., $520. 

DODGE — '53 Coronet 4-dr., $1,100*. ‘52 
Coronet 4-dr., $760*. '51 Coronet 4-dr., 
$650*, $525; Meadowbrook 4-dr., $485. 

FORD — '54 Crest (8) 2-dr., $1,420. °53 
Crest (8) 4-dr., $1,100; 2-dr., $975. '52 
Custom (8) 4-dr., $790*. '51 Custom (8) 
Station wagon, $660, $630; Custom (6) 
4-dr., $565. '49 Deluxe (6) 2-dr., $180. 

HUDSON—’'50 4-dr., $350. 

MERCURY — ’52 station wagon, $1,150; 
4-dr., $1,010*. ’51 4-dr., $615. '50 4-dr., 
$385. '49 4-dr., $270. 


4-dr., 








NASH—’52 Statesman 4-dr., $685. '51 Am- 
bassador 2-dr., $435. ‘49 Ambassador 
2-dr., $245, $165. 


OLDSMOBILE — ’54 (88) 2-dr., $2,125*. 
"51 (88) 4-dr., $800*, $700*. ‘50 (88) 
4-dr., $555; (98) 4-dr., $330. °49 (98) 


4-dr., $300. 

PLYMOUTH — °53 Cranbrook 2-dr., $930; 
Cambridge 4-dr., $820. '52 Cambridge 4- 
dr., $710. '51 Cranbrook 4-dr., $585. ’50 
Special Deluxe station wagon, $600; De- 
luxe 4-dr., $510. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
035*. °’51 Silver Streak (8) Catalina, 
$970*; 4-dr., $920*; Silver Streak (6) 
2-dr., $785*. '50 Silver Streak (8) conv., 
$545*. ’49 Silver Streak (8) 4-dr., $355*. 
'48 Torpedo (6) 4-dr., $320*. 

STUDEBAKER—’51 Champion conv., $450. 

WILLYS—’49 (6) station wagon, $410. 

MISCELLANEOUS—’53 MG roadster, $975. 








cee 


Packard 

Henry Mill (seated left) prepares to 
sign his Packard franchise for Lancaster, 
Calif. Standing is A. William Oster, zone 
manager of Earle C. Anthony, Inc., Pack- 
ard distributor. At right is George A. 
Wagner, general sales manager of An- 
thony. 


for Mill— 


ulatory laws probably will be pro- 
posed in the 1955 Legislature, but 
details as to their provisions have 
not yet been indicated. 
* * + 
NEW YORK: Bills to regulate 
interest charges and other as- 
pects of automobile sales financing 
probably will again be introduced 
in the state Legislature next year. 

Such measures, rejected at past 
sessions called for a uniform con- 
ditional sales contract that would 
state clearly the amount and pur- 
pose of all charges. 

NortH Carouina: A company of 
small-loan representatives was re- 
cently formed to seek improved 
compliance with present regulatory 
laws and to suggest revisions. 

* + * 
Sa Likely to be re- 
vived in the 1955 Legislature 
is a bill to require examination 
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and licensing of insurance agents. 
The proposal was defeated a year 
ago. 

PENNSYLVANIA: Another move may 
be made at next year’s legislative 
session to obtain the enactment of 
& measure to set up qualifications 
for insurance agents with the effect 
of prohibiting auto dealers from 
selling insurance. 


Rhode Island: Although re- 
jected by the past two legisla- 
tive sessions, another effort may 
be made next year to obtain the 
enactment of a bill which oppo- 
nents claim would prevent auto 
dealers from selling insurance. 


SoutH Carouina: Renewed efforts 
may be made next year to obtain 
the enactment of legislation re- 
quiring lending agencies to furnish 
borrowers with complete state- 
ments of all charges. 


TENNESSEE: A bill to limit auto 
sales financing charges to 10 per- 
cent a year failed of enactment last 
year but may be revived at the 
1955 legislative session. 

? s = 


ess: Bills to strengthen usury 
laws will be introduced in the 
1955 Legislature with the backing 
of the Texas Junior Bar and others. 

The Texas Legislature a year ago 
rejected nine bills and one pro- 
posed state constitutional amend- 
ment aimed at more stringent reg- 
ulation of small-loan companies. 

Vermont: A bill to increase the 
ceiling for small loans from $300 
to $600 was rejected by Vermont 
lawmakers in 1953 but may be 
revived next year. 

WasuinotTon: Legislation intended 
to prohibit auto dealers from han- 
dling insurance on cars they sell 
may again be proposed. 

Wyomine: Legislation may be 
proposed next year to curb the 
practice of some firms in requiring 
high-cost insurance policies for 
persons borrowing small amounts 
of money. 
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Issue Put Up to Nevada Committee .. . 
Private Job Insurance Studied 


a private insurance to determine if minimum amounts 
companies should be allowed |only should be specified and pri- 


to write workmen’s compensation 
insurance in Nevada in competition 
with the State Industrial Commis- 
sion, which now enjoys a monopoly, 
is one of a number of issues slated 
for study by a 16-member commit- 
tee of labor and management rep- 
resentatives. 

Plans for formation of the 
committee were made at a meet- 
ing in Carson City called by 
Chairman John Cory of the com- 
mission. The committee’s recom- 
mendations will be submitted to 
the 1955 Legislature. 

Other subjects to be studied by 
the committee, which will function 
on a nonpolitical basis, are: 

1. Relationship of the commis- 
sion to the executive branch of the 


State Government. 
9 Creation of an appeals and 
¢ review body to consider contro- 
versies arising from NIC action on 
claims and rates. 
3. A review of benefit schedules 


vate companies should be allowed 
to write supplementary policies. 

4. Extension of coverage to in- 
clude self-employed persons in 
accident and occupational disease 
programs. 

5. Liberalizing investment possi- 
bilities for NIC reserves, now re- 
stricted largely to Federal, state 
and local government bonds, and 
those issued by irrigation districts 
and similar agencies. 

6. Whether ‘safety standards 
should be established by law rather 
than administrative rules and reg- 
ulations. 

* * 
EPORTS from other states in- 
clude the following develop- 
ments: 

Ca.irornu—State Insurance Com- 
missioner John R. Maloney ap- 
proved an average reduction of 3.5 
percent for 422 classifications in 
the workmen’s compensation insur- 
ance manual, effective Oct. 1. 

Florida—A resolution adopted 
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by the CIO Florida State Indus- 
trial Union Council, called for 
increasing the $33-a-week maxi- 
mum benefit payment to 60 per- 
cent of the employe’s base pay. 

Kentucky — Industrial accidents 


reported to the Kentucky Work- : 


men’s Compensation Board con- 
tinued to show a downward trend 
during the past year, as did awards 
and agreements in claims. 


Industrial accidents dropped from 
13,534 to 11,864 during the last fis- 
cal year. The board approved 4,976 
agreements for claims during the 
year for total benefits of $2,679,320. 
The previous year’s total was $3,- 
051,798 in 5,769 cases. 


* * * 


NEW MEXICO—A report for the 
Legislative Council declared 
that administration of the State’s 
workmen’s compensation program 
is “expensive to the claimant, the 
employer, the insurer and the tax- 
payer.” 

Noting that New Mexico is one 
of six states which have so-called 
“court administration” of work- 
men’s compensation, the report 
said no published material could 
be found in which recognized au- 
thorities recommended that the 
courts administer such laws. 


The report states that the claim- 
ant must get a court order to ob- 
tain medical care that exceeds the 
$700 maximum; that there is no 
supervision of undisputed claims, 
and that the labor commissioner 
has very limited powers of enforce- 
ment. 

On10o—Resolutions adopted by the 
AFL Ohio State Federation of La- 
bor at its convention in Cleveland 
called for changes in both the leg- 
islative and administrative phases 
of the state workmen’s compensa- 
tion law. 

* * * 

[/-pAr impeding benefit pay- 

ments were scored by the reso- 
lutions, one of which urged that 
compensation payments be started 
immediately after the filing of ap- 
plications to the commission by 
either the injured worker, the doc- 
tor or his employer. 

Another resolution urged the 
State Industrial Commission to 
change its administrative proce- 
dure so that neither the doctor nor 
employer could hold up benefit 
payments by failure to file. 

Removal of the present week’s 
waiting period required before 
filing was advocated by another 
resolution. 

The labor group also urged that 
minimum workmen’s compensation 
be increased to $45 a week and that 
the maximum be boosted to two- 
thirds of the worker’s wage with- 
out limit. 

The federation further urged 
that policemen’ and firemen be 
made eligible for participation in 
the program, and that the silicosis 
law be changed to insure speedy 
recognition of silicosis claims and 
prompt payment of benefits in such 
cases. 








New Idea in Tubes— 


A puncture-sealing tube which weighs 
one-third less than conventional tubes and 
is said to give increased mileage and 
offer less danger of blowouts has been 
announced by U. S. Rubber Co. Called 
the Royal Master Seal, the tube has a 
plastic sealant which does not flow or 
bunch up to cause out-of-balance tires, it 
is said. The sealant sticks to the punctur- 
ing object and permanently repairs the 
tube as the object is removed, according 
to the company. 


$45,000 Divided 
By Creditors of 
Bankrupt Dealer 


SPRINGFIELD, Ill.—About 1,200 
checks, representing $45,000 and a 
return of 1.9 percent, have been 
sent to the creditors of Arthur F. 
Kramer, according to Basil H. Cou- 
trakon, U. S. bankruptcy referee. 

Kramer, of Jerseyville, Ill., was a 
partner of Robert L. Knetzer, the 
auto dealer who sold cars from an 
Illinois alfalfa field in the early 
postwar years. 

The scheme collapsed when cus- 
tomers, who had made large down- 
payments, demanded new cars or 
refunds, and Knetzer and Kramer 
were unable to make good. 

Coutrakon said the checks to 
Kramer’s creditors were the first 
and probably the final payments. 
However, Kramer has not been dis- 
charged from bankruptcy. 

The financial affairs of Knetzer 
are still entangled and his creditors 
are not likely to receive any pay- 
ments until next spring, Coutrakon 
said. 


Halt Blitz Ads or Perish, — 
Washington Dealers Told 


WASHINGTON.—Waving exam- 
ples of so-called “wildcat” auto ad- 
vertising, taken from newspapers 
in various parts of the U. S., Wal- 
ter Cooper, chairman of NADA’S 
public relations committee, told lo- 
cal dealers he found the same sell- 
ing conditions prevailing right un- 
der their noses here in Washington. 

Cooper was the guest speaker at 
the monthly meeting of the Auto- 
motive Trade Assn. of the National 
Capital Area last week. 

“If the new-car dealer indus- 
try as we know it is to survive, 
we will have to create a com- 

pletely changed situation,” Coop- 
er dec 

He said conditions have been al- 
lowed to develop in the industry 
“where all over the country dealers 
are giving away their profits, and 
in many cases, operating at a loss.” 

“Price discounts, wild trading, 
excessive over-allowances and fran- 
tic advertising are leading us down- 
hill rapidly,” said Cooper. 


“The public has been encouraged 
to trade us out of virtually all 
profit. Dealers are, in too many in- 
stances, bleeding each other to 
death in the mad race to get deals.” 

Cooper then explained the pur- 
poses and the progress of the pro- 
posed Automobile Retailing Insti- 
tute. 

“Profit and security for the 
dealer,” he added, “can come only 
when the public is convinced of 
the contribution the dealer makes 
in every automotive transaction. 
Too few people have a realistic 
understanding of how important 
the dealer is in the automotive 
picture.” 

To promote that understanding, 


Quebedeaux fo Consolidate Operations in New Building— 

This architectural sketch shows the layout for the planned new building of Quebedeaux Chevrolet, Phoenix, Ariz. The show- 
room, which will have a glass area 19 feet high, will be air-conditioned, as will be the offices and the parts room. The structure 
will have 48,000 square feet under the roof. W. C. Quebedeaux is president. He has been NADA state director for 10 years. 


he pointed out, the Automobile Re- 
taining Institute is needed. 

Walter Kiplinger, NADA director 
of public relations, and Donald C. 
Barnhart, director of membership, 
also spoke briefly in support of the 
ARI. 
Following Cooper’s talk mem- 

bers of the ATA-NCA drew for 
space in the forthcoming auto 
show, to be staged Jan. 8-16. 

According to the rules, the selec- 
tion of space is made as follows: 

The designated exhibitor for the 
trade-name passenger vehicle 
whose dealer members were in- 
voiced for the largest total amount 
of monthly assessments in the pe- 
riod Jan. 1 through Sept. 30, shall 
have first choice of those spaces 
designated for passenger cars. 

The exhibitor of the next largest 
will have second choice and so on 
until all spaces have been allotted. 

Kindred line members having as- 
sociation membership seniority get 
first choice of spaces after the cars 
have been placed. 

The car space choices went in 
this order: 

Ford, Chevrolet, Buick, Oldsmo- 
bile, Plymouth, Mercury, Pontiac, 
Cadillac, Chrysler, Dodge Stude- 
baker, Nash, Packard, DeSoto Hud- 
son, Lincoln, Willys and Kaiser. 

That arrangement does not 
necessarily indicate the area sales 
standing, but is in accordance 
with the space-allotment rules 
laid down by the association. 

Area Chevrolet dealers were 
hosts for the cocktail party and 
dinner that preceded the speaking 
and space drawing. 

Ed Stohiman, Washington Chev- 
rolet dealer, president of the ATA- 
NCA, presided. 
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By H. Bowden Fietcher 
Special Correspondent 
YDNEY. — (UTPS) — New-car 
registrations in Australia this 
year will be second only to 1950 
if the current rate holds. 

A projection of figures puts the 
1954 total at approximately 128,- 
000, compared with a record 137,- 
156 registrations in 1950. 

Here is a table of registrations 
for 1952 and 1953 and estimates for 
the full year of 1954: 


1952 1953 1954 

Holden. ............ 31,244 38,690 45,930 
OTD, ossiesscscscsees 20,956 24,035 26,700 
DUSTIN -20.000 0050008 10,081 9,635 14,038 
Morris _............ 16,801 10,570 12,348 
Standard ......... 6,372 5,374 10,595 
5,909 7,465 


Rootes Group 5,819 
* * 
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Holden Prices Cut $75 


Semper MOTORS Holden’s 
has reduced the retail prices on 
all Holden cars and utility trucks 
by $75. 

The cuts, which followed a $100 
reduction last fall, were made 
possible through production sav- 
ings arising from increased out- 
put and improved techniques, the 
firm said. 

General Motors Holden’s has also 
announced that it sold 6,729 ve- 
hicles in July, making it the best 
month in the 28-year history of the 
company. Of these cars, 4,992 were 
Holdens. The others were Vaux- 
halls, Chevrolets, Pontiacs and Bed- 
ford and GMC trucks. 


Holden Profit Hits Peak 


ENERAL Motors Holden’s prof- 
G it for 1953, which has just been 
announced, was a record $16,281,- 
538—83 percent better than the 
previous year. 

Sales during the year rose by 
$18 million to $129,825,000. Sales 
by units totalled 58,599, an in- 
crease of 11,254 over 1952. 

Sales comprised 36.5 percent of 
the total for all makes in Australia 
last year. There is a waiting list 


for all Holden sedans and utilities. 
7 7 + 


July Sales Boom 
Y motor sales in Australia for 
all makes totaled 18,928, the sec- 
ond-highest month on record. 

The month was topped only in 
August, 1951, when 21,878 cars were 
sold. 

= a is 
GM to Expand 
ENERAL MOTORS has an- 
nounced an expansion program 
to cost $16,875,000. 5 

Included in the program will be 

new factories at Pagewood, Syd- 


Ford Again Giving 
Scholarships to 
Workers’ Children 


DEARBORN.— Ford Motor Co. 
Fund’s fifth annual competition for 
four-year college _ scholarships 
among sons and daughters of Ford 
Motor employes has been an- 
nounced by William C. Pine, fund 
scholarship director. 

The approximately 70 scholar- 
ships awarded each year by the 
Ford fund provide full tuition and 
partial living costs at any approved 
American college or university. 

“The fund also will contribute an 
annual $500 cost-of-education grant 
to privately endowed colleges or 
universities for each scholarship 
winner in attendance,” Pine said. 

At present 263 Ford scholarship 
Winners are attending 86 colleges 
and universities. 

The scholarships are awarded on 
the basis of examination scores 
and reviews of the candidates by 
the fund’s scholarship board, com- 
Posed of nine educators. 

Applicants will take the scholas- 
tic aptitude test to be given Jan. 8 
by the College Entrance Examina- 
tion Board in major cities through- 
out the country. 

In addition to being sons or 
daughters of fulltime Ford em- 
ployes in the U. S., applicants must 
8raduate from high school or its 
equivalent between Sept. 1, 1954, 
and Aug. 31, 1955, and be in the 
top third of their classes. 


Auto News from Australia 


Registration Rate Promises to Make 1954 
Second Only to Record 1950 
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ney; Dandenong, Victoria; Fisher- 
mans Bend, Victoria; Woodville, 
South Australia; Perth, West Aus- 
tralia; Brisbane, Queensland, and 
Birkenhead, South Australia. 
Managing Director E. C. Daum 
said it was hoped that a token ex- 
port of Holdens could be started in 
1955. He denied a report that a 


new model was to be produced. 
* * * 


New Factories 


Britis MOTOR CORP. also is 
planning to expand in Australia. 
G. A. Lloyd, managing director, 


Pittsburgh Branch 
Wins Studebaker 
Sales Contest 


SOUTH BEND, Ind. — Winners 
in the Studebaker new-car sales 
contest have been announced by 
C. K. Whittaker, executive vice- 
president. 

First place went to the Pitts- 
burgh branch organization, headed 
by S. A. Skillman. The San Fran- 
cisco branch, under the leadership 
of R. J. Siewers, was nosed out in 
a photo finish by 0.46 of a percent- 
age point. 

In third place was the Portland 
(Ore.) branch, directed by L. G. 
Carne. Following by 0.9 of a per- 
centage point was the Omaha 
branch, under A. E. Stacy. 

The final money winner was the 
Atlanta branch, managed by W. K. 
Erdman, with 113.89 percent of the 
total dealer retail sales quota. 

Nearly 800 dealers topped their 
quota during the contest, Whit- 
taker said. Six dealers won all-ex- 
pense trips for two persons to the 
Royal Hawaiian Hotel in Honolulu, 
with stopovers in San Francisco. 

Another 51 dealers won all-ex- 
pense trips for two to Bermuda. 

In announcing the winners, Whit- 
taker said that Studebaker dealers 
in the final 10 days of the cam- 
paign set a retail sales record for 
the year. 


Hornet Sets Mark 
In 250-Mile Race 


LANGHORNE, Pa.—Herb Thom- 
as, defending NASCAR Grand Na- 
tional stock-car champion driver, 
last week piloted his Hudson Hor- 
net to a record victory in the an- 
nual 250-mile late-model stock-car 
race here. 

Thomas now has equalled his 
1953 record of being the only stock- 
ear driver in the circuit to win 12 
races. His closest competitor, Lee 
Petty, who has been driving both 
Chryslers and Dodges, has won only 
six. All of Thomas’ victories have 
been in a ’54 Hornet. 

In winning the Langhorne race, | 
Thomas set a track record of 3% | 
hours, bettering by 12 minutes the 
previous record. 

Hudson Hornets have amassed a 
total of 6,424 points in competition 
sanctioned by the National Assn. 
for Stock Car Auto Racing. Their 
closest challenger is Chrysler, with 
approximately 5,000 points. 














Olds Gas Tank— 

This cutaway view shows the inside of 
the 20-gallon gasoline tank on the 1954 
Oldsmobile. The fuel feed pipe cylinder is 
made of saran plastic and has resistance 
to transmission of water vapor, the firm 
says. The filter permits gasoline to flow 
into the pipe but excludes water, dirt or 
metal particles, and is said to reduce the 
danger of frozen gas lines in sub-zero 
weather. 





said a 20-acre site has been pro- 
cured at Fishermans Bend, Victor- 
ia, for a new factory. 

It will turn out Austin and 
Morris vehicles. The company has 
completed erection of a factory 
at Victoria Park, Sydney, to build 
about 50,000 engines a year for 
Austin and Morris. Key person- 
nel will come from England to 
train Australian workers. 

The Victoria Park plant will re- 
quire 1,000 workers, with 500 more 
for a second shift. 

a2 * * 


Insurance Losses 


HE State Government Insur- 

ance Office, which handles 75 
percent of motor vehicle insurance, 
reports that for the last year the 
office showed a loss of $900,000 and 
the total loss since 1943 now totals 
$2.5 million. 

The report indicated that an 
increase in premiums for third- 
party risks would be necessary 
unless there is a rapid decline in 
the number of claims and a re- 
duction in the high verdicts be- 
ing given by juries to persons 
injured in auto accidents. 

Comprehensive motor vehicle in- 
surance has shown a profit, the re- 
port said. This is because of pre- 
mium increases and because of a 
cooperative attitude on the part of 
repair shops, the report added. 

” * * 


Speed Blamed 
a feove was responsible for 23.1 
percent of the deaths and 10.7 
percent of the 51,858 injuries on 
Australian highways last year, ac- 
cording to the Road Safety Council. 
As a result of this report, New 
South Wales police have started to 
crack down on motorists who ex- 
ceed the 30-mile-per-hour speed 
limit in residential areas. 
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SAVE UP TO 60% ON 


| F CARPETS 


For every model of Cadillac from 1941 to 
1954. Finely made of equal-quality material 
as your original . . . and reinforced with 
felt (ozite) under pad. In gray, blue, brown, 
black, green or maroon. 


COMPARE THESE LOW PRICES 
WITH FACTORY LISTS 
Front Carpets: $15 (plus 8%) 
Rear Carpets: $13 (plus 8%) 
Maroon & Blue Front $2 extra; rear $1 extra. 
1954 Carpets $3.00 extra 
Available for other makes of cars. 
TOPS — CARPETS 
DEPT. A-9 
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RIGHT IN THE MIDDLE 
ON PRICE... 


KWIK KLEEN 
The most powerful 
windshield washer made 
is compactly designed for today’s 
power equipped automobiles. Quality 
construction throughout . . . made 
from durable brass, plastic and neo- 
prene rubber. No more bottle breakage 

. « the doubly sealed plastic reser- 
voir is shock-proof and freeze-proof! 


OLUMBUS 


OO Ls SHOCK ABSORBER 
























than the cheapest conventional 
“heavy” on the market. 


Columbus is actually two 
shocks in one, serving both 
standard and heavy duty 
driving needs in a single unit... 
adjusting automatically to 
every road and ride 
requirement! (No hand 
adjustment necessary.) 
Controlled comfort on 

smooth roads, dips and at 
slower speeds! Maximum safety 
and control on rough roads, 
sharp curves and at high 
speeds. 


Columbus—the only every 
duty shock absorber on the 
market—today’s greatest value 
in shock absorbers. 
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HECKETHORN MANUFACTURING AND SUPPLY CO., LITTLETON, COLO. 


ONE MODEL FITS EVERY CAR 
OR TRUCK... even 
foreign and sports cars! 


QUICK, EASY INSTALLATION 
TAKES LESS THAN 20 MINUTES 
- +» » NO Cutting into 
manifold ! 


PRESSURE DOME FOOT CONTROL 
DEVELOPS INSTANT AND 
POSITIVE ACTION. .. 
“touch of the toe” 
immediately shoots a 
large volume of water 
against windshield 
through clog-proof and 
rust-proof jets! 


Priced for quick sales and big profits at $7.50 list! 
See your avtomotive jobber or write today for full information. 


351 North Crawford Avenve, 


SANTAY CORPORATION, chiccse 24, ttinoi 
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WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 
8. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 


i Shipment Prepaid if 
on Check Accompanies 


4.00 Otherwise C. 0. D. 


GARD Printing Company ... 


GRAND ISLAND, WN. Y. 


















Monthly Scorecard on New-Car Sales 


JANUARY 
1954 Pos. Make 1953 Pos. 
1—82,233 Chev. 69,933— 2 
2—81,413 Ford 16,617— 1 
3—33,362 Plym. 47,002— 3 
4—24,655 Pontiac 26,845— 4 
5—23,860 Mercury 19,331— 7 
6—23,679 Buick 26,102— 5 
7—13,777 Olds. 18,798— 8 
8—11,583 Dodge 21,604— 6 
9— 9,033 Chrysler 11,702—11 
10— 7,884 Stude. 11,704—10 
1l— 6,964 DeSoto 9,356—12 
12— 5,784 Nash 12,763— 9 
13— 4,094 Packard 6,450—14 
14— 3,219 Cadillac 8,118—13 
15— 2,941 Hudson 5,316—15 
16— 2,669 Lincoln 2,929—17 
17— 1404 Willys 4416—16 
18— 479 Kaiser 2,621—18 
19— 160 Henry J 1,302—19 
1,595 Misc. 2,812 
Total All Makes 
340,788 386,221 
APRIL 
1954 Pos. Make 1953 Pos. 
1—126,255 Chev. 126,378— 1 
2—121,475 Ford 85,273— 2 
3— 50,359 Buick 43,465— 4 
4— 38,648 Olds. 30,278— 7 
5— 37,926 Plym. 53,920— 3 
6— 32,560 Pontiac  36,549— 5 
7— 25,603 Mercury 21,250— 8 
8— 14,148 Dodge 30,524— 6 
9— 11,169 Cadillac 9,770—13 
10— 9,794 Chrysler 15,099—11 
1ll— 8,968 Stude. 16,614— 9 
12— 8,282 Nash 16,077—10 
13— 17,398 DeSoto 11,496—12 
14— 3,741 Packard 8,057—14 
15— 3,589 Lincoln 4,011—17 
16— 2,779 Hudson 7A91—15 
17— 1,670 Willys 4,918—16 
18— 1,158 Kaiser 2,131—18 
19— 123 Henry J 1,201—19 
2,467 Misc. 3,176 
Total All Makes 
508,102 528,278 
JULY 
1954 Pos. Make 1953 Pos. 
1—119,544 Chev. 128,040— 1 
2—109,893 Ford 99,178— 2 
3— 47,051 Buick 43,194— 4 
4— 40,426 32,923— 6 
5— 37,791 54,854— 3 
6— 27,221 Pontiac 39,352— 5 
7— 24,910 Merc. 22,270— 8 
8— 12,447 Dodge 26,856— 7 
9— 10,233 Cadillac 9,752—13 
10— 8,463 Stude. 13,450—10 
l1l— 17,738 Chrysler 14,321— 9 
12— 7,599 Nash 12,178—11 
18— 5,958 DeSoto 11,185—12 
14— 4276 Hudson 6,236—15 
15— 3,031 Lincoln 4,435—16 
16— 2,691 Packard 6,470—14 
17— 1,679 Willys 3,140—17 
18— 759 Kaiser 2,067—18 
19— 71 HenryJd 1,173—19 
2,535 Misc. 2,699 
Total All Makes 
474,316 533,783 


FEBRUARY 
1954 Pos. Make 1953 Pos. 
1— 91,789 Ford 69,922— 2 
2— 89,390 Chevrolet 89,831— 1 
A Buick 34,680— 4 
4— 29,318 Plym. 41,235— $ 
5— 25,292 Pontiac 26,108— 5 
6— 23,062 Mercury 17,745— 8 
I— 20,308 Olds. 28,722— 6 
8— 10,976 Dodge 20,688— 7 
9— 8,471 Chrysler 11,076—10 
10— 7,045 Stude. 7,514—138 
li— 6,409 Cadillac 8,5838—11 
12— 6,046 DeSoto 8,344—12 
13— Nash 12,588— 9 
14— 3,718 Packard 6,654—14 
15— 2,750 Lincoln 2,507—17 
16— 2,221 Hudson 4,700—15 
17— 1,325 Willys 4,483—16 
18— 469 Kaiser 2,211—18 
19— 119 Henry J 1,144—19 
1,590 8 
Total All Makes 
369,592 396,558 
MAY 
1954 Pos. Make 1953 Pos. 
1—132,966 Chev. 129,764— 1 
2—127,523 Ford 90,112— 2 
3— 51,534 Buick 43,549— 4 
4— 42,626 Olds. 31,690— 6 
5— 38,184 Plym. 54,207— 3 
6— 32,872 Pontiac 38,314— 5 
i— 24,794 Mercury 21,317— 8 
8— 13,886 Dodge 30,249— 7 
9— 10,735 Cadillac 9,726—13 
10— 9,288 Chrysler 14,771—11 
1l— %7,929 Nash 15,076—10 
12— 7,582 Stude. 19,318— 9 
13— 6,490 DeSoto 11,620—12 
14— 3,460 Lincoln 4,596—16 
15— 3,065 Packard 17,725—14 
16— 2,729 Hudson 7,541—15 
17— 1,814 Willys 4,521—17 
18— 988 Kaiser 2,559—18 
19— 87 HenryJd 1,000—19 
2,406 Misc. 2,920 
Total All Makes 
520,958 540,575 
AUGUST 
1954 Pos. Make 1953 Pos. 
1—110,613 Chev. 117,175— 1 
2—109,408 Ford 106,859— 2 
3— 45,549 Buick 39,070— 4 
4— 37,665 Olds. 28,475— 6 
5— 27,296 Pontiac  35,039— 5 
6— 27,172 Plym. 49,218— 3 
I— 21,062 Merc. 26,515— 7 
8— 11,262 Dodge 21,988— 8 
9— 9,755 Cadillac 8,429—13 
10— 7,901 Stude. 14,817— 9 
1ll— 6,817 Nash 10,092—12 
12— 6,485 Chrysler 12,629—10 
13— 5,448 DeSoto 10,162—11 
14— 2,998 Hudson 5,017—15 
15— 2,980 Packard 5,110—14 
16— 2,747 Lincoln 3,986—16 
17— 1,757 Willys 2,960—17 
18— 877 Kaiser 1,630—18 
19— 147 Henry J 955—19 
2,423 Misc. 2,304 
Total All Makes 
440,312 502,430 


Canadian Car, Truck Sales 


Decline from 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA.—Dealers’ sales of new 
vehicles in Canada dropped again 
in July, according to Government 
reports. 

The total was 33,677 units, com- 
pared with 33,644 in June. A year 
ago, July sales totaled 42,801. 

In the first seven months, sales 
totaled 261,576, a decline of 18 per- 
cent from the 317,461 units sold in 
the same period of 1953. 

The downward trend in dealers’ 
sales was common to both cars and 
trucks. 

Car sales declined to 27,974 units 
in July, compared with 31,808 units 
in June. Seven-month sales totaled 
213,576, some 14 percent fewer than 
the 249,154 sales in the 1953 period. 

Truck sales in July numbered 
5,704, compared with 6,836 in 
June. Sales in the first seven 

months were down almost 30 per- 
cent from last year, totaling 48,- 
000, compared with 68,307. 

Retail value of vehicle sales in 
July showed a drop of 19.7 percent, 





"93 Level 


compared with the same month of 
last year, including a drop of 16.8 
percent for cars and 31.4 percent 
for trucks. 

The decline in retail values in 
the first seven months was down 
15 percent to $673,579,000 from 
$795,131,000. The decline in cars was 
12 percent and in trucks, 26.5 per- 
cent. 

These lower sales were reflected 
in financing in July, with $29,184,- 
000 worth of vehicles being bought 
on credit, some 13.5 percent less 
than a year ago. Used vehicles fi- 
nanced in July amounted to $34,- 
015,000, down 14.3 percent from the 
$39,681,000 financed in July, 1953. 

Canada’s auto industry cut July 
shipments 46 percent from last 
year’s July totals, as the decline 
in dealers’ sales became more 
pronounced. 

Shipments have been falling be- 
low last year’s record level at a 
steadily greater rate since Febru- 
ary. They went down 19 percent 
below last year’s level in the seven- 
month period. 


MARCH 

1954 Pos, Make 1953 Pos. 
1—115,607 Ford 81,076— 2 
2—115,070 Chev. 116,786— 1 
8— 47,972 Buick 41,422— 4 
4— 35,0837 Olds. 28,751— 6 
5— 34,362 Plym. 47,768— 3 
6— 32,126 Pontiac 33,210— 5 
I— 27,165 Mercury 21,557— 8 
&— 13,673 Dodge 25,717— 7 
9— 10,545 Cadillac 9,940—13 
10— 10,179 Chrysler 13,600—10 
1l— 8,319 Stude. 11,822—11 
12— 7,440 Nash 16,005— 9 
13— 17,039 DeSoto 10,062—12 
14— 4,954 Packard 71,948—14 
15— 3,525 Lincoln 2,510—18 
16— 2,708 Hudson 6,160—15 
17— 1,573 Willys 5,075—16 
18— 814 Kaiser 2,659—17 
19— 135 Henry J 1,280—19 

1,993 Misc. 3,025 

Total All Makes 
480,731 486,368 
JUNE 

1954 Pos. Make 1953 Pos. 
1—168,804 Ford 72,500— 2 
2—152,028 Chevrolet 137,390— 1 
8— 52,753 Buick 47,526— 4 
4— 44,234 Olds. 35,092— 6 
5— 42,776 Plymouth 58,405— 3 
6— 33,883 Pontiac  42,360— 5 
I— 27,972 Mercury 17,768— 8 
8— 14,114 Dodge 31,651— 7 
9— 11,650 Cadillac 10,324—13 
10— 8,805 Nash 14,031—11 
11— 8,728 Chrysler 15,307—10 
12— 8,170 Stude. 17,079— 9 
13— 6,701 DeSoto  11,717—12 
14— 3,812 Lincoln 5,010—16 
15— 3,713 Hudson 7,348—15 
16— 3,105 Packard 7,710—14 
17— 1,914 Willys 3,942—17 
18— 891 Kaiser 2,657—18 
19— 97 Henry J 1,142—19 

2,603 Misc. 3,234 

Total All Makes 

596,753 542,193 


Northwest Alumni 
Of Ford Sales 


School Convene 


SHAWNEE, Pa. — The seventh 
annual business conference and 
reunion for Ford Merchandising 
School graduates from 11 states 
opens here today (Oct. 11). 

More than 100 graduates are ex- 
pected to register for the three-day 
conference. They will hear reports 
by six “old grads” on specific man- 
agement practices in their dealer- 
ships and will take part in panel 
discussions on various aspects of 
the automobile business. 

The dealers who are scheduled 
to address the reunion and their 
subjects: 

PirrssurGH Districr—Paul Baron, 
Baron Ford Sales, Inc., Clairton, 
Pa., “Cost Control.” 

Burrato Districr — Charles E. 
Archer, Archer Motor Co., Inc., 
Rochester, “Fleet Penetration.” 

Boston District — John D. Mc- 
Beath, Coombs & McBeath, Inc., 
Boston, “Used Unit Solicitation 
Program”; and Eugene J. Ribakoff, 
Harr Motor Co., Worcester, Mass., 
“New Truck Merchandising.” 

New York District—Joel Golden, 
Hagin & Koplin, Inc., Newark, N. 
J., “5-10-15-20 Solicitation Plan”; 
and Harold V. Galloway, Gallo- 
way’s Garage, Inc., Newburgh, N. 
Y., “Parts & Service Sales.” 

In addition to an address by 
Charles R. Beacham, northeast re- 
gional manager, the graduates also 
will hear a report from John F. 
Heflin, dean of the Merchandising 
School, who will report on “1955 
Model Salesmanship.” 


Turin Auto Show 
Begins Apr. 20 


TURIN, Italy.— The 37th Inter- 
national Motor Show will be held 
here Apr. 20-May 1, the Italian ‘Au- 
tomobile Manufacturers Assn. an- 
nounced last week. 

It also was announced that the 
Italian Foreign Trade Ministry will 
allow special import quotas to for- 
eign-car manufacturers in coun- 
tries which are extending the same 
facilities to Italian car manufac- 
turers. 
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Auto News from Britain 





Jaguar Hikes Horsepower, Prices Unchanged; 
LeMans Type Put in Production 


By Arthur E. Jones 
Staff Correspondent 
I ONDON. — New models are be- 
4 ing announced almost daily in 
readiness for the International Mo- 
tor Show here. 


Changes have been made in the 
Jaguar range, but prices stay the 
same. Apart from many extras, the 
main feature of the new 3%-litre 
Mark VII is that the engine now 
has high-lift cams and the power 
output is raised from 160 to 190 
horsepower. 

A close ratio constant mesh 
gearbox and increased diameter 
torsion bars also have been add- 
ed. The same changes have been 

‘made in the XK-140 two-seater, 
which also has rack and pinion 
steering as a result of racing ex- 
perience. Similar changes have 
been made in the drophead coupe 
and fixed-head coupe. 

The 3%-litre competition model, 
Type D, which was used in the 
Le Mans race, has gone into lim- 
ited production. It gives a speed of 
over 172 m.p.h., and Jaguar claims 
it is the fastest competition car in 
the world to be offered as a series 
production model. 

Rover cars now include a new 
2%-litre model. This means that 
Rover offers the same car with 


three different engines. 
x * * 


Sparkling Sapphire 

RMSTRONG SIDDELEY is in- 

troducing a new version of the 
Sapphire model, which now has 
two-pedal control. It is available 
with fully automatic gearbox, or 
with a preselectric and synchro- 
mesh gearbox. 

In addition the brake drums 
are increased to 12 inches and 
the interior fittings have been 
improved. The basic price is 
$4,200. 

Austin has brought out a new 
model, the Cambridge. It has a 
wide range of alternative specifica- 
tions, such as a 1,200 c.c. or 1,500 
c.c. engine, two-door or four-door 
model, family or de luxe saloon 
types, etc. There are many extras 
to make this car an improvement 
upon the existing A40, on which it 
is based. 

Daimler has announced a new 
range of models with Regency cars 
which brings Daimler back into the 
big-car market. It has either a 3% 


G & O Division Marks 


First Anniversary 


JACKSON, Miss.— The southern 
division of G & O Mfg. Co., manu- 
facturer of automotive radiators, 
has observed its first anniversary 
here. 

G & O has three plants in its 
home city of New Haven, Conn. 
When the Jackson plant was 
opened in October, 1953, it marked 
the firm’s first expansion outside 
the headquarters city. Manager of 
the Jackson plant is Herbert N. 
Worley. 
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'Lightest COE Diesel'— 


A new Diamond T tractor, Model 723C, 
is described as the “lightest cab-over-en- 
gine diesel in the industry." The tilt-cab 
model is said to provide 2,000 pounds 
of extra payload capacity and to save 
about two cents a mile in fuel costs, com- 
Pared with gasoline-powered tractors. The 
tractor is rated for 60,000 pounds gross 
combination weight, but the base chassis 
weighs only 9,350 pounds, of which less 
than 3,100 pounds is at the rear axle. It 
is powered by a super-charged Cummins 
J8S diesel engine. 





or 4%-litre engine, and follows the 
traditional Daimler styling with 
luxury fittings. 

Another new model is the coac- 
built Sportsman, with a Regency 
Mark II chassis. 

A new Singer Hunter model is a 
1%-litre saloon which makes use 
of plastic panels for the bonnet and 
side valances. Selling price is 
$1,800. 


* * * 


New Commercials Shown 
E Commercial Motor Show in 
London this year included many 
new models in coaches and trucks. 
The Rootes group came out with 
new Commer diesel trucks of five 
to 10 tons aimed at economy in op- 
eration. 

Ford put out a new quarter- 
ton van. Leyland showed a new 
export model Royal Tiger World- 
master coach, and had orders for 
it worth over $2 million within a 
couple of days. 

A special display of British mili- 
tary vehicles brought on show for 
the first time a gas turbine driven 
tank. 

* os * 

Export Story 
_ export story of the British 

motor industry is one of in- 
creasing sales against rising com- 
petition from continental manufac- 
turers, particularly in Western 
Europe. 

No fewer than 188,000 British 
autos were exported in the first 
half of this year, out of a record 
production of more than 380,000 
units during the period. 

The advances made by the in- 
dustry are best reflected by a pro- 
duction of only 280,000 autos in 
the first half of 1953, when only 
153,600 were shipped abroad. 

In the first six months of 1954, 
Australia was by far the best con- 
sumer, doubling her purchases to 
43,855 units, worth about $35,434,- 
000. Sweden has also developed an 
acute appetite for British autos, 
buying over 22,600 for $21,832,000, 


to rank as the second-best market. | 
J * * 


America Ranks Third 


i United States ranked third 
with an expenditure of over 
$18,350,000 on some 14,360 models. 
Belgium increased her import by 
1,500 units to bring her total pur- 
chases to 8,000 autos valued at over | 
$6,910,000, while The Netherlands | 
received 7,000 units, an increase | 
of more than 2,500, for $6,359,000. 
Truck production in the first | 
six months was also at a peak 
of 128,000 units, about 9,000 more 
than in the corresponding period 
last year, of which 66,000 went | 
overseas for over $110 million. 
This was an increase of 13,600 
vehicles on the 1953 period. 

It is predicted these record-| 
breaking efforts will continue, with | 
manufacturers intensifying their | 
sales campaigns abroad. By the end | 
of 1954, output is expected to reach | 
more than 750,000 autos, compared | 
with less than 600,000 last year. All | 
big motor groups in this country 
are embarking on extensive devel- | 
opment programs to boost produc- | 
tion, and Ford alone is to spend | 
over $45 million. . 

” 


* 


Test Ground Opens | 
7 Motor Industry Research | 
Assn. has opened a $1,500,000) 
testing ground, which has been de- | 
signed to subject autos to the most 
rigorous tests with the object of 
winning greater export business. 
Over 12 miles of road have been | 
built—through water, a dust tunnel, 
over rough ground and a noise 
generator. 
An airfield perimeter is used for | 
high-speed tests. 
x 





* 


| 
State Trucks Sold | 


peng oe progress is being made | 
by the Road Haulage Disposal 
Board in the sale of State-owned 
vehicles to private firms. 

By the end of the year, when 
the needs of the smaller under- 
takings will be satisfied, better 
prices are expected for bigger 
groups of trucks offered to large- 
scale operators. To date, about 30 
percent of the trucks have been 
sold. 


Readers Like These Mean 


Nore Sales Opportunities in 


the Big Automotive Market 





“Being Service Manager I naturally pay partic- 


ular attention to news and advertising directed 


to my department and often I make purchases 
of new equipment directly from its pages,’ 
says Raleigh R. Carter. 


Parts and Ac- 
counts Manager 
Donald Fosdick 
says, “I spend 
two evenings a 
week of my own 
time reading Au- 
tomotive News. 
Needless to say, 
I like it.” 





/ _ 


THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 





REPRESENTATIVES 








Jake DeNooyer, President of Battle Creek’s De- 
Nooyer Brothers Company, a Chevrolet dealership, 
has read Automotive News every morning since 1935. 
He says, “I’ve spent about two hours a week with 
Automotive News for 20 years keeping up with the 
automobile industry and it has paid off. Making the 
right decisions isn’t too hard a job when you've got 
all the facts, and that’s just what Automotive News 
does for me—gives me facts.” 


41,000 subscribers, holding positions of deal- 
ership owners, service managers, parts man- 
agers and factory executives, rely upon 
Automotive News’ authoritative, interpretive 
reporting. These titled men are the purchasers 
in your automotive market. They make buying 
decisions directly from the editorial and ad- 
vertising given them in this, the only weekly 
newspaper of the industry. 


Every Monday morning these automotive 
decision - makers read “Automotive News to 
keep current with the trends of an ever- 
changing industry—a requisite to their buying 
position in an industry whose purchases figure 
in the billions each year. Men of action read 
to determine a course of action. Your product 
in the pages of Automotive News will help 
them determine a course of action—to buy 
your product. 


Read what three representative readers in the 
dealership market say about Automotive News. 
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Correspondent George Glaser Writes . . . 








Auto Letter from Europe 


RANKFORT, Germany.—Ford of 

Cologne reports that this is 
the heaviest season yet for body 
styles which are equipped with sun- 
roofs or which are suitable for 
camping outdoors. 

The Taunus M 12 sedan with 
the sunroof, as well as the new 
station wagon of the same model, 
are in heavy demand as Germans 
display a new desire for getting 
close to nature. 

Without wishing to criticize Ford 
of Cologne, I believe the firm should 
be—or already is—aware that the 
engine for the Taunus could be a 
little bigger and still remain eco- 
nomical. 

A number of owners have also 
told me that it’s too bad the Taun- 
us has no overdrive or four-speed 
transmission offered as an option. 
But a little patience could change 
that too, who knows? 


Automatic Headlights 


1) yuri of Stuttgart offers a new 
gadget which ensures the maxi- 


-mum utilization of the permissible 


of headlight beam. 
h feels that lighting ef- 


Canadians Plan 
‘Active’ 3-Day 
Service Show 


TORONTO.—A shorter but more 
active exhibit is being planned for 
next year’s Canadian Automotive 
Service Show, according to Charles 
Carter, chairman. 

The show will be held here 
March 16-18 at the Automotive 
Building on the Canadian —— 
Exposition grounds. 

A joint operating comentanes, | 
which is preparing the event, has 
set aside the mornings of the sec- 


' ond and third days for jobber-ex- 


| hibitor sales meetings, with no gen- | 
' eral manning of the exhibits: re-. 


E quired. 


The committee is made up of| 


' representatives from the Automo-| 
tive and Machine Parts Assn. and 


the Canadian Automotive Whole- 
salers and Manufacturers Assn., 
miain sponsors of the show, as well 


' as delegates from the Automotive 


National Distributors Assn. and the 
Automotive Supplies Manufacturers 
Assn., co-sponsors. 


Besides Carter, the committee 


consists of J. A. Hines, Clay 
Squelch, Vic Mathewson, L. P. 
Monahan, F. J. Mitchell, A. H. 





P| secretary-manager. 


' Adams, W. J. Culliton, R. Webber 


and J. C. Young. A. E. Wadham is 


ficiency is lost when a vehicle is 
high in the rear when unloaded 

and high in the front when heavi- 

ly loaded. 

Its new device consists of head- 
lights which are moved by bi-metal 
electrically heated units which are 
controlled from a switch which is 
operated by the distance between 
the rear axle and the chassis frame. 


This automatic headlight adjust- 
ment system permits maximum 
lighting while avoiding objection- 
able misalignment, Bosch says. 


* * + 


Transmission Question 


UROPEAN manufacturers are 
still: toying with automatic 
transmissions but are uneasy in re- 
gard to the tremendous cost of 
research and production prepara- 
tion. 


They also keep in mind the 
possible loss of economy and that 
smaller engines cannot spare the 
power used up by automatic 
transmissions. 


Several manufacturers have said 
that perhaps Hydra-Matic would be 
the answer to European needs and 
asked if GM would sell Hydra- 
Matics as complete units or license 
their production. I did not know, 
but would be interested in the an- 
| swer. 

Gemmer Power-steering units 
produced in license by ZF of Lake 
Constance, Switzerland, have 
brought in a flood of orders from 
truck and bus manufacturers. 

« * *~ 


When Ford Met Mayor 


Lene Henry Ford, more than 
25 years ago, came to Cologne 








_ Sharp, Anyway 
| All Work and No Play 


In This Jack 


RACINE, Wis.—The No. 700 Hi- 
Boy Lift Jack is becoming increas- 
ingly popular as an all-purpose ac- 
cessory for automatic transmission 
| servicing, exhaust system replace- 
ment work and spring and shackle 
lubrication, according to the pro- 
ducer, Walker Mfg. Co. 

This jack is equipped with a non- 


skid two-position foot pedal, saddle | 


type cap, reinforced base, steel tube 


standard and an acme- threaded | 


screw adjustment. 
A Walker official claimed that 
the No. 700, when used with the 
Walker No. 48 pedestal-type jack, 
greatly reduces the time required 
for the jack and pays for itself 
with increased efficiency. 





Planning Canadian Service Sh 


A joint committee of jobbers and manufacturers has been at work since late last 


summer to lay the groundwork for the 


11th Canadian Automotive Service Show 


_ scheduled for March 16-18 in Toronto. Shown (from left) are L. P. Monahan; W. J. 


' Culliton; J. A. Hines; Vic Mathewson; Al Wadham, secretary-manager; Charles Carter, 


choirmen; Clay Squelch; C. W. Wilson; A. 


H. Adams and Roy Webber. 











to accept the offer of free land for 


the erection of a factory, the mayor 
of Cologne arranged the deal. 

He was none other than Kon- 
rad Adenauer, today the chancel- 
lor of Western Germany. 

At that time, nobody thought 
that all the land designated for 
Ford could ever be utilized. How- 
ever, Ford managers are trying to 
figure out how to place the next 
buildings planned in the greatest 
expansion ever contemplated by 
this Ford unit. The entire area is 
being utilized and additional space 
must be found. 


Current 


The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provision for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and iocal 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK — Special—4-dr. sed., $2,265.32; 
2-dr. sed., $2,206.86; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr. sed., $2,520.17; Riviera; $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super—4-dr. sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Readmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC — Series 62—4-dr. sed., $3,- 
932.70, cl. cpe., $3,837.77; Coupe deVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
clal—4-dr. sed., $4,683.32. Series 76—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado—conv., $5,738. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
589; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 


| cl. epe., $1,782; 6-pass. stat. wag., $2,133. 


Bel-Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 


| $30; hardtop, $2,061; conv., $2,185; 8-pass. 
| stat. 


wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models. ) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75; stat. wag., $3,321. New Yorker— 
4-dr, sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial 
—4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial — 8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 
DeSOTO—Powermaster Six-—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFliite optional at $189 on all models.) 
DODGE—Meadowbrook Six-—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six——4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
epe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; cpt. cpe., $2,503; conv., $2,632. 





Hot Number in Germany— 


Big demand for sunroof models among 
| of Cologne to introduce this Taunus M 12 


Prices on N 


(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six — 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 


$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 
HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 


sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp" — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet — 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on -all 
models in Jet category. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models.) 


KAISER — Special — 4-dr. sed., $2,389; 


2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 


$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoln — 4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4 dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sed., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
O-Matie optional at $189.77 on all models.) 


NASH — Metropolitan—Hardtop, $1,445; 
| conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe — 2-dr. sed., 
| $1,350. Rambler Super—4-dr. sed., $1,800; 
2-dr. sed., 
urban, $1,805. Rambler Custom — 4-dr., 
| sed., $1,970; hardtop, $1,955; conv., $1,- 
| 985; 2-dr. stat. wag., $1,955; 4-dr. stat. 
wag., $2,055. Statesman Super—4- -dr. sed., 
$2,163; 2-dr. sed., $2,115. Statesman Cus- 
tom — 4-dr. sed., $2,337; hardtop, $2,428. 
Ambassador Super—4-dr. sed., $2,422; 2- 
dr. sed., $2,370. Ambassador Custom — 
4-dr. sed., $2,605; hardtop, $2,740. Nash- 
Healey — LeMans hardtop, $5,128.05 (at 
coastal ports). Hydra-Matic optional at 
$178.85; not available on Nash-Healey, 
which is equipped with overdrive, or Metro- 
politans.) 

OLDSMOBILE — Sertes 88 — 4-dr. sed., 


$1,705; hardtop, $1,805; Sub- | 





nature-loving Germans has prompted Ford 
sedan with a sliding roof section. 


ew Cars 


$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4- dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2, 688. 39; 
conv., $2, 867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041. 25; Starfire conv., $3,248.84 (Hydra- 
Matic optional at $178.35 on all models.) 





PACKARD—Clipper Special—2-dr. sed., 
$2,544. Clipper Deluxe—4-dr. sed. ” $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super — 4-dr. sed., $2, 815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 


Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3, 935; Caribbean conv., 

$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 


PLYMOUTH—Plaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1, 617.50; 
stat. wag., $2,064. Savoy—4- dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1, 842.50; 
spt. cpe., $2, 064; conv., $2,220; stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
| all models. PowerFlite at $189.) 
| PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat Stat. wag., $2,- 
419. Chieftain 6 Deluxe—4-dr. sed., §$2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2, 579. Star Chiet 8 — Deluxe 4-dr. 
sed., $2,301; Custom 4-dr. sed., $2,394; 
conv., $2,630. Catalina — Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; Chief- 
tain 8 Custom, $2,458; Star Chief 8 Cus- 
tom, $2,557. (Hydra-Matic optional at 
$178.35 on all_ models.) 

STUDEBAKER — Champion Custom—4- 
dr. sed., $1,730; 2-dr. sed., $1,685. Cham- 
pion Deluxe —4- dr. sed., $1, ‘830: 2-dr. sed., 
$1,780; 5-pass. cpe., $1, 845; stat. wag., $2,- 
150. © Regal—4- dr. sed., $1, 925; 
5-pass. cpe., $1,945; hardtop, $2,085; stat. 
wag., $2,255. Commander Custom — 4-dr. 
sed., $1,835; 2-dr. sed., $1,790. Command- 
er Deluxe—4-dr. sed., $1,935; 2-dr. sed., 
$1,885; 5-pass. cpe.. $1,950; stat. 
$2,260. Commander Regal—4-dr. 
035; 2-dr. sed., $2,055; hardtop, $2, 215; 
| stat. wag., $2,365. President Deluxe—4-dr. 
| sed., $2,245. President State—4-dr. sed., 
$2,315; 5-pass. cpe., $2,240; hardtop, §2,- 
390. (Automatic Drive optional at $216 on 
Champion, and at $226.50 on Commander 
and President.) 

WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle — Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
» | S208. 55 on all models except Larks. ) 








New Commercial Car Registrations, 


Two States for September, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in stete capitals. 
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PACKARD PROGRAM KEEPS MOVING AH 









mn 


a 


ENTIRE WALLS ARE COVERED with giant plant layout maps used for 
planning installation of machinery in Packard's vast new facilities. Engi- 
neers plot “work flows” in the new Detroit body and assembly plant. 


DISTINGUISHED MEN from the automotive industry joined with Packard 
sales executives to judge entries in Packard’s President’s Month promotion. 
With Clare E. Briggs (center), vice president of sales at Packard, and 
William Macke (standing), Packard merchandising manager, are Don Seem 
(left), advertising manager of Auto-Lite, and Siler Freeman (right), well- 
known automotive writer and Detroit editor of Motor magazine. 
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Tiroughout the Country... Dealers Swing to Packard! 
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Sales Organization Continues Growing Larger. . . Stronger | 


ACKARD is experiencing a dramatic growth 

—and its sales organization is growing with 
it! Impressed by the company’s great new pro- 
gram, dealers in all parts of the country are 
making the switch to Packard. 
In California: The Packard franchise for San 
Bernardino is signed (above left) by Phil 
Warren, president of Warren & Day. With him, 
left to right, are George A. Wagner, vice presi- 
dent, and A. W. Oster, zone manager of Earle C. 
Anthony, Inc., California Packard distributor. 
In New York: James E. Musico, president of 
Musico Motors in Oswego, joins Packard (cen- 
ter). T. J. Sloggett, assistant Syracuse zone 





<5 


Pies. 





A MORE EFFICIENT WAY of pre- 
testing parts—plastic pre-fabrication 
in miniature gives new flexibility in 
bringing automotive parts from the 
drawing board to actual production 
in the shortest possible time. 





manager (standing), and Robert E. Carlin, 
zone manager, were present for the signing. 


In Ohio: Top photo—Ross H. Schroeder (cen- 
ter), Detroit zone manager, welcomes Earl J. 
Lance as the new Packard dealer in Elyria. 
Jack Lance, general manager of the new deal- 
ership, is on the left. 


In Virginia: Clyde R. Royals, Sr. is the new 
Packard dealer in Hampton. With him (bot- 
tom right) as he signs the franchise is Jay H. 
Thomas, Jr., Washington zone manager. 


—Four reasons why the Packard Program is 
moving ahead! 


Good Franchise 
for Today... 
and Tomorrow 
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H & M Opens Rental Firm Tire Producers 


A new firm, H & M Truck Rental , chison, has begun operation at 118 
Co., Atchinson, Kans. a subsidiary |S. Eighth. C. B. McDonald is man-|[y, Canada Ready 
New Sales Push 





Mitchell and Bly Take Deal 


Ira C. Hopkins has announced the | Martinsburg, W. Va. The new cor- 
sale of Hopkins Chevrolet Corp., poration will be headed by Mitchell 
Culpepper, Va., to James A. Mitch-|as president; Bly, vice - president 
ell and Shirley O. Bly, recent own-|and Dorothy Inskeep, secretary- 
ers of a Chevrolet dealership in| treasurer. 


of H & M Buick-Pontiac Co., At- | ager. 
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PORTABLE, PNEUMATIC ONE-END LIFT 


Don’t underestimate the importance of your shop. Whatever happens 
there can affect New and Used Car sales. BAY-LIFT enables your 
mechanics to do the kind of job that keeps customers coming back 
until the day they're in the market for another car. It insures maxi- 
mum service profits, too, because BAY-LIFT saves time and labor! 


U 


Pe 
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= BAY MANU 


Safety Lock; 2-stage Control Valve 


* Goes wherever an air hose will reach, on upper 


floors and isolated stalls 


© Does not extend beyond car when in use, stores on 


end in 27” square 


Easy to handle, durable and service-free 
e 4-way suspension, maximum stability. 


A ®> 


See BAY at the ASI Convention 


Booth D-168 


- 














| ° Lifts either end 50” in 10 seconds, holds at any con- 
venient working height. Automatic Double 
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MONTREAL. — Nearing the end | _ 


of an extremely competitive year, 
Canada’s tire manufacturers are 
preparing a new sales push to co- 
incide with the debuts of the 1955 
cars, most of which will be equip- 
ped with tubeless tires. 

Although 1954 tire sales are ex-| 
pected to exceed 1953 sales, Cana- 
dian tire dealers have not had a 
profitable year. Some dealers, un- 
able to compete with the discount | 
houses, have stopped handling tires. 

Heavy tire production and unex- | 
pected spring slowup in car sales 
combined to place more tires on 
the market than could be absorbed. 

The resulting cut-throat compe- 
tition, plus the cut in tire and tube 
excise taxes from 15 to 10 percent, | 
gave tire buyers some fine bar- 
gains. One major manufacturer | 
said that his 600-16 medium-grade | 
tires, which sold for $19.95 two) 
years ago, are now going for $14.95. | 

But tire inventories have been 
reduced and tire makers and deal- 
ers are optimistically expecting 
tubeless tires to give the replace- 
ment market a new lift. 

Profit from commercial-tire sales | 
has been even less because of the | 
sharp drop in Canadian truck out- 
put, the stiffer railroad competition 
and the general shrinkage in 
freight volume. 








(Continued from Page 18) 


some dealers the price war has 
meant bankruptcy. — (James Mon- 


tagnes.) 
* + . 


Birmingham, Ala. 
New-car sales in Birmingham 
during September totaled 1,328, a 
decline of more than 30 percent 
from the August total of 1,940. 
Model cleanup in some lines 
has been nearly completed. 
September sales by make were: 
Ford, 551; Chevrolet, 325; Buick, 
124; Oldsmobile, 74; Pontiac, 67; 
Plymouth, 47; Mercury, 40; Dodge, 
28; Cadillac, 17; Packard, 14; 
Chrysler, 10; DeSoto, 10; Stude-| 
baker, 9; Lincoln, 4; Nash, 4;) 
Kaiser, 1, and miscellaneous, 3.— | 
(Stuart Riddle.) 
* 





Boise, Id. 


September new-car registrations 
in Ada County (Boise), Id., declined 


26; Chevrolet, 23; International, 5; 
Dodge, 3; GMC, 3; Mack, 1; Stude- 
baker, 1; Willys, 1, and miscel- 
laneous, 1. 
* * * 
Louisville 
Louisville new-car dealers sold 
more cars in September than they 
had in any September since 1950. 
Sales for the month of 1,675 units 
represented a 12 percent gain over 
August. New-truck sales spurted 23 
percent over August, totaling 219 
units. Again, it was the best Sep-| 
tember since 1950. 
New-car registrations by make | 
were: Ford, 690; Chevrolet, 433; 
Buick, 191; Oldsmobile, 99; Mer-’ | 
cury, 54; Pontiac, 54; Plymouth, | 
34; Studebaker, 30; Dodge, 28; | 
Cadillac, 14; Chrysler, 11; DeSoto, | 
10; Packard, 8; Hudson, 7; Lin- | 
coln, 7; Nash, 2; Henry J, 1; 
Austin-Healey, 1, and Willys, 1. 
Truck registrations were: Ford, 
90; Chevrolet, 75; International, 37; 
Dodge, 8; GMC, 2; Plymouth, 1; 
Mack, 1, and Diamond T, 1.— (A. 
W. Williams.) 
oe 





* * 


St. Louis 

Trading is rough in St. Louis and 
there are more than the usual num- 
ber of complaints that profit is} 
lacking. 

Most dealers are looking forward 
to the ’55s in the hope that the new 
models will increase stability in the 
retail position—(Sam X. Hurst.) 





EVERY TIME YOU SELL 


A SET OF... RMermaid 
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YOU MAKE AS 
MUCH PROFIT 
AS PUMPING 


80 GALLONS OF GASOLINE! 








LIQUID TOOLS HELP TUNE-UP MEN 


The only way to have an efficiently operating engine 
is to have it properly tuned. 


Good clean spark plugs, properly 
gapped — Clean, properly adjusted car- 
buretion — Adjusted tappets, and count- 
less other minor adjustments, are the 


result of hard conscientious effort on the 


In spite of all the know 
how of the tune-up men; in 
spite of all the possible adjust- 
ments; it still takes a clean en- 
gine to run efficiently — eco- 
nomically. All the work and 


“ know how of the tune-up men 
is lost when they have to con- 
tend with dirty, gummy parts 
within the motor where they 
can not be reached easily and 
economically. Yet customers 
service demands that a tuned 
up engine runs as efficiently 
when it leaves the service de- 
partments as when it was new. 





MOC prevents the accumulation 
of power robbing guns and varnishes 
to the engine parts and still permits the 
oil to continue its high lubricating quali- 
ties by keeping these natural gums and 


varnishes in suspension 


FORMERLY KNOWN AS PENNO PRODUCTS &§ 
Write for complete details and information. § 


ERO 


in Fernando Rd 


MOC IS COMPATIBLE with ati pe 


troleum base oils, including heavy duty 
and premium type oils. M O C has a high 
affinity for any gums, varnishes and car- 
bon that have been deposited in the 


guarantee 21 percent to 228 units, compared part of the tune-up men in the service engine. MOC keeps the engine clean 
a with 289 in August. departments throughout the country and allows the oils to do the job of lubri- 
of efficient, New-truck titling, however, rose| The tune-up departments hold the key cating all parts of the engine. MOC is 
. 14 percent to 64 units, compared | to building good will for the car dealer the only oil conditioner on the market 
economical with 56 in the previous month. Th : Salih oa oa ; today that you can see and hear the 
Car registrations by make | . ee re fitness difference after one treatment, immed- 
service were: Chevrolet, 79; Ford, 59; her “- to run as efficiently and as eco- iately. You do not have to wait 50 ot 
eo 19; —. oS nomically as when it was new after a 1000 miles to check on the performance 
is Bay 7: Dodge, 5: Plymouth 5: Pace tune-up job of the car. M OC is the new liquid tool 
ard, 4: DeSoto, 3: Studebaker 3: that does the dirty work for tune-up men 

° , ’ , ’ 
quality Cadillac, 2; Chrysler, 2; Hudson, MOC SOLVES M 0 C allows the oil to lubricate the top 
P 2, and Kaiser, 1. compression ring, pistons to the very 
equipment Truck registrations were: Ford, THE PROBLEM. bottom oil ring. Works in and out of the 


ring slots, cleans out every opening and 
frees sticky rings and valves 


YEARS OF RESEARCH IN 
PETROLEUM CHEMICAL 
ENGINEERING 


perfects M OC, the li- 
quid tool. M OC prod- 
ucts formerly known? 
as Penno are now 
available for im- 
mediate delivery 
to all service de- 
partments. 
Write for com- 
plete details 
and informa- 
tion. Samples 
senton memo. 
Build good 
will and de- 
velop higher 
profits. Use 
M OC in your 
tune-up work. 
Thousands of 
satisfied cust- 
omers 
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3- Wheel Vehicles Up 50-80% in Year... 





Japanese Auto Output Skyrockets 


By Stuart Griffin 
Special Correspondent 
.— — (UTPS) — Despite the 
downward trend of machinery 
production since the end of the 
Korean War, the automobile indus- 
try in Japan is proceeding by leaps 
and bounds, due to great domestic 
demand, increasing exports and 
continuing special procurement de- 
mand. 

Production of small vehicles, in 
particular, is surging ahead as 
never before. 

During the five-year period from 
1949-54 output of motorcycles has 
skyrocketed. The rise was especi- 
ally conspicuous in 1953 when pro- 
duction was more than double that 
of 1952. 

Meanwhile, output of three-wheel 
vehicles and scooters in 1953 showed 
an increase of 50 to 80 percent over 
the year before. 

The reason why the production 
of small cars has been partic- 
ularly active is that such vehicles 
are suitable to the narrow, 
rather mountainous, quite prim- 
itive roads in Japan. Moreover, it 
is easier to obtain driving licenses 
for such small cars, and their low 
prices make it easier for Japan’s 
many small-medium business in- 
terests to buy them. 

Formerly orders for motorcycles 
and scooters came mostly from 
Japanese who intended their use 
for pleasure alone, but the postwar 
tendency has been to use the cars 
in daily business. There is even a 
growing tendency for motorcycles 
and scooters to replace automobiles. 

Small trucks are preferable to 
large trucks in a country like 
Japan where the roads are bad and 
the demand for small-scale hauling 
is comparatively large because of 
the density of population and the 
proximity of cities to one another. 
These three-wheel trucks have load 
capacities of three-quarter ton to 


two tons. 
.s * 


More Exports Eyed 

y= the postwar revival of the 
Japanese economy, the demand 

for three-wheel trucks grew rapid- 


ly, to even surpass the prewar to- 
tals. They numbered 106,000 by the 


Atom Battery 
Lab Device Turns Heat 


Into Electricity 


DAYTON, O.—An atomic battery 
which uses heat from radioactivity 
to produce electrical energy has 
been developed by scientists at the 
Atomic Energy Commission’s 
Mound laboratory at Miamisburg, 
Dr. Joseph J. Burbage, director, 
announced. 

The battery is approximately 1% 
inches high and 1% inches in di- 
ameter and will produce electrical 
energy comparable to ordinary dry 
cells. 

Core of the battery is a small 
capsule containing about 150 curies 
of the radioactive element poloni- 
um—roughly 1/100th of an ounce. 
The battery makes use of a thermo- 
Pile (a series of thermocouples) 
which converts the heat from ra- 
dioactive decay into electricity. 








end of 1949, and rose to 291,000 by 
the end of 1953. The latest semi- 
official figure, as of July 1, was 
327,000. 

Ordinary four-wheel trucks to- 
taled 115,000 at the end of 1949. 
At the end of 1953 the total was 
154,000. Thus, heavy trucks are 
clearly being replaced by the small- 
er vehicles. 

In order to cultivate new mar- 
kets, manufacturers are making 
efforts to enlarge bodies, im- 
prove efficiency and lower pro- 
duction costs. 

But the industry is likely to be 
affected considerably by the Gov- 
ernment’s fiscal 1954 retrenchment, 
austerity and tight-money policies. 
To make up for the stagnancy or 
even decrease in domestic demand, 
manufacturers place great hopes 
on export promotion in the future. 
Before 1941 Japan shipped small 
cars and trucks to China, Man- 
churia and Southeast Asia. Now 
these markets — except China and 


| Manchuria—are returning, and new 


markets are opening up in the 
Middle East and both Central and 
South America. 

Exports increased sharply in 
1953, and manufacturers are now 
exerting efforts for realizing the 
export goal of 6,000 three-wheel 
trucks in 1954. 

+ * * 
Output Drops 


7 Tiny Motor Vehicles Indus- 
try Assn. has announced that 
output of three-wheel motor ve- 
hicles in June amounted to 9,368, 
compared with 9,591 in May. 

* + + 


Hillman’s Roll 


TOTAL of 2,400 Hillman Minx 
automobiles will roll off the as- 


sembly line in the 1954-55 fiscal 
year that ends next Mar. 31, accord- 
ing to a plan worked out by the 
Isuzu Motor Co. which has a con- 
tract with the British firm. 

» With a 400 million yen ($11 

million) Hillman Minx assembly 
plant completed at Omori, on 

Tokyo’s outskirts, Isuzu Motor is 
ready to start mass assembly of 

the British car. 

Production will be boosted to 
3,000 cars in the 1955-56 fiscal year, 
to 3,600 units in fiscal 1956-57, to 
4,800 units in fiscal 1957-58 and to 
6,000 units by the middle of fiscal 
1958-59, the Isuzu planners state. 

* - * 


First Dump Truck 


APAN’S first “dumper,” a truck 
designed to haul coal on short 
runs, has been completed by the 


Ishikawajima Heavy Industry} 


Works. 

The truck, which resembles a 
farm tractor, has a large scoop 
mounted in front of the elevated 
driver’s cab and has an Ameri- 
can 109 horsepower engine. 

The heavy vehicle can move 
three speeds forward and back- 
wards at speeds up to 22 miles per 
hour. 

The scoop-like front, which tilts 
forward at a 70-degree angle, can 


discharge a seven-ton load of coal 


in one second. 





MacKenzie Motors Now 


Chas. H. Morse Motors, Inc. 


(Dodge-Plymouth), Manchester, N. 
H., is now being operated under 
the name of MacKenzie Motors, 
Inc. The firm operates its new-car 
dealership at 922 Beech St. and a 
used-car establishment on Daniel 
Webster Highway, North. 





Waste of Brain Power? 


Industry Underrates Workers Without Diplomas, 
Says B. F. Goodrich Psychologist 


CLEVELAND.—American indus-, policy pointing to a college diploma | ~ 


try faces a monumental task in its 
efforts to combat the waste of 
mental resources of its working 
men and women according to Dr. 
Eleroy L. Stromberg, manager of 
training and personnel research for 
B. F. Goodrich Co., Akron. 

Speaking at the opening ses- 
sion of the Ohio State Safety 
Conference Stromberg said that 
“the failure to train those who 
are mentally capable to assume 
responsibility for management, 

inventiveness, leadership and 
science, is certainly a waste of 
brain power.” 

Stromberg theorized that one of 
the underlying reasons might be 
that it has not been financially 
attractive for young men and 
women to invest four to six years 
of their lives in hopes of achieving 
one of the limited number of ade- 
quately paying white collar man- 
agement positions. 

“It is logical to assume then,” 
he said, “that most industrial or- 
ganizations have upon their rolls 
individuals with tremendous men- 
tal reserves which have never been 
tapped because of a predetermined 


L-M Dealers at Management Conference— 


Shown after receiving certificates of recognition for completing the Lincoln-Mercury 
Dealership Management Conference in Detroit are five dealership executives from the 
Southern region. They are (from left), H. A. Moshell sr., Clearwater, Fla.; Ross Stone, 
Miami Beach, Fia.; Nathan Kahn jr., Marietta, Ga.; Cleve Wheelus, Kerrville, Tex., and 
Hugh A. Smith, Fort Pierce, Fla. So far, nearly 200 dealership representatives have 


faken part in the conferences. 


as a prerequisite for creative 
thinking and problem solving. 

“It is certain that among the 
men and women who constitute 
industry’s physical manpower 
sources there are many who, if 
given the opportunity, could 
demonstrate that they are able 
to carry out many assignments 
now classified as jobs for college 
graduates. 

“This waste of brain power,” 
Stromberg said, “is one of the 
great detriments from which in- 
dustrial management needs to free 
itself by recognizing that maturity, 
experience and growing knowledge 
exist in every man and not alone 
in the college graduate.” 

Stromberg, formerly chairman of 
the psychology department at 
Western Reserve University, Cleve- 
land, explained that he was not in 
any way arguing against university 
education. 

He made it plain, rather, that 
in his opinion, industry has not 
utilized the educational back- 
ground of many of its people be- 
cause many college-trained people 
are still burdened with tasks which 
could be just as adequately per- 
formed by those who have college 
ability but are without a college 
education. 

He warned that another factor 
contributing to loss of brain 
power was the systematic ap- 
proach to industrial jobs wherein 
the principle of fractionation and 
simplification has been used to 
the point where some industrial 
jobs become nothing more than 
automaton reactions. 

Stromberg recommended that in- 
dustry take steps to better utilize 
the mental abilities of its men and 
women who have not been fortu- 
nate enough to graduate from col- 
lege. One way to do this would be 
to reexamine the requirements of 
the man who has a certain job, he 
said. 

“It may turn out that this man, 
and countless others like him, re- 
quires more of a challenging job to 
keep him happy and productive, 
where as the fractionated, simpli- 
fied task may leave him bored, dis- 

interested, and anxious to move,” 
Stromberg said. 








you have greater protection 
from production delays when 
you receive component parts 


VIA AMERICAN 





Today—with suppliers of component parts only hours 
away by air, you have greater protection from pro- 
duction delays. Inventories can be cut to a fraction, 
freeing capital and providing savings on warehous- 
ing. This is a job airfreight can do for any manu- 
facturer, but one American can do best of all with 
more scheduled flights to more key areas than any 


other Airline! 


AMERICAN AIRLINES 
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Vatve-Gapper in position on 1954 V-8 Ford 
Engine. 


Mechanic using Vaive-Gapper on Chevrolet 
Engine. 


...the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 
defective hydraulic lifters. 





Amenas Leading Airline 


“Close Enough‘... 


oT 


© Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 

®@ Check the Valve Gop Visually and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 

® The VALVE-GAPPER is Fast, Easy to Use— 
both hands are FREE to make adjustments 
while dial indicator registers exact setting. 

© Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 

®@ Use the Dial Indicator for other shop tasks. 


Enables mechanics, owners, operators to— 


® Adjust Valve Clearance 
© Time Fuel Injectors © Balance Fuel Racks 





Don’t Set Valve Gap 


a dd 







Order from Jobber or Write P&G Mfg. Co. 


2262 N. Albina Avenue, Portiand 12, Oregon 


Please send me Valve-Gapper literature ond prices. 
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ENGINES SERVICED. 


P&G MANUFACTURING CO. bept. 8k 
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AUTOMOTIVE 
LINEAGE 


IN BUFFALO 





FULL YEAR, 1953 


@ The SUNDAY COURIER-EXPRESS 
was first among all Sunday 
papers in the United States! 

1,035,931 Lines. 
The DAILY COURIER-EXPRESS 
was fourth among.all 


morning papers. 
1,393,682 Lines. 


FULL ROP 
COLOR 


Available both daily 
and Sunday 


COURIER 
EXPRESS 


SHARIN 





REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
Pacific Coast — DOYLE & HAWLEY 


a 


1, Underfloor disappearing single type—3” 
2. Underfloor twin y 
3. Underfleer twin a 
4. Underfloor single plug-in type—3” 

: ne tyres 
Pate we P 

‘ (fer trucks <4 


“The Worlds Finest Exhaust System" 


ENGWALD CORPORATION 
357 Lefayette Ave., Brooklyn, N. Y. 














§ Reach Automotive 
} Prospects 


| = FASTER! 


s 


t —in CAR LIFE — the mag- | 
azine read by car owners 
only. Car Life reaches over 
300,000 mature men main- 
taining over % million cars. 
Waste circulation is zero. 
Advertising costs tumble. 
The highest effective reader- 
ship at the lowest cost per 
thousand. Send for all the 
eye-opening facts today. 

MOTOR PUBLICATIONS, 
270 Madison Ave., New York 
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rosperity Not Tied to Defense... 





Depressions Licked, 
Economist Predicts 


NEW YORK. — Evidence is rap- 
idly accumulating that the severe 
and prolonged postwar depressions 
of the past will not-recur in the 
U. S., according to Dr. 
Nadler, consulting economist of the 
Hanover Bank of New York. 

In a 32-page booklet entitled 
“America’s Economic Horizons,” 
Nadler said: . 

“This (victory over depres- 
sions) is one of the greatest vic- 
tories of the free world in the 
cold war against Soviet aggres- 
sion, for it destroyed the prop on 
which Communist propaganda 
rested, namely, that the capital- 
istic system is suffering from in- 
herent contradictions which are 
bound to lead to depressions and 
large-scale unemployment.” 

Nadler said the demonstrated 
success of this country in control- 
ling cyclical fluctuations and pre- 
venting serious readjustments in 


Nebraska Erases 
Tax Exemption on 


Kansas Trucks 


LINCOLN, Neb. — The Nebraska 
Motor Vehicle Department has or- 
dered that all Kansas truckers en- 
tering the state must have a “mile- 
age trip ticket” in their possession. 

The order immediately drew 
charges from Kansas that its neigh- 
bor to the north had erected a 
“spite” fence of taxes. 

Previously, both states had al- 
lowed trucks operated by farmers 
hauling their own produce and 
business firms making deliveries 
within a radius of 25 miles of their 
stores to run across the state line 
without taxation. 

A spokesman for the Nebraska 
department said it had been de- 
cided that too many Kansas truck- 
ers were taking advantage of this 
to evade taxation of regular com- 
mercial trucks. 

There are two bones of conten- 
tion: The Kansas ton-mile tax on 
trucks and the fact that Kansas 
won’t sign a reciprocity agreement 
with Nebraska. : 

Fred Gulick, secretary of the 
Kansas Motor Vehicle Reciprocity 
Commission, said, “I don’t know 
yet if Kansas will retaliate.” 

Gulick explained that Kansas was 
unable to sign a reciprocity agree- 
ment because the ton-mile tax law 
is tied up in a Kansas Supreme 
Court test of constitutionality. 


Marcus | 








production and employment offers 
assurance to other free nations 


| that their economies in the future 


will not be adversely affected by 
developments in the U. S. 

There are no serious obstacles on 
the horizon which would interfere 
with economic expansion and with 
the process of supplying the people 
with more goods and services, the 
economist stated: 

“The U. S. economy has reach- 
ed the enviable position where it 
can meet both the present re- 
quirements for national defense 
and the growing needs of the 
population,” he wrote. 

“The ability of the nation to ab- 
sorb the output of goods and serv- 
ices is greater than ever before 
and is rising. Real wages have in- 
creased considerably and the up- 
ward trend continues. The eco- 
nomic security is great. 


“In fact, the problem confront- | 
ing the U. S. is not the ability but | 
rather the willingness to spend) 


more and to save less.” 

Nadler pointed out that during 
the first half of 1954; despite the 
inventory readjustment, net sav- 
ings on an annual basis consti- 
tuted 7.6 percent of disposable in- 
come, compared with 7.3 percent 
in 1953. 

“While, under present conditions, 
national defense is likely to play 
an important role in the American 
economy, the prosperity and 
growth of the country do not de- 
pend on such expenditures,” he 
said. 


Calendar 


(Continued from Page 4) 


General 


Association, Hilton Hotel, Fort Worth. 

Nov. 14-16 — National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 15-17 — American Finance Confer- 
ence, Commodore Hotel, New York City. 

Dec. 5-7—Motor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service Industries 
Show, Navy Pier, Chicago. 


Jan. 10-13—American Road Builders’ As- 
sociation, Annual Meeting, Roosevelt 
Hotel, New Orleans. 


Jan. 10-14—National Annual Meeting and 
exhibits, Society of Automotive Engi- 
neers, Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Mar. 16-18—IIth Annual Canadian Auto- 
motive Service Show, Automotive Bldg., 
Cc. . Grounds, Toronto, Canada. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 








Winners in Fishing Competition— 


A contest of angling teams of the service department of Casa de Cadillac, Sherman 
Oaks, Calif., was won by Marshall Allen (left) and Bob Elopfer (center). The award is 


made by Dave Gannon, service manager. 


heaviest. 


Allen caught the longest fish, Elopfer the 





How Trailer Pool Works 


12 Member Truck Firms to Contribute Vehicles; 
Will Receive Stock in Return 


ST. PAUL.—Proposed operating 
procedures of the new National 
Trailer Pool, Inc., were described 
last week by officers of the Mid- 
west trailer-exchange operation. 

The idea for the pool is a direct 
outgrowth of the efforts of indus- 
try leaders to standardize trailers 
and get the maximum benefits from 
the interchange of trailers for 
through shipments, according to 
Stanley L. Wasie, president of Mer- 
chants Motor Freight, Inc., and 
president of National Trailer Pool. 

The group has ordered 500 new 
tandem trailers from Fruehauf 
Trailer Co., Detroit. 

It is understood that trailers now 
owned by the 12 firms will be turned 
over to the pool. After they are 
appraised, stock in the new busi- 
ness will be issued according to the 
free-and-clear value of the trailers. 
Any financial obligations outstand- 
ing against the trailers will be as- 
sumed by the new company. 

Wasie said that the initial 12 
members of the firm will assign 
about 2,000 trailers to the pool. 
Combined with the Fruehauf or- 
der, National Trailer Pool will be- 
gin with 2,500 units. 

“There will not be much ap- 
parent operational change at the 
outset,” Wasie said. “For exam- 
ple, probably most of my com- 
pany’s trailers will be based in 
the company’s yards, and, like- 
wise, trailers belonging to other 





L-M Dealership Officials 'Go to School’ in Detroit— 


Upon completion of the ninth dealership management conference in Detroit, owners and representatives of Lincoln-Mercury 
dealerships from all sales regions received certificates of achievement. Nearly 200 dealerships have taken part in these confer- 
ences so far. The next meeting will be held Oct. 18-29. 

In the front row (from left) are A. J. Canepa, Santa Cruz, Calif.; H. A. Moshell sr., Clearwater, Fla.; G. R. Littell, Cleveland; 
J. R. Ewing, Harrisonville, Mo.; N. Kohn jr., Marietta, Ga.;'H. K. Biddulph, Kingman, Ariz., and N. Lario, West Chester, Pa. 

Second row: H. M. Curtis, Newport News, Va.; R. A. Johnson, Newport Beach, Calif.; $. Lalanne, Porterville, Calif.; R. E. 
Bailey, Worland, Wyo.; J. Gerald, Skokie, Ill.; W. V. Zito jr., Rye, N. Y.; Ross Stone, Miami Beach; H. L. Good, Wadsworth, O.; 
J. W. Wood, Rochester, N. Y., and F. Stanley, Plattsburg, N. Y. 

Third row: R. E. Hanson, Albert Lea, Minn.; H. A. Smith, Fort Pierce, Fla.; P. E. Craft, Bluefield, W. Va.; F. P. Cuda jr., Pitts- 
burgh, Pa.; M..G. Orlovich, Dealership Management Conference manager; N. Rotman, Maquoketa, la.; C. Wheelus, Kerrville, Tex.; 
P. Hurlbert, Cambridge, Mass.; S. H. Burgess, Wellesley, Mass.; H. R. Rowland, Owatonna, Minn.; Frank O'Hara, of the gen- 
eral sales office, and N. Fleishman, Long Beach, N. Y. 





companies will be based at their 
respective terminals. 


“But all trailers will be subject 
to call by the various pool mem- 
bers, and unused trailers will be 
available to other firms for routine 
hauls.” 


Many of the operating details of 
the new firm have not been de- 
cided, it was pointed out, but the 
company will operate under a 
board of directors and a general 
manager. 


While initial plans call for oper- 
ations only with motor freight car- 
riers serving the Midwest, future 
expansion of the firm “will include 
carriers in all areas of the U. S.,” 
it was said. 

The company plans to begin 
operations Nov. 1 with more than 
$5 million worth of trailers at its 
disposal. Each member of the 
pool will be assured of a suffi- 
cient number of trailers of the 
right type and size to carry on 
his operation. 

Members of the corporation are 
Merchants Motor Freight, St. Paul; 
Des Moines Transportation Co., 
Des Moines; Byers Transportation 
Co., Kansas City; Briggs Trans- 
portation Co. St. Paul; Murphy 
Motor Freight Lines, St. Paul; In- 
dianapolis-Kansas City Motor Ex- 
press Co., Kansas City; Bruce Mo- 
tor Freight, Des Moines; Dakota 
Transfer & Storage Co., Minneapo- 
lis; Twin City-Fargo Freight, Min- 
neapolis; Buckingham Transporta- 
tion, Rapid City, S. D.; Hawkeye 
Motor Express, Cedar Rapids, Ia.; 
Knaus Truck Line, Kansas City, 
and Minnesota- Wisconsin Truck 
Lines, St. Paul. 

Besides Wasie, officers are: C. 
Birney Baker, Des Moines Trans- 
portation, vice-president; Harry 
Byers, Byers Transportation, treas- 
urer and board chairman; R. J. 
Babcock, Dakota Transfer & Stor- 
age, vice-chairman, and George 
Briggs, secretary. 


Montana Dealers 


HELENA, Mont. — (UTPS) 
William C. Hamilton, editor of 
NADA Magazine, and Walter B. 
Cooper, NADA director and former 
chairman of the Colorado Highway 
Advisory Commission, will be 
among the speakers at the Mon- 
tana Automobile Dealers Assn. con- 
vention in Missoula, Dec. 2-4. 

William H. Fredricks, secretary- 
manager of the association, said 
that Gov. J. Hugo Aronson also 
was slated to address the conven- 
tion. Also scheduled to appear are 
representatives of the Governor's 
Highway Interim Committee, the 
Highway Patrol, the Registrar of 
Motor Vehicles and the State Board 
of Equalization. 

The association will pay its re 
spects at a special dinner session 
to Dean Chaffin, NADA regiona 
vice-president, and to NADA’s area 
chairmen in Montana. 


Wondering how new-car and truck pro 
duction and sales are making out? AUTO 
MOTIVE NEWS gives you the entire stor: 
every week throughout the year, 
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WINTER or SUMMER 


America’s 


FINEST 
Heater 


For ‘53-’54 
Popular Make Cars 


Dail 
HaDees 
CZ litéed ('y 
Write for free illustrated folder 


HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 
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TURNTABLES 
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Manufactured by 
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-Macton Co. 
BYKE LANE 


2, 
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ly $6.00 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohie, dept. N 





iT] BUILD SERVICE PROFITS 
with personalized 


STEMAC 





OETAILS ON REQUEST 
1281 $0. CHEROKEE 


NUMBER PLATE FASTENERS 


( ‘ FOR ALL CARS ) 


Dealer Price $1.00 Per Set of 2 
Special offer 6 sets $5.00 post paid 
DISTRIBUTORS WANTED 







FRANK E. WHEDBEE 
LANHAM, MD. 





DENVER COLORADO | 


Cadillac Names Hoover to Chicago Post— 


Harold N. Hoover (left), was appointed manager of the Cadillac Broadway sub- 
branch in Chicago. He succeeds Harry Drew jr. (right), who has retired. In center 


is Joe E. Robert, general manager of the 


Chicago branch. 





Dealers 


Tell Me 





‘Continued from Page 3) 


few towns. I have no information 
to refute it. 
a * * 


Use It to Fullest 


HE fact is, however, that cur- 
rent car registrations are in- 
creasing at a more rapid rate than 
the purchase of new equipment. 
There is one thing certain—the use 
of automobiles is growing and the 
need for equipment is certain to 
expand. The difficulty here is that 
many dealers bought the equip- 
ment, pay no attention to it and 
perhaps have even failed to train 
men to get the fullest use out of it. 
Paint departments are profitable 
to many, many dealers. More profit 





Car Buyers Seen 
Getting Topnotch 
Values in 1955 


NEW YORK.—Chief beneficiar- 
ies of 1955 auto competition will 
be the car-buying public, according 
to Charles A. Schmutz, president 
of Standard & Poor's Corp., statis- 
tical and investment advisory 
organization. 

“On the basis of what I have 
seen thus far,” he said, “the public 
will be getting a tremendous value 
for its money in the 1955 models. 

“It will surprise me if the indus- 
try fails to sell more cars than in 
1954.” 

Schmutz said, however, that it 
may be necessary for auto firms 
to spend more money for promo- 
tion. 

As for business in general, 
Schmutz said, 1955 should be a 
year of moderate recovery, based 
on more liberal inventory buying, 
a continued building boom and the 
possibility that consumers will 
spend a larger portion of their 
incomes. 


Ex-Dealer Named 
To Chrysler Job 


DETROIT. — Appointment of C. 
G. Beeching as special sales repre- 
sentative for the Chrysler division 
has been an- 
nounced by E. M. 
Braden, general 
sales manager of 
the division. 

In the newly 
created post, 
Beeching, who 
has had whole- 
sale and retail 
experience as a 
factory executive 
and auto dealer 
and _ distributor, 
will help expand Chrysler’s dealer 
program, Braden said. 

Beeching, until recently a Phil- 
adelphia Oldsmobile dealer, entered 
the auto business in 1923 with 
Durant Motors as a district man- 
ager. He joined Hudson in 1927, 
serving as a district and zone 
supervisor, and then zone sales 
manager, finally rising to sales 
vice-president. 

In 1945, he started Beeching 
Motor Co. under the Hudson fran- 
chise, but in 1950 switched to Olds- 
mobile. 


C. G. Beeching 





| dollars are available, too, in radia- 
|tor repairs, front-end work, wheel 
| balancing, brake lining, etc. These 
|are supplemental service depart- 
}ment activities, perhaps, but many 
|dealers have specialized in them 
and make money. 

| To prepare for more work, it 
| isn’t always necessary to buy 
more equipment. It simply means 
getting more out of the equip- 
ment you already own. It means, 
too, more efficient use of space. 
It means cleaning out mechanic's 
stalls so as to provide for pro- 
ductive work instead of idle stor- 
age. A new model service pro- 
gram might mean wider or higher 
service doors. You can’t attract 
customers, particularly women 
customers, when it would take a 
skilled driver to get into your 
place. 

As I tour this country from coast 
| to coast, I can’t help but observe 
the many dealers making money 
with wrecker cars. Surely the deal- 
er, who is located on a main thor- 
oughfare and utilizes a fleet of 
wrecker trucks 24 hours a day, has 
learned to make a living without 
the sale of new cars. He is not go- 
ing to jeopardize that profit by 
giving away new cars. 

All dealers handle parts; most of 
them wholesale parts. Nearby com- 
petition offers the same parts at| 
wholesale. How does a dealer get | 
a larger share of the business, even | 
though the same merchandise 


is | 
available elsewhere? 
ok * ak 


Budget Plan Useful | 


ee because, through careful | 
inventory, he always has the)! 
parts that are desired, he delivers | 
them a little bit more promptly or | 
he passes them~ over the counter | 
with a little more intelligence as | 
to what companion parts may be | 
needed. And because of the more| 
friendly attitude of the parts man. | 
Many dealers are afraid to push | 
service departments because it| 
turns parts and labor into accounts | 
receivable. That is altogether un- 
necessary in these modern times, 
because budget plan payments are 
available whereby the dealer can | 
get his money instantly. Most cus- 
tomers are entirely familiar with | 
the budget plans. They have had | 
considerable experience with them | 
and prefer to pay on that basis. 
After you have looked over | 
your physical layout and plan for | 
improvements, don’t neglect what 
is even more important—the fur- | 
nishing of leadership and inspira- 
tion to your workers. That is | 
always helped by organized sell- | 
ing plans in all of your depart- 
ments. Incentive plans for those | 











of your workers who actually 
contact your customers are 
always inorder. . 

I know all of these thoughts are 
old, but I repeat them simply be- | 
cause they are so important. You | 
agree with them, too, but it is get- 
ting them into action that counts. 
I just want to hold up to you the 
thought that the 50 million owners 
(and the number is rapidly grow- 
ing) means much more to you, con- 
sidering both profit and perma- 
nence, than the profit from new- 
car sales—substantial as it is—that 
will be available to you next year 
and in the years to come. 
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WHEN WILL 
BLAKE’S CAR 
BE READY? 


Auto dealers report 


20710 50*MORE SERVICE JOBS. 





with Executone 


With Executone you just push a 
button and talk, Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 


your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
right on your premises —whenever required! 


Lecilome 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 





EXECUTONE, INC., Dept. K-7 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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In Canada—331 Bartlett Ave., Toronto 
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But Dealers Call Trucks Weak Link... 


Improved New Orleans Outlook 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS.—With the in- 
troduction of 1955 models not far 
away, dealers here are looking for 
@ most orderly and satisfactory 
cleanup. 

The consensus igs that they will 
be in better shape than in any year 
since World War II. 

The same situation holds true 
on used cars. For some reason, 
used cars are moving exception- 
ally well. A few dealers doing 
volume business have not only 
turned over their used-car stock, 
but have reduced their inventory. 
» Another surprising feat for this 
time of the year—with business on 


Bendix Completes 
Electronics Unit 


SIDNEY, N. Y.—An “open house” 
has been held to mark the com- 
pletion of the new electronics build- 
ing of the Scintilla division of 
Bendix Aviation Corp. 

George E. Steiner, general man- 
ager, said the building will be used 
for the production of coils, con- 
densers, filters, spark gaps and jet 
ignition parts for aircraft, automo- 


|} tive, agricultural and marine power 


' manufacturing here, 


units. 


“Seventy percent of the building 
is completely air-conditioned to in- 


sure the high-quality standards 
. needed for the production of these 


items. 

In 1925, when Scintilla started 
total floor 
space amounted to 30,000 square 


' feet—the equivalent of the space in 








the new electronics building. Now, 
Scintilla has over 500,000 square 


feet of floor space. 


, PORTABLE 
AUTO TURNTABLES 
low in price and easily 


set up by you—ANYWHERE. 


As simple as that—AMER-STAGE portable 
turntables now bring _ ight showman- 
ship within the reach every car deal- 
er's budget. Best of all, they can be 

kiy and easily moved to any spot you 


Here is a rugged, all steel turntable, 

scientifically balanced to take all cars. 

— plug in. For indoor or outdoor 
ay. 


Write for illustrated folder No. 7 
AMERICAN STAGE 
EQUIPMENT, INC. 

805 East 134 St., Bronx 54, N. Y. 





a keep competitive basis—is that a 
majority of dealers are showing a 
better profit than they had ex- 
pected. 

As far as profits are concerned 
two operators in the volume brack- 
et had unusual profits in August. 
One reported his second-best month 
this year and the other reported 
his third-best month. 

Service is keeping step with a 





N. Y. AAA Reverses 


Tax-Diversion Stand 


ALBANY. — The New York 
State chapter of the American 
Automobile Assn. has reversed 
its 20-year policy against diver- 
sion of motor vehicle revenue 
into other than highway use. 


In a resolution calling for a 
constitutional amendment that 
would earmark for highway pur- 
poses any gas tax increase au- 
thorized, the association said: 
. .- We are compelled reluctant- 
ly to accept the fact that diver- 
sion is now deeply imbedded in 
the State’s economy and that the 
State could not, as a practical 
matter, dispense with the prac- 
tice of using a portion of the 
motorists’ funds for other pur- 
poses... .” 





or Thunderbird in every garage of 


a new housing development has | 


been launched by Ralph Ellsworth, 
Inc. (Ford) and Garling’s, a Dear- 
born construction company. 

The suburban Detroit develop- 
ment, known as Westchester Vil- 
lage, has 600 home sites and the 
houses to be built on order will 
cost $32,000 to $38,000. 

In each two-car garage will be 
a Ford station wagon or Thunder- 
bird, depending on the home buy- 
er’s choice. The station wagon is 
figured in the price, but the price 
difference for the Thunderbird will 
be tacked on when known, said 
Carl R. Kurz, sales vice-president 
of Garling’s. 

Ralph Ellsworth sr. said the 
house-car plan originally was ad- 
vanced by Henry Ford many years 
ago, but no one followed through 
with it. 

Elisworth said the home buyer 
will get a clear title to the car as 
soon as he puts up his downpay- 
ment. The dealership will receive 


Kaiser to Operate 


_ EASIEST Heater of Ail 


) No Holes 
To Drill! 


For ‘53-’54 
Popular Make Cars 


rite for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, ‘Di. 
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_,§ Cana Motor Co. 
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Willys Aluminum 


ERIE, Pa.— Operation of the 
Willys Motors aluminum forgings 
plant here has been taken over by 
Kaiser Chemical & Aluminum Co. 

In 1951, prior to the Kaiser-Willys 
automotive merger, Willys - Over- 
land had outbid Kaiser for the 
lease on the Government-owned 
plant. 

Announcement of the new 20-year 
lease to Kaiser was made by A. E. 
Snyder, of the General Services Ad- 
ministration in Washington. D. A. 
Rhoades, vice-president and gen- 
eral manager, said the company 
would expand the present facilities 
to produce aircraft and ordnance 
forgings. 


Pacific Wood Predecte 


Moves to Reading, Pa. 


READING, Pa. — Pacific Wood 
Products Co., Inc., an affiliate of 
Bowers Battery & Spark Plug Co., 
is being transferred from Grant’s 
Pass, Ore., to a location near its 
parent plant outside Reading. 

Clarence P. Bowers, president of 
the parent company, said the plant 
will serve as a research and de- 
velopment center for a new-type 
nickel-cadmium battery. 

For the last 14 years, Pacific 
Wood has been manufacturing 
wooden separators for Bowers. 





° © 9 
Ford in ‘Every’ Garage 
Mich. Dealer Ellsworth Teams Up with Builder 
To Offer Car, House Package 


GARDEN CITY, Mich.—A novel | 
plan to put a Ford station wagon | 





majority of dealers reporting a 
steady increase in shop business. 
Independent garages also report 
good service business. 

The only weak link in the 
chain as far as present business 
conditions are concerned is the 
new-truck market. Most dealers 
say it is the worst it has ever 
been. 

Some dealers are selling below 
their actual cost to beat competi- 
tion. Dealers who refuse to take a 
loss are doing very little business. 
As one dealer said, “We are back 
in the prewar days on trucks—this 
business is plenty rough.” 

Many “new” cars in one particu- 
lar low-price make are again mak- 
ing their appearance on independ- 
ent used-car lots. These cars are 
being advertised at $600 below the 
regular New Orleans delivered 
price and with downpayments as 
low as $195 with 36 months to pay. 

Some of these dealers are also 
stressing balloon notes. This par- 
ticular make dominates the inde- 
pendent used-car lots. Other 
makes are practically nil on 
used-car lots. 

Dealers still report a good num- 
ber of new-car sales on a cash ba- 
sis, but they say the tendency is 
toward time payments. 

All in all, the automobile busi- 
ness here is good. 






cash for the car from Garling’s 
immediately. 

The Ellsworth dealership, located 
in Garden City, 20 miles from the 
development, will give a year’s free 
pickup and delivery service to car 
owners when service is needed. 

The plan is not a spur-of-the- 

moment operation, Elisworth jr. 
pointed out. It has been in the 
works some two years, he said. 

The newspaper ads which an- 
nounced the new project said the 
car is being included because of 
“the trend to suburban living and 
the need for a second car.. .” 

Kurz said home buyers will not 
be compelled to take the cars. “We 
couldn’t force a GM man to take 
a Ford,” he added. 

* 


Rudy Fick Joins Builder 
In Car-House Sales Plan 


KANSAS CITY.—Rudy Fick, 
Ford dealer here, has tied in with 
Winn-Rau Corp., home builders in 
a plan to promote mass sales of 
new cars and new houses. 

Basically, the new-home buyer 
gets a new car with his new 

home on a joint mortgage. In 
addition, he can trade in his old 
car and get enough cash to pay 
the closing costs and downpay- 
ment on both the house and car. 

Larry Winn jr.,’ vice-president of 
Winn-Rau, explained it like this: 

The house buyer is given a net 
tradein on his present car of not 
less than $300 in cash. The house 
payment on a new home in one 
representative subdivision is fig- 
ured at $72 per month on a $10,600 
residence. 

The car payments under the joint 
mortgage would be added to the 
house payments and would amount 
to an additional $45 per month, so 
that the total payments would be 
$117 on house and car. 

The car payment drops to $38 
per month the second year, re- 
ducing the total to $110. The car 
payment drops again the third 
year to $32, and the fourth year 
to $22. 

Repair bills are anticipated dur- 
ing the fourth year and will he 
taken care of in the payment, so 
the fourth-year total payment 
would be $107. 

New Fords sold under this plan 
are to carry a warranty of 25,000 
miles or two years. 

The homes are two-bedroom “ex- 
pandible structures, with concrete 
drives, perimeter heating, waste 
pulverizers, paved streets, 30-gallon 
water heaters and sewers. 

The plan is copyrighted by Rudy 
Fick and Winn-Rau. 





Highlights of Mason's Career 





Crowning Moment in Mason's Life— 


George W. Mason, newly elected president and chairman of American Motors Corp., 
greets new associates, A. E. Barit (left), director of AMC, and George Romney, 
executive vice-president, after merger of Nash and Hudson last April. 


Honorary Doctor— 


In 1950, Mr. Mason received honorary 
doctor of laws degree from University of 
Michigan. Ceremony is conducted by Dr. 
Alexander G. Ruthven (left), then presi- 
dent of university. 





Fisherman— 


George Mason was avid fisherman and 
known as one of best dry fly trout anglers 
in U. S. Private fishing site on Au Sable 
River in northern Michigan was left by 
Mr. Mason for public use. 





When Mason Worked for Chrysler— 


This picture was taken in June, 1924, to celebrate production of 10,000th Chrysiler- 


built . car. 
Walter P. Chrysler. 


Mr. Mason, then Chrysler works manager, 


is fourth from left. At left is 





Presenting First Postwar Nash— 


Surrounded by his executive staff, Mason (fourth from left) unveils first postwar 
car produced by Nash in fall of 1945. With him are (from left) A. M. Wibel, purchas- 
ing vice-president; R. A. DeVlieg, manufacturing vice-president; G. Strelinger, secre- 
tory-treasurer; Mason; H. T. Perkins, vice-president; H. C. Doss, sales vice-president, 


ond B. B. Geyer, of Geyer Advertising Co. 
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Succeeds to Mason Posts... 


Romney Heads AMC, 
Denies Merger Talks 


«Continued from Page 1) 


all of the top men in the industry 
attended his funeral. 

Here is the statement issued by 
Romney immediately after his elec- 
tion as chief executive officer of 
American Motors: 

“Despite published rumors and 
reports, there have been no merger 
discussions be tween Studebaker- 
Packard and American Motors 
Corp., and there are none now of 
a direct or indirect nature. 

“American Motors has already 
launched programs that insure 
a bright and prosperous future 
for the company and its dealers. 
American Motors is already a 
widely diversified company whose 
breadth has been expanding con- 
stantly. 

“As a result, American Motors 
growth, prosperity and future does 
not depend upon a further merger 
with any automobile company. 

“We will continue efforts launched 
by Mr. Mason to develop a program 
of product reciprocity between 
American Motors and other com- 
panies. Such programs minimize 
tooling costs and result in lower 
production cost through fuller and 
more economical use of existing 
manufacturing facilities. Mr. Mason 
established the foundation for 
broad programs of this character 
with other companies before his 
untimely death.” sa 


acs new AMC president was 
elected executive vice-president 
of Nash-Kelvinator in 1953 and held 
the same post with AMC. He is 47 
and a long-time friend of Mr. 
Mason. 

AMC directors. all in Detroit for 
the burial of Mr. Mason. hurriedly 
convened the day after the funeral 
to elect Romney. 

Romney’s rise was rapid. He 
entered the auto industry only 15 
years ago as Detroit manager of 
the Automobile Manufacturers 

Assn. In 1948, Mr. Mason ap- 
pointed him as assistant to the 

president of Nash-Kelvinator. He 
became a vice-president in 1950. 

Mr. Mason was president of AMA 
from 1946 until his death. An AMA 
spokesman said-it will be “some 


time” before a successor is elected. || 
oa * ae 


peenrer. president of the De- 
troit Stake (diocese), Church 
of Jesus Christ Latter Day Saints, 
delivered the eulogy at Mr. Mason’s 
funeral in Christ Church, Cran- 
brook, in suburban Detroit. 

The many automotive executives 
who attended the funeral heard Mr. 
Mason described as a “great man 
who never lost the common touch.” 

Romney said Mr. Mason was a 
deeply religious man who always 
“sought for the good and the 


His bible was at his bedside and 
he read it constantly, Romney said. 
“and the extent of his alms and 
charities will never be fully 
known.” 


FOr years Mr. Mason was an 

official of the Boy Scouts of 
America, a director of Detroit’s 
United Foundation, a director of 
Leader Dogs for the Blind and 
chairman of the special gifts com- 
mittee of the University of Michi- 
gan Memorial-Phoenix Project. 

Mr. Mason, an avid fisherman. 
Several years ago donated a large 
Stretch of the Au Sable River in 
northern Michigan for public use. 
In the woods he built a little chapel 
for weary hunters and fishermen 
and wrote a prayer which is en- 
graved on the wall. Called “Nature’s 
Prayer,” it reads: 

“Our Heavenly Father, Creator 
of all that is nature, we humbly 
come to You in the midst of na- 
ture’s splendor to thank You that 
as Americans we are free to 
worship as we please, work as we 
Please, and move about as we 
Please to enjoy all that is nature 
—its mountains, its hills, its val- 
leys, its lakes, its trees, and the 
living things that dwell therein; 
we pray unto You that someday 
the world may be at peace and 


name of Lord Jesus Christ that 


we be guided to protect this price- 
less heritage which we, in Amer- 
ica, are privileged to enjoy. 
Amen.” 

Pallbearers were Romney; De- 
fense Secretary C. E. Wilson, for- 
mer president of General Motors; 
K. T. Keller, board chairman of 
Chrysler Corp.; H. G. Perkins, a 
vice - president of AMC; Ernest 
Kanzler, vice-chairman of Universal 
C.LT. Credit Corp.; P. J. Ebbott, 
an AMC director and president of 
Chase National Bank. 


J. T. Wilson, an AMC director 
and chairman of the First National 
Bank of Kenosha; B. B. Geyer, 
president of Geyer Advertising; 
E. Holton, president of Essex Wire; 
H. T. Pierpont, an AMC director 
and vice-president of Worcester 
(Mass.) Mechanics Savings Bank; 
W. J. Truettner, Dow Chemical Co., 
and Dr. Alexander G. Ruthven, 
former president of the University 
of Michigan. 

The 24 honorary bearers all were 
AMC executives. 
+. * * 

C= auto executives attending 
the funeral were Henry Ford 
II, president of Ford Motor Co.; 
James J. Nance, president of S-P; 
A. E. Barit, former Hudson presi- 
dent and now an AMC director; 
W. J. Cronin, managing director of 
the Automobile Manufacturers 
Assn.; John S. Bugas, industrial re- 
lations vice-president of Ford Mo- 
tor Co. 
Nicholas Kelley jr., secretary of 
* * 





Vehicle Collector— 


Nash collected every type of small 
vehicle to study features later embodied 
in Metropolitan. Here Mr. Mason demon- 
strates smallest two-wheel motor bicycle. 

* * ~ 
Chrysler Corp.; Harold S. Vance, 
chairman of S-P’s executive com- 
mittee; Harry W. Anderson, GM’s 
industrial relations vice-president; 
John C. Gordon, GM vice-presi- 


dent and group executive; Charles | 


Dalgleish, Detroit Nash dealer, 
and many more. 

Mr. Mason died from pneumonia. 
He became ill while on a fishing 
trip to ee the week before 
his dea 

* x a 
MASON entered the auto 
industry in 1907 as an unpaid 
mechanic’s helper after school at 
a Maxwell dealership in his native 
Valley City, N. D. 

In 1908, he worked for a Buick 
dealer at $50 a month during the 
summer months. At the same time, 
he handled motorcycles on the side 
and also ran his own tire vulcaniz- 
ing business. 

In 1909, Mr. Mason entered the 
University of Michigan, where he 
studied engineering for three 
years and business administra- 
tion his final year. While in col- 
lege, he operated a distributor- 
ship in Valley City for the 
Briggs-Detroiter automobile. He 
was graduated with the bachelor 
of science degree in 1913. 

In 1913 he joined Studebaker 
Corp. in Detroit. A year later he 
joined Dodge Brothers, Detroit, on 
layout and production, remaining 
there until 1915, when he became 
purchasing agent for American 
Auto Trimming Co., Detroit. In the 
following year he joined Wilder 





A.| After N-K Merger— 


Charles W. Nash and George W. Mason 
confer after Nash Motors and Keivinator 
joined forces in 1937. Mr. Mason suc- 
ceeded Mr. Nash as chairman of Nash- 
Kelvinator upon latter's death in June, 
1948. Host of automotive executives at- 
tended Mr. Mason's funeral Monday in 
Detroit. 

+ + + 
Tanning Company (Dodge-control- 
led) in Waukegan, x 

During World War I, Mason co- 
ordinated the activities of the Rock 
Island Arsenal for the Army Ord- 
nance Department, central planning 
division, and supervised production 
of all war material. In 1919, he was 
placed in charge of business exten- 
sion for the Irving National Bank 
in New York. 

* aa + 

E REMAINED in New York 

until 1921, when he took an ex- 
ecutive position with Maxwell- 
Chalmers Corp., Detroit, which was 
being reorganized by Walter P. 
Chrysler. In the first year he was 
assistant to the vice-president in 
charge of manufacturing, and in 
1922 was named general works 
manager, a position he held when 
Chrysler Corp. was formed in 1924. 

In 1926 when mechanical house- 
hold refrigeration was develop- 
ing in popularity, Mr. Mason 
left Chrysler to become vice-pres- 
ident and general manager of 
Copeland Products, Inc., Detroit, 
then a leading manufacturer in 
this field. Elected president in 
1927, he resigned in 1928 to be- 
come president of Kelvinator 
Corp. Mr. Mason then was only 
338. 


Extensively revamping the com- 
pany’s manufacturing and sales 
methods, he quadrupled Kelvinator 
output in the following eight years. 

In 1936, Charles W. Nash offered 
Mason the presidency of Nash 
Motors Co. in Kenosha. Negotia- 


tions finally resulted in a merger 
of Nash and Kelvinator, with Mr. 
Mason as president and Mr. Nash 
as board chairman of the new 
Nash-Kelvinator Corp. 


. MASON had striven for sev- 
eral years to, induce the inde- 





Cigar Lover— 


Barney Oldfield (right), famous racing 
king, himself cigar addict, lights stogie 
for Mr. Mason at Automotive Golden Jubi- 
lee in May, 1946, ate 


pendent companies to join their 
research, design and manufactur- 
ing programs in ways which would 
give them the same production and 
cost advantages enjoyed by the 
larger companies. 

The formation of American Mo- 






tors Corp. early this year through 
merger of Nash-Kelvinator and 
Hudson climaxed his efforts in this 
direction. 
In 1946, Mr. Mason was elected 
ee of the oe Man- 
Assn. After the death 

of of Charis Nash in June, 1948, 
Mr. Mason was elected board 
chairman of Nash-Kelvinator, in 
addition to being reelected pres- 
ident. 

He was also president of Nash 
Motors of Canada, Ltd., and a di- 
rector of Kelvinator of Canada, 
Ltd.; Nash-Kelvinator Ltd. (Eng- 
land); Refrigeration Discount 
Corp., and Ranco, Inc., Columbus, 
O. Following the merger he became 
president and director of Hudson 
Motors of Canada, Ltd. 

He was a member of the board 
of trustees and treasurer of Ducks 
Unlimited, which promotes the 
preservation and propagation of 
wild ducks. 


* * * 


HE WAS an expert at duck hunt- 


ing, played golf in the 90s and. 


was an excellent amateur photog- 
rapher. He owned his own airplane 
for years and when he started out 
to call on Nash or Kelvinator deal- 
ers with H. C. Doss or Charles T. 
Lawson, sales vice-presidents, they 
would go by company plane in 
order to see the greatest number 
possible each day. 

Mr. Mason received an honor- 
ary Doctor of Laws degree from 
the University of Michigan in 


73 
1951. The university citation 
read: 


“Experience, training and native 
ability have led him to high places 
in the field of automotive and re- 
frigeration production. In times of 
national emergency, his talents 
have been directed in important 
ways toward the production of 
means to secure us from foreign 
aggression; in peaceful days, he 
has been a builder of that economic 
strength which is the foundation 
of our country’s prosperity and 
security.” 


Obituaries 


Fred E. Lundstrom, 63; 


Sacramento Dealer 


SACRAMENTO, Calif.— Fred E. 
Lundstrom, 63, a Lincoln-Mercury 
dealer here since 1941, died Oct. 9 
while returning from a _ hunting 
trip. 

Mr. Lundstrom formed Lundstrom 
Motors, Inc., after 30 years with 
Ford Motor Co. in various capaci- 
ties. At one time he was factory 
branch manager in Portland, Ore., 
and Salt Lake City. 


Gilbert. Haller ‘Tene 
CANTON, O.—Gilbert Haller Turner, 48, 
industrial relations director of Timken Roll- 
er Bearing Co., died Oct. 9. He had been 
associated with ae 7 26 years. 
* 


Fred Thomas Bilyeu 
SCIO, Ore.—Fred Thomas Bilyeu, propri- 
etor of the first Ford dealership here, died 
of a heart attack at his home. Mr. Bilyeu 
also owned Sico’s first Ford, which he pur- 
chased in 1909. 


Romney Forms Policy Unit, 
Sees AMC Outselling S-P 


DETROIT. — A new top-level 
team at American Motors intends 
to outsell Studebaker-Packard next 
year, George Romney disclosed 
Thursday at his first press confer- 
ence as AMC chairman, president 
and general manager. 

Romney revealed that the new 
seven-man “policy committee” of 
AMC held its first meeting Wednes- 
day. Romney assumed the top AMC 
positions Tuesday, a day after the 
funeral of his predecessor, George 
W. Mason. 

Declaring that AMC now has 
no plan for merging with S-P, 
Romney said he wished that new 
combine “every success.” S-P 
success will “help AMC succeed,” 


Ford, at 37, Now 
Senior President 


Of Auto Makers 


DETROIT.—Henry Ford Il, the 





the presidency of Nash-Kelvinator 
in 1936 and was 63 when he died 


in 

Edgar F. Kaiser, 46, who became 
president of Kaiser Motors in 
1949; L. L. Colbert, 49, Chrysler 
Corp. president since 1950; James 
J. Nance, 53, chief of Packard 
and its new parent firm, Stude- 
baker-Packard Corp., since 1952; 
Harlow H. Curtice, 61, president 
of General Motors since 1953, and 
George Romney, 47, elected to 
succeed Mr. Mason last week. 

In the prewar year of 1938 the 
presidents had more “time in 
grade.” The late Alvan Macauley 
was the dean in that year, having 
been Packard chief since 1916. 


Mr. Macauley was followed by 






he affirmed, adding that AMC’s 
financial picture is much 
brighter. 

“I hope they (S-P) reach their 
1955 sales goal of 300,000 cars. But 
I expect, without fixing a target 
concretely, that American Motors 
will sell more cars than they do,” 
he said. 

= * * 

Amoue policy committee mem- 

bers introduced by Romney 
were Bernard Chapman, for pro- 
duction; John Brown, administra- 
tion; Edward Cushman, industrial 
relations, and Bill McGaughey, 
management development and 
communication. 

Average age of the policy-makers 
is 47, his own age, Romney noted. 

Other points brought out by 
Romney: 

1. Hudson and Nash 1955 mod- 
els will be introduced in separate 
announcements early in Decem- 
ber and soon after the first of 
the year. The Hudson and Nash 
lines will be built around two 
basic body lines, rather than four 
as hitherto. 

2. Reflecting a “vastly improved” 
financial situation since the merger, 
AMC has paid off $42 million in 
bank loans and has debts of only 
$30 million outstanding. Total as- 
sets of AMC now are $402 million. 

3. “Product reciprocity” discus- 
sions have been carried on inten- 
sively between AMC and other auto 
makers, primarily S-P. But Rom- 
ney declined to list products where 
any reciprocity was definitely plan- 
ned with S-P. 

* 2 a 
A SALES and service consoli- 

* dation program will be com- 
plete by AMC before Jan. 1, 1955. 
Already 17 parts warehouses have 
been discontinued, saving $2 mil- 
lion. 

5. The AMC formation strength- 
ened Hudson dealers more than 
Nash dealers, and Hudson retailers 
will be built up increasingly next 
year. AMC has been adding more 
dealers than it has been losing. 

6. Both the UAW-CIO and 
MESA have pledged cooperation 
in plant relocations. Hudson car 
assemblies on E. Jefferson Ave., 
Detroit, will wind up the end of 
this month and that plant will be 
devoted next year to engine out- 
put and defense work. 

Romney declared that the “prod- 
uct reciprocity” and management 
development programs were both 
conceived by Mr. Mason. He dis- 
claimed any doubt as to the “com- 
plete realizatign” of Mr. Mason’s 
ambitions for AMC. 
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Ford Leads Way, Three Firms Follow .. . 





Price Cuts Feature Paris Show 


and Italy offered interesting study| them all at Paris was a Ferrari 


By George L. Glaser 
European Correspondent 

PARIS.—It was evident as the 
4ist annual International Automo- 
bile Show closed here last week 
that business is good in Europe, 
that competition is growing keener 
and that prices are showing slight 
downward trends. 

Ford started a small price 
flurry at the show by tagging 
one of its models at about $2,280, 
nearly $400 less than the ’54 
price. Citroen, Renault and 
Simca, all French firms, followed 
by publishing reductions ranging 
from $128 to $130. 

Represented at the show were 
cars built by 107 different manu- 
facturers in nine countries. Only 
one 1955 U. S.-built car, the Stude- 
baker, was on display, but cars 


from England, France, Germany 
+ + * 


material. 

While most of the cars sold in 
Europe are production-line models, 
there were a lot of special crea- 
tions shown at Paris. 

cm + * 


Dream Cars Eye-Catching 


HERE is a small but wealthy 

European clientele which seems 
to love small sport coupes with 
custom-made bodies. These curb- 
stoppers run from a measly $3,500 
up over $30,000. 

Visitors to the Paris show some- 
times get the idea when they see 
so many of these dream cars that 
the business in those is really big. 
But the number of such cars sold 
is definitely small. 


Probably the curb-stopper of 
* + * 





by Farina. 

But perhaps an American, 
Brooks Stevens, deserves the most 
credit for dreaming out loud. Stev- 
ens took a Cadillac chassis to Rav- 
ensburg, Germany, and had Her- 
mann Spohn create a coupe which 
he calls “Die Valkyrie,” an old 
German name for a figure in Rich- 
ard Wagner’s opera of the same 
name. 

Old Dick would turn over in his 
grave if he could see this configur- 
ation. Usually heavy bosomed, 
strong ladies sing this part at the 
Met, but then, they don’t have the 
Hydra-Matic drive and unusual 
lines of this dreamboat. 


* x * 


Export Competition Keen 
te of the sensations was the 
General Motors “Firebird,” or 
“Oiseau de Feu.” GM had the pret- 
tiest girls of this town of pretty 
girls for photos at the stand. 
Among the production cars at 


Highspots in European Exhibit 





Ti 


Vega Sports Car Bows In at Paris— 








Simca's Coupe de Ville at Paris Show— 


Exhibited at the current automobile show in Paris is this Simca coupe de ville for 
two, which also comes in a hopped-up version with race-type grille. 





Luxury Version of Vauxhall— 


The Cresta, a luxury version of the British Vauxhall, was shown by General Motors 
for the first time at the Paris exhibit. 


# erful engines. The Olympia has a 


One of the hits of the Paris Automobile Show was this Vega sports car powered 
with DeSoto V-8 Fire Dome engine. Viewing the exhibit are (from left), C. B. Thomas, 
president of Chrysler Corp.'s export division; Benjamin King, chairman of Chrysler 
Motors, Ltd., of London, and Jean Daninos, president of Facel Co., builder of Vega. 


the show, French autos indicate 
that little thought has been given 
to meeting export competition. 
But German and British firms 
have gone all out. 

It is particularly surprising to 
note how far the conservative Brit- 
ish industry has gone in design. 

Here are some of my impressions 
of some of the individual models 
shown: 

The new British Austin Cam- 
bridge, with a 91.5-cubic-inch en- 
gine, is a four-cylinder, four-door 
sedan. It is fully restyled and can | os 
enter beauty competition with 
every other European car of simi- 
lar size. Window glass is balanced, 
and is pulled down or up by grasp- 
ing a little glass knob on the 
window. In closed position it can 
be locked. 


* x * 


French Ford Big Hit 

ILLMAN showed a new station 

wagon called the Husky. The 
rear door opens by pulling a handle 
from inside the car. 

The German firms did not have 


te models at th 
ee a - Paris Crowds Admire Special Chrysier— 


esting cars. The new Chrysler V-8 “C-T" Special with body by Ghia, Italian body builder, draws 
General Motors’ Opel came with crowd at Paris auto show. C. B. Thomas (wearing topcoat), president of Chrysler Corp.'s 


1955 models, which are refined edi- | ¢*P0rt division, explains some styling features of the car, which is equipped with a 


tions of ’54s. Both the Olympia Chrysler New Yorker engine, to Benjamin King (left), chairman of Chrysler Motors, 
Record and the six-cylinder Capi-|'*d-, of London, and Luigi Segre, manager of Ghia. At right is Charles Ladouch, 


tain have improved and more pow- | French Chrysler distributor. 


larger rear window, better uphol-|door sedan and as a four-door 

stery, new trim and other improve-| station wagon. Three models are 

ments. provided: Trianon, Versailles and 
Taunus, the German Ford, was| Regence. The difference is in the 

rumored to have a new model for| amount of trim and luxury. 

the show, but did not. Actually, = a 


Taunus production is still running Renault Engine Revamped 


far behind demand. : 

The hit of the show was the fully | FR"NAULT showed an improved 
new French Ford. I consider the version of the four-cylinder 
Vedette the first French car Fregate, with a revamped engine. 
worthy to bear the name Ford. Citroen, the front-wheel-drive 

The new body and chassis are|car, had improved body styling, 
unitized, and weigh about 40 per-|and also showed an eight-passen- 
cent less than the U. S. Ford. The! ger sedan which can be converted 
styling appears to be a mixture of |into a cargo carrier. 


Spanish Engine— 

Pegaso, the expensive and unique Span- 
ish sports car, showed details of its V-8 
engine with its four Italian Weber carbu- 








the Taunus, the latest GM bodies 
and perhaps something else. 

Front suspension comes from 
British Ford cars. It is the type 
in which coil springs ride on top 
of the upper control arm, such as 
can be found on Nash. 

The power plant is a refined L- 
head V-8. The car comes as a four- 

*~ * 









bc ut 


French Ford with Sliding Roof — 


Shown at the Paris exhibit was this Trianon V-8 Ford Vedette with sliding roof, 
which features a window. 


is 


New Farina Car Adopts Mercedes Feature— 
The Ferrari sport coupe (left), with a large forefront featuring retractable headlights was Pinin Farina’s showpiece at the Paris 


exhibit. Note the close resemblance of the side ventilation openings with those of the 300-SL Mercedes (right). Current-model 
Nash bodies also were designed by Farina. 








Citroen also displayed its Deux 
Chevaux, perhaps the world’s 
ugliest car. Underneath the skin 
of this little wagon, however, 
there is a wealth of advanced 
ideas. The air-cooled, flat twin 
engine can now be had with 12 
horsepower instead of nine, as 
before. 

The front-wheel-drive power train, 
with inboard brakes, is an intelli- 
gently designed piece of machinery. 

Citroen also has added a nearly 
automatic clutch which is cen- 
trifugally operated. 

. * 


. 


Italian Models Sleek 

EUGEOT, after 450,000 of the 

Type 203, still is going strong 
and showed a car with a better 
synchronized transmission, torque- 
tube driven and worm-driven rear 
end. Seat backs fold to the rear to 
enable sleeping inside the car. 

A female doll, with adequate 


}|French curvature in the right 


places, demonstrated this feature 
in a show model which had the 
car’s body contours indicated by 
a welded wire structure. 
Panhard is continuing the 
Dyna model, which came out a 
year ago. It is a highly economi- 
cal two-cylinder, air-cooled front- 
wheel-drive car. It consists of 
three easily removable sections 





retors at the Paris display. 
. = 


and uses more aluminum alloys 
than any other car I know. 

Panhard also showed a flat, 12- 
cylinder air-cooled 200 horsepower 
engine with two carburetors and 
two magnetos. 

The Italians, artisans in the au- 
tomotive game, contributed as al- 
ways fine cars of advanced styling 
and design. All Italian cars are 
fast, and even the smal] Fiat 
sedans have a lot of pep in their 
oil lines. 

One of the little sensations was 
the Panther shown for the first 
time in Paris. It has strictly Ital- 
ian lines. The two-seater has front- 
wheel drive and the smallest two- 
cylinder, two-cycle diesel engine I 
ever have seen. 

Plastic bodies, which were the 
talk of last year’s show, haven’t 
made many inroads. Only a few 
small French firms showed cars 
with such bodies. 


Rountree Heads Fund Drive 

William F. Rountree jr., presi- 
dent of the Rountree Olds-Cadillac 
Co., Inc., Shreveport, La., has been 
appointed chairman of the com- 
mercial soliciting division for the 


' 1954 United Fund campaign. 
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Bet ween-Models Holiday .. . 


New-Car Sales Lull 
Hits the Showrooms 


(Continued from Page 6) 


means that demand for new cars 
is piling up and will be vented 
swiftly when ’55s go on sale. 

The perhaps premature develop- 
ment of demand for ’55 models was 
illustrated pointedly by an anec- 
dote told last week by an automo- 
tive man. He listened to a news 
broadcast in which a certain '55 


New Ford Office 
To Do Expanded 
Product Planning 


DEARBORN. — Ford division is 
expanding its merchandising and 
product planning activity to find 
out more about automotive cus- 
tomers and develop new products 
matched to their requirements, L. 
D. Crusoe, general manager, an- 
nounced last week. 

Chase Morsey jr., has been 
named manager of the new mer- 
chandising and product planning 
office, which succeeds the product 
planning and programming office 
Morsey has directed since Decem- 
ber, 1952. 

“The automobile market is a 
moving target, and we intend to 
continue to develop and produce 
more and more of the things peo- 
ple want, using modern merchan- 
dising techniques to keep us on the 
target,” Crusoe said. 

Four executive appointments 
have been made in Morsey’s new 


C. F. Goyert has been named car 
planning manager. He joined Ford 
in 1951 and has been assistant to 
the product planning manager in 
charge of merchandising plans. 

David W. Lee has been appointed 
truck planning manager. He has 
been with Ford since 1946 and was 
manager of the former tractor and 
industrial engine division until 1953. 
He then became industrial engine 
department manager in the prod- 
uct planning and programming 
office. 

Robert J. Eggert is the new man- 
ager of business research. He came 
to Ford in 1951 and has been pro- 
gram planning manager since 1953. 

E. H. Sonnecken has been named 
programming manager. He joined 
Ford in 1953 as manager of con- 
sumer research and has directed 
that work as well as the market 
planning department. 

Other appointments include D. E. 
Peterson as assistant car planning 
manager of merchandising plans; 
T. B. Case, product research and 
analysis department manager; R. J. 
Allen, program coordination de- 
partment manager; J. H. Barnes 
jr.. marketing program analysis de- 
partment manager; T. A. Anderson, 
economic studies department man- 
ager; R. A. Latimer, assistant truck 
planning manager, engineering liai- 
son, and C. F. Baldwin, assistant 
truck planning manager of mer- 
chandising plans. 


| Auto Industry 


Held Pioneer in 


Air Shipments 


CHICAGO. — The auto industry 
“has made a key contribution to 
the development of airfreight in 
the U. S., having very early recog- 
nized the advantages of shipping 
not only parts, but entire cars, by 
air,” according to Joseph D. Boylan, 
American Airlines’ director of car- 
go sales. 

Boylan made the statement in ob- 
serving the 10th anniversary of 
American’s airfreight service. 
American started regularly sched- 
uled airfreight on Oct. 15, 1944, and 
today is one of the largest air- 
freight carriers in the country. 

Boylan said that daily shipments 
of automotive parts are “part of 
the assembly line of the auto in- 
dustry.” 

In April, 1950, Boylan said, Amer- 





— accessories and parts, while in| 
e same month this year that fig- | 
ure was up to 376,000 ton-miles—an | 
increase of 201 percent. 


model was described in glowing 
terms. 

The closing commercial featured 
the same maker’s ’54 models. The 
listener felt that considerable edge 
had been taken off the ad’s appeal 
by what had come before. 

+ + * 

HE impact of the new - model 

season is also being felt on 
used-car sales, although the aver- 
age price of used units sold at 
auction last week increased $12 to 
$734, according to Automotive News’ 
index. 

The index was pulled up by 
a strong showing on the part of 
late models. The price of ’54s 
and ’538s went up sharply, al- 
though several auction operators 
said they felt the prices of those 
models already were too high. 
At one auction where the price 
of late models did decline, the op- 
erator commented: “The inevitable 
day is here.” 

Nearly all operators noted par- 
ticular caution on the part of bid- 
ders. Some said that prices and 
activity may be held at higher 
levels than had been anticipated 
by cleaned-out new-car dealers who 
temporarily are buying in the used- 
car market. 

* x * 

OUR models listed on the AuTo- 

motive News index increased in 
price last week and four declined. 
Gains were as follows: ’54s, up $87 
to $1,727; ’53s, up $33 to $1,224; ’52s, 
up $3 to $915, and ’49s, up $2 to 
$362. 

Declines were: °47s, down $12 
to $212; ’50s, down $10 to $494; 
48s, down $9 to $269, and ’5ls, 
down $2 to $666. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): ’54 to ’53, $503 ($449); ’53 
to ’52, $309 ($279); ’52 to ’51, $249 
($244); ’51 to ’50, $172 ($164); 50 
to °49, $132 ($144); ’49 to °48, $93 
($82), and ’48 to '47, $57 ($54). 


Number of Dealers 
In Cook County 
Shows Drop of 12 


CHICAGO. — During the third 
quarter of 1954, there were 23 deal- 
er cancellations or resignations and 
11 dealer appointments in Cook 
County, which includes Chicago. 
As of Oct. 1, there was a total of 
446 dealers in Cook County. 

In this quarter, 14. Chicago 
dealers went out of business and 
seven of the 11 new dealers are 
in Chicago, according to the Chi- 
cago Automobile Trade Assn. 

At the end of the third quarter 
in Cook County, there were four 
fewer Kaiser-Willys outlets, three 
fewer Nash outlets, two fewer 
Plymouth outlets, two fewer Stude- 
baker outlets, one fewer DeSoto 
outlet, one fewer Dodge dealer, one 
fewer Ford outlet, one fewer Pon- 
tiac outlet and one more Packard 
dealer. 

Total dealers indicate the num- 
ber of dealer establishments, some 
of which are the outlets for more 
than one make of car. During the 
quarter, Cook County auto outlets 
declined from 567 to 553. 

There are now 273 dealers in 
Chicago and 168 dealers in sub- 
urban Cook County, as compared 
with 346 Chicago outlets and 207 
suburban Cook County outlets. 

Total Cook County outlets on 
Oct. 1 were as follows: Buick, 33; 
Cadillac, 14; Chevrolet, 51; Chrys- 
ler, 34; DeSoto, 30; Dodge, 38; Ford, 
55; Hudson, 18; Kaiser-Willys, 21; 
Lincoln - Mercury, 29; Nash, 23; 
Oldsmobile, 34; Packard, 19; Plym- 
outh, 102; Pontiac, 30, and Stude- 
baker, 21. 

Total Chicago outlets on Oct. 1 
was as follows: Buick, 21; Cadillac, 
8; Chevrolet, 29; Chrysler, 23; De- 
Soto, 18; Dodge, 25; Ford, 31; Hud- 
son, 11; Kaiser-Willys, 14; Lincoln- 
Mercury, 19; Nash, 12; Oldsmobile, 
22; Packard, 11; Plymouth, 66; Pon- 
tiac, 21, and Studebaker, 14. 








Pennsylvania Dealers Elect Officers— 


Heading the Pennsylvania Automotive Assn. in 1955 will be these officers elected 
at the 34th annual convention in Atlantic City, N. J. Seated (from left) are W. W. 
Gelden, Reading, treasurer and director; John B. White, Philadelphia, vice-president; 


Roy Marberger, Norristown, president; W. 


M. McCune, Kittanning, retiring president, 


and C. E. Snyder, York, secretary and director. Standing (from left) are J. P. Mooney, 
McKeesport, vice-president; Ellis Sutliff, Harrisburg, vice-president; Claude S$. Klugh, 
Harrisburg, general manager, and E. A. Sahli, Beaver Falls, vice-president. 


‘Nay to More Horses’ 


Collier’s Survey Also Indicates Automobile Buyers 
Are Looking for Price Cuts 


(Continued from Page 2) 


in 1948 to 1L.1 percent in 1950 and 
12.1 percent in 1954. 

The Crowell-Collier survey also 
goes into the distribution of the 
auto market by income and city- 
size groups. Approximately 54 per- 
cent of total U. S. homes have in- 
comes between $3,000 and $7,000, 
and these homes represent 61 per- 
cent of the total car-owning homes. 
They also own 58 percent of all 
cars which were bought new. 


The study shows that 68 percent 
of total U. S. homes are in cities of 
between 10,000 and 500,000 popula- 
tion, and these homes are 72 per- 
cent of total car-owning homes. 
Car-owning families total 34,270,000, 
and these homes own a total of 38,- 
862,000 cars. 

~ of zx 
EPLACEMENT TIRE sales are 
running about 1.1 tires per car 
in use—or 44,000,000 annually, the 
survey finds. 

Car owners with incomes between 
$3,000 and $7,000 account for the 
sales of almost two-thirds of the 
total replacement tires on cars. 

Twelve percent of all cars have 
some recapped tires. Eleven per- 
cent of the car owners studied 
say that if they needed a tire to- 
day, they would either have a 
tire recapped, or would buy a re- 
capped one second-hand. 

A demand for over 2,500,000 snow 
tires is indicated for the winter of 
1954-55, in addition to recapped 
tires. 


The average car has 1.7 different 


S-P Merger Hurt 
Investors’ Rights, 


Petition Tells SEC 


WASHINGTON.—A petition that 
the Securities and Exchange Com- 
mission investigate the purchase of 
Studebaker by Packard was filed 
last week by John G. Jefferson, a 
Detroit attorney who says he owns 
4,000 Packard shares. 

Jefferson claims that Packard 
failed to grant dissenting stock- 
holders an opportunity to take the 
fair cash value of their stock. 

The petition asked that the SEC 
investigate that aspect as well as 
the short interest in Packard 
stock in the period between Aug. 
13 and Sept. 15. 

During that period, the petition 
said, the short interest in Packard 
trading rose to 402,258 shares from 
230,160 on Aug. 13. The petition 
also noted that the trading ratio 
of Packard and Studebaker used 
to be four to one but dropped to 
one-half to one as of Sept. 15. 

Jefferson contends that the fair 
value of Packard stock as of June 
3 was in excess of $5 and that the 
$2.50 price on Sept. 15 represented 
less than Packard’s net current 
assets. 


makes of tires on it, showing that 
people do not always replace with 
the same make. Fifty-four percent 
of the cars have all tires of the 
same make, 29 percent have two 
different makes; 11 percent, three 
different makes; 3 percent, four 
different makes, and 3 percent, five 
different makes (including the 
spare). 


Public Showings Near 
For Ford Thunderbird 


DEARBORN.—“Show” models 
of the Ford Thunderbird will ap- 
pear next week in dealerships in 
principal U. S. cities, a Ford 
spokesman said last week. 

Customer delivery will begin 
shortly thereafter, he said. Lim- 
ited production of the Thunder- 
bird has started, he added, al- 
though not more than several 
hundred units have been turned 
out. Production plans for the car 
have not been finalized. 
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Giveaway Ads 
Are Suicide, 
Texans Told 


SAN ANTONIO, Tex. — Dealers 
indulging in “giveaway” and “des- 
peration” advertising are giving 
their business away, G. C. Dowell, 
of Lubbock, told the 37th conven- 
tion of the Texas Automotive Deal- 
ers Assn. here last week. 

No legitimate dealer, he said, 
can afford to give away merchan- 
dise worth $400 or $500 to make 
a sale. 

Speaking on “chiseling,” Sam 
White, Houston, urged dealers to 
check their shops to be sure they 
were properly equipped to do a 
good job on wreck customers, but 
to refuse rebates on jobs covered 
by insurance. 

He urged his listeners not to en- 
dorse checks made out to custom- 
ers and auto firms until the work 
had been completed in their shops. 

Resolutions adopted by the con- 
vention urged an additional one- 
cent gasoline tax to be used exclu- 
sively for road building; passage 
of a constitutional amendment re- 
quiring that all toll roads built in 
the state be on a self-liquidating 
basis, and passage of an amend- 
ment permitting an increase in the 
salaries of state officials. 

g on bootlegging, Frank 
L. Gillespie, San Antonio, warned 
dealers against giving used-car 
dealers special prices on cars in 
order to move stock. 

M. R. Darlington, managing di- 
rector of the Inter-Industry High- 
way and Safety Committee, dis- 
cussed the importance of dealers’ 
activities in safety promotion. 

The factor of time in service op- 
erations was explained by C. P. 
Williams, Inglewood (Calif.) dealer 
consultant. 

The convention elected F. L. 
Randel, Wichita Falls, as president, 
to succeed E. J. Pennington, Gal- 
veston. 


Other officers elected were: 
Vice - Presidents, Gillespie; Elmo 
Johnson, Dallas, and Sam White, 
Houston, and manager-treasurer, 
Tom J. Crooks, Austin. 

Cc. E. Gunn, San Antonio; K. K. 
Kellam, Fort Worth; J. W. MclIl- 
wain, Galveston, and Rex Rose, 
Pampa, were named to three-year 
terms on the board of directors. 


Swartz in New Home 
Swartz Cadillac Co. Baltimore, 
has moved into its new home at 
5323 Reisterstown Rd. Swartz cur- 
rently is sponsoring a TV show 
called “Rendezvous.” 





Fair Profit for Dealers 
Urged at Pa. Parley 


(Continued from Page 3) 


39 million new cars and 11 million 
trucks.” 

Colwell predicted that the trend 
in auto engines would be toward 
units of higher speed and higher 
compression, smaller size and 
weight, more power per cubic inch 
of displacement and better fuel 
economy. 

Future vehicles, he added, will 
have improved handling and visi- 
bility and will operate more 
quietly. He predicted more wide- 
spread use of power assists. 

Sylvia F. Porter, financial editor 
of the New York Post, told the 
convention that the key to the eco- 
nomic situation for the rest of 1954 
and the early months of 1955 will 
be the consumer, not the antici- 
pated level of Government spend- 
ing or business spending on expan- 
sion. 

“The consumer has the income 
and savings,” Miss Porter said. “The 
dealers must intrigue him into hav- 
ing a smaller chunk of his earnings 
and spending more of what he has 
saved. 

“You can do it by really coming 
after him,” she said. “If you do, 
you'll prosper and so will our na- 
tion.” 

Walter W. Belson, assistant to 
the president of the American 
Trucking Assns., called for coop- 
eration among all branches of 
the auto industry in the “vigor- 
ous support” of a $50 billion 


highway modernization program 
called for by President Eisen- 
hower. 

“You can’t make and sell auto- 
mobiles unless there is a suitable 
roadway over which they can run,” 
Belson said. 

Another feature of the conven- 
tion was a discussion of “Control- 
led Selling” by Vincent T. Baker, 
sales manager of W. K. Hurd Pon- 
tiac Co., Pueblo, Colo. 





Reynolds Accepts 
$1,350,000 Offer 


ADRIAN, Mich.—An offer by 
Stubnitz-Greene Corp. to pay $1,- 
350,000 for all fixed assets and in- 
ventories of Reynolds Spring Co., 
Jackson, Mich., was accepted last 
week by the latter’s board of di- 
rectors. 

Reynolds has produced car 
springs, Stubnitz-Greene auto seat 
spring assemblies. 

Reynolds also produces mechan- 
ical springs in Jackson, cushion 
springs in Chester, Pa., and has a 
chemical plastic division in Ann 
Arbor, Mich. 

The sale of the Reynolds firm is 
subject to approval of the stock- 
holders, according to Maurice Stub- 
nitz, president of Stubnitz-Greene. 
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GM Chief Winding Up Tour... 


Curtice Hails Europe Market 


panding “to keep pace with the| should be or look,” he said. “Our 


PARIS. — Europe’s rebounding 
economy is receiving a firm vote 
of confidence from Harlow H. Cur- 
tice, a of General Motors. 

Curtice is completing a two- 
week, 2,500-mile tour of Europe 
by air during which he has in- 
spected 12 major GM manufac- 
turing and assembly plants in 
seven countries and announced 
expansion programs totaling 
more than $182 million. 

Curtice said he was genuinely 
impressed by what he has seen of 
Europe’s swift economy comeback, 

roductive vitality and prospects 
fo r the auto industry in countries 
in which GM operates. 

The remarkable progress of Eu- 
rope, in transition from a war to a 
sound peace economy, has come 
“even more rapidly and appears to 
be on a sounder basis than even 
the most optimistic of us believed 
possible a few years ago,” Curtice 
one. * * * 


TICE, WHO believes there is 
big market for cars and 
trucks in Europe, said GM is ex- 


Rockwell Elected 
To Presidency of 
Auto Old Timers 


NEW YORK —Automobile Old 
Timers, a national organization of 
motor-car pioneers, has elected Col. 
W. F. Rockwell, chairman of Rock- 

well Mfg. Co., as president, and 
William L. Hughson, San Francisco 
Ford dealer, as honorary president. 

Rockwell, formerly an assist- 
ant to Secretary of Defense 





Main speaker or the club’s 15th 
annual convention was Robert B. 
Murray jr., undersecretary of com- 
merce for ‘transportation, who. out- 
lined the country’s highway needs, 
reviewed the President’s road pro- 
gram and discussed the results of 
safety efforts in recent years. 

Other officers elected were Fred- 
erick H. Elliott executive vice-pres- 
ident; William E. Holler, vice-presi- 
dent; Alfred Reeves, vice-president; 
Robert A. Stranahan, vice-presi- 
dent; John J. Schumann jr., vice- 
president; Wilbur Shaw, vice-pres- 
ident; Russell M. Nelson, secretary, 
and C. Ray Palmer, treasurer. 

Elected to the executive com- 
mittee were Clifford M. Bishop, 

outgoing president; James R. 
Boyle; John L. Collyer; George 
Conrad Diehl; R. A. Harp; A. A. 
Lally; Harry M. Williams; Rock- 

well; Elliott; Nelson; Palmer; 

Reeves; Schumann, and Strana- 
han. 

Citations were awarded to Bishop 
for his invention of the dual-con- 
trol mechanism and his work for 
driver instruction; to Robert F. 
Black for his service as chairman 
of the motor truck division of the 
Automobile Manufacturers Assn.; to 
Arthur O. Dietz for his contribu- 
tion to the development of con- 
sumer installment credit, and to 
John A. C. Warner for his work 
on internal combustion engines, 
fuels and lubrication. 











broadening market for cars in Eu- 
rope.” 

“We may have made mistakes 
in General Motors” Curtice told 
a GM executive group, “but we 
never have made the mistake of 
over-expanding. I am very con- 
fident that our expansions in the 
U. S&S. Canada and Europe are 
very sound and will produce out- 
standing results.” 

Curtice has covered more than 
3,000 miles in Europe since his ar- 
rival. 


+ + * 
At ONE PRESS conference, Cur- 
tice was asked about styling. 


“We don’t think we have a 
monopoly on knowing how cars 


Warning 


(Continued from Page 2) 


some of the auto industry’s ills. 
Committee members recognized the 
need for broader management 
knowledge by dealers, and praised 
management programs and clinics 
being conducted by NADA. 

The committee urged the adop- 
tion of an NADA program to help 
younger men who hold executive 
jobs in dealerships. 

Considerable emphasis was given 
by the dealer group to the need, in 
some instances, for more equitable 
contracts between dealers and their 
factories. These will be spelled out 
in the near future, Sutter said. 


DEARBORN. — William Clay 
Ford announced Saturday that 
Ford Motor Co. will introduce in 


1955 the much-rumored Continen- 
tal, a low-volume, luxury automo- 
bile. 


Ford, general 
manager of the 
special product 
division, said the 
new car will be 
“a very modern 
version” of the 
Lincoln Conti- 
nental, which was 
first built as a 
1940 model and 
was discontinued 

in 1948. 
William C, Ford The old Conti- 
nental was considered by many en- 
thusiasts as one of the best auto 
designs ever developed. Ford said 
the same principles of styling have 
been applied to the new version. 
Ford also disclosed that the 
name of the special product divi- 
sion will be changed to the Con- 
tinental division. He emphasized 
that “Lincoln” will not be a part 
of the new car’s name. 
Ford’s announcement confirming 


production plang for the Continen- P. 


tal was made at a gathering of the 
Lincoln Continental Owners’ Club 
at Greenfield Village here. 

He said that the Continental will 
not be produced in large volume, 
but will be “as near a custom-built 


Cincinnati L-M Gets Another ‘School’— 


A second Lincoln-Mercury mobile training unit has been delivered to the Cincinnati 
district. Accepting the station wagon and portable dynamometer are (from left) Tom 
Conan, district service manager; |. G. White, service instructor; A. W. Castrucci jr., 
service instructor, and J. W. Lancaster, assistant district sales manager. The units 
include materials to train mechanics in the nine basic systems of the automobile. 


Continental on Way Back 


‘Ford’s Luxury Car to Be Reintroduced in 1955, 
Owners’ Club Is Told 


eyes are wide open to all good 
innovations, wherever we find 
them.” 

He repeatedly urged an _ inter- 
change of ideas between GM ex- 
ecutives in Europe and America. 


“There is no monopoly on good 
ideas in General Motors,” he said. 
“A good idea—no matter where we 
find it—must be utilized to the 
fullest.” 

In reply to questions on the 
Chevrolet-Ford race, he said: 

“Chevrolet will remain the hot- 
test car in the low-priced field in 
1955.” 

Here is a summary of GM’s ex- 
pansion plans in Europe: 

ENGLAND: An expenditure of $101 
million over the next five years, 
perhaps even more rapidly, to dou- 
ble capacity and “broaden” the 
passenger car lines of Vauxhall 
Motors, Ltd. 

Belgium: An outlay of $6 mil- 
lion to double the capacity of GM 
Continental’s year-old assembly 
plant at Antwerp. 

GerMany: Expenditure of $71,- 
425,000 to double capacity of Opel 
over the next three years. 

SwirzerR.anp: $3,500,000 expansion 
program for GM Suisse S. A. will 
enable it to double its floor space 
and assembly capacity at Bienne 
within 18 months. 

Important expansion programs 
for GM car assembly plants at 
Stockholm and Copenhagen and 
Frigidaire and AC-Delco plants 
outside Paris also are being con- 
sidered. 


automobile as our techniques and 
resources will permit.” 

A new plant at Oakwood Blvd. 
and Willow Run Expressway, in 
Ecorse Township, is under con- 
struction for exclusive manufacture 
of the car, he said. Ford Motor has 
invested “several million dollars” 
in the Continental program, he 
added. 

The first Lincoln - Continental 
was built under Edsel Ford’s di- 
rection in 1989 as his personal 
car. Public reaction prompted 
him to put the Continental into 
production and it appeared as a 
1940, 1941, 1942, 1947 and 1948 
model. 

It has a V-12 Lincoln engine and 
was produced in two body styles— 
convertible and hardtop. A total of 

5,322 units was produced in the 
five years. 


Highways 
(Continued from Page 2) 


mittee the “staggering estimate” of 
$101 billion as the total highway 
construction needs in the next few 
years, said its spokesman, Joseph 

. Walsh. He cited previous esti- 
aa ranging from $42 to $55 bil- 

ion. 

The Assn. of American Railroads, 
as represented by J. Carter Fort, 
vice-president, offered three princi- 
ples to guide the President’s Com- 
mittee: 

1. Highways should be self-sup- 
porting on the basis of user 
charges, “with equitable and ade- 
quate payments required from 
those who use the highways as 
freightways including an allowance 
equivalent to ad valorem taxes.” 

2. To undermine the railroad 
system with “unsound” highway fi- 
nancing would be “reckless,” be- 
cause the railroads are a “primary 
facility of defense transportation.” 

3. The “should be re- 
lieved of the excessive burden” of 
helping to finance highway-rail- 
Way grade -separations, “which 
are of very little, if any, benefit 
to the railroads.” 

Other speakers included Mayor 
Albert E. Cobo, of Detroit, for the 
American Municipal Assn., John V. 
Lawrence, managing director of the 
American Trucking Assns., and 
John B. Hulse, managing director 
of the Truck-Trailer Manufacturers 
Assn. 











Getting Together at Toledo Dealer Outing— 


Enjoying the annual outing of the Toledo Automobile dealers Assn. were (from 
loft), Warren E. Griffith, San Francisco, former president of the association and former 
president of both the Ohio Automobile Dealers Assn. and NADA; Byron Fay, vice- 
president of Electric Auto-Lite Co.; Grove Patterson, editor of the Toledo Blade; James 
E. Ward, president of the Toledo association, and John O. Munn, advisory editor 
of Automotive News. 


BILOXI, Miss. — Busy highways 
and humming business for the 
auto industry are in prospect if 
President Eisenhower’s proposal to 
double expenditures for highway 
improvement bears fruit, Karl M. 
Richards, manager of the field 
services department of the Auto- 
mobile Manufacturers Assn. told 
the annual convention of the Mis- 
sissippi Automobile Dealers Assn. 
here last week. 

Richards said the contemplated 
10-year program would meet 
about half the $101 billion in road 
and street improvements that 
highway officials estimate are 
needed in the next decade. 

Addresses by speakers prominent 
in automotive and political affairs 
highlighted the convention. 

New officers elected included 
Max McLaurin (Packard-Stude- 
baker), Jackson; V. M. Box (Ford), 
Corinth, vice-president of the 
northern district; Leon White 
(Chevrolet), Union, vice-president 
of the central district; Beverly 
Briscoe (Chevrolet), Biloxi, vice- 
president of the southern district; 
Homer McLeod (Dodge-Plymouth), 
Greenwood, secretary-treasurer, 
and George Lemon Sugg, manager. 

Richards based his prediction of 
brisk automotive business on an 
assertion that the U. S. would need 
23,339,000 additional automobiles, or 
more than half again as many as it 
has now, if car use were brought 
up to the California average. 


He indicated that this could 
happen incidental to an improve- 
ment in highway systems. He 
said California has a ratio of one 
car for every 2.5 persons. 

“What's Ahead for America and 
You in 19557,” was the topic of an 
address by Rep. William Colmer, 
Mississippi Democrat, who pre- 
dicted an upcoming Democratic 
House and Senate. 


Retail sales will be better in 
1955, and profits can be greater, 
according to Frank H. Yarnall, 
first vice-president of NADA. Yar- 
nall told the convention that boot- 
legging and misleading advertis- 
ing will be materially alleviated 
during the coming year. 


This type of advertising, he said, 
has led to at least two unhealthy 


Officers Elected 
In Grand Rapids 


GRAND RAPIDS, Mich. — Steve 
Hicks, of Steeve Hicks, Inc., (Lin- 
coln- Mercury), has been elected 
president of the Grand Rapids 
Passenger Car Dealers Assn. 

Other officers elected are James 
Mulvihill jr. (Chrysler - Plymouth), 
vice-president; Dale Berger (Chev- 
rolet), treasurer, and William H. 
Miller (Pontiac), secretary. Con- 
rad Bradshaw was reelected execu- 
tive secretary. 

Named as directors were Mulvi- 
hill, Miller, Berger, Hicks and 
Marion Marsh (Hudson). 


Roads Called Key to Sales 


Mississippi Dealers Told Better Highways 
Will Boost New-Car Market 





business trends in autos, shopping 
and distress selling. 


The Automobile Retailing In- 
stitute was discussed by Walter 
M. Kiplinger, director of public 
relations for NADA. 


“If we can educate the public to 
one idea, we can educate them to 
another,” Kiplinger said, “and the 
institute intends to launch the big- 
gest promotion this industry has 
ever seen to wake up all America 
to the fact that price alone is not 
enough; that the new-car dealer 
is as important as the car he sells; 
that the car without a dealer be- 
hind it is a mighty risky invest- 
ment.” 

Kiplinger declared a program to 
sell the legitimate operator to the 
public will soon isolate the unde- 
sirables, or make them see the 
light. 

A sales clinic was presented by 
Vincent T. Baker, of Pueblo, Colo. 

“A bomb dropped anywhere in 
the world today could change our 
current buyers’ market to a sellers’ 
market in the twinkling of an 
eye,” Baker declared. 

He said there is no real prob- 
lem pertaining to overproduction, 
but there is a problem in faulty 
sales effort. 

“Instead of overpowering a pros- 
pect’s will,” Baker declared, “we 
should convince the prospect of his 
need for our product.” 


Savings Continue 


At High Rate 
For Individuals 


WASHINGTON.—Individual sav- 
ings in the second quarter totaled 
$3.5 billion, according to the Securi- 
ties and Exchange Commission, or 
about the same as in the first 
quarter. 


The high rate of saving during 
the first six months, SEC said, 
reflects the continued high level 
of personal income after taxes. 

As in the first quarter, individ- 
uals again made substantial invest- 
ments in corporate securities and 
state and municipal bonds, but 
their equity in Government obliga- 
tions, other than savings bonds, 
was greatly reduced. 

Individual purchases of corporate 
securities amounted to $900 millior. 
State and local obligations totaled 
$400 million, and U. S. savings 
bonds, $200 million. 


Individuals’ holdings of cur- 
rency and bank deposits ex- 
panded by $2 billion, the greatest 
increase for any second quarter 
since 1946, according to SEC. 

The expansion included a $709 
million increase in currency hold- 
ings and a $1.4 billion increase 
in time and savings deposits, the 
same as in the second quarter of 
1953. Net new investments in sav- 
ings and loan associations 
amounted to a record $1.2 billion. 
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Capacity Upped 25 Percent... 
Chevrolet Sees *55s 


Insuring Top Spot 
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(Continued from Page 1) 


with an eye on the used-car mar- 
ket, to build a car that will look 


_ fresh two years from now. 


As has been revealed in the past, 


_ the car has a new body as well as 
_ anew V-8 engine. 
o* * 


+ 


FP'SH asserted that in spite of the 


confidence Chevrolet men have 


’ in their new product, the firm will 
' do more advertising in 1955—and 


that the. advertis- 
ing will be more 
imaginative, 
youthful and in- 
triguing. 

Commenting on 
the statement of 
one auto leader 
that the ’55 mar- 
ket would be a 
free-for-all, Fish 
said: 





E. N. Cole 


isn’t going to be for all.” 

Fish said that dealer manage- 
ment will spell the difference be- 
tween success or failure next year. 

“Those who wish to outsell in 
55, he said, “will have to outman- 


age.” 
* * * 


H® ASSERTED that 87 percent 
of Chevrolet dealers currently 
are making money, and added: 
“There igs nothing wrong with 
the other 13 percent that a few 
more car sales wouldn’t help.” 
Calling 1954 the first real test— 
a fighting year—Fish said that 
dealers are meeting discount-house 
competition with volume sales. 


As for the 1954 struggle be- 


Step Up Defense 
To Prevent War, 


Vance Urges 


CINCINNATI.—A plea for strong 
military preparation to prevent an- 
other global war was made here 
last week by 
Harold S. Vance, 
chairman of the 
executive com- 
mittee of Stude- 
baker-Packard in 
accepting the 
Charles L. Harri- 
son award for 
distinguished ord- 
nance service. 

More than 500 
industrialists and 
military produc- 
tion specialists honored Vance in 
recognition of his leadership in na- 
tional defense at the annual dinner 
of the American Ordnance Assn. 

“We can prevent war indefinite- 
ly,” Vance said, “if our defense 
program is of such a nature as to 
keep in war itself such a large ele- 
ment of risk for the opponent that 
the probability of losing everything 
simply makes war a bad gamble.” 


Delany Joins Miami L-M 
Miami Lincoln-Mercury, Miami, 
Fla., has appointed Phil S. Delany 
as general sales Manager. 


H. 8. Vance 





Elliott in Shopping Center— 





tween Chevrolet and Ford for 
first place in sales, he said that 
the story would be written in the 
last 60 days of the year. 

He indicated, however, that he 
was confident of the outcome, 
pointing out that Chevrolet had led 
in five of the eight months for 
which registration figures are 
available. 

Chevrolet dealers are in excellent 
shape, he said. On Oct. 1 the aver- 
age dealer had a 21-day supply of 
new cars and a 22-day supply of 
used cars, with 27 days to go before 
announcement. 

* *~ * 


i SAtEe predicted that the 
lower price field would con- 
tinue to command around 60 per- 
cent of the total market—a high 
point in penetration. It compares 
with a prewar peak of 56.9 percent, 
reached only twice, once in 1939 
and again in 1941. 

Both Keating and Fish were con- 
fident of the market ahead, citing 
these reasons: 

1. The fear of recession is sub- 
stantially behind us. 

2. Population is growing by 11,- 
000 births a day. 

3. We're building the roads and 
parking facilities the modern car 
requires. 

Fish said the growth of two- 





T. H. Keating 
car families continues, and may 
reach 15 percent, adding sub- 
stantially to the market picture. 
Domestic sales for 1954, accord- 
ing to Fish’s estimates, will wind 
up between 5,200,000 and 5,300,000. 
The year will be third best for the 
industry and may be second best 
for Chevrolet. 
* » 7 


ON THE manufacturing side, 
Keating said that Chevrolet has 
made great strides in improving 
the technology of manufacturing, 
and that the Livonia plant intro- 
duces “segmented automation.” 

That, said Keating, is a new 
term which is due to grow in auto 
usage. 

Some makers, Keating said, 
can let a whole line go down 
while servicing a segment of the 
automation line, but Chevrolet 
intends to keep major segments 
of a line running in case of a 
breakdown anywhere along the 
line. 

Chevrolet’s volume is too great to 
shut down the whole line, he said, 
adding: 

“Any segment of a line, tempo- 
rarily shut down, must be flexible 
enough to put on an extra shift 
and catch up after the shutdown 
is over.” 





W. E. Fish 


Frank Elliott, Dodge-Plymouth dealer in Bedford, O., has opened a branch in 


Cleveland's Meadowbrook Merchandise Mart which houses 130 merchants. This is 


believed to be the first time that an auto dealer has entered into an operation of 
this type. The Mart's stores sell everything from toothpicks to autos. 








ao 


Chevrolet Contest Winners in Denver Zone— 


The “Best Sellers Campaign" promoted nationally by Chevrolet produced this lineup 
of winners in the Denver zone. From left are S. P. Emmert, zone manager, extending 


congratulations; J. J. Reddy, Castle Rock, 


Colo.; Rubin Craig, Arvada, Colo.; E. A. 


Gibson, sales manager of Capital Chevrolet Co., Denver; Joe Luby, sales manager 
of Luby Chevrolet Co., Denver; G. R. Lyons, sales manager of Murphy-Mahoney Chev- 
rolet Co., Denver, and J. A. Finan, zone sales promotion manager. 


Only 305,314 Cars Left 


Model Shutdowns, Cleanup Drives Cut Stocks 
To Lowest Level in Two Years 


(Continued from Page 1) 


els is a far cry from the chaos 
of last year. 

In October, 1953, there were 579,- 
937 cars in the field. By Nov. 1 a 
surge in production had swollen 
the total to 606,387, giving rise to 
one of the most frantic sales 
scrambles in automotive history. 

+ * * 


N CONTRAST, this October 
marks the fifth consecutive 


Shades of Blits? 


400 New Fords 
In 60 Days Is 
Dealer’s Goal 


EAST HARTFORD, Conn.— 
O’Meara Motors, Inc., advertises 
that it is celebrating its 34th year 
as a Ford dealer by attempting to 
sell 400 new Fords in 60 days to 
break the national sales record. 

Headed by Martin J. O’Meara, 
the suburban Hartford firm is of- 
fering new cars “as low as $295 
down, as low as $1.15 per day and 
up to five years to pay,” with im- 
mediate deliveries and “no down- 
payments until 1955.” 

With widespread advertising in 
all media, and emphasizing his slo- 
gan “You can always do business 
with O’Meara,” the firm has 30 
salesmen and five appraisers on 
hand for the 60-day campaign. 

These enticements are offered: 
“You can practically write your 
own ticket. O’Meara really means 
business. Almost any deal is pos- 
sible. We'll be mobbed, so come 
early!” 





O’Meara also operated Budget | Perled 


Plan, Inc., through which new and 
used-car sales are financed. 


e 
Bird 
(Continued from Page 6) 
tion, and the following year joined 
Dodge division as a traffic clerk. 
In 1935 he was promoted to the 
Dodge planning department. In 
1936 he transferred to the Fargo 


| division, in the distribution depart- 


ment. 

Successive promotions at approx- 
imately two-year intervals were: 
Sales representative, New York 
region; special representative at 
Washington, D. C.; special assign- 
ment work in Detroit; assistant to 
the president of the fleet sales 
division, and division operating 
manager. 

In 1947 he was named a vice- 
president of that division, in which 
position he served until his ap- 
pointment as Plymouth general 
sales manager. 

Bird announced appointment last 
week of William L. Martin, former 
head of the automotive products 
division of Borg-Warner Corp., to 
the executive sales staff of Plym- 
outh. 

Before joining Borg-Warner, 
Martin had been with Chrysler 
Corp. for 14 years. 


month of declining stocks. Dealer 
sales drives, with factory encour- 
agement, have nearly halved the 
record supply of 607,275 cars noted 
in May’s survey. 

With production of ’55s just 
getting started, mid - October 
prospects point to still another 
drop in inventories, and dealers 
in some lines now say they are 
shooting for the “zero” level by 
the end of the month. 

Many dealers face the future 
with more confidence than they 
have exhibited in years. 

A spot check discloses, however, 
that most are still worried about 
the possibility of overproduction 
and bootlegging, and a surprising 
number believes that the attitude 
of dealers themselves may provide 


the biggest stumbling block in 
1955. 
+. * + 
EALERS voice their condemna- 


tion of: 

“Silly price cutting by most deal- 
ers.” 

“Selling to used-car dealers.” 

“Deceptive advertising.” 

“The mess that present dealer 
merchandising has created. The 
rank-and-file buyer is confused.” 

“Unwillingness of a majority of 
dealers to recognize the necessity 
of subordinating ‘deal’ selling to 
product selling.” 





New-Car Stocks 
In Field, In Transit 


(Compiled by Autemotive News) 

Dealers’ 

Care Cars la Total 

ta Transit Petestial 
Fleid te laveatery 

Ending Dealers Btocks 
Jan. 1, ’50.... 261,754 188,500 440,254 
Apr. 1, ’60.... 276,136 158,000 434,136 
dune 1, ’50.... 247,680 160,200 407,380 
Sept. 1, ’60.... 239,642 160,400 400,042 
dan. 1, ’61.... 89,900 404,788 
Apr. 1, ’61.... 138,500 545,041 
duly 1, ’61.... 357,606 90,700 448,306 
Sept. 1, ’61.... 283,402 86,800 370,202 
Jan. 1, ’52.... 31,000 255,968 
Feb. 1, ’52.... 7 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 37 
Apr. 1, ’52.... 2 a 83,000 296,391 
May 1, ’52.... 261,674 88,000 339,674 
dune 1, ’52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,081 77,000 226,081 
Oct. 1, '52.... 233,556 88,000 322,556 
Nov. 1, ’52.... 308,304 90,500 399,394 
Dec, 1, °52.... 287,247 716,000 363,247 
Jan. 1, ’53.... 291,671 83,300 374,971 
Feb. 1, ’53.... 324,835 86,600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445,882 89,300 635,182 
May 1, ’63.... 490,331 97,700 588,081 
dune 1, ’53.... 463,546 73,500 537,046 
duly 1, ’53.... 479,698 82,800 562,493 
Aug. 1, ’53.... 517,119 82,200 599,31y 
Sept. 1, °63.... 514,569 714,500 589,069 
Oct. 1, ’53.... 619,037 60,900 579,837 
Nov. 1, ’53.... 538,087 68,300 606,387 
Dec. 1, ’53.... 430,876 29,000 459,876 
Jan. °64.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’64.... 611,122 62,000 673,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’S4.... 538,775 607,275 
June 1, ’54.... 503,219 62,500 565,719 
duly 1, '64.... 445,665 62,500 65 
Aug. 1, ’64.... 300,854 57,000 447,854 
Sept. 1, °54.... 355,654 50,400 406.054 
Oct. 1, °54.... 276,314 29,000 305,314 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
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Trick Ads Draw 
Blast at R. I. 
Dealer Parley 


PROVIDENCE. — Unethical or 
trick advertising by dealers was 
decried in a statement issued here 
last week by Leo B. Carey, presi- 
dent of the Rhode Island Automo- 
bile Dealers Assn. ers 

Carey, who also is president 
of the State Motor Vehicle Deal- 
ers License Commission, said the 
commission is continuing to 
scrutinize dealer ad copy. When 
it feels that advertising is mis- 
leading or unethical, the commis- 
sion will suggest that the dealer 
change the copy, he said. 

Dealers have given excellent co- 
operation on advertising, he said. 

Smart dealers, Carey said, can 
combat price-cutting ads by telling 
the public the cost must always be 
included in the selling price of the 
car. Dealers must get list price for 
cars in order to enjoy a healthy 
business, he said. 

At the annual fall business meet- 
ing of the association, Carey stres- 
sed the importance of dealers 
putting their house in order for 
1955, saying that wild trading and 
poor management could result in 
heavy losses. 

The membership also discus- 
sed proposed safety and junking 
programs. The license commis- 
sion was praised for its warning 
of dealers to refrain from selling 
hurricane-damaged cars unless 
the invoice carried a notation re- 
garding storm damage. 

Three resolutions were presented 
to members. Two praised associa- 
tion- members for their efforts in 
the Legislature on behalf of the 
industry. Cited were Rep. C. George 
DeStefano, Barrington, and Sena- 
tor George M. Westlake, Narragan- 
sett. 

The third resolution was a testi- 
monial to Frank Spain Shy, for 35 
years a DeSoto-Plymouth dealer 
in Providence. 


SAE to Discuss 
Low-Alloy Steels 


DETROIT. — New opportunities 
to use low-alloy high-strength 
steels in automobiles and trucks 
will be discussed at a meeting of 
the Detroit section of the Society 
of Automotive Engineers, in the 
Rackham Memorial Bidg. at 8 p.m., 
Oct. 25, by Charles M. Parker, as- 
sistant vice-president of the Amer- 
ican Iron and Steel Institute. 

Low-alloy high-strength steels 
are now used in. bumper face bars 
and guards, window links, arms 
and pivots, tail pipe braces and 
clamps, front bumper spacers and 
extensions, steering gear parts, 
frame and structural members, and 
in body construction of trucks and 
trailers. 


Show Committee 


Named in Buffalo 


BUFFALO.—P. J. Hunt sr., gen- 
eral chairman of the Buffalo auto 
show, has announced the following 
committee appointments: 

Assistant chairman, Edward E. 
Tunmore; admissions, L. E. Reed 
and Frank L. Bumpus jr.; adver- 
tising and publicity, A. J. LaMas- 
tra and W. A. Dietrich; allied ex- 
hibits, Merle W. Anger and -John 
H. Erhart; decorations, Chester G. 
Daetsch; entertainment, Walter A. 
Arenz and Ervin J. Wolf; program, 
T. C. Grisewood and George C. 
Ostendorf; special displays, Ed- 
ward D. Aschbacher, and show 
manager, Marjorie M. Baker. 

The week-long show will open 
Feb. 5 in the Masten Ave. Armory. 


AAA Delegates to Meet 
In Detroit Oct. 19-21 


DETROIT. — About 1,000 dele- 
gates from motor clubs throughout 
the U. S. and Canada will attend 
the 5ist annual meeting of the 
American Automobile Assn., Oct. 
19-21 here to formulate their plans 
for 1955. 

LaVerne Johnson, manager of 
the District of Columbia club, said 
that top priority would be given 
to ways and means of implement- 
ing President Eisenhower's high- 
way proposal. . 












































78 AUTOMOTIVE NEWS, OCTOBER 18, 1954 
. 9 . till Rolli is duce at a weekly rate of 800-plus, 
Car, Truck Output Estimates Only Two 'S4 Lines 9 : ita best of the year 
B A t ti N * K. So far this year U. S. plants hav: 
produced 4,247,198 cars and 804, 
y Automotive News 55 Changeovers Keep |rrts.iit ect 
PASSENGER CARS and 19.6 percent, respectively, fron: 
(U, 8 PRODUCTION ONLY) O t t R ft | Se ee 
— o_o ek _— oS Uu Pp Uu ate OW (CANADIAN output this year ha: 
Oct. 16, Week, Oct. 9, 1954, Oct. 17, Oct. 16, dropped even more. Its 303,285 
1964 1963* 1964 ToDate 1953* nll (Continued from Page 1) cars and trucks amount to a 22.7 
AMERICAN MOTORS 2 1 1,856 738 180,022 recent drop from last year’s rate 
Hudson ac "an 800 ce 65,685  26,387| hind the same milestone vehicle in reach only 225,000 cars and 59,- a Turnout ai Canada dienes a 
cdaabigarsly tbeitetind ’ 1953, 000 the lowest since daly, eee > 
i 1,600 86 949,056 = 2,946, 114,337 52,988) With shutd he enter of — other notch last week, mainly be- 
owns 1952, when the long steel strike é motel 
CHRYSLER CORP. ... 5,600 26,576 3,212 9,112 1,018,892 470,077| the day this month, output should | virtually strangled output. Only | °®U5¢ © -changeover oper- 
Olarysber ooo. 1,000 2,992 586 1,566 180,518 68,417; | 459562 cars and 35,208 trucks aoe _ ae ak ned 7 
eT acca cst 6000s: 1,434 128 728 101,961 46,623 Peterson, Weed were turned out in that month. | Poiaing up its output aouie : 
I iia, dotovssvectocoesseves 1,900 5,792 861 2,821 247,984 88,680 Output should show great gains changeover. 
Plymouth _................... 2,100 16358 1,687 $997 583,479 266857|"['@ Head Carter in ane mpitelt | — Peon Only 1,185 cars and trucks were 
FORD MOTOR ........ 2,880 89,157 28,907 84,019 1,230,183 1,374,529/ New yORK.—At a meeting of |7r iealner-Willye eo to bene On| produced in Canada last week, 
NE i SS: sineddedticeenesses dos 75 30,787 18,109 23,716 941,531 1,123,726| the directors of Carter Carburetor production. M compared with 2,590 in the week 
Lincoln a ee 304 495 35,178 30,068) Corp. here, Hugh H. C. Weed was Ford division and Cadillac are earlier. 
ne ana nee: 2,800 8370 5494 9,808 253,424 220,745 due to resume output next Monday 
GENERAL MOTORS.. 33,445 652,277 32,276 70,569 2,396,421 2,221,999 (Oct. 25), and Ford may even jump ° - ° 
Ns Setiecdoncnes sigs 8,450 9,705 9,017 14,749 434,555 430,577 the gun and produce at some Oil Trust Suit Given 
plants late this week. Green Light in Texas 
SIDE ba Sitsorcibcintlnet: Shape 1,326 2,044 2,547 85,717 96,645 os i = a 
Chevrolet .................... 14,800 30,2380 8,291 23,211 1,251,484 1,077,490 INCOLN-MERCURY, Buick and esaioden aes o naan aie an = 
Oldsmobile 9,045 3,400 9,915 20,753 276,861 354,029 Oldsmobile all will be back in panies operating in Texas has 
Pontiac. ....... 6,150 7,566 3,009 9,309 347,804 263,258 production about Nov. 1, while| been ordered by the Texas Su- 
KAISER MOTORS ..... 80 744 37 158 58,651 15,322 Packard, closed since Sept. 10, is} preme Court. The original suit 
Saleee bee oe 19,692 5,803 slated to roll its new offerings in| wag filed more than five years 
: the first or second week of next| ago by the then State Attorney- 
WAM YS ioe ccceeeeeeee 80 744 37 158 38,959 © -9,519| — month. Gam tans Sak wie te 
S-P CORP. 2,695 1,760 2571 5,714 234,278 85,946 | 1 tog chairman of the board and| Nash, which on Oct. 8 was | now a U. 8. Senator. The case 
Packard. ..... SAE <pcetaen.” Veteeyvoks: ”_~ \vnngucoa 74,152 25,433 | chief executive officer, and M. F.| forced to suspend operations be- | has been in one court or another 
Studebaker 2,695 1,760 2,571 5,714 160,126 60,513| Peterson was elected president and| Cause of a material shortage, last | since then. 
ee ———_| general manager. week boosted its rate by about Trial was ordered when the 
Total Cars, U. S. ...... 47,120 122,345 68,859 124,310 5,113,397 4,247,198| Weed had been president since| 40 units a day. state’s highest court refused to 
1946 and Peterson had been execu-| Hudson, the only other maker| review a ruling in a lower court. 
“Revised tive vice-president. turning out 1954s, continues to pro- 
COMMERCIAL CARS TTC - 
(U. S. PRODUCTION ONLY) T sf sf 
toe So, Oe Sn OO ae ae ay 
. T T 
Eee ee Eee, OO, | RS LS D DE E 
' : 1964 opel a ee asso” Reaching an estimated 150,000 readers engaged im all branches ef the automotive industry from Maine 
t CHEVROLET ...... 4,700 5,878 4,960 10,788 307,481 264,081 te California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
DIAMOND T ............... 30 150 58 98 6922 2488 10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with fuil name : 
VOD ann secs ereesssetensee “ = “ * os “we and address at reguler rates. Add One Deoillar ($1) per insertion for use of @ box mumber, in care ' 
: DODGE eee ove 2,100 1,961 2,068 4,640 ae Tene of Automotive Mews. Replies te Bex Number ads: are forwarded te the advertiser, unepened, the same 
; PROERAL ae sont dd a em day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 
Fp FORD on ne 8,586 2,363 3,062 254,646 — pi Rp ERR N get ) 
GIO o.n.eeeeseveeererereeeesceeie 1,650 1,370 1,148 3,041 . are WANT AD DEPT.. AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
; INTERNATIONAL 1,605 2,317 1,577 3,488 101,779 77,244 eee SRS eres ae 
Es iS. cs casks ovonsnge 165 147 155 354 9,381 5,265 LALO OIE A PLETE 
Do . sscsiice caccseand 50 306 52 112s: 112,964 6,258 
STUDEBAKER aati’ 450 192 455 934 $1,347 10,644 HELP WANTED HELP WANTED 
| y i 225 235 227 470 §=©11,509 8,399 WANTED—SALES MANAGER for large | WANTED—FIRST CLASS automobile serv- 
I 2100 2100 918486 T0182 54,82 Mant have Hackeroud asa qualietons| ‘extn and operate well erabtned ate 
LLANEO f hi ted in t 10,000 
ace us = Se a ae Sanapunent Gbiity. Maery ana bonus near Columbus, ‘Obio. Box 4239, c/o ‘AU- 
i bility — limit! | 5 t 26. ‘ 
Total Trucks, U. S. .. 13,250 23,209 15,167 31,819 1,001,089 804,749 Mmehawstautua.«| ) 
Box 4231, c/o Automotive News, Detroit 
Total Cars, Trucks, 26. 
BMS kicttackciian x. 60,370 145,554 79,026 156,129 6,114,486 5,051,947 AUTO SEAT COVER SALESMEN. Excel. USED CAR MANAGER 
lent opportunity for salesmen calling 
Total Cars, Trucks, : Cy : y upon sae os a 4 — strong WANTED 
re 0} w o 
Canada .........06......... 1,185 7,102 2,590 4,301 392,487 303,286 AUTOMOTIVE NEWS cision fit auto seat covers and many || We are a metropetiten Sesten, Chevrolet 1 
other fast selling items, either part or dead dh + siraiac’ ed ire ( 
Grand Total, full time. Fabric Mfg. Co., 205 Thomas eater and have ¢ strategic used car [0 


Cars and Trucks, 


U. S. and Canada... 61,555 152,656 81,616 160,430 6,506,973 5,355,233 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
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Chrysler to Boost Output; 
"55s Cost $250 Million 


(Continued from Page 1) 


stronger than ever,” with fewer 
than 40,000 of the 1954 models on 
hand and a month to go before 


said. In the first four months of 
the new-model year, newspaper ad 
budgets will be boosted 16 percent, 





SALES MANAGER—LARGE 


HELP WANTED 


single point 
Ford dealership, vicinity Boston, Mass., 
desires a new and used car sales man- 
ager who can develop and train a hard 
hitting energetic sales force—capable of 
profitably increasing our new and used 
car volume. Earning plan is open. Fur- 
nish full personal information together 
with complete record of last five years 
employment. All replies confidential. Our 
employes know of this ad. Address Box 
4220, c/o Automotive News, Detroit 26. 


SERVICE MANAGER—One of the coun- 


try’s leading Ford dealerships in mid- 
west metropolitan area has _ top-flight 
service position open for capable, ambi- 
tious man. Must be fully experienced 
and capable of running large volume 
operation and supervising staff of 75 to 
100 employes. New, modern buildings 
and facilities. Top salary based on capa- 
bilities and aggressiveness. Write stating 
age, experience and qualifications. Box 
422i, c/o Automotive News, 


St., Newark, N. J. 





Sales Representatives Wanted 


To sell and supervise installation and opera- 
tion of unusual merchandising program. No 
competition; franchise agreement available. 
Dealer contact experience of automotive 
background in sales or service required. Our 
sales representatives enjoy permanent, digni- 
fied, high income bracket positions. Program 
approved by major automotive manufacturers 
and sold internationally. Expansion program 
provides immediate openings over the entire 
U. S., Canada and Alaska. 


Write Sales Engineering Institute, Inc., P.O. 
Box 150, Detroit Lakes, Minn., giving full 
details and recommendations; appointments 
will be arranged. 








with a separate building for recondition- 
ing used cars. We need a man who can 
take charge of our entire used car opera- 
tion from appraisal through sale—retail 
and wholesale. He has to be able fo sell 
150-200 used cars each month. We operate 
our own finance company and have avail- 
able all types of finance plans. Salary is 
open to negotiation. This position repre- 
sents a challenge to a man who wants to 
make the automobile business his life's 
work. Our employes know of this ad. 
Write a detailed report of past experi- 
ence. Do not answer unless you have the 
background to match our requirements. 


Reply Box 4236, c/o Automotive News, 
Detroit 26. 





he said __s221,_c/o_ Automotive News, Detroit _26. : 
announcement dates starting F 7 ae AUTOMOBILE GARRIER DESIRES sales 6 
early ber. tat: rt 
in November. ves corporation’s new “Forward “ay aad radius of 75 aie. Prefer opel 
All models will be publicly shown Look” is not confined to the| cant with background as a Dodge or 
on Nov. 17. However, the various|1955 cars Colbert asserted. “We| *rysler, Corporation representative who 
makes will be announced in the} pave it in our company setup, too,” ah ities ate ease me ap on. 
press as follows: Chrysler and Im-|), said. pected, etc. Box 4203, c/o Automotive FOR NEW CAR DEALERSHIP 
perial, Nov. 9; Plymouth, Nov. 11; iianiheh detent the aah teeth News, Detroit 26. E 
Dodge, Nov. 12, and DeSoto, Nov. ry’ play’ BOOKKEEPER — COMPLETE knowledge a 


in a unique setting at Cranbrook 
Institute near Detroit. 

Besides the new low-slung styl- 
ing, newsmen noted these other ad- 
vancements in the 1955 models: 

1. Three new V-8 engines with 
horsepower up “as much as 50 
percent” in some lines. A V-8 en- 


We Are Willing to Pay $15,000 to $30,000 


TO THE MAN WHO... . has top-level, hard-working administrative and 
sales promotion experience. Must be qualified to take charge of and operate 
a large dealership, one of the “Big Three,” profitably and successfully in 
TODAY'S MARKET. Must be an exceptional individual who can develop new 
business, hire, train and direct sales personnel, supervise New Car, Used Car, 


GM system. Full charge. Assistant fur- 
nished. 200 new car 
Dealer, Monticello, N. Y. 





15. Prices and horsepower will be 
: announced at this time. 


Chrysler plans an intensive ad- 
vertising schedule in all media, he 


Auto Stocks 


deal. Chevrolet 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE 





NEWS’ READERS 


Average 36.30 37.07 


reports of trading on the 
tock Exchanges. 


Compiled from 
American and N. Y. 8 





interiors; three-tone color com- 
binations offered on some lines. 
Further details on the new models 
are on page 53. 


letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





Write full resume so as to determine if an interview would be mutually 
profitable, otherwise no consideration will be given. Box 4174, c/o Automotive 


News, Detroit 26. 





Automoti in 
: 3 ; High xy gine for Plymouth. name of prt vo Pv Font ntry  H Service & Parts Departments. Must have a know-how to help close deals, have ; 
: Am. Mtrs. 10% 10% 114% 10 2. Slanting wrap-around wind- box number. For our readers who wish to Present proof of record of accomplishment, should not be over 40 years of age ; 
f Chrysler 66% 67% 170 56% | shields. protect their identity when enswering box and have the finest of character, with the very best of references. This is a ! 

GM 89% 91% 94% 58% 3 anit number ads, we suggest you send your 4 a t 
1 3% 3% 2% 1% Redesigned suspensions replies direct to Classified Manager, Auto- rare opportunity for an Automobile General Manager of unsurpassed ability 

— a 12% 18 138% 11% eee tiie renege Pia: ogee a. ee for the most modern Showroom, Service and Parts Departments in Newark, N. J. : 












opportunity for a worker to go 
with Chevro 





“s let and Oldsmobile. 
y furnish full information, includ- 

6 tng experience, income and recent photo- 

7 , to Box 4178, c/o Automotive 

e Detroit 26. 
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is having established department or willing 

e to set up department for bank 


to enter this field. College degree. Box 
4204, c/o Automotive News, Detroit 26. 


AUTOMOBILE FINANCE CORPORATION 
controlier and assistant treasurer located 
in east desires relocation south for health 


wholesale, retail, collections, credits, in- 
surance, accounting, bank lines. Present 
base salary $9,600, exclusive of protit- 
sharing. Age 40. Reply to Box 4193, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER—Chevrolet. Presently 
employed with a 100 car dealership and 
maintaining an inventory of $25,000. 
Age 35, married, two children. Desires 
position with a good dependable com- 
pany. Top references. Box 4222, c/o 
Automotive News, Detroit 26. 


GER — Long Island, N. Y. 

d, sober, sharp trader, 

Bs hard worker, personable. 

7 new used cars and trucks. 

F ‘ ‘ oy = references. 

 ’Bi ly. te 4223, c/o Auto- 
j tive News, Detroit 26. 

AS PARTS manager or assist- 

y patts manager. Eight years’ experi- 

ence with Buick dealership. Will locate 

any place. Box 4224, c/o Automotive 

News, Detroit 26. 


SALES MANAGER — Five years’ volume 
experience. Can hire, teach, train sales 
force in volume at a profit. Desire per- 
manent position in Memphis, Tennessee 
area. I’m young, single, ambitious, ag- 
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new gressive, college graduate. Seeking op- 
000 portunity. Compensation secondary. Top 
Au- references. Box 4225, c/o Automotive 


News, Detroit 26. 


SALES MANAGER INTERESTED in a 
position with an aggressive GM dealer 
With 150-200 annual units who would 
like to share the pressure with a young 
partner. Nine years’ experience in sales, 
service and parts. Age 31, ambitious, 
not afraid of work. Box 4226, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER OR owner’s as- 
sistant. Over 25 years’ auto experience. 
Can cope profit wise in today’s market. 
Prefer small or medium sized town, 
southern or central California. Would 
consider southern Nevada, Arizona or 
New Mexico. Box 4208, c/o Automotive 
News, Detroit 26. 


A - BOOKKEEPER, female, 
experience in full charge 
L_ office management in 
: Ford, Kaiser, Nash 
allied trades. Five years’ experience 
accounting. Native New Yorker, 
resident of Delaware County, now 
Id like to locate 
im central New York state. Would con- 
other if salary commensurate to 
eas Box 4232, c/o Automotive News, 


MSITION WANTED—Used car manager. 
uiteen years’ experience. Will be able 
consider any location. Box 4233, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
HANDLING CHEVROLET AND OLDS- 
MOBILE. Northeastern South Carolina 
as Pee Dee area, city population 
7,000 with additional 20,000 in trading 
area. Chevrolet planning potential 130. 
Excellent agricultural area with indus- 
. Modern schools, excellent commu- 
tity to live. Factory approval necessary. 
—’ 4188, c/o Automotive News, Detroit 


SE SEN EERE cere a, ee 
DEALERSHIP NOW HANDLING Ford in 
Midwest. 17,000 population in heart of 
very rich agricultural section and small 
diversified industry. Excellent community 
to live. 250 to 300 car potential and 60 
to 100 trucks. Located in center of town. 
Will lease building. Must have factory 
“pproval. Box 4227, c/o Automotive 
News, Detroit 26. 


RSHIP HANDLING DeSoto-Plym- 
outh. Midwest county seat town on Lin- 
fon highway. Approximately 30,000 
founty, 100,000 trading area. Sixteen 
years’ same location. New showroom, 
finest ir. territory. Well equipped parts 
&nd service departments. Owner retiring 
or will consider aggressive partner. Box 
#228, c/o Automotive News, Detroit 26. 


|ALERSHIP HANDLING NASH in cen- 
tral Michigan. 100 car potential. Good 
and location. Low parts inventory. 
Excellent return on low investment. Ex- 
mt service income. Will work satis- 
ry deal if interested. Box 4229, c/o 
Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


OLD ESTABLISHED DEALERSHIP han- 
dling today’s leader of ‘‘Big Three’’ with 
tractor and implement line, that is also 
leader here—also Goodyear tire distribu- 





parts with sixty steel bins and located in 
Kentucky farming district with almost 
unlimited potential. A going and money 
making business for many years includ- 
ing 1954. No used cars or receivables 
with 20,000 square feet floor space. Fac- 
tory approval can be obtained. Box 4234, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING KAISER - WILLYS 
(others available}. Modern building, serv- 
ice station, and home on two main high- 

in Ohio. Box 4196, 








$380,000 gross sales 1953. Showing good 
profit 1954. Clean parts stock, modern 
shop equipment, furniture and fixtures, 
best shop and showroom in town. Excel- 
lent potential for qualified huyer in eco- 
nomically stable community where people 
are people. Price approximately $30,000 
subject to inventory and appraisal of 
fixed assets. Would consider working in- 
terest to right party with $10,000 cash. 
C & B Motors, Walters, Cotton County, 
Okla. 


FOR SALE—DEALERSHIP handling one 
of the “Big two’’ — cars and trucks. 
Northeastern Iowa, farming community. 
county seat town, 4,000 population. 100 
car contract, long term lease available, 
building 50x150, used car lot 50x100 ad- 
joining. $19,500 excluding used cars. Dis- 
solving partnership due to poor health of 
one partner. Must have factory approval. 
Box 4230, c/o Automotive News, De- 

troit 26. 





tery approval required. 
Automotive News, Detroit 26. 


AVAILABLE SMALL DEALERSHIP. Ideal 
for one or two owners. Your chance to 
get in for small amount of cash. Located 
in town of 10,000 near Columbus, Ohio. 
Rent building. Box 4238, c/o Automotive 
News, Detroit 26. 

AUTO AGENCY—ONE OF the ‘“‘Big Two.”" 
150 miles from Miami. Books show over 
$20,000 net, plus $6,000 finance reserve. 
first six months of 1953. $45.000 total. 
Box 4235, c/o Automotive News, Detroit 
26. 











DEALERSHIP WANTED 


GEN MOTORS. UNITS upward. 
Factory approval Ha 
capital to handle large deal. All replies 
strictly confidential. Box 4182, c/o Au- 
tomotive News, Detroit 26. 





* JUST SOLD 
MY AUTO DEALERSHIP 


Have available $250,000 cash 
DESIRE FORD OR GM 
500 to 2,000 cars potential 
Ready to move fast. 
Factory approval assured 


All inquiries will be answered immedictely 
and confidentially. 


Box 4213, c/o Automotive News, 
Detroit 26. 





LINCOLN-MERCURY — 300 UNITS mini- 
mum. Have factory approval. Sufficient 
capital available handle sizable deal. 
Replies confiden Box 4183, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


WRI R FREE advertising speciality 
catalog. IMOS AN, 210 5 Ave., New 
York City. 





OCEAN FRONT MOTEL 


39 deluxe one and two room units directly on 
the ocean, with ideal year around living. Two 
full seasons business. With this motel you can 
live in Florida and make money at the same 
time. New and modern, first time offered. 
Priced right from construction as well as 
income standpoint. 


$295,000 with $100,000 cash 
MAAS, PIRTLE AND ELMORE 


Motel Brokers 
2216 S. Atlantic Ave. Daytona Beach, Florida 





BUSINESS WANTED 


LEASING 
COMPANY 
WANTED 


ANY SIZE 


Will buy to best tax advantage 
for you. 


Cash available - Ready to move 


Box 4237, c/o Automotive News, 
Detroit 26. 


DEALER SERVICES 





GM DEALERS 
STOP A.F.A. LOSSES 
Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 
$5.00 postpaid 
ASA, BOX 113, NEWTOWN, OHIO 














DEALER SERVICES 


INVENTORY SERVICE 


Parts and Accessories 
© CERTIFIED REPORTS ¢@ 


Get the facts now — find out if you are in 
shape for ‘54. Obsolescence and shortages 
can kill profits so don't wait for the year end 
to learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 
Automotive Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 











PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 


Fast—Direct—C.0.D. Service 
Largest Buick Parts Dealer in“U. S. 


GORDON BUICK 


1000 $. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





CARS FORK SALE 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Séth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 











SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Cer Manager 
Sherwood 8-1500 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
Guarantee Checks 
Dealers Only 








TINNIN AUTO AUCTION 


A closed dealer auction 


EVERY TUESDAY—11:00 A.M. 


BUCKWALTER STADIUM 
Meridian, Miss. 
Telephone 5524 - 9533 - 9274 
All checks, drafts and titles are insured. 


o Noted ot euctinn So ome me 
served according models—beginning 
Pprewars and on down to 1954 models. 


Planty of clean cars to pick from 
BILL TINNIN, Owner 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half oe west of Grandville, 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


For Quick Results 
Use Automotive News 
WANT ADS 


_———————— 








CARS FOR SALE 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
ALL CHECKS GUARANTEED 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


B. Spielman 
John W. Becker 





AUTO AUCTION 
TIM ANSPACH 
i] Nes top 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Onty) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


TRUCKS WANTED 
WRECKER ANTED. olmes wrecker 
with or without truck. Send pictures, de- 
scription and price to Blevins Motor Co., 
Box 1631, McAllen, Texas. 


OFFICE EQUIPMENT FOR SALE 





ATTENTION ALL DEALERS 


FOR SALE 


N.C.R. class 2000 model 145 bookkeeping 
machine for payroll and analysis. 


PRACTICALLY NEW ! 


Bronson Chevrolet Co. 
Lawrence, Mass. Phone 4166 








SHOP EQUIPMENT FOR SALE 


HUNTER WHEEL BALANCER — Pontiac 
approved—$150. Single - wheel Wheeldex 
inventory system, 6,000 card capacity— 
used one year—$250. Hill & Fuss Pon- 
tiac, Hancock, Md. 





LIQUIDATION AUCTION 


WEDNESDAY, OCTOBER 27th, 1954 
10:00 A.M. C.S.T. 
Dealership handling Chrysler-GMC truck in- 
cluding 5,280 square feet radiant heated 
building — 490 foot trunk highway frontage; 
super gas station truck stop; property selling 
stripped and separately. Over 300 items, 
office, parts, garage and station equipment 
selling piece by piece without reserve. 


200) NCR REGISTER; nine late model twin 
post hoists from passenger car size to 40,000 
pound truck and bus, complete Bear frame 
front end machines, balancer, etc. Li 
cabinet lubricator. Six neon sign hrysler- 
Plymouth GMC—10 by 12 foot “Gas for 
Less."" 33 Berloy parts bins, counters. $10,000 
MoPar parts stock. Two wreckers—cars, trucks 
and pickups—jate models. Write or phone for 
illustrated brochure of complete inventory. 
(Dealerships open.) 


JACK RAY MOTORS 
Wentzville (Hi-Way 61), Mo. 
Phone 133 
(35 miles west of St. Louis where 
40 and 61 cross) 





SHOP EQUIPMENT FOR SALE 


ATTENTION DEALERS. LIQUIDATION 
sale during month of October. $10,000 


Will sell below dealers 
parts bins, 10 wooden parts bins. Com- 
plete line of shop equipment -.ncluding 
1953 Dodge power wagon wrecker, 19,000 
miles. 1948 Dodge 4 ton wrecker with 
40,000 pound Ashton telescoping boom. 
Bear frame and front end complete. 
American brake block metal paint booth 
and bake oven. Sun motor tester. Four 
twin post hoists. One 24,000 pound truck 
jack. Brake drum lathe. Lincoln lubri- 
tory. Two battery chargers. -Hlectric 
welder—220 volt and complete set Dodge- 
Plymouth special tools from 1946 up. 
Also Dodge-Plymouth neon signs and 
hundreds of other items. Don’t miss this 
sale. Byler Motor Sales, 907 W. Pike, 
Goshen, Ind. Phone 941. 


SHOP EQUIPMENT WANTED 
PARTS BINS. WE NEED several auto 
parts bins. Must be late model in good 
condition. Write Ruff Motor Co., Broken 
Bow, Neb. 


MISCELLANEOUS 


PLACEMENT AUTO HEADLINERS— 
$12.50. Civilian jeep tops — $70.20 Half 
top — $56.16. 3-ply convertible tops— 
$18.95. Plastic convertible top protector 
cover—$12.85. Rush service! Boston Big 
Buck, 278 Cambridge St., Boston, Mass. 

















ur New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 
and 


BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today for 
Ilastrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 





PUBLIC AUCTION SALE 
$35,000.00 INVENTORY STOCK 


Complete line of modern garage equipment, office fixtures and current parts 
to be held at 916 Central Avenue, Connersville, Indiana, Thursday, October 


21, at 6:30 P.M., Central Standard Time. 


Open for Your Inspection at Any and All Times on or Before 
Sale Day. Pian Now to Be With Us. 


Harold Reisert, Auctioneer 


Richmond, Indiana 
Phone 2-3323 or 2-3686 


for One Year $8 [_] 
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BYRNE-HARMAN, INC. 


Owner 
FORD SALES AND SERVICE 





New Subscription Order 


Send Automotive News to Address Below 


or Two Years $14 [_] 
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ONE OF THE ROUGHEST ROADS IN THE WORLD is carefully kept that way to insure tough going 
at all times. Here, car and driver take the “hump” at high speed, exploring every point of body stress, 
shock absorbers, and suspénsion to make your new car safer and more comfortable every way. 1,000 
miles on this rugged contour course reveal more about a car than 10,000 miles of normal driving. 


THE FORWARD LOOK 


... It brings you the best 
5 cars in the U.S.A:! 


Anywhere in Chrysler Corporation today you can see the thing we call THE 
FORWARD LOOK. It is the most dynamic force and the most exciting promise GRADES EQUAL TO STEEPEST IN U.S. are daily routine on 
in the automotive industry. the “endurance run.” Here’s where engine, transmission . 

You can see it in new working facilities . . . like the vast new 4000-acre and rear end get thorough proving for ruggedness, stamina 
proving grounds glimpsed in action here». . . or in our news-making purchase and performance. 
of Briggs body plants to give our cars more than ever the best construction known. 

You can see THE FORWARD LOOK in the young new management men who 
run our company today ... and in those eagerly at work in the engineering labs 
and the departments of design. Everywhere is a youthful feel, a daring feel, a 
boldness of plans and new ideas that bubbles and seethes with the very sense of 
progress .. . the desire to compete by excelling . . . to lead, not to follow... 
to create, not to copy. 

You can see THE FORWARD LOOK in the car-building history of the very 
recent years. For it is this Corporation which created and first brought to you 
the new concept of better engines, better steering, better brakes and comfort and 
performance with which the industry at large will be scrambling to catch up 
for months and even years to come. 

THE FORWARD LOOK is the special view . . . the special belief . . . the 


special place . . . of a group of men, machines and ideas which have no i. 


counterpart in the modern motor car field. ANCHORS AWEIGH could well be the cry when new mode!s 

And ... if you wish . . . you can sense the realness and the goodness of hit the water trough. No water penetration will escape the 
what this means . . . just by taking the wheel of a new Plymouth, Dodge, scrutiny of any of these hard-to-please engineers. 
DeSoto, Chrysler or Imperial . . . the best five cars in the U.S.A! 


THE FORWARD LOOK — 
COrporation pymouth - dodge - de Soto - chrysler - Imperial 


ited stg 


6 LANE EXPRESSWAY TO PROGRESS. Sweeping in an endless 
4.7 mile oval, the high-speed test track, most modern in the 
world, was engineered to extremely close tolerances. Its 
precision banks slope from 2° inside to 35° outside, per- 
mitting speeds to 140 miles per hour without side thrust. 
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